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Emulate ITC’s Model 


NDIA IS ON THE THRESHOLD OF A RETAIL REVOLUTION. 

In fact, it has, in some segments, already traversed 
some way down that path. But in some others—most 
notably in the spheres of allowing foreign direct 
investment in the sector and in agri-retailing—the issue 
has got bogged in a political crossfire. 

Logically, both, and especially the latter, make 
eminent sense. In the case of the latter, the business 
model involves sourcing farm produce directly from 
farmers and then selling them to end-consumers. Since 
the trade, a.k.a. middlemen, appropriates a large chunk 
of the customer rupee, this model, by eliminating 
them from the value chain, theoretically, at least, gives 
both farmers and end-consumers better prices and 
leaves the retailer a substantial margin. So far, so good. 
But the reality of the Indian farm marketing scenario is 
that middlemen have substantial political clout. Seeing 
their profits—and in many cases, their businesses them- 
selves—disappearing, these special interest groups 
have now struck back. Example: political *moboc- 
racy" has derailed Reliance Retail's push into Uttar 
Pradesh and West Bengal. 

This is where India Inc. can learn from ITC’s strategy. 
The cigarettes-to-hotels-to-paper-to-FMCG major is also 
present in this segment, through its Choupal Fresh ini- 
tiative, and, unlike Reliance and Bharti- Wal-Mart, is on 
the side of the angels. The company, which has a long 
history of sourcing agri-products (its tobacco, paper, and 
even the new FMCG businesses source primary farm 
produce directly from farmers), has not faced any 
protests. Reason: it has created a large rural con- 
stituency by working with small and marginal farmers 


Oil & Inflation 








Time for price hike: But the government lacks courage 
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A win-win situation: ITC's rural model is all-encompassing 


and tribals by investing in afforestation, watershed 
management, livestock development and rural health and 
education programmes. And it has done all this not as 
part of a corporate social responsibility programme, but 
as an integral part of its business plan. Then, its e- 
choupal initiative, instead of cutting the middlemen 
out, has integrated them into the system. Yes, they do get 
a lower commission on ITC's purchase of farm pro- 
duce, but the business model ensures that they continue 
to earn money round the year—as opposed to the ear- 
lier model where they did so only during the harvesting 
season—from other goods and services that ITC and its 
partners sell through this channel. 

by co-opting at least some of the powerful ele- 
ments of the rural value chain in its business model, rrc 
has ensured that it faces little opposition to its business, 
even while others flounder. 

India Inc. will do well to emulate the rrc model. 


VEN AS CHINA INCREASED RETAIL OIL PRICES IN THE 
Poss by 10 per cent early November to help its 
embattled refiners, India put out its inflation num- 
bers for the week ended October 27 that, at 2.97 per 
cent, were the lowest in five years. Among the items 
whose prices remained unchanged were fuel and 
power. That, however, was by diktat. Globally, prices 
of crude oil were hovering near the $100-mark when 
this edit was being written. Analysts were citing expi- 
ration of sizeable futures contracts in the Us as one rea- 
son why crude prices could top $100 in middle of 
November. (However, talk of OPEC, Organisation of the 
Petroleum Exporting Countries, stepping up production 
had eased prices a bit at the time of writing). 

Crude prices topping the $100-mark is only a mat- 
ter of time. Even if oil prices decline, they are unlikely 
to dip to $60 range of mid-2005. If India has been able 
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| creased j hadi. violence and the possibility of 
Pakistan’s nuclear weapons falling into terrorist hands. 


This will | immediately 1 raise India’s risk weightage and 





thereby, jeopardising the long-term growth st 
Thus, the Indian government needs to urgently prey € 








and troublesome, neighbour. - | 
India’s response to the declaration of emergency in 
Pakistan has been muted. In sharp contrast to the vo- 


come forth from the West, India has chosen to down- 

play its concerns, merely expressing regret and hoping 
that the Pakistani establishment sorts out the problem. 

This is understandable. Any shrill Indian response to the 


— - situation is bound to be counterproductive. 


: watching the situation spiral out of control, is also 
. quietly preparing a Plan B. Right now, it seems to 
< have bought General Pervez Musharraf's thesis that 
. after him will be the deluge. That’s possible, perhaps, 
even probable, but that’s by no means the only alter- 
es native, But it’s definitely the worst case scenario. 

23 Already, authoritative voices are discussing the 
2 possi ity of Pakistan breaking up. Noted journalist, 
К 1 political commentator Selig S. Harrison has 
y ritten about the possibility in The New York 

A simmet ing Pashtun secessionist movement 
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. creasing prices. They are, of « course, bleeding. As far 
back as September this у year, when | Prices were at $80 


а 15 per cent hike in the price of diesel and about a 7 
per cent hike in petrol prices. However, the government 
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| emergence, in time, of anew roi entity, Pashtun: 


istan’, under radical Islamist | leadership,” he has written. 

if Harrison’s prediction comes true, the conse- 
quences for India, Afghanistan, West Asia and Central 
Asia will be catastrophic. Will New Delhi then still swear 
by the dated Panchsheel concept, declare moralistically 
that it will not, under any circumstances, interfere in the 
affairs of another country, and watch India being 
drawn into the vortex of chaos and t terror that will 
inevitably follow? Е 

India aspires to Great Power i status, . No country has _ 
become a great power only by making sanctimonious - 
declarations and reacting belatedly to events that affect — 
its own security and future. The government should © 
immediately embark on back channel diplomacy with 
all the foreign and domestic players with a stake in 
Pakistan and cover its bases. Otherwise, it may have t to 3 
rue its moralistic stance later. " | 
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The New PE El Dorado 


PE funds are pouring money into infrastructure, 
and real estate companies. MANU KAUSHIK 


| 
- 2" 





NDIA'S STEROID-CHARGED 9 PER CENT-PLUS GROWTH RATE AND A ROARING 

stock market are drawing throngs of private equity funds. According 

to research conducted by Evalueserve, a global research and analytics 
firm, more than 366 PE and vc firms currently operate in India and another 
69 are planning to start operations soon. The gross investments of PE funds 
in the country is set to touch $13.5 billion (Rs 54,000 crore) during this 
year, making India one of the top seven recipients of PE funding in the 
world. Further, private equity funding is projected to touch $20 billion 
(Rs 80,000 crore at current exchange rates) per annum by 2010. Says Ashish 
Gupta, Global coo & Country Head, Evalueserve: “Global money is rush- 
ing into India to take advantage of high-growth Indian companies that are 
delivering good results year after year." 

Providence Private Equity Partners and Apax Partners entered last year, 
and Kohlberg Kravis Roberts & Co., Cerberus Capital Management 
and Bain Capital are in the process of setting up a direct India presence. 
Actis, a leading private equity investor in emerging markets, with $3.5 bil- 
lion (Rs 14,000 crore) of funds under management, has mapped out 
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Yes. Arun Kejriwal, Director, 
Kejriwal Research & 
Investment Services 

| think it’s a well-thought-of and a 
much desired step from the gov- 
ernment. The only way to check 
unbridled speculation is to restrict 
the flow of funds. Our real estate 
market is still fragile and even 
moderate inflows into the sector 
can cause a huge upsurge in prices. 
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bt trends 


investment strategies for the Indian market. In India, these PE firms 
look at an IRR of 40 per cent, way above the 14 per cent that they get 
in the broader western market. 

The real estate and infrastructure sectors are currently the hot 
favourites, scoring over New Economy heavyweights such as rr & 
tres, banking, financial services & insurance (BFSI) and pharma. 
Says Rishi Sahai, Director, IndusView Advisors, a market and industry 
research advisory firm: *Of the $10 billion (Rs 40,000 crore) PE in- 
vestment in India so far this year, real estate and infrastructure com- 
panies have received $5 billion (Rs 20,000 crore) via 52 deals." 

PE funds find Indian real estate and infrastructure companies at- 
tractive because of the high demand and the high rates of re- 
turns—25-30 per cent IRR—that they generate, compared to the IRR 


THE DOLLAR DELUGE 


Real estate and infrastructure companies have received massive 
amounts of PE investments this year 


INVESTOR 
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of 15-25 per cent in other sectors. “The sector has the capacity to ab- 
sorb as much as $300 billion (Rs 12 lakh crore at current ex- 
change rates) over the next five years,” adds Sahai. The key segments: 
commercial real estate, roads, energy, ports and airports. 

Almost all the big РЕ firms that have set up shop in India are pump- 
ing iron to bite deeper into this growing market. Recently, the 
Mumbai-based Matrix Partners expanded its consumer services fund 
from $150 million (Rs 600 crore) to around $450 million (Rs 1,800 
crore). The firm will now make larger investments of up to $30 
million (Rs 120 crore) and also continue to make smaller venture cap- 
ital investments in early stage companies. Thus far, it has invested in 
several start-ups like Asklaila, ItzCash, Seventymm, and Yo! China. The 
US-based Blackstone Group, one of the world’s leading private equity 
firms, has announced that it has a huge pipeline of deals and is look- 
ing at transactions in the $50-$500 million (Rs 200-2,000 crore) range. 

Helping this trend along is the subprime crisis in the Us and its fall- 
out across the developed world. With several large us banks and other 
financial powerhouses in the throes of a crisis, PE funds have 
stepped up their search for relatively safe and attractive invest- 
ment options elsewhere in the world. 

Therefore, it’s advantage India—and China. 
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“India Is a Top 
Base for talent” 


IKE WAREING, CEO OF KPMG 

International, visited India for a 
couple of days in October to get an 
update on the company’s operations 
and to meet the firm’s business and 
technology partners. BT’s Rahul 
Sachitanand met bim and discussed his 
impressions about the country. Excerpts: 


How much has India changed since your 
first visit five years ago? 

India has moved from providing low- 
cost services to developing much more 
sophisticated solutions. The low-cost 
activities, meanwhile, have begun mov- 
ing to other countries. 


What are the challenges for Indian com- 
panies going global? 

Indian companies are making the tran- 
sition quite smoothly, even though 
many of them are coming into the 
market late. There is a very tough reg- 
ulatory environment in the West, es- 
pecially in the us; from a financial re- 
porting point of view, it’s challenging 
to move from Indian to international 
and US standards. 


How have your India operations shaped up? 
Each of the BRIC countries is growing 
rapidly at 30-50 per cent and India is at 
the top end of this. India is not just 
about companies and clients, it is im- 
portant for our client servicing opera- 
tions where we leverage the talent base 
here for services and processes and, 
of course, we use our employees for 
technology development. 
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Early Signs of Recession? 


HOWING EARLY SIGNS OF SLIPPING BACK INTO RECESSION, INDIAN INDUSTRY 
S recorded dismal growth for the April-September 2007 period with al- 
most 60 per cent of the 91 sectors surveyed recording a low growth rate 
of below 10 per cent. Basic goods, including cement, fertiliser, poly- 
mer, steel as well as intermediate goods recorded either moderate or neg- 
ative growth, according to a recent CII-ASCON survey. 

The only exception was consumer durables, with sub-sectors like 
scooters, electric fans, microwave ovens 

and air-conditioners recording excellent 
growth rates of over 10 per cent during 
this period. But even within consumer 
durables, utility vehicles, motorcycles and 
refrigerators showed negative growth rates. 

Out of a total of 91 sectors reporting 

production, 37 sectors have reported ei- 
ther excellent or high growth rate of 
more than 10 per cent, while 17 sectors 
recorded negative growth rates. The per- 
centage of sectors in excellent and high 
category has declined while the percent- 
ages increased for moderate and nega- 
tive category over the period April 2007 
to June 2007. 

Says Satish Kaura, Chairman, си 
Industry Council: *These low growth rates 
were mainly due to high interest rates prevailing during the period, reduced 
credit availability and rupee appreciation. The impact of the FTAs signed 
with some countries in the last two years is also showing." According to 
him, the survey has revealed that the automobile industry, including 
motorcycles and three-wheelers, is in the negative sales growth category. 

MANU KAUSHIK 
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TEEL PRICES ARE RISING AGAIN. 

Reacting to an over 40 per 
cent rise in freight and other input 
costs, public sector steel majors, 
Steel Authority of India (SAIL) 
and Rashtriya Ispat Nigam 
(RINL), have hiked prices for the 
third successive month. While 
SAIL has done away with the re- 
bates it had been offering, making 
steel more expensive in the hands 
of its customers, RINL has in- 
creased prices of most of its prod- 
ucts. Steel prices in India are rul- 
ing at around Rs 27,500 per 
tonne, close to the all-time high of 
Rs 30,000 per tonne it touched 
in March-April 2006. 

SAIL executives declined to 
discuss the development, but the 
official spokesperson of RNIL said 
it had increased the price of round 
steel products by Rs 200-500 
per tonne and raised the price of 
TMT by Rs 500-1,000 per tonne. 
On semis, the company has raised 





Reserve, the Indian bond markets have failed 
to rally significantlv over the past few weeks. 
"Inflation continues to be a big risk," says Arun 
Kaul, Head (Treasury), PNB. This is due to the 
steep rise in crude oil and food grain prices, which 
will, at some stage, have to be passed on to the con- 
sumers, which will, in turn, stoke inflation. Then, 
RBI last fortnight increased the ceiling for market sta- 
blisation scheme (Mss) bonds to Rs 2,50,000 crore. 
This is Rs 1,00,000 crore more than the expected 
figure. With strong foreign exchange flows con- 
tinuing unabated, the government will probably ex- 





| | US Fed Chief Ben 
haust almost the entire headroom available under Bernanke: Soft stance 


MSS. In this fluid situation, the negative sentiment 


prices by Rs 800 per tonne. 
The private players, Tata 
Steel, Essar Steel and the Jindal 
Group, have not yet followed 
suit, but they may do so soon. 
Analysts point out that there 
could be further increase of 5-7 
per cent in steel prices early next 
year, when several big-ticket con- 
struction projects get off the 
ground and China re-enters the 
global iron ore supply market. 
Result: that dream house just 
became more expensive. 


AMIT MUKHERJEE 


Is expected to persist with no expectation of yields coming down. 
SHALINI S. DAGAR 
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Bosch innovation? 


Yes 


14 Patents a day for our future 


| The Bosch group represents great 
innovative strength, resulting in beneficial solutions for the 
future. A total of roughly 26,000 associates work in Research 
and Development and the company spent over 796 of its 
annual sales amounting to 3.3 billion euros in 2006. 
www.boschindia.com 
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SELF-WORTH 


Mad, Ad World of Josy Paul 


E HAS THREATENED TO 
H jump off the window, 
uprooted a vision-statement 
plate at a client’s office, and 
just when you wonder if the 
story about him jumping on 
the table and falling on the 
client is urban legend, Josy 
Paul, 42, National Creative 
Director, JWT, puts a stamp 
of authenticity on it. 

Josy’s entry into JWT in 
April this year surprised 
many, as he was literally the 
face of wPr's challenger 
brand, RMG David. One 
would imagine that the highly 
individualistic and outspoken 
Josy would find it difficult 
to fit into a complex ecosys- 
tem like jwr. But, maybe not: 
"You've got to give, before 
you can receive," he says. 

For the ad industry's en- 
fant terrible, there's never a 
dull moment. For instance, at 
the recently concluded Bharti-Wal- 
Mart pitch, which jwr won, the 
masterstroke was his rather poker- 
faced request for a brief from the 
client on a communication that it is 
likely to require in a hurry. *And as 
the meeting concluded, we re- 
moved a partition to show a mini 
agency at work, which had exe- 
cuted the campaign originally re- 
quested. This demonstrated our 
ability to provide a quick-turn- 
around," he says. Some of his 
team's wins include Sony Vaio, 
Airtel’s value added service, Bharti's 
DTH business, Commonwealth 
Games, Mumbai Mirror and 
Emami Group businesses. 

So, this is not a newly acquired 
swagger. Way back in 1987, as a 
22-year-old trainee at Ogilvy 
Benson & Mather (now O&M), he 
threatened to jump off the win- 
dow at a Philips pitch if the client 
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did not accept his idea. “I was con- 
vinced, and I knew I wouldn't get 
hurt—being on the first floor,” he 
says. The agency won the busi- 
ness, but Philips asked that Josy 
be kept away. 

Then followed his stint as cre- 
ative director at Lintas (Lowe from 
1999-2000) with the legendary 
Kersey Katrak as his creative boss. 
He worked on the Crystal 
Innerwear brand for men and ac- 
tually used his personal photo- 
graphs, from a European holiday, 
of all the famous statues shot from 
behind. “I did not get a place to 
stand in the front...so I went be- 
hind and shot them," he laughs. 

Everyone has a defining mo- 
ment, and for Josy it was his deci- 
sion to come back into the wp» 
fold in June 2002 to start RMG 
David, the challenger agency, along 
with Madhukar Sabnavis. Usually, 





the trajectory of a creative 
person moves from work- 
ing on an ad, to a cam- 
paign, then a brand and, 
eventually, on the culture 
and the environment. *At 
David, I was lucky to com- 
plete the circle," he says. 
The office was zany, Josy's 
room had a bathtub and 
he sat on chair designed 
like a commode. 

Pitching is a passionate 
affair—and this is what Josy 
teaches students at St 
Xavier's in Mumbai. “I tell 
them to learn from water 
and go with the flow." 
Hyperbole? Well, he found 
his answer at client ZeroB's 
office, where he had gone to 
pitch for business for RMG 
David in 2002. Sitting in 
the rather drab client office, 
he spotted the more than 
60-year-old vision statement, 
stuck above the receptionist's table, 
speaking about the virtues of drink- 
ing more water, which matched 
with his pitch. During a lull, he got 
up and tried to take it off. *But the 
damn thing came off with a bit of 
the wall," he says. The high point in 
the drama came when the guard 
walked in shouting: “Chor-chor. It 
was tough explaining my deed, but 
we bagged the business." 

It's not always, however, that 
his antics find takers. At another 
meet with a prominent insurance 
client, Josy suddenly climbed on to 
the table and jumped on the client: 
"To prove: life is uncertain and 
how prepared were they," he says. 
The client wasn't amused and he 
did not bag the account. 

You win some and lose some. 
But that's the world of Josy Paul 
for you. 
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Gold May 
Touch $1,000 
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OLD PRICES HAVE SHOT TO OVER $800 (RS 32,000) 

per ounce (31.103 gm) in the first week of 
November for the first time since January 1980 
on the back of consistent demand. The yellow 
metal has, in fact, gained over 20 per cent since 
mid-August, when the Us subprime crisis sent 
shivers down the spine of the global financial 
market. This trend is likely to continue. Says 
Umesh Ganjam, Joint MD of the Bangalore-based 
Ganjam Nagappa & Sons, a leading luxury jew- 
ellery brand: *Gold prices are expected to cross 
$1,000 (Rs 40,000) in the short term." Some an- 
alysts have even predicted prices levels of $1,200- 
1,500 (Rs 48,000-60,000) per ounce. “As an 
investment option, gold will now compete with 
stocks and real estate," he says. 

Ganjam points to the strong corelation gold 
prices have with global crude prices, which are ex- 
pected to breach the $100 (Rs 4,000) per barrel any 
time now. Gold prices move in sync with oil prices 
as investors hedge against energy-led inflation. 

According to C. Ganesh Narayan, Executive 
Director of leading retailer C. Krishniah Chetty & 
Sons, the dollar's depreciation against the euro and 
the increase in oil prices will take the gold prices 
to an all-time high. *Over the past six months, in- 
vestor interest in gold has shot through the roof; 
and demand from jewellery consumers remains un- 
abated. This points to a further hardening of 
prices," he says. 

According to a World Gold Council report, 
lower output of primary gold, strong jewellery de- 
mand and increased investor interest are fuelling 
the rally that shows no signs of running out of 
steam anytime soon. 

К.К. BALASUBRAMANYAM 
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What is it? Mapmylndia Navigator, a Ominous Portend y 


GPS-based real-time turn-by-turn nav- 
igation device with visual map guid- 
ance and voice instructions that can 
operate across India and help people to 
reach their destinations. 


What are its key features? It can 
search and navigate through 55,000 
towns and villages connected by nat- 
ional and state highways. It also has 
complete coverage of streets, locali- cao ПР AME na eS INNEN E 
. x : May 07 June 07 July 07 Aug 07 Sept 07 Oct. 07 
ties, sub-localities, and points of in- 


o GS Crude oil prices at NYMEX in $ per barrel 
terest in 18 major cities. AMNIS rm 











How does it work? The portable gadget uses satellites to determine your current 
location and then guides you to your destination with visual map instructions sup- IMPACT: Rising crude oil prices should 
ported by voice prompts. It can be mounted оп a car windshield or dashboard | be the trigger to raise domestic oil 


or be carried in your hand. prices, but the impending elections 


: in Gujarat and Himachal Pradesh have 
How much does it cost? The Mapmylndia Navigator is available for Rs 21,000 tied the govemment's hands. If the 


in Delhi and Rs 22,000 in most other states. There is no recurring charge as the | government does raise prices, the con- 
GPS signal is free. Travellers can optionally purchase updates to the maps, which f sequent inflationary pressure will lead 
will be made available twice a year on demand. to a hardening of interest rates. 
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AMIT MUKHERJE COMPILED BY ANAND ADHIKARI 
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Sometimes, just sometimes, its lovely 
when Pretty Woman is not a film on the entertainment channel 
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P-WATCH 


A bird's eye view of what's hot and what's 
not on the government's policy radar. 





TNWOOSINDUSTRY 


MPLOYMENT-LINKED INCENTIVES 
E. WOO investors are gaining 
momentum in states. Sometime back, 
it was Andhra Pradesh. Now, it is 
Tamil Nadu. The M. Karunanidhi- 
led government has recently ann- 
ounced a slew of initiatives to woo 
investors to backward areas. 
Proposals for sEZs in industrially 
backward areas will get priority. 
Industrial parks will get a grant of 





$- 


will be developed in clusters, close to 
places where the commodity is avail- 
able. The state is creating a land bank 
of 10,000 acres over the next five 
years for industrial parks. “This 
holistic approach will lead to devel- 
opment of more districts and 
improve per capita income outside of 
urban areas,” says G.R.K. Reddy, 
CMD, Marg Constructions, which is 
implementing infrastructure projects 
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Rs 2 crore each, provided they are Karunanidhi: Attracting capitalists worth Rs 6,000 crore in the state. 


located at least 50 km from Chennai 

and have the potential to provide direct employment 

to 2,000 people. Further, there will be single window 

clearances for setting up these parks, and export cells 

to liaise on behalf of exporters. In a first of its kind, 

the state is also promoting a nano technology park. 
Agro processing, a business neglected in the past, 


With this policy, the government 

hopes to create an additional 20 lakh jobs by 2011 

and raise the contribution of the manufacturing sec- 

tor to the state economy from 21 per cent to 27 per 

cent. Evidently, Tamil Nadu is now wooing capital- 
ists with a hint of socialism. 

NITYA VARADARAJAN 


CURBS ON ECB TO HURT 


NDIAN COMPANIES, INCLINED TO BORROW ABROAD TO BENEFIT 
from cheaper interest rates, may soon have to contend with 
rising debt servicing costs, since RBI is planning to introduce fur- 
ther curbs on ECBs to regulate capital inflows. According to 


bankers, the manufacturing sector 
MORE FETTERS could be hit hard. For a AAA-rated 
m RBI plans to introduce company borrowing abroad for a 
further curbs on overseas five-year term at Libor plus 60-100 
borrowings basis points, the interest differential 
HER could work out to 1.5 per cent if it is 
hedged and 3 per cent if it is 
unhedged, says a senior banker. 

RBI has placed several curbs on 
ECBs. Companies have to borrow 
locally for their local capital expendi- 
ture needs, but can go for ECBs if they 
have planned any overseas expansion or acquisition. According 
to Sharda Balaji, Company Secretary, Puravankara Projects, 
restricting Indian companies from borrowing abroad will hit 
them hard as interest rates within the country are showing no 
signs of easing. “I don’t see interest rates dropping in the near 
future,” she says. Surely, a strong currency cuts both ways. 

K.R. BALASUBRAMANYAM 


m [here is already a ban on 
ECBs for meeting local 
expenditure 


m Short-term impact will 
be felt 
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SHIFTING GEAR | 





DLE FUNDS ARE BAD FOR 

business, and worse _ 
still for the economy. 
Finance Minister P. 
Chidambaram has 
finally sorted out the 
issues to set aside a 
portion of the swelling foreign exchange 
reserves for developing the country's 
weak infrastructure. The money will-go to 
a special-purpose vehicle (SPV) formed 
last year to enable long-gestation projects 
to raise funds cheaply. According to the 
Finance Minister, the SPV will borrow 
forex reserves from the Reserve Bank of 
India and co-finance ECBs for import of 
machinery by Indian firms. 

While here is a demand for better infra- 
structure, levying and collecting user 
charges remains an issue. Surely, without 
resolving it, projects will not find takers. 

MANU KAUSHIK 
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WHITE SMOKE 


GETTING THE GOVERNMENT TO RAISE 
prices of mass consumption 
products like petrol and diesel is 


as difficult as electing a Pope. 
The parallel can be carried fur- 
ther: a positive outcome in the 


latter is signalled by white 


; EM. 
smoke filling the Vatican skies. 
In the case of price hikes, noth- 
ing seems to happen till the 
Prime Minister sits across the 
table with the Finance Minister 
and the Petroleum Minister 
Murli Deora (above). 
Thus far, price hikes have 


been accompanied by tax cuts 


and issue of oil bonds by the 
Finance Minister. Inclusive ‘hair 
cuts’, it is. 

BC 


NO SHOW 


A RECENT LITMUS TEST ON OUR 
efforts in Africa to secure oil 
and gas properties has yielded 
poor results. A high profile con- 
ference organised by the gov- 
ernment on hydrocarbons in 
Africa saw poor attendance by 
the major oil and gas bearing 
countries. Only Sudan sent a 
minister; Angola, Nigeria and 
Libya dispatched oil company 
executives for the event. 
Petroleum Minister Murli Deora 
had sent a senior official to invite 


the ministers. Evidently, diplo- 


macy has its limitations. 
| | BC 
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HSOHO HVHNAHS 





The why, what and how-to of policy making. 





STREAMLINE THE BUREAUCRACY 


ECENTLY, FINANCE MINISTER P. CHIDAMBARAM GAVE AWAY SOPS 
В: Rs 5,300 crore to the export sector, but not before quip- 

ping that trimming staff strength was a short-sighted approach. 
Rather, exporters need to come to terms with the reality—both on the 
currency front as well the extent of government aid. The rising rupee 
reflects greater integration with the global economy. 

No one denies the fact that monetary reforms are painful—job losses 
are estimated at 200,000 this year—and industry must learn to cope with 
and embrace globalisation. However, the fact remains that transaction 
costs, arising out of interaction with government agencies, drag down its 
competitiveness. The problem is an old one—a sloppy and corrupt 
bureaucracy—and so is the solution: a stiff dose of reforms. So, what 
makes the situation any different now? A couple of dozen applications by 
bureaucrats seeking the State's nod to serve a stint in the private sector. 

Does it help? It does, for it offers a trigger for the government to set 
out transparent norms that allow officials to use their experience in areas 
other than lobbying. Currently, there is an advisory that makes little 
sense—it bans an officer from stepping out into a sector where he or she 
has worked in over the last five years in the 
government fold. The result: a case-by-case 
approach that requires political approval. 
That the market is meeting the rising aspira- 
tion of officers is not entirely hard to 
explain—the booming infrastructure sector 
requires talent that is best found in the gov- 
ernment pool. The senior officers have also 
become adventurous—a recent decision to 
offer assured two-vear tenure to additional 
secretary level officers has dampened the 
spirits of those below this level, as this griev- 
ously injures their career prospects. 

50, how does it benefit the government to allow temporary flight of 
talent? A return ticket for the officer will only enrich the gene pool— 
over time, this will offer a chance for a cultural cleansing of the system, 
where efficiency and delivery become the rule and not exception. 

As much as officers are allowed to step out into the private sector, the 
bureaucracy must also gear up to accept talent that excels the peer group. 
But it will upset the prevailing caste system, where the elite administra- 
tive service takes the top slot. Conviction can be drawn from the initia- 
tives in the British civil service, on which our system is fashioned. The 
Brits have allowed lateral induction for a while. Compensation is a minor 
irritant in this initiative. But, the government knows that its wage bill is 
not inflated by the white-collar employees. It's the rest of the lot—driv- 
ers, secretarial staff. Their package, for most part, betters private sector. 

Surely, Chidambaram would not be averse to kicking off this reform 
initiative, for it will help the economy nudge past the GDP growth target 
of 9 per cent. After all, in an earlier stint, he presided over the HR func- 
tions of the bureaucracy. 
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NEWS AKER - 
YAGA VENUGOPAL REDDY 3 1 9 million: The number of Indians who live on 
less than a dollar a day, according to The World's 
Most Deprived report 


———M— —M —QÀX 


J billion (Rs 36,000 crore): Amount raised by 
PetroChina in the world’s biggest IPO in 2007 


6 0 per cent: Share of Google in all internet 
searches worldwide; Yahoo has a 14 per cent share 
and Microsoft is a distant third with 4 per cent 
9.8 per cent: Rate of industrial growth in India in 
the first five months of 2007-08 





BHASKAR PAUL 


Y.V. Reddy: Yet to face the biggest tests 39: india’s rank on a list of 150 countries based on 
its ability to efficiently transport goods and services to 
and from the country, according to a World Bank 
Study. Singapore, The Netherlands and Germany 
occupy the top three slots 


AGA VENUGOPAL REDDY HAS STUCK TO HIS GUNS. 
Continuing his attempt to keep the funds in the 
system—and, thus, the value of the rupee—in 
check, the Governor of the Reserve Bank of India 
chose to hike the cash reserve ratio by 50 basis y ЖЕЕ 
points to 7.5 per cent, thereby signalling a halt to the / X: India's rank іп the 2007 AT Kearney 


gis 6 | Globalisation Index. The list ranks 72 countries. 
incipient southward movement of interest rates. Singapore tops the list for the third straight year, 


The move Was aimed at addressing the Capital followed by Hong Kong, The Netherlands, 
inflows” issue, which has been fuelling the rise of the Switzerland and Ireland. India slipped 10 
rupee against the US dollar to uncomfortable levels— places from #61 in 2006. 

it has gained over 12 per cent since January. 


Reddy, a 1964 batch officer of the Indian () 6 per cent: Haryana’s fiscal deficit in 2006-07, 
Administrative Service, has been trying for the making it the best performing state in terms of financial 
last six months to preempt the menace of “hot FII health. Haryana is followed by Delhi (0.7 per cent), 
lows” апа had even suggested а (ах оп theseasa Orissa (1 per cent), Gujarat (2.5 per cent) and 
deterrent some time ago. In the process, he has at- Chhattisgarh (2.6 per cent). 
tracted both kudos and flak. Admittedly, no RBI 


Governor before him has had to face such a situ- 42 million tonnes: Amount of solid wastes produced 
ation пеп GDP growth rates, rising crude Oil by urban India annually іп 423 Class | cities 
prices, appreciating rupee, hot inflows and record | 
levels of foreign exchange—that he has, since he $3 32 д billion: Approximate inflows into 
landed in the corner room of Mint Street in indian "equities through P-Notes so far this 
September 2003. But his biggest tests lie ahead, financial year 
before he completes his five-year term in September 
2008. For one, he has to contend with rising in- 2 " 5 billion: The projected number of air 
flationary pressures due to soaring crude prices and passengers worldwide by 2011 
more РЇЇ money pouring into the economy. 
With general elections round the comer, Reddy will C4 000 | | 
Sins p+,UUY (Rs 1,60,000): Estimated per capita 
be under REUS © кеер the тирее from арргесаупе income in India їп 2025, according to 
further (as it will cripple exports and result in job Finance Minister P. Chidambaram. 
losses) as well as maintain a benign interest rate en- 
vironment in order to facilitate consumption and S 
growth. And given his track record, it seems likely that 
; prec i бай, cost of hosting the 2010 
he will do whatever his political masters tell him to do. Commonwealth Games, up from 


ANAND ADHIKARI] the 2002 estimate of Rs 1,772 crore 


T" 3,00 UU crore: The esti- 
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AGE OF 
STUDENTS 


М T rears 66% 


The Nielsen Company recently came out with a study on 
the profile of MBAs and their preferred career options. 
These are the findings. Compiled by SHAMNI PANDE 


Years 2% 
ears 14% 
vears 18% 


ABOUT TWO-THIRDS - Average Age: 24 Years 


OF ALL STUDENTS | 
HAVE AN IT Consultancy/services 


ENGINEERING E LU 
BACKGROUND Engg. e ar 3 


Non 15 
Engg 


ample sue: 349 stundents trom 6 IMs (Class 





Social Responsibility: Global CEOs All For It 


Business leaders are now more inclined to incorporate society's expectations into their core strategies but face many challenges when they do. 





Societal expectations % of respondents who answered ‘Yes’ | Trends influencing society's expectations of business 
! % of respondants 
Do you believe that society has higher | Р Which of the following trends do уо 
expectations for business to take on public Do you believe that these expectations | are most important in influencing s 
responsibilities than it had 5 years ago? will increase over the next 5 years? | expectations of business? 
By region | Increasing enviornmental concern О 
Europe eS? U^ Sea £2 - Greater demand for—and limited 
Americas 95 е | supply of— natural resources 38 
Rest of the world a 5: Bee a Ө — Emergence of China and India in the a | 
By type of company global marketplace 
Public Si ë ë ë Й ; heresing technological connectivity EMEN: 
i | 
Private ЕЕЕ) 91 a ИР) 61 | Decreasing trust in business ` PERE 18 
By size of company | Growing influence of—and pressure trom— 14 
Small (<$1 bn) 96 B3 ;  non-governmental/non-profit organisations Кее 
Medium ($1 bn-$10 bn) 95 51 | 
| 


Large (> $10 bn) | 94 46 
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“Our vision is to be part of the monthly bu iget 


of one million families” 
Krishnan Ganesh, Founder, TutorVista, in New York Times 


“One of the most positive things about thelT 
revolution in this country is that. virtually evefy i. 
single one of the icons of the IT world is a new 
entrepreneur” 


Montek Singh Ahluwalla, Deputy Chairman, Planning Commission, i 
McKinsey Quarterly 





“Its a prototype for buildings of the future" 
Ralph Johnson, Firm-wide Design Principal, Perkins + Will, on Antilla, 
fhe 24-starey tower which the company bas daiman for Mukesh Aniani 
р Business Week 





E “For the first time, airports are being built by 
private operators, not by the government. This 


is a revolution” 
Nandan Niekam, Co-Chairman, Infosys Technologies, in Newsweek 


“My idea of being predictable is on the one 
hand to use benchmarks...but also to provide 
information to the public on what our outlook 
is, what our forecast is, how we see the risks 


and how we plan to respond" 
Ben Bernanke, Chairman, US Federal Reserve Board, to agencies 





*Politicians and bureaucrats are the ones who 
are allowing the conversion of industrial land 
into commercial properties, but Bajaj Auto has 
no intention of using its land for any purpose 
other than its automotive business” 

Rajiv Bajaj, Managing Director, Bajaj Auta, vt Mint 








“When the economy is growing at nearly 10 
per cent, the financial services industry has to 
grow by 30 per cent. There is no point in wish- 
ing away the pressure cooker. One has to just 


make sure that it doesn't explode" 
КМ. Kamath, MD ard CEO, ICICI Bank, i Business Standard 


*Even if we are witnessing an era of healthy 
ageing, it is India that will supply talent to the 
world and, thus, the (need to) appr oach, retain 
and engage this workforce. India is one country 
that will get rich before it gets old" 

Dipak Jain, Dean, Kellogg School of Management, in The Economic Times 
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Built by Volkswagen, the No.1 car brand in Germany and 
Europe’, every part of the Passat TDI has been checked, 


re-checked and checked again before we say ‘Ja’ ('Yes' in 

German) it's ready to hit the road. This attention to detail 
is probably why it has won the most prestigious car awards 
till date. Of course, intricate detailing is not the only thing 


Passat owners can look forward to. Its powerful TDI diesel 


engine keeps the car steady even at high speeds. While the 
6-speed DSG gearbox combines the virtues of a silky 
smooth gear shift with high fuel efficiency. Then, there is 
our 12-way seat adjustment system that keeps you in 


superlative comfort. The thoughtfully crafted Passat TDI 
has arrived. 


Discover your own reason to say 'Ja'. 


2.0 TDI. 103 kW (140 bhp). 6-speed DSG gearbox. Bi-xenon headlights with headlight cleaning system. Electric sliding / tilting glas 
manual sun blinds in the back. 8 airbags. ABS & ESP. "Climatronic" air conditioner with 2-zone temperature control. Rain s 
6-disc CD changer with MP3 player function. Features mentioned here are not available in all versions. 


For further details, please contact our authorised Volkswagen dealers: Bangalore: Elite Motors (080)41110701-5 


We don't let it go until we say Ja 11,348 times. 





The Passat from Volkswagen. 














t seats with electric 12-way adjustment. Parking sensors at front and rear. 215 / 55 R 16 alloy wheels. | eather upholstery. Ele 
s and Drive" starting function. Electronic parking brake. Automatic driving light control with "Coming and Leaving home functi 
a published by Kraftfahrt-Bundesamt (Federal Motor Transport Authority in Germany] and ACEA 


Delhi / Noida: Kashyap Group (0120)2462601 -5 Mumbai: Presidential Cars (022)24364801-6 
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REACHED: Between 
Ranbaxy Laboratories, 
Japan's Astellas 
Pharma and Ger- 
many’s Boehringer 

' Ingelhelm, an out of 
court settlement, on Ranbaxy's chal- 
lenge over prostate drug Flomax. 
Astellas had invented the drug while 
Boehringer has the licence for the 
US. In return, Ranbaxy will get the 
right to sell non-patented copies of 
tamsulosin, the active ingredient of 
Flomax, from 2010. 





NAMED: By Financial News weekly, 
three bankers of Indian origin on its 
FN-100 Women list, which ranks 
Europe's most influential bankers. 
Julie Chakraverty, the youngest MD 
at Swiss banking giant UBS; Ina De, 
European Head of New Equity Issues 
at JPMorgan; and Rita Dhut, Head of 
Value Investments at leading UK 
fund manager Morley Fund 
Management, made it to the list. 


APPOINTED: By IIM-A, Samir Kumar 
Barua as Director. He succeeds Bakul 
Dholakia who stepped down from the 
post on October 10 on completion of 
his five-year term. Barua has been on 
the faculty of IIM-A since 1980. 


EMERGED: India, as the top private 
equity destination among emerging 
countries, with $10 billion inflows so far 
in 2007. According to cross-border 
advisory firm Indus View, China at- 
tracted $8.3 billion during the same pe- 
riod. China received $13 billion in PE 
investments in 2006 compared to $7 
billion in India. 


INCREASED: By 47 per cent, to Rs 
1.28 lakh crore, the direct tax collec- 
tions till October 2007, compared to Rs 
90,000 crore in the corresponding pe- 
riod last year. Corporate tax collec- 
tions grew by close to 46 per cent 
and personal income-tax collections, in- 
cluding fringe benefit, securities trans- 
action and banking cash transaction 
taxes increased by 40 per cent. 


RANKED: Four 
Indian companies, in- 
cluding two of the 
country's biggest IT 
firms, TCS and Infosys, 
among the world's 
100 biggest technology providers to the 
global financial services industry. TCS 
is also the first Indian firm to be named 
among the top 10 in the FinTech 100 
list. iFlex and Patni are the other two 
Indian companies on this list. 





CRACKER OF A SEASON FOR DURABLES 


|р 
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Indian Executives Happiest 


India 





— Philippines 











| Figures are 2007 salary hikes in per cent 


HIS COULD BE ANOTHER REASON 
[^ global workers might just 

want to relocate to India. 
According to a recent survey that is 
likely to fuel concerns over wage in- 
flation, Indian companies have been 
found to be giving their staff the biggest 
salary increments in the world. 

Employees have witnessed an av- 
erage salary hike of about 14 per cent 
this year, cutting across all sectors. The 
trend is likely to continue in 2008 
with the average hovering around 15 
per cent. This compares favourably 
with an anticipated annual inflation 
rate of 5.7 per cent this year and 5.4 
per cent in 2008. 

More than 4,000 companies were 
covered over a two-month survey con- 
ducted globally by Towers Perrin, a 
US-based human resources advisory 
company. The survey showed that 
salaries in India rose virtually across the 
board, far outstripping those in China. 
Chinese employees can expect salary 
increases of 8 per cent this year and 9 
per cent in 2008, based on a pro- 
jected annual inflation of 3.6 per cent 
and 3.5 per cent, respectively. 

The findings back growing evi- 
dence that management compensation 
in India is now slowly coming at par 
with the global average. This rise 
comes amid growing concern about a 
shortage of qualified staff, especially in 
information technology. 

AMIT MUKHERJEE 
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For you, life is all about looking ahead and charting your course with precision. Which is why we offer forward 
thinking wealth management advice, delivered by advisors who always keep your best interests in mind. We help 
create an investment portfolio’ that suits you best, not us. So you can live life to the fullest while your wealth is 
managed based on advice that is informed, personalised and unbiased. 


For details, SMS ‘Wealth 106’ to 56677 or log on to www.fas.americanexpress.com/in 


FINANCIAL ADVISORY SERVICES 
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Markets give up gains. 
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India's Middle Class: Opportunities Ahead 


Over the next two decades, India’s middle class will grow from about 5 per cent of 


the population to more than 40 per cent and create the world's fifth-largest consumer 
market. A snapshot. 


Private consumption has already played a much larger role in India's growth than it has in 
that of other developing countries. In 2005, private spending reached about Rs 14,88,000 
crore ($372 billion), accounting for more than 60 per cent of India's GDP So, in this respect 
the country is closer to developed economies such as Japan and the United States than are 
China and other fast-growing emerging markets in Asia. 


Private Consumption: A Starring Role 


% of GDP 2005 
Total private consumption in $ bn 2.216 





Private Consumption 
Government Consumption 
Investment 
Net Trade 3-9 — —1- 
China Japan India United 
States 


If India can achieve a 7.3 per cent annual growth rate over the next 20 years, 465 million more 
people will be spared a life of extreme deprivation. 


Escaping Poverty 


Share of Indian population by annual income bracket (95) 









(Millions of people) 755 928 1,107 1,278 1,429 
1 





1985 19% 2005 — 2015 2025 
*Estimated окан 
By 2025, rising personal incomes will spur a 10-fold increase, enlarging the Indian middle 


class to about 583 million people, or 41 per cent of the population. in 20 years, the shape of 
the income pyramid will become almost unrecognisable. 


The Expanding Middle 


Number of households by annual income bracket (millions) 





2015 


Aggregate disposable income by annual income bracket (In Rs trillion) 











Global it! core OCIS 

Stnvers ورا‎ M SSUES A EN 

bes e LL —— 

Aspirers —— ПА __:1————————— 

Deprived ———— 54 —M— 25 


2005 2015 2025 


Annual income: Globals = > Rs 10,00,000; Strivers = Rs 5,00,000-10,00,000; Seekers = Rs 2,00,000-4,99 999. 
Aspirers = Rs 90,000-1,99.999; Deprived — < Rs 90,000 
Figures do not sum to 100 per cent because of rounding. Source: McKinsey Global Institute Analysis 


5th ASIA’S BIGGEST FRANCHISE & RETAIL SHOW 






FRANCHISI 
INDIA2007 


5" International Franchise and Retail Show 
EXHIBITIONS | CONFERENCE & WORKSHOP | AWARDS 


DECEMBER 11 & 12, 2007, HOTEL ASHOK, NEW DELHI 


In association with 
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EXHIBITION: OVER 250 BUSINESS OFFERS FROM OVER 15 
COUNTRIES IN OVER 150 INDUSTRIES FOR ALL INVESTMENT 





+ 
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CATEGORIES » Business Service » Entertainment » Health Services — » Retail 

» Apparels » Financial Service » Food & Beverage » Home-based › Education 

» Automotive > Computer Edu. — » Footwear › Home Furnishing » Sports & Fitness 
» Beauty Salons » Consultancy › Furniture Stores — » Printing » Travel Agencies 


» Construction › Courier & Cargo » Gifts & Greetings » Real Estate & Many More... 


OVER 100 COMPANIES HAVE ALREADY BOOKED THEIR STALLS! 
FOR ENTREPRENEURS & PROFESSIONALS 





5" GLOBAL CONFERENCE ON FRANCHISE, RETAIL & ENTREPRENEURS 


OVER 100 PANELISTS 


Module One - Two Days of Module Two - Two days Over 75 international panelists v 





Conference & workshop of workshop on retailing presented in 2006, including: 
for Entrepreneurs for retail companies Tony White, Gloria Jeans, Aus. 

Rolf G. Kirst, Dir, GFA, Germany 
FRANCHISE SEMINARS 


у Food, travel & entertainment 
у Fashion & lifestyle retail 

№ Luxury retail business 

у Large format business 

w Neighborhood retail business 
з Speciality retail business 

у Investing in a retail business 
у Health & beauty business 

з Education & training business 
у Direct sales business 

э Licencing: the way forward 
з Intemational franchising 

з Speciality services business 
у Funding a franchise business 


ENTREPRENEUR WORKSHOP 

у Routes to entrepreneurship 

м Empowering the entrepreneur 

w Entrepreneurship & franchise 

м Women entrepreneurship 

у How to start & run a 
profitable retail business 

з Regulations and compliance 

у Guiding franchisees on HR 

м Learning from entrepreneurs 


To Register send DD/ Cheque in favouring “Franchise India Holdings Limited" for Rs 15000 

(for each module) to avail discount before 30th November (on the spot registeration Rs 17500) 
Corporate Office: B-21, 1" Floor, Pamposh Enclave, Greater Kailash - 1, New Delhi - 110048 
Over 150 delegates already confirmed, Call Minakshi: 011 32563453, Shibha: 011 32476404 


Bie 


RETAIL WORKSHOP 


у Creating retail concept & design 


у Project planning & implement 
з Merchandise planning 

м In store planning 

у Store operations 

у Store audit 

з Business development 

з Learning from the experts 


Module Three - Two days 
of workshop on franchising 
for franchise companies 


FRANCHISE WORKSHOP 

w Basics of franchising 

з Structure a franchise plan 

э Franchise marketing plan 

у Develop & implement of 
profitable franchise mode! 

э Negotiating a franchise sale 

зэ Managing franchisee 

м Franchisee financing 

w Venture funding in franchise 

з Brand management 

з Managing operations 
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Rod Young, DC Strategy, Aus 
Andrew Levermore, Hypercity 
Ajay Bansal, Director, Yum Intl 
Akhil Chaturvedi, Provogue 
Ajay Khanna, DLF Retail 
Gagan Singh, Benetton 

Arun Khetan, CEO, Kidzee 
Albert Kong, AWN, Singapore 
Chitranjan Dar, Wills Lifestyle 
Subhinder Singh, Reebok India 
P Ramarao, Cookieman (I) 
Ravi Saxena, City Max Hotels 
Ratan Jalan, Apollo Health Ltd 
Yogesh Samat, Inorbit Malls 
Abhishek Bansal, Pacific Malls 
Viraj Gandhi, Medicine Shoppe 
Vivek Seigll, HCL 

Gaurav Sahni, US Dollar 

Uday Mathur, FuroKids 
Pranay Sinha, Select Cit y walk 
Prasad Kapre, DTC 

Alok Banerjee, S Kumar 
Vijayant Chhabra, Archies 
John Lynch, Australian Foods 
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CALL TODAY! 
Exhibition Sales 

Ashna: 09310185550 

Vipin: 09350810189 
Prakash: 09323968158 
Ramesh: 09342414494 
expo@franchiseindia.com 
Conference Delegates 
Minakshi: 09313331090 
Kalpana: 09320033202 
Roohi: 09342414494 
conference@franchiseindia.com 
Franchise & Retail Awards 
Ridhima: 011 32007403 
awards@franchiseindia.com 
Sponsorships & Associates 
Ashita: 09810092379 
ashita@franchiseindia.com 


== FRANCHISE INDIA 
= HOLDINGS LIMITED 


Reproducing Success Since 1999 


SHOW HOTLINE: 09310185550, 09313331151 


www.franchiseindia.com 
REPRODUCING SUCCESS SINCE 1999 





T BERRRRRARUNSZIASSSCUIENSRONSESSSASENE _ 
WN2ESERESESESESA:EE БЕ EI Е ESTIT] 
| "JUSESESESSD5SENSRSZS CER EPI PT Perii, 
D NEENSITAAREAE2A8428222.23222222323333. 1 
7 BEHINRZIRINBNNRENESUESUISSANRZJSSEE G8 S855 
BERNBERRENRERRARERENSSEEESENRNESSENENEEFUESEREERE 
TTT TTT Tm mm mn 
ITT TT TTT TT TTT TTT TTTTTTTTTTT 

І I, 


* LJ 





"2% 
v | 

" І 
za 


* 
` 
АЧ 


Ст 
| - Г * Р E * 
ч re "c7 uA ГА 
a rw» 21.» раче QUO 
т АИР" dgee IC OT 
te : i “ к". 


ж 





ай WINNER | At DSP Merrill Lynch's Global Private Client, we are more of a partner 

to our clients. We combine investment advisory services with 
customized financial solutions to cover all aspects of your wealth. So 
your future just doesn’t happen - it gets built from generation to 


generation. DSP Merrill Lynch’s Global Private Client is now ramping 
BEST PR VATE up its vides and reaffirms its commitment. | | j 


ЗЛА ОЈ PARTNERING YOU BEYOND SUCCESS 


Mumbai: +91 22 66328384; Delhi: +91 11 43579525; Chennai: +91 44 43911702; Bangalore: +91 80 41231226: Kolkata: +91 33 4003 4423. SEBI I 
Nos. Stock Broking: BSE- INB/INF 011259232, NSE- INB/INF231259236, OTC- INB201259232: Underwriter: INUO000008605: Merchant Bé 
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e Professional Investment Advisory 
e Wealth Consolidation 


e Access to Global Investments DSP 
e Financial Planning Merrill Lynch 


* Trust Planning” 


* Trusteeship services offered by DSPML Trust Services Limited t L 0 B A L У H | VAT E C L E N T 





00002236, Portfolio Manager: PM/INP 000000589, Depository Participant: IN-DP-NSDL-223-2001. Registered Address: DSP Merrill Lynch Limited, 
Ша! Centre, 10th Floor, Nariman Point, Mumbai ~ 400 021. Tel.: (91-22) 6632 8000. Fax: (91-22) 2282 1827. Website address: www.dspmioniine.com 





| i There won't "t be any more fireworks on Dalal St eet for 








. FTER THE INITIAL FIRE-- The Market Pauses for Breath 


. works that propelled : - What goes up so fast has to come down. © 
. the market to beyond 9000 
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shooting off letters to the Prime 
Minister, alleging use of unfair tac- 
tics by competitors to grab the tele- 
com ple. CEOs of wireless majors 
like Vodafone and Bharti Airtel 
have written to the PM and 
Communications Minister A. Raja, 
complaining against the stiffer spec- 
trum allocation norms proposed by 
the Telecommunication Engineering 
Centre (TEC), an arm of the depart- 
ment of telecommunications (DOT). 
In its report, the TEC has recom- 
mended a 4-15 times higher sub- 
scriber base as a qualification for 
doling out additional spectrum to 
existing GSM players. 


Anil Ambani: Spectrum wars 


Even Anil Ambani, Chairman, 
Reliance Communications (R- 
Comm), which uses CDMA technol- 
ogy, wrote to the PM. He accused 
some “large GSM players"—which 
industry analysts read as a refer- 
ence to Vodafone and Bharti—of 
spreading “misleading and false 
propaganda” to block fresh com- 
petition in telecom, hoard spec- 
trum and indulge in “anti-consumer 
practices like cartelisation.” 

Spectrum isn’t the only issue fu- 
elling the war. GsM operators have 
also challenged the government's 
move to permit dual technology 
where service providers can offer 
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both GsM and CDMA services under 
the same licence. GSM operators say 
that permitting dual technology is 
impermissible and illegal and is 
done with the aim of dislodging 
other operators from the queue. 
The Cellular Operators Association 
of India (COA), the body represent- 
ing all GSM operators, has even said 
that DoT’s move was equivalent to 
“twisting rules to benefit one oper- 
ator" (read R-Comm). 

The telecom ministry had plans 
to start allocation for additional 
and new wavelengths, with 46 new 
applicants getting increasingly nerv- 
ous over the fate of their 575 ap- 
plications for licences/spectrum. 
According to the government plan, 
those who applied for UASL (Unified 
Access Service Licences) after 
September 25 are likely to be elim- 
inated from the race. This will leave 
26 big firms, including DLF, 
Videocon, Sterlite, Moser Baer and 
AT&T in the cold. Also, the plan to 
prioritise allocation to existing GSM 
players, putting on hold the appli- 
cation of CDMA players (who have 
sought fresh spectrum for GSM serv- 
ices), has also left the affected par- 
ties unhappy. 

If the DoT does stick to the 
September 25 cut-off, 20 of the 46 
applications—seven of whom ap- 
plied for pan-India licences—will 
be amongst the lucky ones to receive 
letters of intent for 241 applica- 
tions. These include Idea Cellular 
(with 9 applications), the Guntur’s 
Jayalakshmi Group-promoted 
ByCell (five), Tata Tele (three), 
Spice (20), HFCL (21), Skycity 
Foundations and Mauritius-based 
Telecom Investments-promoted S. 
Tel (22), Parsvnath (22), Datacomm 
(22), Oswals (22), Essar (21), 
Unitech (eight), Shyam (21) and 
Indiabulls (22). At the time of writ- 
ing, the matter was pending before 
the Telecom Disputes Settlement 
and Appellate Tribunal (rbsAT) as 
GSM operators have moved it against 
the рот”ѕ decision to allow dual 


technology for mobile telephony 
and raising the subscriber limit for 
giving additional spectrum. 

In the meanwhile, Coat has filed 
additional affidavits before the TD- 
SAT, questioning the authenticity 
of the expert committee report 
and allocation of additional spec- 
trum to state-run firms BSNL and 
MTNL. This affidavit would widen 
the scope of COAI’s original petition 
challenging DoT’s decision to al- 
low operators to offer mobile serv- 
ices using both GSM and CDMA tech- 
nologies simultaneously in the same 
circle. Clearly, the stakes are high 
in this high-growth sector, which 
for the moment though is stuck 
in quicksand, 

AMIT MUKHERJEE 
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Regret 


The Centre is crying foul over 
its Panna-Mukta-Tapti deal. 


ITH CRUDE OIL PRICES KISSING 

the three-figure mark, several 
oil and gas rich countries are now 
busy renegotiating terms with their 
contractors, asking for more share 
than before. Back home, it’s a little 
different. Late last month, the gov- 
ernment threatened to withdraw 
the country’s second-largest gas pro- 
ducer’s freedom to market gas. The 
contract with the government does 
not allow the Panna-Mukta-Tapti 
(PMT) consortium to market gas; 
government is the sole buyer. It was 
by a mutual agreement three years 
ago that PMT was allowed to sell to 
others. And, while BG—it owns 30 
per cent of PMT, Reliance Industries 
and ONGC are the other two partners 
who own 30 per cent and 40 per 
cent, respectively—claims that it 
was in perpetuity, the government 
thinks otherwise. Says a government 
official: “Partial marketing freedom 
was valid for only three years and 


that gets over in March 2008." 
Barring PMT from selling gas to 
private buyers will hurt, since BG 
retails city gas in Gujarat, with 
160,000 consumers in Ankleshwar, 
Bharuch and Surat. For Reliance, 
which sources gas tor its petri chem 
unit, IPCL, alternate supplies will be 
easier to come by, though there 
could be a delay in making the 
switch—gas from its mega find off 
the coast of Andhra Pradesh is ex- 
pected to flow later next year. 
There is more to the flaming is- 
sue. The government has accused 
the consortium of selling more gas 
than it was allowed to in the open 
market in the last one year—thus, 
denying it cheap gas that would 
have powered the power and fer- 
tilizer units that get the govern- 
ment to pick up the gas bill. When 
contacted, BG and RIL refused to 
comment, while ONGC's Chairman 


Enter the 





Deora: Government controls 


R. S. Sharma pointed out that his 
company's share of gas from the 
field was being sold with govern- 
ment's approval. 

The seeds of the controversy 
were sown by government's populist 


demands. It partly gave up its mar 
keting rights in 2005 since it could 
not afford the price of gas deter 
mined by the contract—a little un- 
der twice the then prevailing price 
of $3.11 per MMBTU, where the en 

tire sales were to power and fertil 

izer units. As a compromise, it al 

lowed the consortium to market a 
portion of the gas in the open mar 
ket at market-determined prices. 
The deal was simple: for the first 
year, 2005-06, government, through 
its nominee, GAIL, would pick up 
6 MMSCMD (million standard cubi 
metres) of gas out of the then pr« 

vailing production of around 10.8 
MMSCMD at a price of $3.86 per 
MMBTI 
units). During this period, the con 


(million British thermal 


sortium netted a higher market price 
ot $4.08 per MMBTU. 
For the next two years, an thet 


deal kicked in—the consortiun 
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could sell only 4.8 MMSCMD in the 
open market; the rest would be 
mopped up by GAIL. During this pe- 
riod (which is still operational and 
expires on March 31, 2008), GAIL 
would buy gas at $ 4.75 per MMBTU. 
While GAIL continues to purchase 
gas at this price, the consortium is 
selling gas in the open market at 
the lower price of $4.08 per MMBTU, 
defeating the very purpose behind 
offering partial marketing freedom. 
There is little the government 
can do about the price, but it has 
told the consortium that it has sold 
gas well beyond its allowance. “In 
the open market, they continue to 
sell as much as 8.9 MMSCMD as 
against their quota of 4.8 MMSCMD,” 
says an official with the Directorate 
General of Hydrocarbons, which 
monitors the gas sales in the market. 
This was possible in the first place as 
production rose 30 per cent to a 
little over 14 MMSCMD of gas. 
While the fight goes on, one 
unintended (then again, perhaps 
not) beneficiary may be Reliance, 
which will now find it easier to jus- 
tify higher price for its own gas 
from the KG basin. 
BALAJI CHANDRAMOULI 





Crystal Gazing 
with Big Blue 


IBM has grown over 10-fold in 
five years in India. 

OW TOUGH IS IT TO STRATEGISE 
H for a company that sells every- 
thing from supercomputers to blade 
servers to plain vanilla software 
services—a company that’s more 
than a century old and has a market 
capitalisation of over $150 billion? 
It’s not that easy, says Bruce 
Harreld, Senior Vice President for 
Marketing & Strategy for the com- 
pany the world knows as Big Blue. 
“I have a lot of help. If there is one 
thing you learn at IBM, it is that you 
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IBM's Harreld: Deep Thought 


cannot know everything," says 
Harreld, who has been instrumental 
in turning around the company 
from its *near-death" experience 
in the mid-90s. 

Reminiscing about those dark 
days, Harreld believes that some 
of the company's failures lay in the 
success it had had in the earlier 
decades. “IBM was a very successful 
company in the 1970s and 1980s. 
And the more successful a com- 
pany is, the more it hardens its 
processes and its methods around 
the way it sees the world," explains 
Harreld. *Then the world changes 
but then the company is so hard- 
ened that it has a tough time chang- 
ing. IBM's story in the '90s was that 
it knew what to do but couldn't 
do it because it couldn't change." 

But then under a new manage- 
ment, IBM did what most manage- 
ment gurus thought was impossi- 
ble—it reinvented a 100-year-old 
company that looked close to ex- 
tinction. For starters, Big Blue exited 
businesses like personal computers 
(which it sold to Lenovo) and hard- 
disk drives (which was sold to 
Hitachi). The company then 
strengthened its offerings around 
high-growth, high-value areas. 
Harreld, for example, directs IBM's 
Emerging Business Opportunities 
(EBO) program, a management sys- 
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tem that has produced more than 
20 new businesses for IBM—includ- 
ing multi-billion-dollar activities in 
areas like life sciences and pervasive 
computing. The metamorphosis of 
IBM from a hardware-driven com- 
pany to a software and services- 
oriented company had begun. 

India has been a crucial part of 
IBM’s growth strategy. Like Harreld 
says: “We are very proud of what 
the India office has done. From 
2002, when we were a few thou- 
sand people in India we have gone 
to over 53,000 people in 2006. 
That’s more than a ten-fold in five 
years,” says Harreld. 

IBM has also been aggressive pur- 
suing domestic deals, like its deal 
with telecom major Bharti (the deal 
size estimated to be above $1.5 bil- 
lion, according to some market es- 
timates). It's a market Indian players 
have largely stayed clear of because 
local deals tend to be *margin cor- 
rosive.” “Maybe they (domestic 
contracts) are slightly lower-mar- 
gin but that is how all relationships 
begin... The question is: What's your 
time frame? IBM thinks a long time 
ahead," says Harreld. 

However, he is very clear about 
the fact that TCs, Infosys, Wipro 
and the others in the first tier are se- 
rious competition. *In some cases 
they are partners. But in most 
places, they are coming right at us 
and we take them very seriously. 
However, it is one thing to grow off 
a small base rapidly. There are new 
business models emerging here 
other than outsourcing. We'll see 
how some of our new competitors 
change as the market changes," he 
adds with a smile. 

Ask him about the probabil- 
ity of a recession in the us and 
the man who plans for IBM has а 
circumspect outlook: *I think it's 
a tense time, We are taking a look 
at 2008 right now and making 
sure we have financial flexibil- 
ity," sums up Harreld. 

T.V. MAHALINGAM 
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Beyond A 
Billion 

Cisco faces a tough test as it 
expands its presence in India. 


WO YEARS AGO, NETWORK- 
| ing equipment giant Cisco 
Systems hogged the head- 
lines when it announced plans to 
invest $11 billion (Rs 44,000 
crore) across its India operations 
and then backed up these plans 
by announcing plans to locate 20 
per cent of all its staff in India. 
Now, John Chambers, Cisco’s 
charismatic Chief Executive has 
taken the next step by earmarking 
$100 million (Rs 400 crore) for in- 
vestments in start-up companies 
and inaugurating a globalisation 
centre in Bangalore that is ex- 
pected to house up to 10,000 peo- 
ple in three years. The company 
reached another milestone when 
its local operations crossed $1 bil- 
lion (Rs 4,000 crore) in revenues 
this year, with around 60 per cent 
of this coming from the routers 
market, where it enjoys a domi- 
nant 85 per cent share. “We are 
the market leader across all our 
market segments and we continue 
to grow market share,” says 
Naresh Wadhwa, the company’s 
recently appointed India Head. 
On a recent visit to India, 
Chambers told the media that he 
would be “quite disappointed” if 
the India business didn’t grow at 
around 30 per cent annually. 
Despite Cisco’s strong growth 
and market share in India, 
Chambers and the rest of the 
company’s senior management 
are aware that they face a fight 
from both local and multinational 
competitors. Already, the likes of 
Huawei, Juniper Networks and 
even local players like D-Link 
(now headed by former Cisco 
hand Rangu Salgame) are all lin- 
ing up for a bite of the fast-grow- 
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Cisco's Chambers: Bullish on India 


ing Indian rr and network equip- 
ment market. According to some 
estimates, Indian companies will 
spend over $3 billion (Rs 12,000 
crore) on their IT requirements 
in 2007 and this market is ex- 
pected to grow at over 22 per 
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cent annually. Already, several 
big-ticket deals have been an- 
nounced over the last few 
months. Nokia-Siemens, for in- 
stance, bagged a multi-million 
dollar contract from BSNL. 

The key to Cisco’s India 
growth lies in its swish globalisa- 
tion centre in Bangalore. Says Wim 
Elfrink, the company’s Chief 
Globalisation Officer, who relo- 
cated to India as part of the firm’s 
sharp India focus: “There is no 
way a large multinational can be 
serious about India without having 
senior management stationed 
here.” Externally, Cisco is looking 
to build its presence not just 
through its $100 million vc com- 
mitment, but also through alliances 
with Indian IT companies to build 
sector-specific solutions. For ex- 


M for Music, N for Next 


Will music help the durables retailer connect with the young? 


T'S A BIT OF A STRETCH, BUT THEN 
І Venugopal Dhoot has never hes- 
itated taking a long shot. Last fort- 
night, the consumer durables-to-oil 
and gas giant—via its retail arm, 
NEXT—snapped up Bennett, 
Coleman & Co (which publishes 
the Times of India)-owned music 
retail chain Planet M for Rs 200 
crore. The music retailer has 146 
stores (half of which are owned) in 
around 40 cities, and had rev- 
enues of Rs 150 crore in 2006-07. 
NEXT, launched in January this 
year, retails consumer durables 
and has a presence in around 180 
cities. So, how does NEXT mix 
with Planet M? “This fits into our 
strategic plan to tap products and 
services demanded by the new- 
age Indians. Planet M has a huge 
brand equity and offers a unique 
opportunity for Videocon’s retail 
expansion in this space,” says 
Dhruva Chandran, CEO of NEXT. 


Translated, that means NEXT 
wants to use Planet M to tap 
young consumers for the con- 
sumer electronics it vends (NEXT 
not just sells parent Videocon’s 
brands, but also those of other 
players). According to a FICCI- 
PwC report, the Indian music in- 
dustry is expected to grow at 30 
per cent a year to touch Rs 8,700 
crore in another four years. In a 
bid to capture a larger share of the 
growing pie, NEXT intends to grow 
the Planet M network to 2,000 
stores over the next 18 months 
(that’s three and a half stores a 
day, starting now). What, how- 
ever, NEXT may need to mull over 
is whether music, in future, will be 
sold in stores at all. The con- 
sumers it hopes to lure into its 
stores may increasingly buy music 
online. As they say, NEXT will 
eventually find out. 

PALLAVI SRIVASTAVA 


ample, Cisco will be a minority 
shareholder in a JV with Satyam to 
build a “virtual healthcare man- 
agement solution” based on 
Cisco’s backbone. 

Despite Cisco’s rapid growth in 
India, the company has faced sev- 
eral hiccups on the way. It has 
been through three different India 
heads in the last 12-18 months 
(Salgame, Jangoo Dalal and now 
Wadhwa) and has lost much of 
its senior management in the last 
reshuffle. “These are part of the 
churn of a growing company," à 
company executive says. At the 
same time, competitors are also 
beginning to make inroads into 
the Indian market, with Juniper 
Networks and Huawei all lining up 
to take pot shots at Cisco. 

But Cisco is confident that its 
products, and the direct focus of its 
top management on India, will 
ensure that it remains on the 
growth path it is currently on. 

RAHUL SACHITANAND 
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Aamar —— 
Mobike? 


Xenitis will soon launch a 
sub-20k motorbike. 


IVE YEARS AGO, WHEN THE 

Kolkata-based Xenitis Group 
launched a personal computer for 
less than Rs 10,000, it created quite 
a ripple. Aamar PC (which, in 
Bengali, means, “My PC”), launched 
first in West Bengal and then na- 
tionwide, last year notched up sales 
of Rs 620 crore. Now, Xenitis 
wants to do an Aamar motorbike. 
On November 7, the group 
launched a four-stroke motorcycle 
priced at a rock-bottom Rs 19,990, 
50 per cent cheaper than the hith- 
erto cheapest four-stroke mobike 
in the market. That price may prove 
to be a winner. Even before the 
new motorcycle was launched, the 
company says it booked firm or- 
ders for 1.6 lakh bikes. 
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Xenitis' Ghosh: Kickstarting venture 


“We've all along positioned our 
company as makers of common 
man's products; the latest move 
has been quite in line with that,” 
says Santanu Ghosh, Xenitis 
Group's Chairman. The two-wheel- 
Global 
Automobiles, a joint veure betwee: 
Xenitis and China's Guangzhou 
Motors, which may partly explain 
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how the company can retail its 
bikes at the sub-20K price point. 
Already export orders have poured 
in from Iran, Sri Lanka, 
Bangladesh and Nepal, says Ghosh, 
whose Global Automobiles has a 
technology transfer tie-up with 
Guangzhou Motors of China. 
Christened Rock100, the 110-cc 
bike promises an average of 125 
km per litre and has been devel- 
oped indigenously. The Chinese 
partner, however, brings to the table 
the technical know how to put up 
the plant and spares and compo- 
nents to assemble its existing 
range—Xpressions and Xpression 
Plus. The four-stroke engine bikes 
come with electronic self-starters 
as well as a kick-start facility, 
tachometer, gear indicator, aero- 
dynamic headlight with halogen 
bulb, sporty indicators and other 
bells and whistles. Global 
Automobiles’ manufacturing facility 
at Sugandha in Hooghly district 
can turn out 3.6 lakh bikes a year. 
Xenitis, which hopes to touch 
sales of Rs 1,000 crore this year 
for its infotech business, expects 
its two-wheeler business to gener- 
ate Rs 450 crore in the first year 
and Rs 1,000 crore in the second 
year of operation. “Our plan is to 
make it a Rs 5,000-crore group by 
2010,” says an upbeat Ghosh. 
Are Indian two-wheeler majors 
worried? Says S. Sridhar, Chief 
Executive Officer (Two-Wheelers), 
Bajaj Auto: “At Rs 20,000, getting 
the quality right will be a difficult 
task. More importantly, consumers 
don't just buy a brand, they also 
buy into an established service and 
parts network and a certain de- 
gree of reliability. It will be inter- 
esting to see how this plays out, be- 
cause I doubt the person spend- 
ing Rs 20,000 on a bike will just 
use and throw it." Can Xenitis do 
with mobikes what it did success- 
fully with computers? It will make 
for interesting watching. 
RITWIK MUKHERJEE 
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of Class 


Oberoi hotels prefer to 
chase quality over quantity. 


Y ONE ESTIMATE, SOME 365 NEW 

hotels will open in the country 
by 2011. As in other industries, 
many of the announcements will 
remain just that. But that’s not the 
only reason why the Oberoi Group, 
which runs the Oberoi chain of ho- 
tels, is taking it cool. In an industry 
where a lack of rooms has created a 
near stampede among investors, 
Oberoi wants to plant itself firmly in 
the top end. “We have set high 
benchmarks for ourselves, even 
though the response from guests is 
good (read: no one is complain- 
ing),” Vikram Oberoi, Joint MD, 
Oberoi Hotels & Resorts, told BT 
recently in Bangalore. 

That, however, doesn’t mean 
the Oberoi brand isn’t expanding. 
The 43-year-old Oberoi says that 
there are more than 15 properties 
under development within and out- 
side India. A ‘Trident’ hotel will 
open in Mumbai next year and an 
Oberoi luxury hotel will come up in 
Gurgaon in 2009. Bangalore will 
have two new hotels, one of which 
will be at the new international air- 
port. The Cyber City in Hyderabad, 
too, will have a new hotel soon. 





As the Indian economy picks 
up momentum rapidly, Oberoi sees 
a great scope for the expansion of 
the luxury hotel business. “We are 
very optimistic like the other hote- 
liers,” he says, while pointing out 
that many more non-hoteliers are 
entering the business. (Oberoi was 
in Bangalore to receive the World 
Travel Awards. The Oberoi Group 
led the Asia and India lists in what is 
considered the ‘Oscars of the in- 
ternational travel industry’, with 
awards in six different categories, in- 
cluding Asia’s Leading Luxury Hotel 
Brand). As for its own record, 
Oberoi Hotels & Resorts in India 
recorded an average occupancy of 
55 per cent last year, with an aver- 
age room rate (ARR) of Rs 14,458. 

Optimism is no doubt the dom- 
inant mood in the industry. In the 
four years since 2002, foreign 
tourist arrivals have jumped 85.8 
per cent, and India received Rs 
29,600 crore in forex exchange 
from the tourism sector last year. 
While the tourist inflow has surged, 
supply of rooms hasn’t kept pace. 
According to reports, the Centre is 
toying with the idea of offering tax 
breaks for a five-year period to two- 
three- and five-star, and budget ho- 
tel projects across the country. The 
idea is to promote capacity addition 
in view of the shortage of rooms hit- 
ting the tourism sector badly. 

On his part, Oberoi suggests 
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that the government should sim- 
plify the Visa procedures to facilitate 
tourist arrivals. There are countries 
where tourist Visas are issued at 
the airport upon arrival. India, he 
says, could consider offering that 
to travellers from specific countries. 
"There are more international flights 
coming into India, world-class air- 
ports are being set up, and the roads 
are better," says Oberoi. Needless to 
say, Oberoi's attempt would be to 
ensure that more and more of the 
international travellers check into 
one of the group's hotels. 

K.R. BALASUBRAMANYAM 





Is Search 
Hurting Rediff? 


Ad money is moving to search 
from display, say analysts. 
T HAS 59.8 MILLION REGISTERED 
users, it leads in page views, and 
its revenues grew 18 per cent last 
quarter. Not the sort of statistics 
one needs to worry about, but 
some analysts say all may not be 
well at India's best-known internet 
company, Rediff.com. For exam- 
ple, a recent research report by 
Discovery Research, a Mumbai- 
based equity research firm, says 
that risks such as competition, pric- 
ing pressure, client concentration, 
and a slowdown in online adver- 
tising mean Rediff's own ad rev- 
enue share will come down. 
"Search is eating into the overall 
pie and reducing Rediff's address- 
able market," says the report. 
According to data compiled by 
ComScore Media Metrix, 
Rediff.com’s unique users grew by 
9 per cent during the July- 
September quarter over the previ- 
ous quarter while the market grew 
6 per cent. But the Metrix also 
points out that over the same pe- 
riod, Google, MSN and Yahoo grew 
unique users by 9 per cent, 2 per 
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cent and 6 per cent respectively. 

According to Discovery 
Research, while online advertising 
accounts for 1.8 per cent of total 
advertising spend and is expected to 
increase to 3.1 per cent in 2008-09 
and 7.1 per cent in 2010-11, “the 
overall share of display advertis- 
ing is not going to expand in the 
same manner”. 

Search advertising as a category 
was virtually non-existent in India 
until 2004. Google launched its 
India sales team in March 2004, 
and its search advertising now con- 
tributes to 42 per cent of online 
advertising. “We estimate that 
nearly 90 per cent of search rev- 
enue in India goes to Google. The 
market share of search and, hence, 
Google will continue to grow as 
advertisers realise its effectiveness 
over display and as Google aggres- 
sively targets the opportunity of- 
fered by small businesses," writes 
analyst Vijay Sarathi in the report. 

So, is Rediff losing sleep over 
Google's money-spinning advertis- 
ing model? Manish Agarwal, VP- 
Marketing, Rediff.com, says every 
group has a different strategy and 
offer for advertisers. “While some 
do it by page-view, there are others 
who do it either by keywords or 
by content. So, to say that search-led 
advertising is going to kill display is 
incorrect,” he says. “All the remu- 
neration models like display, search 
or content-based advertising have to 
co-exist as they offer different 
strategies to marketers," he adds. 

For now, the rising internet tide 


is carrying everyone—Rediff in- 
cluded—along. Rediff reported rev- 
enues of $7.9 million for the July- 
September quarter (an increase of 
18 per cent), with India Online 
(which includes online ad revenues 
and fee-based services) revenues 
jumping 22 per cent to $5.73 mil- 
lion and US publishing (comprising 
the India Abroad website and news- 
paper, and India in New York 
newspaper) rising 9 per cent to 
$2.13 million. However, 
Rediff.com’s fee-based income grew 
faster at 35 per cent ($1.47 mil- 
lion) than online advertising, which 
rose 18 per cent at $4.26 million. 
Can Rediff come up with a fit- 
ting reply to Google’s search-based 
advertising? It won't be easy—like 
the folks at Yahoo have already 

discovered. 
PALLAVI SRIVASTAVA 


GEHEN = Se 
Family 
Feud Il 
Another family fight breaks 
out at Apollo Tyres. 
AMILY DISPUTES ARE NOT NEW AT 
Apollo Tyres Ltd. (ATL) or for its 


Chairman and Managing Director 
Onkar Singh Kanwar. Back in 1995, 


. Kanwar was locked in battle with 


his father, Raunaq Singh, from 
whom he was trying to wrest con- 
trol of the company. Now, one of 
Kanwar's brothers, Narinder Jeet 
Singh, is accusing him of misusing 
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the company's funds to further in- 
crease his control over the tyre com- 
pany, whose turnover recently 
crossed the magic $1-billion mark. 

Singh's petition, filed with the 
southern bench of the Company 
Law Board (CLB), says: “The affairs 
of the company are being conducted 
in a manner so as to deceive the 
shareholder and the funds of the 
company are being utilised for ul- 
terior and illegal purposes to make 
investment in such a manner that 
the control of Apollo Tyres is con- 
centrated in a few hands, i.e. O.S. 
Kanwar and his family members." 

Currently, promoters control 
32.43 per cent of Apollo Tyres (ATL) 
and Onkar Singh's two sons Neeraj 
Kanwar, who's Joint Managing 
Director & coo, and Raaja Kanwar, 
who's a director, sit on the board of 
the company. 

Singh's complaint is a throw- 
back to mid-90s when Raunaq 
Singh, founder of ATL. and several 
other businesses, made similar 
charges against his son Onkar 
Kanwar Singh, who has since turned 
the tyre company into the most 
successful of the family's businesses. 
Other family businesses (run by 
Kanwar's siblings)—with the ex- 
ception of Bharat Gears—seem to 
be languishing. Narinder Jeet is be- 
lieved to control poor-performing 
Panchshila Rubbers, which used to 
be a supplier of tyre tubes to ATL. 

His petition seeks investigation 
into the affairs of several *dummy" 
investment companies of ATL, which 
have allegedly got unsecured loans 
from Apollo Tyres to fund pur- 
chases of the company's shares. On 
its part, Apollo Tyres has challenged 
the petition's validity on the ground 
that the petitioner must have a 
shareholding of at least 10 per cent 
in order to be able to bring such a 
complaint to the CLB, while Kanwar, 
when contacted by Business Today, 
said he wouldn't comment on a 
matter that was sub judice. 

Anil Agarwala, a Delhi-based 
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advocate who argues company law 
cases in the CLB and the Supreme 
Court, says the 10 per cent share- 
holding requirement is indeed there 
in the law, but there might be “a 
number of other factors, such as 
the petitioner in such a case also 
alleging that he was wrongly eased 
out of the shareholding". 
Meanwhile, in another petition 
filed with the CLB, the All India Tyre 
Dealers Federation (AITDF), has not 
only accused ATL of engaging in ille- 
gal trade practices but also charged 
the domestic tyre industry (domi- 
nated by 5 players: MRF, Apollo, 
CEAT, JK Tyre and Birla Tyres) of 
cartelisation and price rigging. 
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Apollo's Kanwar: Sibling rivalry 


What happens next would 
depend on the сїв but, for the 
moment, another family spat 
coming out into the open could 
make things embarrassing for 
Kanwar and his company. 

KAPIL BAJA] 


cial Networks 


Google's OpenSocial promises to change the social web. 
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Wide web: ics anie tL 


Qi OF THE THINGS THAT 
make the social networking 
site Facebook popular i is the nifty - 
widgets (for instance, iLike and — 
Slide) that it offers users. In fact, _ 
Mark Zuckerberg, Facebook's 
founder, recently said that more 
than 80 such widgets have more 
than 1 million users each. But 


the platform on which these can tual vi 


be developed is specific to 
Facebook. While that was helping - 
Facebook (the better it got in 
terms of widgets, the more users 
came and stayed with it), other 
social networks (and, perhaps, 


, Which runs social web 
Orkut, has decided to do some- 
thing about it. The internet giant 
has launched OpenSocial, a com- 
mon set of standards, that will al- 
- low developers to create 
for social network websites 
decide to adopt it. Friendster, hi5, 
LinkedIn, Ning, Salesforce.com, 
and MySpace, the world's largest 
social network with 110 million ac- 
tive members, have joined 
OpenSocial. Some say that 
Google's OpenSocial launch was 
prompted by Microsoft's decision 
RR Facebook and also the 
-stagnation in Orkut's own mem- 
bership. But eventually, a social 
network's popularity (and even- 
viability) will depend on what 
kind of members it attracts and 
how it makes the virtual real estate 





users) were unhappy that clever hoping to weaken the social net- 


little applications couldn’t be 
‘ported’ to their own sites. 


work’s popularity. | | 
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One easy step to better agility, flexibility, 
and business outcomes — Virtualisation. 


. 





Virtualisation is what technology experts perceive 
as the biggest thing in IT at the moment. And with 
it touching an all-time high in 2006, no wonder it 
is virtually impossible to avoid the hype 
surrounding virtualisation. Though at times it 
almost sounds like an oversell, the truth lies in the 
fact that the word can be applied to an 
immensely broad range of technologies — virtual 
machines, virtual memory, virtual networks, virtual 
storage, operating system virtualisation and a lot 
more. What's more, terms like utility computing 
and grid computing involve computing strategies 
that aim to virtualise resources. 


Much of the clamour surrounding virtualisation 
is arising because advances like multi-core 
processors and 64-bit operating systems are 
creating a fundamental change in the x86 server 
environment. With virtualisation extending to all 
parts of the IT infrastructure and beyond, there is 
some amount of ubiquity, creating confusion in 
terms of what virtualisation exactly means, the 
technologies it refers to, and the areas it applies 
to best. 


Defining the 'V' word 

According to the general definition, virtualisation 
refers to abstracting, or masking, a physical 
resource to make it appear different logically than 
it is physically, 


Typically, any form of virtualisation has two 

characteristics: 

* lt abstracts the physical resource and enables 
the resource to be pooled and/or shared. 

* |t creates a management layer or control point 
for the virtualised resource. 


And virtualisation enables 
* Increase in resource utilisction, availability and 
productivity 








* Consolidation of projects 

* Reduced costs for IT resources, in terms 
of the infrastructure (power and cooling) 

* Decoupling the tight linkage between 
application and infrastructure 

* Increased flexibility to change 
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»3moothening software testing and 
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And the best part is — this is not hyped. 
Virtualisation technologies are already embedded 
into the IT infrastructure of leading Asia-Pacific 
enterprises, as well as many smaller businesses, 
and this trend is all set to continue. While much 
of the current virtualisation buzz concerns servers, 
resources can also be virtualised within the 
network, software and storage layers. 





HP's virtualisation portfolio 

Software virtualisation 

* The platform software layers (applications and 
operating systems) provide virtualised solutions 
in dato centres. 

* |n virtual machines, the software abstracts 
a server's physical resources (processors, 
memory and I/O) to share the hardware 
across multiple instances of the operating 
system. 

* Virtualisation also helps to share and 
automatically distribute the supply of resources 
and can assist companies to consolidate and 
make greater use of existing infrastructure. 





* Through: tight шы with partifioning, 
high availability and util ity pricing, companies 
` ore able fo-maintain service levels in the event 
of downtime and pay based on utilisation. 
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Storage virtualisation 

* It gathers physical storage resources into 
a unified pool. 
Ir reduces the tedious, time-consuming 
aspects of managing storage devices. 
It helps storage administrators to perform 
backup, archiving, and жоону of tasks 
more easily. "i. 


With storage vendors diff ing in their pee 


virtualisation strategies, # is 
the approach ied strategy « 
be wary of in single vendor SAN env 
that scaling out can mean facing ven 
In heterogeneous or multi-vendor SAN. 
environments, competi ig standards od. 
$ ca create e cholle | 
particularly when, dato 
between an aging syst 
Because of the e ful n 


Storage Virtual cote i M 
Spier геле ities niegrated » with t s 


| iy Are. 


in both cases, ‘heter де 
storage. systems. an 
Алаи. sable 


The first generatior co ce 
о Te: secon 


physica! ant tual ma 
generation « pus potent 


applications, pat hr ! | 
of for more sophie s cated testing developme 


deca of 40% iji it se st 
upward curve. If virtual: тоо pooch hie 


| ginis figure, sires эй п 


\ ү next АА 


let g go ruf the sets nd once 
virtualisation wil boom. 


лобу for beffer bus: ness GUO 


SAATCHI & SAATCHI DIRECT 1194-200" 





= ч; s 2 гра 


bt current 


New Name 
on the Door 


Investment bank Jefferies 
eyes the Indian middle market. 


HE INDIA GROWTH STORY CON- 
Ts to impress multinational 
investment banks, who are queuing 
up for a slice of the Indian pie. The 
latest to join the bandwagon is US in- 
vestment bank Jefferies. The firm is 
a full service investment bank and in- 
stitutional services firm that offers 





Jefferies’ Friedman: Key market 


services such as financial advisory, 
capital raising, mergers and acquisi- 
tions and restructuring to small and 
| mid-cap companies. And India, with 
b its high growth rates and quality 
| companies looking to expand glob- 
| ally, is a market where Jefferies sees 
| tremendous potential. Says Brian 
Friedman, Chairman, Jefferies and 
Company, Inc: *India already has 
a large number of dynamic middle- 
market companies. It also has a 
sound legal and regulatory regime 
and hence is a key market for us." 
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To begin with Jefferies will be 
opening a representative office in 
New Delhi with a team of nine pro- 
fessionals and would be looking to 
scale up operations gradually. Not 
that it is new to the game in India. 
The firm has had an India-dedicated 
team in its London office that has 
been striking deals for Indian com- 
panies recently. In the past three 
years it has raised over $1.4 billion 
capital for Indian companies in in- 
ternational capital markets. It al- 
ready has an impressive client list, in- 
cluding NDTV Networks, Adani 
Enterprises, Radico Khaitan, Zenith 
Infotech and Gitanjali Gems. Says 
Edward Males, Managing Director, 
Jefferies and Company, who heads 
Jefferies India: *What distinguishes 
us from other investment banks is 
that we are completely focussed on 
middle-market companies and hence 
can provide tailored solutions that 
they require." In India, Jefferies is 
targeting companies in the technol- 
ogy, media, infrastructure, retail and 
consumer space—sectors it special- 
izes in globally. Says Males: *Many 
Indian companies are now looking at 
international M&As and here we can 
play a key role given our global ex- 
pertise and resources.” 

Expanding in India is part of 
Jefferies’ global strategy to grow its 
operations outside the Us, which 
still accounts for the bulk of its rev- 
enues (almost 85 per cent). The 
company has identified Europe and 
select markets in Asia as future 
growth drivers. While in Europe 
it’s targeting Germany and the UK, in 
Asia it is eyeing India, China and 
Japan. Says Friedman: “In future 
we want almost half of our rev- 
enues to come from outside the us 
and we see the highest percentage 
growth coming from the Asian mar- 
kets.” To acquire scale in non-US 
markets rapidly, particularly Europe, 
the firm has been acquiring spe- 
cialised boutiques—its most recent 
acquisition was of UK media bou- 
tique LongAcre Partners. And 


Jefferies doesn’t rule out the possi- 
bility of adopting a similar strategy 
in India. Says Friedman: “An ac- 
quisition for us is a way of adding to 
our skills. We could do it in India as 
well.” Already Jefferies has been 
exploring the possibility of tying 
up with domestic investment banks 
and brokerages to serve clients more 
effectively in India. For instance, 
for two convertible issues, of $30 
million and $50 million, for Zenith 
Infotech, it tied up with Keynote 
Corporate Services, a domestic in- 
vestment bank, for providing do- 
mestic market research. 

RISHI JOSHI 


Airport 2008 


But where are the roads leading 
to Bangalore’s new flying hub? 


HOSE PLANNING A TRIP TO 

Bangalore by air next year may 
do well to avoid it for some time. 
The new international airport at 
Devanahalli will open on March 
30, but the roads connecting it to 
the city will take some time to shape 
up. Whilst industry bodies are fum- 
ing, N.R. Narayana Murthy, 
Chairman & Chief Mentor, Infosys 
Technologies, has been proved right 
(once again). In November last year, 
Murthy had commented that 
Bangalore would turn out to be a 
“laughing stock” if the airport came 
up much before the roads did. 

The impending crisis has pro- 
voked demands for retaining the 
existing HAL airport till the roads 
are in place. But Albert Brunner, 
CEO, Bangalore International 
Airport Limited (BIAL), has ruled 
out any such concession. Such ac- 
tions, he has warned, will have se- 
rious legal consequences from those 
who have signed up for hotel, lo- 
gistics and other facilities. “You 
cannot have one airport for long- 
haul and another for short-haul 
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UTC Gets a Move On 


F ITS VARIOUS PRODUCTS—IN 

categories like air-condition- 
ing, aerospace, elevators & esca- 
lators, aircraft engines, helicop- 
ters, fire & security systems and 
fuel cells—the most visible brands 
of the $47.8-billion United _ 
Technologies Corporation (TC) 
are Otis (elevators & escalators 
and Carrier (air-cooling systems). 
An absence in most of the other 
product categories would explain 
why UTCs India operations con- 
tribute just 4 per cent, or Rs 1,630 





cron Tode Anis EES of a lic 


tle under Rs 40,000 crore (for 


2006)—despite being around in 


de CONIUNGIT ree 

Louis R. Chenevert, the six- 
and-a-half-feet tall President & 
Chief Operating Officer of urc, 
is looking to turn things around. 
Chenevert points out that the India 
activities had a turnover of $300 


million last year; this year they - 


should hit $500 million. Yet, it is 


UTC's newer ventures in India that 


promise to transform the scale of 


its domestic operations. As 
Chenevert points out: *Most ex- 


ket. We are in discussions for fab- 


flights," he said at a recent round- 
table on *Connectivity to 
International Airports." 

Brunner, the man behind the 
expansion of the Zurich Airport, 
however, is willing to relent a bit. 
BIAL is not against temporary taxi 
services between the two airports, 
he says. Hindustan Aeronautics 
Ltd (HAL), the defense aerospace 
public sector undertaking, will lose 
Rs 150 crore annually due to clo- 
sure of the present airport, and is 
unlikely to let go of any opportu- 
nity to cash in on the road deficit at 
the new airport. 
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UTC's Chenevert: Growth yis 


ricating helicopters in India," he re- 
veals. UTC is famous for 

the Sikorsky helicopters. Pratt & 
Whitney aircraft engines are also 
from the UTC Bx cup and the 


` President & COO reveals that aero- 


space will be the chief driver for 
UTC's growth in India. It alre: 

has a dedicated engineering and 
R&D centre in Bangalore. *The 
next innovation in jet engines from 





UTC is the geared turbofan (СТЕ) en- 


gine—which has a 12 per cent less 
fuel-burn and 20 per cent less 
noise—to be introduced from 
2011; key components for it will 
be made i in India," says Chenevert. 

TEJEESH N.S. BEHL 


Bangalore's air traffic, mean- 
while, is showing signs of phe- 
nomenal growth, forcing BIAL to 
increase airport capacity by 40 per- 
cent. When the project work began 
in July 2005, annual traffic was 4 
million passengers and cargo 1.6 
lakh tonnes. But there are 9 million 
passengers flying now and cargo 
has shot up to 3 lakh tonnes. As 
BIAL officials say, they will expand 
the airport further after it is open. 
They are, however, helpless about 
road connectivity. Says Brunner: 
“We are responsible for building 
the airport. We have now also 


H.K. RAJSHEKHAR 


taken into our scope the Trumpet 
Interchange, which will connect 
NH 7 to the airport and will be 
ready on the airport opening date. 
BIAL is working closely with the 
government to improve the acces- 
sibility to the new airport.” 

Adds V.P. Baligar, Principal 
Secretary, Infrastructure 
Development: “We could not go 
ahead with projects as planned due 
to a series of litigations over land ac- 
quisition. We have overcome all of 
them, and are now left with only 
five months. Of the three road- 
over-bridges (RoB) proposed, two 
will be ready by the airport opening 
date. But the third one, leading to 
the airport, will take four more 





Roadblock: Legal wrangles delay work 


months as it is cleared of litigations 
only now.” Till it is built, passengers 
need only to proceed a little further, 
take a U-turn and reach the air- 
port, adds Baligar. The Railways, 
meanwhile, has washed its hands 
off. Its existing tracks are not avail- 
able for short-distance trains. But the 
Delhi Metro Rail Corporation 
(DMRC) has offered to develop a 
high-speed rail link to the airport. 
That is, however, a five-year story. 
The National Highways authority is 
also planning to widen the NH 7 
into an eight-lane expressway. In the 
short-term, the Bangalore 
Metropolitan Transport Corporation 
(BMTC) has offered to run 40 Volvo 
buses from different parts of the 
city but not before asking: “Show us 
the roads. We will run buses.” 
K.R. BALASUBRAMANYAM 


VIONI 40 SINSWISJANI IGNL + VIO ЕЕ ЕЕ • OHV AUUVd • STVILLNIIVHLNN ABUVd • АНЫМА 013 • 0351711033 TIGNVWOHOD • JONVHNSNI TVH3N39 SW WVIVONVWVTOHD • $90 WYTVONVWYT0HD • TYSHIAINN WNONNHOSHYD • 


dnows 
VddVINANN КАТЕЛ < ANOS 


MOU SI ӘШЦ INO, ‘AWON 'seujsnpui jo uunij[oads әрім 
D шоу ѕәрошип PUD sjpuoissejoid іџәшәбоцош 
dO) цім 6Z Jequie^AoN UO :OQuinj ш snonoo 
puos6 о oj dn Buipoe] ¿fuas sseoong sj шо$пс 
ори up?) PUD seiupduJo? ubipu| JO} seiuunjodar) 
|ououDuJeju| U9ppiH ‘uim oj Buiuo^ouu| 'uoubindog 
бәби puo ѕәбипод 5,рром әш jo JaMog 
әш Burusoejur] :puepiwg siydosBowegq ey) moqo 
әојобиоя puo iuje(] 'OjDMJOy "Ipuuau^? ul suoissas 
тоу ‘funua иори әш jo BUYNOW, au) ssnosip 
Oj ѕршш бәш) әш jo DuueujoD y ‘LOOT !шшпс 
од ALON -dnog oddoGniny әш ÖUIIUNOUUY 


LdıySıepoa| ju8nouy jo fuoisiu $,01рці ui Kau sS JOUM 
'DsuJiuv 'opeAinfiyy ‘suolla! рром salu] 


Io] AUNLNAID NVIGNI эні AO ONINVW 
£002 LIWNWüS«-«««« 
vdavonunw LHOYd ALON -dN0Y9 vddv5nuni 





bt current 





ESPN's Wolff: Click online 





Sporting 
Chance 


ESPN is convinced there's life 


beyond cricket. 
USSELL E. WOLFF, EXECUTIVE VICE 
President & Managing 


Director, ESPN International, chose 
an interesting venue to talk up the 
network's plans for life beyond 
cricket. Seated in the bare confer- 
ence room of cricinfo.com, which 
ESPN acquired back in June this year, 
one of the most trusted sites about 
cricket, Wolff insists the network is 
determined to look beyond cricket, 
and is focussing on hockey, football 
and motor sports, especially F1, to 
drive its appeal in India. 

Premier Hockey League, for 
example, saw viewership for season 
three reach 9.2 million viewers, 
which is double last year's. Barclays 
Premier League, meanwhile, had 
already been sampled by every sec- 
ond cable and satellite viewer. “T20 
was good, a great invention for 
the sport, but these sports (hockey 
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and football) prove that the Indian 
market is not just cricket-crazy,” 
says Wolff. EsPN International, the 
network's operation outside its 
North American markets, has de- 
vised 14 different versions of 
Sportscenter, its flagship show, in- 
cluding one in India. 

His plan, however, is not just 
restricted to just the idiot box; in 
fact, ESPN now wants to dominate 
sports broadcasting across all media 


—publishing, TV, internet and even 
radio—and plans to use its Cricinfo 
acquisition to expand its online 
presence. “They (Cricinfo) have 
done a great job by building a cult 
cricket brand and we believe that 
we can use many of their features 
on our online offerings," says 
Wolff, pointing to initiatives such 
as its live game coverage and access 
to the Wisden Cricket Almanac as 
key attractions. 


Beyond Pester Power 


Kids graduate to consultants to buying decisions. 


O KIDDING: THE BIGGEST 
soit: of buying deci- 
sions are the 30 million children— 
aged between 4 and 14—that аге 
running riot in urban India. 
According to a recent study by 
The Walt Disney Company and 
media investment major Group 
M, kids have a major role sched 
in the process of buying virtuall 
anything—not just toys and bas 
but Plasma Tvs and mobile phc 
too. Titled Disney KidSense 2007, 
the study goes on to anoint kids as 
consultants and not just mere in- 
fluencers. The study was con- 
ducted across 10 cities among the 
kids in the age group of 8-14 years 
and parents of kids in the 4-14 
year band, belonging to SEC A and 
B households. On average 63 per 
cent of these kids are involved in 
purchases across the product spec- 
trum, from traditional categories 
like clothes and bicycles, to non- 
traditional ones like computers, 
TV sets, cars and two-wheelers. 
The involvement at the high 
end is significant: For mobile 
phones, it is 76 per cent, and for 
big-ticket items like cars some 43 
per cent of the sample was in- 
volved. A little over a fifth of the 
parents turned to their children 
(teens and tweens) for informa- 
tion when buying high-priced 


items. Kids are known to do the 
necessary research before making 
their pitch, and some 46 per cent 
of the parents surveyed were cer- 
tain that their children's opinion 
was rooted in research. 

Says Antoine Villeneuve, 
Senior Vice President & 
Managing Director, Walt Disney 
Television International (India): 
"Kids are emerging as consultants 
for parents on key purchase deci- 
sions in homes across India. 
Disney's KidSense 2007 provides 
comprehensive, category-wide in- 
sights into the young minds. The 
study serves as a credible refer- 
ence-point for the industry and 
our business partners." 

But where exactly do these con- 
sultants get their information from? 
Television allows most of these 
kids (93 per cent of the sample) 
to be tuned into the latest trends, 
whilst 40 per cent refer to the print 
medium and 38 per cent rely on ex- 
posure to the outdoors. Across all 
categories, brand names are im- 
portant to kids, And teens believe in 
talking the talk. In a mobile phone, 
they are most likely to look for a 
good MP3 player; in a car, they talk 
mileage; and on a РС, they want 
the latest software and a lightning 
speed internet connection. 
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“We believe that our Bangalore 
team can now duplicate these tech- 
nology innovations for not just 
ESPN.com, but several other popu- 
lar sports portals too,” he con- 
tends. The Cricinfo presence also 
allowed ESPN to get a toehold into 
emerging markets such as the US 
and the UK (with its growing expat 
Indian population) and smaller 
markets such as. Australia, New 
Zealand and England. “No one 
likes a game for over 2-3 hours in 
the Us and 120 fits the bill for this 
market,” says Wolff, who adds 
that Cricinfo helped introduce an 
all new audience to the game. “We 
want to have (the equivalent of) 
Cricnfo for every game,” he adds. 

ESPN.com already attracts over 
24 million visitors and Wolff be- 
lieves that this number can be ex- 
ponentially increased with acquisi- 
tions in not just cricket, but others 
such as scrum.com for rugby too. In 
the US, ESPN has begun to sell pack- 
age deals (across multiple media 
channels) to its advertisers for the 
NFL (National Football League) and 
believes a similar model can be 
adopted for other sports. “Sports 
fans like to be engaged when a sport 
is being broadcast live, both on their 
TV sets and online,” he says. 

RAHUL SACHITANAND 


Taking Guard 


The rebel ICL gets ready to 
change the rules of the game. 


UMBAI CHAMPS, CHANDIGARH 

Lions, Chennai Super Stars, 
Delhi Jets, Hyderabad Heroes and 
Kolkata Tigers. These are the names 
of the six teams that the Essel 
Group-promoted Indian Cricket 
League (ICL) has readied for a 20-20 
tournament to be held at 
Chandigarh later this month. This 
upcoming series will have more 
than just curious spectators in the 
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ICL’s Kapil Dev: New focus 


audience. Apart from prospective 
players, marketers and media buying 
houses will be taking a close look at 
the format, and how well it goes 
down with fans. 

For any cricket tournament, 
there are usually three revenue 
streams: Broadcasting, on-the- 
ground advertising and team spon- 
sorship revenue. In a typical OD! 
(one-day international), the Board of 
Control for Cricket in India (BCCI) 
makes close to $8.5 million in 
broadcasting revenues, and another 
$1.7 million in sponsorship rev- 
enues per day; ticket sales can bring 
in as much as $3 million a day (de- 
pending on the venue). 

ICL, for its part, is counting on 
being a lower-cost format. “ICL will 
be a complete value proposition 
for advertisers. Our rates will be 
definitely lower and we are also 
going to have customised packages 
for each of our partners to give 
them the best deal," explains Gaurav 
Seth, Head, Marketing & 
Communication, ICL. 

ICL is taking a three-phase ap- 
proach to branding and marketing. 
In the first stage (which started on 
November 7), the rebel league will 
focus on creating awareness of the 
brand name (Kapil Dev, Executive 
Board Chairman, ICL will act as the 
brand ambassador). The next phase 
will involve a team-building cam- 
paign, which will focus on creating 
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identities for each city team as well 
as non-traditional advertising; this 
will include team buses, parades 
with the city team members, and 
school and mall activation pro- 
grammes. The final phase will com- 
mence along with the series, and 
last right through its duration. 
Players from each city team would 
be made available to advertisers both 
at the national and at the city-level to 
generate viewership and interest. 
The league has also roped in fashion 
designer Manish Arora to design 
the team colours. The inspiration 
to design these uniforms has been 
drawn from what each city stands 
for and is customised to reflect each 
city’s ideology. 

Some of the brand partners that 
icL has already announced are 
Thomas Cook, Provogue, TCI, Sab 
Miller and Microsoft. While 
Microsoft has developed ICL’s web- 
site—indiancricketleague.in—it has 
also tied up with ICL for products 
such as Silverlight (platform to de- 
liver rich media experience to users) 
and Expression (webdesigning tool). 
“We are working closely with ICL to 
enable a rich and immersive expe- 
rience online, with innovative fea- 
tures allowing internet users to 
switch between multiple camera 
angles, broadcast feeds, overlay with 
statistical elements and even interact 
with tools that will, for example, al- 
low users to judge and opine the 
fate of a player when a third umpire 
decision is called for. We believe ICL 
can use these to create strong dif- 
ferentiators and consumer loyalty,” 
says Tarun Gulati, General 
Manager, Developer and Platform 
Evangelism, Microsoft India. The 
Provogue association for the mer- 
chandising of ICL gear will help 
build brand ICL through the 126 
stores across the country while beer 
maker SAB Miller hopes to benefit 
from the 20-20 cricket format and 
its promise of being “full of fun, 
adventure and high-energy.” 

PALLAVI SRIVASTAVA 
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EOS-1D Mark Ill 


It's a new level of professional performance, 
only from Canon EOS Technology. 





The beauty of the 
world around us 
extends even to 
things that cannot 
be seen with the human eye. The feathers of a 
bird in flight or the individual hairs on the 
mane of a galloping horse. To capture all the 
magnificent details of this fast-moving world, 
you need the highest possible performance. 
The kind of performance 
that only Canon EOS Tech- 
nology can provide. Canon's 
new Dual DIGIC III proces- 
sor delivers twice the image 
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processing power as previous types, enabling 
ultra high-speed shooting at 10 frames per 
second. The 10.1 megapixel CMOS sensor 
offers a wider range of ISO sensitivities and 
finer gradations. And Canon IS (Image Stabilizer) 
lenses correct for camera shake, ensuring 
super-sharp images. With Canon EOS Tech- 
nology, even the world you cannot see will be 
revealed. 
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The Power of FMCG 


The non-tobacco FMCG share has 
grown over the last five years... e, 
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sales over the next 3-4 years and be among the top 2 
players in the branded apparel market by then." 

It’s more of the same in the greeting cards and 
stationery segment, in incense sticks and in matches. rrc 
is very clearly the market leader in these segments 
and, happily for the company and its shareholders, faces 
very little competition on a pan-India basis. It has 
also recently launched a line of personal care products 
like soaps, shampoos and fragrances under the Wills 
brand. New consumers are entering the market every 
day; they like to experiment, but want the best. Then, 
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...а5 percentage of 14 
ITC's turnover. , 





per capita consumption is 
among the lowest in the world. 
“Given this background, I think 
the time is just right to enter the 
market and grow with it," says 
Sandeep Kaul, Divisional Chief 
Executive, Personal Care 
Products, ITC. 


Finding Synergies 
ITC first tested the waters in 
the packaged branded foods 
market with its Dal Bukhara 
offering under the Kitchens of 
India brand in August 2001. 
“That was the easy part. Our Bukhara restaurant brand 
was (and is) arguably the best known restaurant brand 
in the country and its Dal Bukhara was (and remains) 
famous among connoisseurs of Indian food. We simply 
leveraged the expertise of our master chefs to create a 
product and then rode rrc's brand building strengths 
and distribution muscle to take the product to market," 
says Naware. That was Act I, Scene I of the FMCG 
story that was about to unfold. 

Says Deveshwar: “Over the years, we had built 
diverse sets of skills that could be used in several other 


2005-06 2006-07 


- ITC tapped its expertise in the tobacco, hospitality and IT 
e ynergies sectors to build apparently unrelated businesses. 











Tapped distribution Analyses consumer tastes by 
network to deliver FMCG region; this helped ITC Foods 
products to the farthest ۹ RN 4 T ы, launch regional variants of 
corners of the country. N Aashirvaad atta and Bingo. 
Manufacturing and process [| Tapped master chefs to 
skills used for manufacturing create 16 distinct taste 
food and lifestyle products. § platforms for Bingo. 
Blending skills tapped | h 
to create blends for pd 5 pene ese 
Aashirvaad afta. develop new taste platforms. 
Tapped brand building skills Trees, ae 
to create champion brands thene thie achundi 1 demise diia tastes and 
in the FMCG segments Ses this network to source raw à igh-end consumers. 
ней materials for its biscuits business. 
E-choupal used to distribute products in Cashed in on brand equity of 
areas where other channels don't exist. Bukhara restaurant to create 











Creates and maintains the IT backbone that forms the basis of ITC’s e-choupal initiative, dis 
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the Kitchens of India brand. 


Uses its e-choupal network to source 18 different grades of 
wheat that is used in different variants of Aashirvaad atta. 


Social outreach programme generates goodwill and cements 
relationships with small farmers and local Self Help Groups, 
thus, creating a dedicated and committed supply chain. 


Tapped service skills for its 
lifestyle retail business. 









tribution network and fashion design solutions programme 


IEE 


businesses. It only needed someone 
to think it through.” In retrospect, 
the plan looks simple. rres “diverse 
sets of skills” were fungible and 
could be leveraged in any number 
of industries. (See The Synergies). 

Deveshwar gave his team a 
simple brief: “We would like to 
diversify into new businesses. 
Can you study which areas we 
can enter?” Given ITC’s experi- 
ence in agri-procurement, distri- 
bution, fine foods and packaging 
& printing, it wasn't difficult to 
zero in on packaged foods, but it 
had to pass one final test. “We 
had to see if, in time, the new 
business would be worthy of a 
company the size of ITC," says 
Naware. The answer to this 
query was also a decisive yes. П 
calculated that Indians spend 
about $130-150 billion (Rs 
5.20.000-6.00,000 crore) annu- 
ally on food. In developed mar- 
kets, packaged branded foods 
comprise 80-85 per cent of this 
consumption. In 2001, the figure 
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for India was about 
5.5-6 per cent. 
“Even If 
country doesn't 
achieve the pene- 


the 


ITC has six brands in pack- 
aged foods and several of 

them are segment leaders tration levels of the 
developed world, 
there is still scope tor 
a 10-fold increase, 
given the growth of 
the 
That's what con- 


Aashirvaad: Aashirvaad 
Atta is the largest national 
atta brand, with over 52 per cent 
market share; also present in spices 
and instant mixes. 
economy. 
Mint-o: Mint-o Fresh has a mar- 
ket share of 17 per cent, making 
it the largest cough lozenges 
brand in the country. ITC's other 
brand in the confectionery space 
is Candyman. 


vinced us to take 
the plunge,” he 


Says. 


Bingo!: This range of finger snacks ! | | \ 
has clocked up an 11 per cent all- à j | ae 
India market share within 6 months 4 | | „л ww 


of launch 


Kitchens of India: ITC's first 

brand in this segment, it leverages 
the recipes of the master chefs at ITC 
Hotels 


Sunfeast: Has a market share in excess of 
10 per cent in the biscuits segment and also 
has a presence in the instant pasta market. 
Note: Both Aashirvaad and Sunfeast have become 

Rs 500 crore-plus brands within four years ot launch 
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“e-choupal is a universal platform that 
forms the link between the rural Indian 
market and the world” 


S. Sivakumar/ CEO/ Agri Businesses 


The Success Formula 

In May 2002, it launched Aashirvaad atta. Hindustan 
Lever's (now Hindustan Unilever) Annapurna was 
then the market leader. Here, 1ТС leveraged its 
e-choupal initiative to source 18 different grades of atta. 
"Then, we blended them—based on feedback on re- 
gional tastes from our chefs—using our tobacco blend- 
ing skills. Result: what we sell in the west is not what we 
sell in the north. We created mass customisation in a 
commodity," says Deveshwar. Explans 5. Sivakumar, 
Chief Executive, Agri Business, rrc: *The e-choupal 
network gives us two distinct advantages. We can buy 
identity-preserved products directly from farmers. 
This allows us to blend various grades of atta to suit re- 


Investor Apathy 


ITC's share price has lagged the Sensex by a wide margin. 
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LINK BETWEEN RURAL INDIA AND THE WORLD, ITC'S 
Ace initiative is among the most-written 
about Indian business projects in the world. And it's 
not difficult to fathom why. "The e-choupal is a universal 
platform that forms the link between the rural Indian mar- 
ket and the world," says S. Sivakumar, Divisional Chief 
Executive, Agri Businesses, under which the initiative falls. 
It gives ITC unmatched reach into the heartland and 
now serves as a two-way link that ITC uses both to 
source commodities like soyabean, wheat, potatoes, 
grains and oilseeds from villages as well as to distribute 
products in its portfolio, financial instruments, and prod- 
ucts from other manufacturers. For example, M&M uses 
this network to distribute tractors, and the Tata Group its 
fertilisers. In all, there are 110 partner organisations 
that use the e-choupal network to distribute their products. 
ITC's model scores over other rival models for being 
socially non-disruptive. "We realised that middlemen 
were an integral part of the rural value chain; so, we in- 
cluded him in our architecture," says Sivakumar. He 
was designated the samyojak and became the hub 
around which individual e-choupals (the spokes) re- 
volved. This did reduce his margins, sometimes by up to 
75 per cent, but it was still profitable for him to go with 
ITC as the e-choupal gave him business round the year, 
as opposed to 4-5 months a year earlier, and also gave 
him commissions from all the new products that ITC's 
partner organisations sold through the network. 


gional tastes and preferences. Then, our transaction costs 
are lower than those of others who buy from the 
mandis." Typically, various grades of wheat are mixed 
up and stacked at mandis, making it impossible to 
identify individual types. Therefore, companies that buy 
their wheat from there cannot, even if they want to, cre- 
ate the kind of blends that ттс does. 

Segmenting the atta market, ПС zeroed in on the 
taste preferences of consumers in the north, west and 
east and created customised blends to cater to these mar- 
kets. ^We launched Aashirvaad Select for the northern 
market, Aashirvaad Mp Chakki for the west and 
Aashirvaad for the east," he adds. In less than five 
years since launch, Aashirvaad has emerged as a Rs 500- 
crore-plus brand. 

It followed the same formula with Mint-o Fresh, 
which is a blend of mint, spearmint and fresh mint in 
Uttar Pradesh, Bihar and West Bengal and eucalyptus 
in the rest of the country. The brand, which it bought 
from Candico in 2003 for an undisclosed amount, 
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All the concerns that come to mind while installing multiple ACs in your 
home will now be put to rest, with LG MPS. It's one system that supports 
various indoor units of different kind. Besides saving the space for different 
outdoor units, it ensures huge savings in power consumption too. With the 
two constant speed compressors, working in tandem to share the load of 
all air conditioners in your home. Needless to say, one system that takes 
care of many ACs is sure to make your life easy. 
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INTERVIEW WITH ҮС. DEVESHWAR 


“Our Goal is to be the #1 FMCG Company” 


TC Chairman Y.C. Deveshwar 

has been in the hot seat for 

11 years now. During this 
time, Бе has transformed the com- 
pany from a tobacco and botels 
major into an FMCG powerbouse 
that is challenging the entrenched 
players in this segment. In a long 
and freewheeling chat with 
Business Today's R. Sridbaran 
and Arnab Mitra, be discusses 
this transformation and his plans 
for tbe future. Excerpts: 


Can we just rewind to 2001. You 
had then told BT (June 21, 2001) 
that you were targeting 40 per cent 
revenues from non-tobacco businesses, 
but you have actually done much 
better than that. How do you look 
back on the last six years? 

If you remember, people were 
then talking about core compe- 
tence. Core competence is a good 
idea because it means that vou 
are relying on your strengths— 
sticking to the product that you're 
good at making. In ITC's case, it is 
a combination of manufacturing 
and process skills and brand build- 
ing. Diversification was not al- 
ways a good word and in that 
sense, the analysts did not always 
come out in support of our strat- 
egy. We wanted to have multi- 
ple drivers of growth, but many 
people, including a large share- 
holder, disagreed. But we were 
clear about where we wanted to 
go, and we're getting there. 


ITC runs hotel chains, it is present in 
the FMCG segment, it has a paper di- 
vision, and it has an IT arm. Do you 
have a master plan where all these 
disparate parts fit in? 

On the surface, cigarettes are dif- 
ferent from hotels and atta, but it 
just needed someone to piece it 
all together. We started with the 
packaged food business and in- 
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troduced the packaged Bukhara. At 
lunch and dinner times, people 
lined up for meals at our restau- 
rant. So, we packaged it leveraging 
our restaurant strength. We have 
chefs who deal with the Indian 
palate every day. What did we do 
with Bingo? We created flavours 
that wooed the Indian palate— 
mustard for the east and paneer 
tikka for the north, etc. When we 
created the Aashirvaad brand of 
atta, we did not just buy wheat; we 
bought 18 grades of wheat, using 
the e-choupal network. Then we 
blended them—based on feedback 
on regional tastes from our chefs— 
using our tobacco blending skills. 
Result: what we sell in the west is 
not what we sell in the north and 
the east. We created mass cus- 
tomisation in a commodity. We 
simply identified our core com- 
petence and then encouraged peo- 
ple to piece it together. 


How do you manage such a diverse 


portfolio? 


I don't. I have individual CEOS 


who run each division. But each 9 
of them can depend on ITc’s | 


institutional skills to take his 
business forward. 


What's next on your agenda? 
Our goal is to be the #1 FMCG 
company in the country. 
We're already the #1 com- 
pany if you include cig- 
arettes, but if you take 
away the cigarettes, 
we still aspire to be 
#1. Whether that will 
be in the next 10 years 
or 15 years depends on 
a number of variables. 


Other companies set up 
foundations and trusts to 
implement their CSR 

programmes, but ITC 

























has built its social outreach initiative 
into its business model. Why? 


We want to be one of the major 
economic engines in the Indian 
society. We want to make a con- 
tribution in the Indian economy 
and that is why we follow the 
triple bottom line approach. What 
would I like to do? I would like to 
leave an institution, and not just a 
company, that makes a growing 
contribution to the Indian econ- 
omy. That is why we go the extra 
mile to link societal benefits to 
shareholders’ benefit. The vision is 
not only a one-dimensional cre- 
ation of shareholder wealth but 
actually serving the shareholder 
by serving society. It is a more 
satisfying mission to my mind than 
to say that my shareholder is rich 
and I’m getting much richer. We 
serve four million farmers and 
many hundreds of thousands of 
tribals have got their livelihood 
because of IFC. It is not charity, but 

an intrinsic part of ITC's 
day-to-day life. In 
the process, we 
create much 
higher value. 
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Chitranjan Dar/ CEO/ Lifestyle Retailing 


has emerged as the market leader in the cough lozenge 
segment with a market share of 17 per cent. 

But the biggest among the six brands in the rr« 
Foods portfolio is Sunfeast, which is expected to gen- 
erate more than half the division's estimated 2007-08 
revenues of close to Rs 2,000 crore. This brand strad- 
dles the biscuit market with Orange Marie, butterscotch 
cream, chilli flakes, honey flavour and cookies and 
pasta markets. It has roped in celebrities like Shah Rukh 
Khan, Sachin Tendulkar and Sania Mirza to create a 
buzz around the brand. “Shah Rukh and Sachin can get 
consumers to try out my brands, and they're doing a 
great job of that. But the brand's success is due to its in- 
herent qualities," says Naware. The most important 
among these, he says, is quality. “Barring one or two 
companies, there is a huge variation in the quality of 
products (from the same brand). And this is where 
ITC's reputation as a quality food producer has made it 
a credible player," he adds. 


The Bingo Magic 

Its most high profile success story, however, comes 
from one of the smaller brands in its portfolio, Bingo, 
which has clocked up an 11 per cent market share in 
six months. "Actually, the correct figure is 16 per 
cent share of the ‘relevant’ market, since it isn't yet 
available in all markets," says Naware. 
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Premium/ Wills Lifestyle* 
status: 10 per cent market share; 50 stores in 30 cities 
PLANS: To double network and market share in 3 years 


+d- n» B - 
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Popular/ John Players” and Miss Players 
STATUS: 6-7 per cent market share; 210 exclusive outlets in 90 cities; 
1,500 MBOs in 120 cities 

PLANS: To double network and increase market share in 3 years 


* Includes Wills Classic work wear, Wills Sport relaxed wear, Wills Clublife evening 
wear and Wills Signature, a designer line created by leading fashion designers like 
Manish Malhotra, Rajesh Pratap Singh, Rohit Bal and Rohit Gandhi-Rahul Khanna. 
# Hrithik Roshan is the brand ambassador 
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“Following the completion of our $2-bil- 
lion expansion, it is possible that we will 
emerge as the largest hospitality group” 


Nakul Anand/ CEO/ Hotels Division, ITC 


While developing Bingo, the product development 
team fanned out across India, zeroed in on more than 
200 snacks that are popular in various regions, in- 
cluding murukku, samosas, khakra and potato chips, and 
listed the dominant flavours. They then took this list to 
ITC's hotel chefs who created 30-40 dips with these 
dominant and, sometimes, combination, flavours. “We 
finally selected 16 taste platforms and tried them out on 
neutral bases like potato chips and khakra,” says 
Naware. The company then blind tested these snacks 
across India. Any flavour with less than 75 per cent ap- 
proval rating was rejected. Finally, it launched 16 vari- 
ants, and will launch 10 more in the coming months. 

Along the way, it bought out Technico Pty, an 
Australia-based company with proprietary technology 
in the chip-grade potato seeds space. “This takeover, 
though small in terms of size, will now give us the 
wherewithal to take on the competition on an equal 
footing," says Deveshwar. 

It is this rigour, and the success it has spawned, 
that gives rrC Foods the confidence to aim higher. *My 
goal is to emerge as the #1 foods company in India by 
2011," says Naware. By then, the Indian packaged 
foods market is expected to grow to a size of Rs 
1,10,000 crore, from Rs 60,000 crore now, and ITC 
Foods is targeting a 5-6 per cent share of that. That's a 
turnover of Rs 5,500-6,600 crore—or three times its cur- 
rent level in four years. Is he confident of achieving that 
mark? Naware hesitates just a tad and nods. "Yes." 


CASHING IN ON THE 


TOURISM BOOM 


TC HOTELS 15 THE SECOND-LARGEST HOSPITALITY CHAIN IN THE 

country after Indian Hotels, and owns or manages 

84 properties across the country. The total number of 
rooms: 5,800. "Following the completion of our $2-billion 
(Rs 8,000 crore) expansion programme (35 new hotels; 
5.000 rooms), it is possible that we will emerge as the 
largest hospitality group in the country," says Nakul 
Anand, Divisional Chief Executive, Hotels Division, ITC. ITC 
currently has four brands of hotels: 
The Luxury Collection: This is the super luxury category and 
comprises hotels like the Maurya in Delhi, Kakatiya in 
Hyderabad and Grand Maratha in Mumbai. These hotels 
are branded "The Luxury Collection" in association with the 
Starwood Group, which is ITC's partner in the sector. 
WelcomGroup: This is the regular 5-star chain, and 
some properties bear Starwood's Sheraton brand. 
Fortune by WelcomGroup: This is the mid-level chain run 
by ITC Hotels. At the top end of this "brand within a brand" 
is the Fortune Select. At the base, there is Fortune Inn and 
Fortune Lodge. ITC does not own many of these hotels and 
manages them on contract. 
WelcomHeritage: This is a JV with Gaj Singh, former 
Maharajah of Jodhpur, and manages hotels, all of which 
are repurposed royal palaces and noble havelis, with 
15-100 rooms. 

ITC's hotels are known for the quality of food. The "star" 
restaurants in its portfolio are Bukhara, Dum Pukht, 
Dakshin, Pan Asia, West View and Pavilion. 





Feeding his confidence is the low penetration of packaged 
foods in the Indian market. “So, despite being a late en- 
trant in this market, we're actually a late entrant into a 
market with only 5.5-6 per cent penetration. In that 
sense, we're getting in on the ground floor. As the mar- 
ket grows, we will grow along with it,” he adds. 

Says Sunil Alagh, Chairman, SKA Advisers: “ITC's 
strategy flows from its distribution strength. Having got 
that right, it is wisely seeking to plough the money 
which its cigarettes are making—which is not the future 
area to bank on—into other areas." 


Fashion Before Food 

ITC entered the lifestyle retailing (fashion) space even 
before it did the packaged foods segment. In 2000, a 
year before it launched the Kitchens of India brand, it 
opened its first Wills Lifestyle store in New Delhi's 
South Extension. Since then, it has emerged among the 
top 5 players in the branded apparel industry in the 
country. *This business, unlike most of our other 
FMCG businesses is not distribution-led," says Chitranjan 
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“We felt that the value of the Wills brand 
went well above cigarettes” 


Kurush Grant/ CEO/ International Tobacco Division, ITC 


Dar, Divisional Chief Executive, Lifestyle Retailing 
Business Division, who moved from rrC's paper division 
to his current perch. “It is store- and brand-led." 

So, what synergies does it draw from rrc? “We 
leveraged rTC's brand building capabilities to establish 
ourselves as a desirable brand and drew service skills 
from our hotels division to make customers' in-store ex- 
perience a memorable one,” says Dar. Then, it also used 
ITC's process skills in managing supply chains and just- 
in-time manufacturing techniques en route to becom- 
ing a lean and mean fighting machine in its chosen space 
where cut-throat competition is the norm. 

ITC's formidable brand building skills have obvi- 
ously done it a world of good. Despite being a very 
late entrant into this genre, and despite being a rela- 
tively small fashion brand, it was still recently ranked 
by Time in 5% position on a list of best known luxury 
brands in India. *I was particularly happy with this 
ranking as luxury brands typically have a long heritage 
attached to them, and it's rare for a five-year-old 
brand to establish itself in this category," says Dar, 
adding that the ranking was probably due to a com- 
bination of the sustained brand building exercise, 
good consumer experience and Wills Lifestyle's spon- 
sorship of the India Fashion Week. 

Incidentally, Wills, which started out as a ciga- 
rette brand (the Navy Cut cigarette, better known as 
Wills Filter, still has a cult following, and its Made for 
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THE CORE OF 


THE GROWTH ENGINE 


T MAY HAVE MADE GREAT STRIDES IN THE NON-TOBACCO 
FMCG and non-FMCG spaces, but in the public per- 
ception, ITC remains a cigarette company. 

And if one digs deeper, one will even find data to 
back that perception. Cigarettes now account for only 47 
per cent of its turnover, but they still generate about 80 per 
cent of its profit before tax, and gives it the financial mus- 
cle to venture into the potentially lucrative but still un- 
profitable and cash guzzling non-tobacco FMCG sector. 
“Tobacco remains the largest FMCG segment in India,” says 
Kurush Grant, Divisional Chief Executive, International 
Tobacco Division, ITC. There’s another interesting tid- 
bit: Gold Flake is the largest FMCG brand in the country. 

ITC is sitting pretty in this sector, with an overall mar- 
ket share of about 70 per cent. “The tax rates are too 
high,” says Grant. Cigarettes account for only 14 per cent 
of tobacco consumption in India but generate 86 per cent 
of taxes from this sector. “Excise duty and VAT in- 
creased taxes by 28-29 per cent this year,” says Grant, 
and this resulted in volumes initially falling by 2-3 per cent 
compared to last year. But given the nature of the prod- 
uct, demand has bounced back over the last four months. 

Is he worried that cigarettes may one day no longer 
form the core of ITC? "No," he says confidently. "Will there 
come a time when cigarettes are not even the largest sin- 
gle contributor to ITC's top and bottom lines?” he pre- 
empts this correspondent, and answers the question: 
“Very likely.” Cigarettes are growing at 13.3 per cent, 
while non-tobacco FMCG is growing at 68.17 per cent, 
so it's possible that his statement is a prescient peek into 
the future. But he’s proud that he has seeded every 
single new venture that ITC has floated. "They're all 
my babies,” he says. 





Each Other campaign attained iconic status during 
the '70s and '80s), now no longer adorns cigarette 
packets. *We felt that the value of the Wills brand went 
well beyond cigarettes," explains Kurush Grant, 
Divisional Chief Executive, International Tobacco 
Division, ITC. Hence, its extension into the lifestyle and 
personal care products space and the subsequent delink- 
ing of the brand from tobacco products. 

Says Nabankur Gupta, CEO, of brand consultant 
Nobby Brand Architects: “ТС is one the earliest lifestyle 
companies in India—many decades ago, a cigarette 
lit between fingers was a fashion statement. So, its 
move into the lifestyle space with the Wills brand is not 
out of sync with its core competence. Retail also makes 
sense as the company has the widest and deepest dis- 
tribution, far outpacing even that of HUL." 
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Fully Integrated Fashion House 

ITC has only recently launched its personal care prod- 
ucts under the Essenza de Wills, Fioma de Wills and 
Superia brands, but the products have been in devel- 
opment for more than five years. *We have a few 
resident competencies in this line that we are leverag- 
ing," says Kaul, For one, the spas in rrC's hotels, and the 
hotels themselves, are very large users of high-end 
personal care products. “This gives us access to a vast 
database of knowledge in this area," he says. Then, of 
course, there's rrC's legendary brand building skills 
and expertise in packaging and printing, both of which 
are essential core competencies at the top and middle 
ends of the personal care products market. 


Not Yet Profitable 


ITC has come a long way from the time it started 
taking baby steps in the non-tobacco FMCG space about 
6-7 years ago, but despite the strides it has made in 
terms of market share and even market leadership in 
some segments, the business is not yet profitable. That 
ITC has been posting a healthy growth in PAT year after 
year is due to the money minting machines it has in its 
tobacco and hotels divisions. 

Maybe because of this, the stock markets have been 
lukewarm to the ITC stock. Since April 1, 2001, the BSE 
Sensex has gone from 3,604 to 19,401 points on 
November 6, 2007, a gain of 438 per cent; during this 
period, the ITC stock has gained 260 per cent from Rs 48 
to Rs 173. If, however, one considers only the last 18 





"We should, hopefully, get there 
(the #1 position in the paper segment) 
within the next few years" 


Pradeep Dhobale/ CEO/ Paper and Paperboards Division 
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TC'S RS 2,100-CRORE PAPERBOARDS AND SPECIALTY PAPERS 

Division epitomises how it has internalised CSR into its 

business model. "We started operations in 1979 in 
Bhadrachalam primarily because it was a forest area and 
gave us access to raw materials," says Pradeep Dhobale, 
Divisional Chief Executive of the paper division. But soon 
thereafter, government regulations changed, forcing ITC to 
look for alternative sources of raw materials. That was when 
it started its Social Forestry Programme and Farm Forestry 
Programme whereby it tied up with millions of small 
farmers to source trees from them. Result: farmers who pre- 
viously earned Rs 10,000 per hectare from paddy, now 
earn Rs 25,000 per hectare by growing these trees. It's 
farmer-partners now give it access to 75,000 hectares that 
on which they grow trees for the company. 

ITC is now the second-largest paper company in 
India, after BILT, with a capacity of 450,000 tonnes. It is 
already #1 in the Paperboard & Packaging Paper segment, 
and with Rs 1,400 crore in capex underway, ITC has set 
its sights on the #1 position. "We should, hopefully, get 
there within the next few years," says Dhobale. 


months, during which the Sensex has gained 72 per cent, 
from 11,280 to 19,401 points, then the rrc stock has un- 
derperformed the bellwether index by a wide margin; it 
posted a loss of 8 per cent, moving from Rs 188 on April 
1, 2006 to Rs 173 on November 6, 2007. “ттс has re- 
mained a gross underperformer on the bourses. But, 
with negatives on account of higher duties already fac- 
tored in, the company's response to its cash guzzling new 
businesses will determine the price movement going 
forward. Overall, it has been posting very good re- 
sults. So, we expect it to perform better in future," 
says Kuldip Balasia, Head of Research, skp Securities. 
But stock markets cannot be the last word on the 
health of a company, focussing as it does, mostly on 
quarterly results and growth rates. rrC's long-term 
growth story looks extremely positive. But that's not the 
only thing Deveshwar takes pride in. “We have man- 
aged to create an institution that is making a positive 
contribution to the uplift of millions of people in rural 
India. And we're doing that by weaving this initiative 
into our overall business plan. At the end of the day that 
is what really matters," he says. By the looks of it, 
Deveshwar, who will remain Chairman till 2012, can 
take pride in the black ink that bathes all the three bot- 
tom lines that are so important to ITC. Ш 
ADDITIONAL REPORTING BY BIBEK BHATTACHARYA, 
RITWIK MUKHERJEE, SHAMNI PANDE AND 
E. KUMAR SHARMA 
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MANUFACTURING'S 
VANISHING JOBS 
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Bearing the brunt: Over 80 per cent of 
textile exports are dollar-denominated 


continues to appreciate rapidly. 

If textile and apparel exporters 
seem worse hit by the dollar's de- 
preciation, it's for good reason. 
More than 80 per cent of India's 
textile exports are dollar-denomi- 
nated. A stronger rupee has made 
exports more expensive and, hence, 
less competitive against other low- 
cost competitors. With re- 
ceding bottom lines and dwin- 
dling orders from key mar- 
kets in the us and Europe, 
textile and clothing units 
across the country have no 
choice but to cut back pro- 
duction—some small and 
medium enterprises are even 
downing shutters. Already 
there are early warning signs 
that the industry is in for 
tough times. In April 2007 (latest 
month for which figures are avail- 
able), textile exports fell more than 
18 per cent. In previous years, ex- 
ports were growing at between 15 
to 20 per cent. 

Not surprisingly then, the situ- 
ation in the industry that's the sec- 
ond-largest employer after agricul- 
ture, looks grim. The export squeeze 
has not only affected the incre- 
mental growth in employment in 
the sector but also existing jobs. 
According to the Confederation of 
Indian Textile Industry, almost 
500,000 jobs are likely to be lost this 
year. FIEO estimates are even 
higher—it puts the expected num- 
ber of jobs lost at 600,000. 

Business Today's own research 
and interviews with exporters indi- 
cate that the situation is grim. Take 
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G Clients are migrating 
to cheaper destinations. This 
will make it difficult to get 
business in future 99 


A. SAKTHIVEL / President 
Tirupur Exporters Association and MD, the Poppy Group 


India’s knitwear hub, Tirupur, for 
example. According to the Tirupur 
Exporters Association, almost 
10,000 direct jobs have been lost in 
the region and by the end of the 
year, the number could soar to 
50,000. And there's more bad news 
for the industry that could impact 
business in the long term. Says A. 
Sakthivel, President, Tirupur 
Exporter's Association (TEA) and 
Managing Director of the Poppy 
Group: "Clients are migrating to 
cheaper destinations like Bangladesh 
and China. This will make it diffi- 
cult to get business from them in 
future." What's more, at a time 
when Indian companies are trying 
to increase invoicing in other cur- 
rencies such as the euro, their buy- 
ers are refusing to play ball. Says 
G. Kartikeyan, General Secretary 


G. KESHEV RAJ 


of TEA: “Just when we are 
trying to increase the base of 
our euro customers, our ex- 
isting ones are, instead, 
switching over to the dollar 
so that they can make more 
money.” 

The biggest problem for 
the textile companies is that 
their products are highly 
price sensitive. Most garment and 
apparel companies supply to the in- 
tensely competitive retail market in 
the Us and Europe, where sharp 
price hikes are difficult. Says Orient 
Craft’s Dhingra: “We have con- 
sciously moved up the value chain 
to hand embroidered and denim 
products. But 60-70 per cent of 
the market is still with the low- 
end garment exporters who work 
on thin margins.” 

The end result is that most ex- 
porters are now working at 
breakeven prices and many are 
even booking losses. Says Vijay 
Agrawal, Chairman, Apparel 
Export Promotion Council, and 
Chairman of Creative Group, an 
exporter of readymade garments 
to the Us and Europe: “Factories are 
running at 50-60 per cent capacity 
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and many are closing.” 
Agrawal himself is in the midst 
of a cost-cutting initiative at 
his unit and admits that al- 
most 600 workers have been 
“affected” in the process. 


The Malaise Spreads 
Another sector reeling under 
the rupee’s relentless march is 
leather. More than 90 per cent 
of exporters have a turnover less 
than $5 million (Rs 20 crore) and 
account for half of the country’s 
leather exports. All these units are in 
the small and medium sector and 
work on wafer-thin margins. The 
large units with more than $15 mil- 
lion in revenues account for only a 
fifth of the total exports and even 
these units are seriously affected as 
they compete in price-sensitive seg- 
ments. The sector is said to employ 
2.5 million workers whose em- 
ployment now seems seriously jeop- 
ardised by this turn of events. 
Most leather product exporters 
are now in the midst of a retrench- 
ment drive. Says Habib Hussain, 
Chief Executive of Chennai-based 
AV Thomas Leather, which manu- 
factures a wide range of leather 
products from accessories to shoes: 
"Most exporters are now wary of 
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taking orders as they are worried 
that the rupee will continue to ap- 
preciate in the future as well. This 
has inevitably meant job cuts as 
well.” Hussain himself is planning to 
lay off people in his company and 
admits that almost a quarter of his 
workforce could be given the 
marching orders. 

The Council for Leather 
Exports estimates that the rising 
rupee will seriously impact leather 
exports from the country, which 
are likely to stagnate at last fiscal’s 
levels of $3 billion (Rs 12,000 
crore). What’s more, it says the fu- 
ture growth prospects, too, will be 
hit as the rupee appreciation has se- 
riously dented the order books of 
most exporters for the next summer 
season as they are negotiating for 
higher prices. Says Mukhtarul 
Amin, Chairman, Council for 
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G G Most exporters are wary 
of taking orders as they are 
worried that the rupee will 


continue to appreciate? 9 


HABIB HUSSAIN 
Chief Executive of Chennai-based AV Thomas Leather 


Uncertain times: Leather exports are 
likely to stagnate at last-year's levels 


Leather Exports: “According to 
our analysis, almost 300,000- 
400,000 jobs have already been 
lost and by the end of this financial 
year the figures could be as high as 
700,000. In particular, the 
smaller players have been se- 
verely hit and many tanneries 
and shoe factories have al- 
ready closed.” Amin’s com- 
pany, Superhouse, which 
makes footwear, is itself in 
the midst of a retrenchment 
drive. While 800 employees 
have been asked to leave, an- 
other 800 may have to go 
soon. The Rs 350-crore com- 
pany at present has around 5,000 
employees. 

The handicrafts industry, too, is 
being forced to bear the brunt of 
the rupee appreciation. Exports 
of handicrafts have been growing 
consistently at an average rate of 
16-17 per cent over the previous 
years. But since June, exports have 
shrunk—again due to a stronger 
rupee. The Export Promotion 
Council of Handicrafts (EPCH) es- 
timates that exports of handicrafts 
during the current year may de- 
crease by 15 per cent in compari- 
son to 2006-07. This also entails 
job losses—according to EPCH, 
almost 800,000 artisans are al- 
ready jobless. Says Navratan 
Samdria, Partner, Beauty Art India, 
an exporter of wooden handicrafts 
and imitation jewellery: “Most ex- 
porters are just about managing 
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Sudden spurt: Economists say its also 
speed of the rupee rise that's hurting 


to break even as their entire profit 
margins have been wiped out." 
Samdria's company is cutting 
down on production as well and 
has reduced the number of its sup- 
pliers by almost 10 per cent, and 
may cut it further by half. 

It's no different for engineering 
product exporters. Employment 
in engineering exporting units is 
highly elastic and sensitive to cur- 
rency fluctuations. The Engineering 
Export Promotion Council (EEPC), 
on the basis of a survey, estimates 
that a 1 per cent rupee appreciation 
adversely affects nearly 160,000 
workers. The rupee gaining by 
about 10 per cent implies job losses 
of approximately 1.6 million work- 
ers according to EEPC. Across cate- 
gories, exporters are downsizing 
to cope with the changed ground 
realities. For instance, the EEPC 
study estimates that several auto 
component exporters will be in- 
curring losses in 2007-08. Already, 
the survey says, during the April- 
June period, sluggish exports have 
led to an average loss of 1,350 
man days per exporter. Says 
Rakesh Shah, Chairman, EEPC: 
“Exporters used to earlier go in 
for long-term contracts. But with 
the rupee appreciating that is no 
longer possible. Many exporters 
are now opting for short-term con- 
tracts, which means that their order 
books have been hit and jobs lost”. 
Shah’s company Nipha Exports, 
which manufactures agricultural 
machinery parts, has already laid 
off about a quarter of its work- 
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SUDHIR DHINGRA 
Chairman and MD, Orient Craft. 


force (mostly contract workers) 
and is now trying to expand into 
the domestic market to shore up 
margins. 


Steep Climb Ahead 


Exporters, then, are struggling to 
cope with the onslaught of the ris- 
ing rupee. If the rupee continues to 
appreciate, then it could force many 
small exporters to fold up opera- 
tions or slash production, result- 
ing in more job losses. Economists 
point out that at the root of the 
problem is not the appreciating ru- 
pee alone but the pace at which 
the currency has gained against the 
dollar. Says Subir Gokarn, Chief 
Economist, Standard & Poor’s, 
Asia Pacific: “If you see between 
2002 to 2007, the rupee gained 
about 10 per cent. An average of 2 
per cent a year was manageable 
for exporters, who offset the losses 
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G G After the lay-offs, we 
have managed to expand 
margins by 3-4 per cent 
to about 8 per cent 9 9 


through improved produc- 
tivity and export growth re- 
mained buoyant. But this 
time, the sharp spike in the 
rupee value has really hurt 
exporters.” 

On their part, exporters 
are looking to the govern- 
ment and RBI for relief meas- 
ures. While the government 
has announced a package 
that includes increase in DEPB and 
duty drawback rates, service tax 
exemption/refunds on several serv- 
ices and making the Exchange 
Earners Foreign Currency (EEFC) 
accounts interest bearing, exporters 
feel a lot more needs to be done. In 
particular they want RBI to stem 
the rise of the rupee. Says G.K. 
Gupta, President, НЕО: “The RBI 
could reduce the CRR or lower 
benchmark interest rates to check 
the inflow of dollars. It would help 
stabilise the rupee”. 

As always, the central bank has to 
walk a fine line keeping inflation 
low without tightening money sup- 
ply. This time, it’s even more of a del- 
icate balancing act, given that job 
losses won’t just hurt the demand 
for consumer goods, but can snow- 
ball into a political hot potato. ш 
ADDITIONAL REPORTING BY 

NITYA VARADARAJAN 






















We put something even more valuable 
than bearings into your hands: 


nowledge. 


We know when you think of SKF, you think of bearings. 





This is with good reason. Nobody in the world offers a broader range, 
or higher quality bearings, than SKF. 





But your SKF Authorized Industrial Distributor is also your direct link to a 
wide range of technical resources that can help you increase machine 
uptime, extend maintenance intervals and boost plant productivity. 


Like experienced application engineers. Advanced electronic support 
(including @ptitudeXchange, an online web-enabled knowledge porta! 
that provides around-the-clock access to reliability maintenance 
knowledge). And maintenance services from shaft alignment, mounting 
and bearing refurbishment to sophisticated condition monitoring and 
industrial decision support systems. 


Solution 


Ask your SKF Authorized Industrial Distributor for more information about 
the SKF 360? Solution programme, an all-around perspective on 
increasing your uptime and productivity. 





SKF India Limited 

Mahatma Gandhi Memorial Building, Netaji Subhash Road, Mumbai - 400 002. 
Phone : +91 - 22 - 66337777. Fax : +91 - 22 - 22819074 

Email : sbuindia@skf.com 
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The Godrejs’ property 
business has the 
potential to propel the 
group—so far best 
known as a maker of 
soap—into the elite 
league of India's most 


valued businesses. 
MAHESH NAYAK 


AKE A TRAIN ON THE 

Central Railway in 

Mumbai, and head 

towards the city's 

north-eastern suburbs. 
Once you reach a station called 
Ghatkopar, step to the door or 
look out of the window—on both 
the east and west sides of the tracks. 
The 4-5 km stretch between 
Ghatkopar and the next station, 
Vikhroli, houses the factories of 
the Godrej group, where every- 
thing from locks to chemicals to 
office furniture is made. Few are 
willing to hazard an estimate of 
the amount of land that the Godrejs 
own in Vikhroli, with guesstimates 
varying in the range of 2,500 and 
8,000 acres. The Godrejs, for their 
part, are in no mood to oblige. "At 
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Adi Godrej: Soari 








Boyce, the group's holding com- sg. ft in Vikhroli, the Godrejs are 
pany (who's also the cousin of Adi sitting on property worth close to 
Godrej), whether 7 ,000 acres isa Rs 40,000 crore. That would put. 
fair figure, and all he’s willing to say the group, which is till date best- 
is: *It will be around half that fig- - known к its dx 800- 

ure.” Even if you assume the figure | 
at the lowest end that's bona d 
` bandied about—2,500 acres—at 
the prevailing rate of Rs 3,500 per 


xii I can only say we have a 
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ing will also be: dequate to propel 
the group into the elite group of 
Indian mega-corps. 

The only caveat? Much of that 





















value is still notional, and a long 
way from being unlocked. Thanks 
to archaic laws that still prevail, 
like the Urban Land Ceiling & 
Regulation Act (ULCRA) and Forest 
Land Regulations, Godrej is in no 


` Girikandra Holiday Panvel 
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“Godrej Eternia-A Shivaji Nagar | 
Wakdewadi 





hurry to realise the value in 
Vikhroli. (If he does so, as per 
ULCRA he will have to part with a 
portion of his land to the state gov- 
ernment). 
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which d soon ж a ‘publi of e. 
to investors—the group Chairman. 
has slowly but surely flagged off 
his real estate venture. As of 
September, GPL had projects—in 
progress and signed—-on close to 
200 acres of land. Some of them 
are joint developments, involving 
other developers, whilst a few are 
wholly-owned by GPL. Going by 
the property prices prevailing in 
the various locations where these 
M : ü Mic 191 O O projects are being executed—in ar- 
Note: # Commercial (includes IT parks). And all other projects are residential. NÀ: not available | cas m Mumbai, Pune, Bangalor С; 
ource: Company + in Rs crore. * Property prices are approx. prices in Rs Kolkata and Hyderabad—Godrej’s 
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A Full Plate 


Godrej has plenty of irons in the fire. 


% of total % of total 

| revenues of profit of 
Companies Revenues the group Profit companies 
Godrej & Boyce 2,700 36  392* 10 
Godrej Consumer Products 991 13 132.16 35 
Godrej Agrovet 990 13 2.15 1 
Godrej Industries 842 11 78.06 20.5 
Godrej Saralee 630 8 34277 15 
Geometric Software 394 5 30.86 8 
Godrej Hershey 300 4 NA NA 
Godrej Properties 140 2 414 11 
Godrej HiCare 30 0 1.82 0.5 
Godrej Infotech 20 0 NA NA 
Others 400 5 NA NA 


* Figures as of 2006 Revenues and profits are in Rs crore NA: Not available Source: Company & CMIE 


Land of Plenty 


Godrej has big ambitions in realty. 


e Owns an estimated 3,500 acres of land, whose value will be unlocked 
only once laws like the ULCRA are repealed 


e Immediate plans are to build SEZs in Hyderabad and outskirts of Mumbai 


SHINOD AP 





"Manufacturing units in Vikhroli will be shifted — 
to other regions to allow for development” 


Jamshyd Godrej, Chairman, Godrej & Boyce 


share is estimated to be worth a 
little under Rs 4,000 crore (see 
Grand Designs). “Over the next 
five years, GPL will be the biggest 
revenue earner for the group; it 
will be bigger than our FMCG and 
consumer durables business," says 
Godrej. Adds Milind Korde, 
Managing Director, GPL: *Today, 
we have a pan-India presence. In 
the current year itself, we will 
develop over 4 million sq. ft, against 
the 3.3 million sq. ft that we've 


«1%. 173 Tower Power 


Growth in the property company has been 


spectacular. 


10.5 
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developing IT parks 


e In the commercial space, the company has so far focussed on 


The company plans to venture into the developement of malls, retail 
formats and hotels in future. 


e Тһе company will have a land bank of 50 million sq. ft by Dec, 2007. 


built since inception." Korde is 
clear about where GPL is positioned 
today, and where it should be in the 
years ahead. "Today, our peers 
would be HDIL (Housing 
Development & Infrastructure), 
Sobha Developers and Parsvnath 
Developers, but our aim is to be like 
DLF. We are aspiring to be among 
the top three real estate developers 
in the country," adds the head 
of GPL. 

That won't happen by just 


building commercial and residen- 
tial properties (today, the ratio is 
2:1, in favour of commercial). GPL 
will also build special economic 
zones (SEZs), hotels, rr parks and re- 
tail formats (for the group’s ven- 
tures as well for third-party re- 
tailers). “By December 2007, GPL 
will have a land bank of 50 million 
sq. ft,” says Godrej. Of the existing 
18.1 million sq. ft under devel- 
opment (which is GPL’s share, ex- 
cluding that of its partners), a little 


The Big Picture 







The group has diverse operations. 


Infotech 590 ~ 99 © others 
е Equipment 1 200 р 
41.5 Chemicals 600 —1 Ж 
5g 134 Retail 150 — 1400 Durables 
SGH rot ИШ 200 Properties 


Source: Company 





Revenue in Rs cr (approx. numbers) 


Percentage of total group 
Source: Company 
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Unlocking the Brand 


ODREJ'S PROPERTY PORTFOLIO MAY 

be huge enough to propel the 
group into an altogether different 
league, but there are a host of busi- 
nesses (see A Ful! Plate) that will 
keep it busy in the years to come. At 
the heart of all these activities will be 
the Godrej brand itself, which is get- 
ting a makeover. Says Tanya Dubash, 
Executive Director & President 
(Marketing), Godrej Industries: "The 
group is in the process of revitalising 
the (Godrej) brand." Global brand- 
ing guru, Interbrand of the UK, has 
been called in to formulate a branding 
strategy. The retail reach of the con- 
sumer durables business, which is 
under Godrej & Boyce, and which 
includes fumiture (home and office) as 
well as white goods, is also being 
beefed up with the Godrej Lifespace 
brand. The company will have 100 
such stores, compared to 60 cur- 
rently, in a year. Meanwhile, Godrej 
Consumer Products (GCPL) has called 
in consultants Bain & Company to de- 
cide what the future portfolio will 
look like. Says Adi Godrej, Chairman, 
Godrej Group: "By 2011-12, the 
FMCG business (which will include 
ventures like Sara Lee, Godrej Agrovet 
and Godrej Hershey) will be four 
times its current size—it will be worth 
Rs 8,000 crore." Adds Hoshedar 
Press, Executive Director & President, 
GCPL: "We are trying to get into 
newer segments like toothpaste & 
oral care, hair oil and shampoo as 
well as bring out new variants in the 
detergent segment." 


Tanya Dubash: 


Grand makeover 
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“In the current year itself, we will develop over 4 million sq. ft, 





against the 3.3 million sq. ft that we've built since inception" 


Milind Korde (centre), MD, Godrej Properties 


over half (9.6 million sq. ft) is being 
built in Pattancheru in Hyderabad 
as an IT park. The company has 
applied to convert the IT park into 
an IT SEZ (in a bid to get a tax 
holiday, as IT parks may no longer 
be tax-exempted). Godrej reveals 
that there’s also a plan to set up an 
SEZ on the outskirts of Mumbai. 
‘We will also venture into the hos- 
pitality industry in the near 
future,” he adds. 

Meanwhile, the manufacturing 
units in Vikhroli will be shifted 
out, allowing for development of 
the factory land. Says Jamshyd 
Godrej: “Although there is no con- 
crete plan yet, manufacturing units 
in Vikhroli will be shifted to other 
regions to allow for development of 
the factory land.” For this 
purpose, GPL has already signed 
memoranda of understanding with 
group companies to facilitate 
the development. 

It’s the sheer scale of the po- 
tential that’s locked within the 
group that has investors licking 
their chops in anticipation of GPL’s 
public offering (which is slated for 
March 2008; GPL is expected to 


raise a little under Rs 1,000 crore 
by issuing 10 per cent of fresh eq- 
uity). Analysts currently value the 
company at 3,500-4,000 crore, 
based on current operations. But 
that is the proverbial tip of the ice- 
berg that is GPL. As Korde points 
out: "Today, we don't have access 
to the land available with the group 
(in Vikhroli). However, as when 
the group plans to develop that 
land, that land will come under 
GPL." Company officials point out 
that the land in Vikhroli is equally 
owned by Adi Godrej and 
cousin Jamshyd. 

GPL today may lack size and 
scale, but that hasn't prevented it 
from zooming down the fast lane. 
In the last three years, GPL has been 
the fastest growing company in the 
group. Annual sales have grown at 
a compounded rate of 80 per cent, 
to Rs 137 crore, over the past three 
years (till the year ended March 
2007). Profits have surged 167 per 
cent, to Rs 41.5 crore in that pe- 
riod. Margins, too, are robust, with 
net profits accounting for a third of 
GPL's top line. As the wise man 
said: “Well begun is half done." m 
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Rolling out across the fleet 





From inducting professionals to private equity, the Manipal Group is 
preparing its education and healthcare businesses for the big leap. 


RAHUL SACHITANAND 


HE THRONG OF WEEK- 
end shoppers at 
Himalaya Mall, on 
Ahmedabad’s Drive-In 
Road, may have 
chanced upon a new store in the 
city as they relaxed on a Saturday af- 
ternoon in Gujarat's commercial 
capital. Spread across 5,000 sq. ft 
with imaginatively designed interi- 
ors, Manipal Cure and Care is the 
latest entry into the medical retail 
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business from the Manipal 
Engineering and Medical Group 
(MEMG), an organisation best known 
for its chain of hospitals and edu- 
cational institutions spread across 
the country and, more recently, 
across the globe. 

From being a closely-held family 
business, MEMG has begun to rapidly 
transform its businesses into pro- 
fessionally-run outfits, as the own- 
ers Pais take a back seat and allow 


professional managers to run 
the show. 

Cure and Care is not MEMG's 
only foray. While the company plans 
to set up 50 or more such outlets 
(typically located in central business 
or shopping districts) and earn Rs 
250-300 crore annually from this 
business, it has also invested signifi- 
cantly in other synergistic businesses. 
Its Stemputics, a stem cell research 
outfit, is expected to roll out in 


MEMG's Ramdas Ра: Education 
the cornerstone of success 





three years off-the-shelf products 
to treat a variety of ailments. 
Manipal Accunova, its clinical re- 
search outfit, has been merged with 
Ecron, a German firm, to give it 
greater scale and leverage in the key 
markets of Europe and the us. 


Education Empire 

On the education side, MEMG has 
over 1.2 lakh students studying at its 
institutes (Manipal University be- 
ing a not-for-profit venture). Here, 
too, it has acquired and invested in 
companies to expand its corporate 
profile. Recently, it bought a 70 per 
cent stake in a Bangalore-based com- 


petency assessment solutions ven- 
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GAME PLAN 
FOR GROWTH 


The Manipal Group is looking to 
evolve from a small closely-held 
business into one with a national and 
even global presence. Here's how: 


«Expand its geographical presence 
by setting up colleges all over, 
even in places like Antigua, 
which could attract students 
from the Indian diaspora in the 
US, as well as Malaysia 


«Expand its hospital presence in 


north and west India through 
acquisitions, lease-rental and 
even greenfield projects 


«Enter medical retail and 
assessments with inorganic and 
organic initiatives; plans to build 
a 50-store-Rs 250-crore retail 
business. Even new businesses 
such as stem cell research, with 
Stemputics, are showing 
strong growth 


«Overhaul management by getting 


professionals to run each 
business and let family only act 
as advisors and facilitators 

for specific initiatives 


«Use private equity and even VC 
funding to jumpstart the growth 
of its businesses and eventually 
look to take them public 


Global Footprint 


dor to expand its reach by integrat- 
ing its operations with Pariksha, its 
own company operating in a similar 
market. “We are interested in op- 
portunistic deals that give us an en- 
try into a new or complementary 
market," says Ramdas Pai, the 72- 
year-old Group Chairman of MEMG 
and the man driving the group's 
foray into new businesses. 
According to Pai, the transfor- 
mation from an exclusively south 
Indian company into first a national 
and then a global operator began 
with the company's foray into 
Malaysia to set up a medical col- 
lege (and soon a hospital, possibly), 
which acted as a launch pad for à 
much broader corporate expansion. 
“This project gave us the confidence 
in executing large-scale initiatives," 
says Ranjan Pai, the 34-year-old heir 
apparent and CEO of MEMG, who 
relocated to Malaysia after gradu- 
ating from medical school in 2002. 
MEMG’s education business now 
has 20,000 students enrolled in for- 
mal institutions in India, about 
5,000 in full-time programmes over- 
seas and over 100,000 students in 
flexible education offerings. To 
fund its expansion in education, 
the company has raised $70 mil- 
lion in private equity from IDFC. 
“We will expand our campuses 


The Manipal Group is keen to target the Indian diaspora. 
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globally and also invest in 
companies in the educa- 
tion business,” says 
Anand Sudarshan, a two- 
decade IT industry vet- 
eran, who joined the 
group as part of its man- 
agement overhaul. While 
MEMG has invested $2.5 
million in TutorVista, a 
provider of remote tuto- 
rial services, it is also con- 
sidering new campuses 
in West and East Asia. 
As the company 
grows from being a re- 
gional operator into a 
truly national and even 
global player, Pai realises 
that he will have to build 
scale across his businesses 
and is prepared to loosen 
his purse strings to stay 
competitive. In early 
November, Manipal 
Accunova acquired Germany’s 
Ecrona for an undisclosed sum. The 
combined entity has 265 employees 
and specialisation across Phases 1-4 
of clinical trials. “Drug develop- 
ment is an expensive business and 
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Ranjan Pai/ СЕО/ MEMG 
“We want to become a national brand on the 
hospitals front. So, we want to go from just 
Manipal and Bangalore to other southern 
cities and finally to Delhi and Mumbai” 


can take upto 10 years for the entire 
process to complete. We believe 
that companies will look to India 
to make this process faster, not just 
more efficient,” says D.A. Prasanna, 
Managing Director and Vice 


heavy sectors that it operates in. Already, its education arm has run afoul 
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of the Medical Council of India (MCI), which has recommended the dere- 
cognition of its flagship institute Kasturba Medical College, Manipal. 
"Ме meet all the norms and ee ok lrg | 
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Chairman of 
Accunova. 

Meanwhile, the company 
has laid out plans to expand its 
network of hospitals from 
1,600 beds to 3,200 beds in 
the next two years. According 
to Ranjan Pai, the company is 
inclined to look beyond ac- 
quisitions and green-field proj- 
ects and even consider lease- 
rentals to keep costs down. 
"We want to become a na- 
tional brand on the hospitals 
front. So, we want to go from 
Manipal and Bangalore to 
other southern cities and fi- 
nally to Delhi and Mumbai," 
he says. К. Basil, MD and CEO 
of Manipal Health Systems, 
says the company recently 
moved into Vijayawada with a 
long-term lease for a 350-bed 
hospital and is now eyeing 
properties across the country in 
Kochi, Hyderabad, Mumbai and 
Delhi. He, too, has raised $30 mil- 
lion from IDFC to support this 
growth. 


Future of Growth 

After the group split a decade ago 
(reportedly over the future of many 
initiatives), Ramdas Pai-controlled 


Manipal 


Manipal campus 


Duet Coen apace dria since - 
RN ета ds that each campus be at least 25 acres in size and fees not 
exceec | Rs 1 lakh per year per student. 
` "There is no practice of sharing infrastructure between courses, so we have 
io sel up seperie las for every course we str rather than scheduling classes 
солов psa says Pai. While the group has been able to start 
| is with just eight acres in Malaysia (initiated by Pai, who relocated from 
RUN. VU ше йзге by Voaf ripam sopra Pat hws pret | 
_ it from entering Europe and the US. "There have been few new medical col- 

_ leges in the US for decades so weve had to look elsewhere, says Pai. 
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MEMG has been trying to steadily 
change its character. Ever since 
Ranjan Pai moved to Malaysia, the 
family has been rapidly distancing it- 
self from the day-to-day manage- 
ment of group companies. “There is 
not a single family member in any of 
our companies and just one member 
on the board,” says the senior Pai. 
Gradually, he has ceded close control 
of his businesses to professional man- 
agers. “We want each business unit 
to be run individually and we will 
take a minimal supervisory role,” 
says Ramdas Pai. On the education 
front, Sudarshan has been given a 
broad mandate to not only expand 
its global foorprint (with institutes in 
Antigua in the Caribbean and possi- 
bly in Curacao, a Dutch principality 
off the coast of Miami), but also 
look to inorganically grow the com- 
pany’s businesses. 

“We want to model ourselves 
on Tata Sons, especially when it 
comes to nurturing new companies 
and providing seed funding,” says 
Ranjan Pai. Manipal Cure and Care, 
in fact, was begun with Rs 5 crore in 
seed funding from MEMG. It then 
leant on MEMG's chain of doctors 
and other medical staff to get people 
for these centres. Now, it wants to 
replicate the model for Stemputics, 
its stem cell research initiative. “They 
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piinas paata oS се Му ы ош 
We Want МЕМО to be Professionally Run” 
Ramdas Pai, Group Chairman, Manipal Education and Medical 


Group, recently discussed with вт'ѕ Rahul Sachitanand the growth, evo- 
lution and future of this family-run business. Excerpts: 


Why change the group’s character as a family-run enterprise? 

| think that is a business requirement, as we look to morph into first 
a national and then, hopefully, a global company. We want MEMG to 
be run as a transparent and professionally-managed corporation. 


Why did you opt for private equity funding and what will you do with $90 
million raised recently? 

We needed to speed up growth and so inducted РЕ investment. Also, 
we are strictly not a family-owned company; we are a public trust. A 
university cannot run a hospital in Bangalore; all the money from the 
hospital had to be returned to the (Manipal) university once we sep- 
arated the two. Therefore, we had to raise fresh funds for growth. 


How do you perceive the potential threat of competition from marquee 
names such as Harvard, if current legislation is changed? 

Competition from anywhere is welcome. It gives us a chance to 
benchmark ourselves against the best in the market and improve. It 
is also good for our clientele—students. 


At the same time, you are also rapidly globalising your education 
business... 

We are taking our education footprint to Malaysia, Dubai and 
Nepal, and most recently to Antigua. We may even go to Curacao, a 
Dutch territory. We have acquired expertise in building and executing 
projects and this is a magnet for PE funding. 


What about healthcare? 

We want to quickly build a national footprint via acquisitions, lease and 
greenfield projects. Real estate is a major hurdle in this market, so we 
could look at trusts that are short of funds that could use our expertise. 


We could even look at a lease-rental model to grow this business. 


What are the other business areas you are looking at? 

We will look at synergistic areas for our business. We don’t have any 
set plan for acquisitions; we will consider each one on its own 
merit. At the same time, we want to earn around Rs 300 crore in three 
years from our medical retail business and set up 40-50 more stores. 


What do you have to say about the dispute between you and the Medical 
Council of India? 

We have been de-recognised by the MCI, which is based on an in- 
spector’s reports. The infrastructure in our colleges has been approved 
by overseas teams, so we don’t have any issues. MCI has been labelled 
a den of corruption by Delhi Hc in the past... we have all the facili- 
ties mandated by the MCIO. For 350 seats we received 1.5 lakh ap- 
plications this year. We may take the government and MCI to court. 
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must conceive business ideas 
and we can provide financial 
and operational support to 
them. But, they must eventu- 
ally be able to fund these ini- 
tiatives in the long-term,” says 
Ramdas Pai. 

Backed by this funding, 
Manipal Cure and Care now 
plans to launch at least seven 
or eight more stores up to 
March. “Our focus will be on 
getting prime real estate to 
set up these stores. We want 
to target people who don’t 
want to enter a hospital-like 
atmosphere for mainly cos- 
metic treatment,” says 
Somnath Das, COO of Manipal 
Cure and Care. This chain 
will stock medicines and 
beauty products. Das sums up 
the gameplan when he says: “We 
want to be part of the Rs. 1,000 
that a customer would spend on 
movie and dinner and not on the 
money used in medical emergen- 
cies. We want to be a planned retail 
expense for them.” 

Elsewhere, Sudarshan is giv- 
ing the final touches to transform 
the education business into a global 
entity. “Our CAGR on student en- 
rolment has been 30 per cent plus 





Anand Sudarshan/ Head of education business 
“Our CAGR on student enrolment has been 
30 per cent plus; we have campuses in 
Antigua, Dubai, Malaysia and Nepal and 
learning centres in 15 other countries” 


over the last five years; we have 
campuses in Antigua, Dubai, 
Malaysia and Nepal and learning 
centres in 15 other countries. We 
have perhaps the broadest geo- 
graphical footprint among private 
higher education institutions from 
India, and we expect the footprint 
to expand," he says. Much of this 
expansion is expected to happen 
overseas, possibly in Oman, 
Vietnam and Indonesia. 
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Challenges Ahead 


But several hurdles stand in 
the way of MEMG's ambitions. 
For one, its education and 
healthcare businesses are 
heavily regulated; institutes 
and hospitals require literally 
dozens of licences and per- 
mits to establish. Its Kasturba 
Medical College in the 
eponymous town faces po- 
tential de-recognition from 
the Medical Council of India, 
which could be a massive 
hurdle in attracting the best 
students. Ramdas Pai, how- 
ever, isn't perturbed. “For 
350 medical seats, we got 1.6 
lakh applications," he says, 
adding, “We are among the 
top 2-3 institutes in this field." 

Regulatory hurdles have 
also slowed MEMG's entry into 
North America. This has compelled 
the company to set shop in Antigua 
to attract Indian-American students, 
its main target audience. Even in 
Malacca, Malaysia, MEMG had to 
face the wrath of regulators early 
on. But the good news is that 
Manipal's Antigua campus is grow- 
ing; three years ago it had 38 stu- 
dents, it has 100 now. 

Soaring cost for its capital-in- 
tensive businesses is another worry. 
It costs around $10 million to set 
up a 250-bed community hospital 
in a large city and land costs make 
setting up a greenfield venture al- 
most impossible. In retail, too, 
MEMG has to balance its ambitious 
expansion plan with soaring real 
estate costs in large Indian cities. 
“Real estate costs are prohibitive 
and we worry every day about 
managing costs,” says Somnath Das 
of Cure and Care. With a plethora 
of brands and stores at malls and 
other retail points, he also has a 
fight on his hands to attract spend- 
thrift consumers to his store. “We 
need to aggressively build the brand 
and awareness about our indus- 
try," he admits. Ш 
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A few months ago, hackers brought Europe's most wired country, 
Estonia, to its knees. India's IT network is rather modest in comparison. 
So, who would bother messing with it, right? Wrong. KUSHAN мітка 


RABIR VOHRA, SENIOR VICE 
President, Technology, 
ICICI Bank, was going 
through log reports for 
the bank's website a few 
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months ago when he noticed some- 
thing peculiar. It seemed that there 
had been a deliberate attempt by 
‘web terrorists’ to launch a 
Distributed Denial of Service (0005) 


attack on the bank’s website. ICICI 
isn’t just India’s largest private bank, 
but also one of its most wired. The 
bank estimates that only 13-14 per 
cent of its transactions actually take 


place ‘physically’, with the others 
happening over the internet and 
ATM networks. For example, some 
400,000 transactions (as against 
merely checking account status) are 
said to take place on the bank’s 
portal every day. “It was a great 
vote of confidence in the systems 
that we have in place that the first 
we got to know of this attack was 
when we read the logs, but it also 
highlighted the clear and present 
danger that exists,” says Vohra. 
ICICI Bank is hardly the only 
one vulnerable to cyber-attacks. As 
the internet economy in India takes 
off, just about every company is a 


actions a day (for July 2007). Given 
an average ticket size of Rs 800 
(August 2007), it means train pas- 
sengers will spend almost Rs 1,000 
crore online this year. Besides 40 
per cent of airline ticketing are done 
online. All told, Indians are ex- 
pected to spend over Rs 30,000 
crore online in FY 2007-08. 


World Wide Trap 

Those who are inclined to believe 
that the damage a network attack 
can cause is limited, need only con- 
sider what happened in Estonia. 
Perhaps the most wired nation in 
northern Europe, Estonia ground to 





"The first we got to know of this attack (on the bank's site) was 
when we read the logs" PRABIR VOHRA, SENIOR VP, TECHNOLOGY, ICICI BANK 


potential target. Those will include 
not just the so-called old economy 
companies, which are moving more 
and more of their business (includ- 
ing supply chain management) on- 
line, but also internet companies. 
That's pushing up the quantum of 
online transactions. There are no 
reliable figures available yet, but in- 
dustry executives estimate that on- 
line transactions in India have 
topped the Rs 100-crore-a-day 
mark. The Indian Railways’ booking 
site, IRCTC, alone logs 37,000 trans- 


a halt in late April and early May 
this year when sustained attacks on 
the websites and networks in the 
small Baltic nation paralysed its 
websites. Even though Estonia 
blamed Russia, the massive DDOS 
attack (see Tbe ppos Attack: How it 
Works) came from computers all 
over, including some from India. 
It's not just DDos attacks that 
companies should be scared of. 
Cyber-rogues don't just like bringing 
a network down, but they also like 
stealing stuff—credit card details, 


INVASOD HSIWN 


HOW TO PROTECT 


YOUR NETWORK 


It starts with creating a 
security plan for your network 


ASSESS: Analyse your current state of 
security. Check the network for common 
system misconfiguration and missing 
to be protected such as hardware, software, 
data etc. Calculate exposure for each 
asset and services against each threat. 
Use this formula: Probability x Impact 
= Exposure to generate an ordered list 
Илк ana 

PLAN: Don't rush into implementation. 
The objective is not to eliminate all risk at 
all cost, but to minimise the risks. There 
are three main trade-offs: functionality 
versus security required; ease of use 
versus security; cost of security versus 
risk of loss. Create a detailed plan that 
includes, among other things, procedures 
for preventing, detecting and responding 
to security incidents. 

EXECUTE: Communicate with the staff 
and provide regular training. Test meas- 
ures for technical adequacy and obtain 
participant feedback. 
MONITOR: Research new threats, and 
include new risks as you become aware of 
them. Subscribe to security bulletins and 
train users. Modify the plan when changes 
occur in personnel, organisation, hard- 
ware or software. Conduct ongoing main- 
tenance such as virus updates, new user 
training, and backups. 


Source: CERT-In; for more information, 
log on to: www.secureyourpc.in run by CERT-in. 








for instance. Unlike countries in 
Europe and the Us, where guide- 
lines force companies to reveal the 
scale of such attacks, India has no 
such rules. That's why the only at- 
tacks that media and general public 
get to hear about are “defacement at- 
tacks, where (not the best) hackers 
break into a webpage and change 
its content to prove a (usually polit- 
ical) point. 

But Indian dotcoms have been 
attacked. Three years ago, a dot- 
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com CEO was horrified to learn 
that a server had been broken 
into, and even though it stored 
no user data and was instead 
being used to send spam. The 
security policy was subse- 
quently dramatically altered. 
"We have a full-time security 
team that now monitors logs 
and access on a real-time ba- 
sis," says the CEO, who re- 
quested that he not be named. 





credit card records, *to 
process some of the offers we 
run." The company claims 
that the records ‘were secure’, 
but a security expert points 
out that comparing the level 
of security at a small dotcom 
and a financial service 
provider is like comparing, “a 
sardine to a shark.” 

The risk, according to 
Vishal Dhupar, MD, Symantec 


Rajat Mohanty of Pala- “Given the amount of information that re- India, an IT security solutions 


dion, a managed security so- Sides on internet today, our networks are 
lutions company, talks about fairly secure” GULSHAN RAI, DIRECTOR, CERT-In 


‘a large’ e-commerce portal 
in India that was hacked into “a 
couple of years ago.” But in this 
case, the hackers did something 
completely different. “They loaded 
the home-page with ‘trojans’, 
which stealthily loaded themselves 
onto the computer of the visi- 
tors,” says Mohanty. 

What is scary, according to 
Mohanty, is when e-commerce sites 


are set up, they get so involved in 
setting up the site navigation and 
product offering that security often 
takes a back seat. And even though 
some e-commerce websites now 
work either through the issuing 
banks or the credit card (Mast- 
erCard, Visa) networks to process 
payments, at least one large travel 
site confirmed to BT that it stored 


THE DDOS ATTACK: HOW IT WORKS 


ENIAL OF SERVICE HAPPENS WHEN A WEBSITE SERVER RECEIVES MULTIPLE 
requests in a very short span of time, overwhelming its capability 


to deliver and thus crashing it. When done with a malicious intent—un- 
like, say, times when news websites get overloaded due to breaking news 
events—it can be classified as an attack. Until recently, such attacks 
came from ‘select’ computers with known Intemet Protocol (IP) addresses 
and ‘smart’ web servers block traffic from those IP addresses. However, 
hackers have managed to start ‘Distributed Denial of Service’ (DDOS) 
attacks, which use requests from thousands of infected computers to 
mount an attack. As the attacks are coming from several thousand com- 
puters all the time, the web servers cannot shut down traffic and the 
website collapses under the load. Hackers often use such attacks to extort 
websites, threatening them with attack unless they pay ‘insurance’ 
money, a rather intricate form of internet extortion! 

Trojans, which are so-called because of the way they function (an 
allusion to the ‘Trojan Horse’ in Homeric epics), can be a type of pro- 
gramme that installs on your computer and stays under the radar (as 
a ‘bot’) until it receives ‘an order’ from a ‘command and control’ 
(C&C) server. The other way ‘bots’ are created is when users are tricked 
into installing a piece of software on their computer. According to one 
security expert, there are at least “50,000 plus ‘bots’ and 5 C&C sys- 
tems in India.” And the latest bit of software to get everyone worried 
is a worm Called ‘Storm’, which uses peer-to-peer replication. It is es- 
timated to have infected between 1-10 million PCs across the world. 
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provider, is greatest not for 
large enterprises, but for 
smaller companies. “Large 
companies have the technical 
knowhow and resources to spend 
on security solutions, with smaller 
companies the risk is that their se- 
curity measures are often reactive 
rather than proactive.” He also 
cites a Confederation of Indian 
Industry (Сп) report from 2005 
which points out that 38 per cent of 
companies (in the sample) did not 
have a security policy. 

But there is no doubt that 
Indian companies are spending 
more on security, “In 2001, IT se- 
curity took up maybe 4 per cent of 
a company’s IT budget, today, | 
would estimate that number at 15- 
20 per cent,” says Mohanty. 
However, more money spent, does 
not always mean better security. 
Conflicting security systems could 
possibly leave holes in the boundary 
walls of a company’s IT system (See 
How to Protect Your Network). 

Yet, at the government level, 
Indian network managers sound 
fairly confident. “I would believe 
given the amount of information 
that resides in India today, our netw- 
orks are fairly secure. That is not to 
say that we should get complacent, 
and as the amount of information 
we put online increases, we will 
need to increase network security," 
says Gulshan Rai, Director, Comp- 
uter Emergency Response Team- 
India (CERT-In). Estonia learnt that 
the hard way. India needn't. m 
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The hot-shops are back. And, 
unlike in the nineties, there’s 
plenty of restless talent going 
around—and plenty of 


business for the taking, too. 
SHAMNI PANDE 





| HEY'RE SMALL, THINKING BIG. THEY'RE YOUNG, 
but not exactly novices. They're lean, though not 
necessarily mean. In other words, they're every- 
thing that their Goliath-like peers in the ad- 
vertising industry—the big agencies—are not. 
And, yes, unlike many of the big boys, these independent hot- 
shops find it easier to be creative and result-oriented at 
the same time. Look around, they're all over the place: 
Players who started three years ago, why even those that are 
just six months into operation, are pitching against the big 
guys in the game and coming up winners. Young creative di- 
rectors—many of them with stints at the big agencies in their 
quivers—are coming into their own. “There couldn't be a 
better time than now for anyone with even a little talent 
wanting to start off," says Pushpinder Singh, who started 
saints & Warriors in January 2006. These agencies are 
shaking up traditional structures, even as a few of them pre- 
pare to launch overseas. They're also pondering mergers— 
not necessarily for size but to create a deeper creative pool: 
A, a Delhi-based individual agency, has amalgamated with 
the Portland-headquartered Wieden-- Kennedy, an iconic hot- 
shop that's known for its brilliant creative work. 

Business Today has shortlisted six such creative shops that 
are bagging big-bang accounts and matching that pitching zeal 
with brilliant work, to boot. But these six are just a micro- 
cosm of the revolution that's taking place across the coun- 
try. There are numerous other agencies with names like 
Brand Curry, Brand Prophet, One Point Size, Cartwheel 
Creative, Black Coffee, Be Positive 24... they're all on 
song, in demand, and in the money. 


SATISH KAUSHIK 
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HOTSHOPS’ PATRON SAINT 


RUST PUSHPINDER SINGH TO CHRISTEN HIS AGENCY 

Saints & Warriors. The 36-year-old Founder & 
Creative Director of this nearly two-year-old outfit, 
who is accustomed to courting controversies with as 
much élan as he does accolades, has a simple and 
logical explanation for the name: “In business, you have 
to be both,” quips Singh. In this business, it also helps 
to be provocative, and Singh thinks little of doing 
work that sections of society would duly label offen- 
sive. His infamous Tvc for Amul Macho (in- 
nerwear for men) attracted exactly such a re- 
sponse. To its credit, however, s&w has done 
well to make brands such as Frankfinn no- 
ticeable. Singh is possibly among the most 
awarded creative persons in Indian advertising, 
with at least 33 Abbies to his tally in the last 
four years, in addition to wins on the interna- 
tional circuit. S&W, says Singh, will close 2007 
with revenues of Rs 45 crore. He's roped in his 
core team on the basis of their "intuitive 


0 Saints & Warriors 


FOUNDER AND CREATIVE DIRECTOR: Pushpinder Singh (36) 
giLING: RS 45 crore 


CLIENTS: Amul Macho, Frankfinn, Piramyd, Elf Lubricants, 
Staples (world's largest office stationery brand), Apna 
Loan, Lokmat Group and Galaxee 





"d deo | <= ential in India 
| С and will be called WEK, ii. “We are not selling 








ош, but Mohit (Mohit Dhar Jayal, Director Brand 
pote el ategy) and I are profit-sharing partners. If we 
E - wanted to, then we could have done that (sold out) to 
EB Y WPP earlier," says Sunil, 40, who quit osc to follow his 
ne dream. The agency will handle Nokia’s business in 
- India; the Finnish mobile phone major is £175-million 
- . client globally for Widen + Kennedy. 

Dan Wieden, Founder and Global Executive 
Creative Officer, W +K, says: “It is always our goal 
hen Eo new office to find talent in the ا‎ 
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ok FOUNDER AND КА. :V. Sunil (40) - 
2. BILLING: wc: Вз 90 crore — 


gre 1 CLIENTS: Incredible India, ible India, Indigo Airlines, Royal Eel HCL 
E Bee җы uan (cosmetic brand), AIGP & Wave Cinema 
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street-level understanding of the India around them. 
They are people who don't always need a graph or 
chart to understand a communication challenge." 
There's Pankaj Acharya as a Partner and MD, who's been 
an entrepreneur all his life; and there's Mahendra 
Parab (ex-Triton), who's heading Art; Manish Arora and 
Amitabh Dutta are with the Business Group, whilst 
Trilokjeet Sengupta, Samir Gohale Vijay Subramani, and 
Raja Haldankar handle the creative aspects of business. 


RACHIT GOSWAMI 


Yes, he's the saint: Singh's (seated) in the hot seat 


market that would embody the culture of 
Wieden- Kennedy. From the first time I chatted with 
both Sunil and Mohit, the synergies were obvious. 
Their success in India is unprecedented, and coupling 
that with our commitment to developing ground- 
breaking creative for our clients is what makes this 
union so exciting," he said in an official communication. 
Nokia might have just been the bridge between A 
and Wieden-- Kennedy. Sunil began working on the 
Nokia account soon after he set up shop in 2004, in- 
cluding the much acknowledged N-Gage series. A is 
also credited for being the brain behind the Incredible 
India global campaign, although many other agencies 
were part of the Ministry of Tourism’s empanelment. 
The association, which is being termed as a ‘merger’ by 
Sunil, will give W+K the launch pad and scale that it’s 
obviously seeking to open its innings here. A also brings 
to the table some very interesting businesses such as 


` . Indigo Airlines, Royal Enfield, HCL Technologies, Sally 


Hanson (a cosmetic brand), АІСР and Wave cinema. 
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FUN @ WORK 


T MAY NOT BE A GREAT OPENING 
line to start an interview, but | 


push ahead and ask Zarvan Patel if 


he’s heard of an agency called: Yes, 
Yes, Why Not? Patel laughs. “No | 
haven’t, but there should be—it 
sounds good,” he Says. That’s a 
pretty fun sort of attitude, com- 
ing from someone who’s just 
teamed up with his ex-colleague 
at Rediffusion DYR and friend 
Prashant Godbole, and launched 
an agency barely five months ago. 
The duo is known for its award- 
winning “Talk to Me’ campaign 
for Colgate, which got interna- 
tional exposure and appreciation 
from the client, and the ‘Express 
Yourself’ series for Airtel. Patel 
and Godbole ascribe their disci- 
pline and rigour for creative ex- 
cellence to their fairly long stint 
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Ideas At Work 


CO-FOUNDERS & CHIEF CREATIVE DIRECTORS: 
Prashant Godbole (45) & Zarvan Patel (43) 


BILLING: N.A. 
CLIENTS: Reid & Taylor and Bigadda.com 


with Mohammad Khan at Enter- 
prise-Nexus. “When you have ex- 
perienced dedication to creative 
results, then you cannot settle for 
anything less. We were feeling 
hemmed in by the traditional 
agency ways that are more driven 
towards management. It takes the 
fun out of work,” says Godbole. 
Ideas At Work recently bagged 
mandates like that of Reid & 
Taylor—not bad for a team that’s 
working out of a makeshift office, 
which is actually Godbole’s old 
home in Mahim. “We have put 
our own capital and actually have 
talks on with 12 people who would 
eventually join us,” says Patel. 


YOUNG TURKS 


FOUNDER AND CREATIVE 

DIRECTOR: Sajan Raj Kurup (31) 
BILLING: Bune: RS ` 75 crore 

CLIENTS: Café Coffee Day, Parle 


Agro (Appy Fizz and Frooti) and 
Diageo's range of wines 





T'S A FLEDGLING THAT'S RARING TO 

go. Creativeland Asia (CLA) was 
flagged of by Sajan Raj Kurup, a 
former creative head at Grey, six 
months ago. Kurup has brought on 
board Vikram Gaikwad (also ex- 
Grey) and Ajay Nair (ex-Leo 
Burnett, as CFO) as partners in the 
new venture. The office was brim- 
ming with 27 team members, at last 
count. What’s going on? A lot, CLA 
has already begun scouting around 
for overseas alliances in four coun- 
tries: Dubai, Kuala Lumpur, 
Bangkok and Shanghai; alongside, it 
is also looking out for regional busi- 
ness (read pan-Asia). 

“We are focussed on communi- 
cating with youth. Over 59 per cent 
of Asia is youth. Most brand custo- 
dians come over to me and say 
‘make my brand young’,” says 
Kurup, who was in Khandala with 
his entire office for a workshop last 
fortnight. The agency is in the 
process of conducting exhaustive 
research across Asia on youth. And 
Kurup is clear about the value, shops 
like his bring to the table. “Trad- 
itional agency structures are not 
built around nurturing the creative 
process, They are more about man- 
aging accounts and have less people 
thinking on them. In our case, 70 
per cent of the client money goes 
into the creative-thinking process,” 
he says. What’s making Kurup up- 
beat is the trend of large advertisers 
such as P&G actually looking outside 
the agency network partners and 


opting for independents. 
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At IIPM the Degree that our students get is just incidental. They do a course in Entrepreneurship which 
incorporates MBA + MA (Econ.) + Compulsory Marketing Specialization 


+ Awesome Communication Skills Training 
ПРМ provides 
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100% of IIPM graduates have international exposure through our Global Opportunities and Threat Analysis programme & get exposed to 
more than a dozen different professors & management gurus from Ivy League universities like Harvard, Yale, Columbia and top B-Schools 
like INSEAD, IMD, LSE, LSB, Wharton etc. 


i $ 
“Y ii A ай 


IIPM Alumni include the Managing Director of Fuji Xerox, HongKong, Executive Director Business Strategy & Dev., Oracle Corp., Singapore... 


For Campus Placements call Prof. Rakesh Malhotra at +91-9873399108 or Prof. Shouvick Dutta today at +91-9892261539 
E-mail : info@iipm.edu; www.iipm.edu 


9 fully networked smart campuses | Ranked 8th in India overall, 2nd in industry interface & 4th in course 
contents | 400+ permanent faculty members | 700+ companies for campus placements annually 
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NISHIKANT GAMRE 


DEEP THOUGHT 


"T"HOUGHT BLURB, STARTED BY 

Vinod Kunj in Mumbai, has 
been around for a little over six 
months. It marked its entry by bag- 
ging the Baskin Robbins account 
from incumbent JWT. While naysay- 
ers may argue that the account is 
hardly a big spender, Kunj has a 
point: “This is big account in terms 
of its stature; the brand is globally 
very established and is counted 
among the finest names in ice 
cream. We also handle the brand in 
West Asia," says Kunj. Many other 
small brands have come rushing 
in, even as the agency works for 
Godrej without being formally 
signed on. The core team includes 
Kunj's wife Razia (ex-Ulka), Jayesh 
Upadhyay (who's an RJ with FM 
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FOUNDING PARTNER & MANAGING DIRECTOR: 


Vinod Kunj (39) 
BILLING: N.A. 


CLIENTS: Baskin Robbins, Godrej, 
Government of Maharashtra 
(Forestry Department) and TV Origin 
(IPTV provider in Hyderabad) 


Gold and has taken a weekend slot 
now), Vikrant Chikhal (ex- 
Rediffusion DYR), Rateesh Menon 
(was previously with a web design 
house, RDX Interactive in Cochin) 
and Nidha Luthra (ex-Leo Burnett), 
are all people who have had varied 
exposures, outside of advertising. 
So it’s not surprising, when Kunj 
says: “We prefer working with 
lifestyle brands as the space is grow- 
ing and they also allow for freedom 
of expression.” 


SMALL SHOP 
BIG PICTURE 
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CO-FOUNDER & MANAGING 
Director: Raj Narain (42) 


BILLING: Rs 40 crore 


CLIENTS: Verizon, Apollo 
Hospitals, Dhanus Technologies, 
TVS Infotech, Chaitanya Group 
Hallmark Infrastructure, Pepe's 
(for online), Best of India (a 
re-seller for Rupert Murdoch s 
DirectTV, a US account) 


'HE CANVAS HAS ALREADY 

grown beyond Indian 
shores, with this three-year-old 
agency already setting up of- 
fice in the Us. But here's the 
news: it's not Madison Avenue, 
but mid-western town Texas 
that Brand Portrait is gunning 
for. “We already have a client, 
Dhanus Technologies, who we 
work for out of India. This 
client gives us a footprint into 
servicing the entire East and 
West Coast," says Raj Narain, 
Managing Director, Brand 
Portrait, which at last count had 
40 people working for it. 

Narain quit Chennai-based 
Fountainhead (another inde 
pendent agency) to launch his 
own dream and has three 
founding partners that form the 
core team: Venu Gopal Nair 
heads Creative, Subhas Bhokre 
heads Art, and C. Taffline heads 
Client Servicing. *Here the 
shareholding and management 
is structured a little differently. 
and as part of the core team, | 
seek to drive strategv and new 
business development for the 
company," says Narain. 

The agency is working on 
setting up offices in Singapore 
and West Asia and is also look 
ing at launching a “unique” dig- 
ital product that promises to 
optimise costs for clients. That's 
something to look forward to. 


Scorecard 


TTAR PRADESH, THE 
heartland of Indian 
democracy, can pro- 
vide a good and sane 
dose of reality to the 
Rising India story. It is here that 
the battle for Delhi often begins 
and ends. 

Step off at the Amausi airport in 
Lucknow and you have no doubt 
that the Indian economy is on a 
roll. Leave alone the large billboards, 
even the lamp posts are witnessing 
competition for ad space, with tele- 
com service providers jostling with 
each other on the same pole. Each 
carries prominent signages of two 
different service providers. 

Travel east another 100 km to 
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Hardoi district and the sights and 
sounds change unbelievably. There 
are no lamp posts, and billboards— 
signs of a vibrant economy—are 
curiously absent. Living tenements 
are bare, plastered in mud with 
thatched roofs. People here live on 
the thin edge with just a single ill- 
ness between them and abyss of 
extreme poverty. Land here is dry 
and life grim, as it is in much of ru- 
ral India, which supports 69 per 
cent of India ’s population. 
Hardoi is one of the 200 most 
backward districts in the country, in 
which the central government’s 
flagship scheme—the National 
Rural Employment Guarantee 
Scheme (NREGS)—was launched. It 





promuses 100 days of employment 
in a financial year to adult members 
of a rural household who are will- 
ing to do manual work. 

Aimed at preventing distress 
migration by providing local em- 
ployment, the scheme was launched 
with much fanfare in 2005. From 
the initial 200 districts, NREGS has 
now spread to 595 rural districts 
across the country. 

At Prime Minister Manmohan 
Singh’s office, Joint Secretary in 
charge of Poverty Alleviation and 
other development schemes, R. 
Gopalakrishnan, is optimistic that 
the NREGS will provide a model to 
the world, “It is one of the largest 
welfare programmes running. The 
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Slow trot: Even as the economy 
races on, rural India trudges along 





results will probably be visible in 
another three to four years." 

Having come to power on the 
aam aadmi or common man plank, 
the NREGS is probably the UPA gov- 
ernment's most prominent effort 
to address its constituency. 

And buoyed by the robust rev- 
enues, the government has spared no 
cash. The programme started with 
Rs 11,300 crore in 2006-07 for 200 
districts; this was increased to Rs 
12,000 crore as the scheme spread 
to 330 districts. Now spanning the 
country, the Rural Development 
Ministry contends that Rs 20,000 
crore per annum would be suffi- 
cient. A Gurgaon-based think-tank, 
India Development Foundation (IDF) 
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Taking advantage of an upbeat economy 
the central government has launched or 
revamped major schemes aimed at rural 
India. But have they really worked for the 
aam aadmi? sHatini s. pacar finds out. 


"ii - | | | 


@ Aims to Provide: All-weather 
connectivity to around 66,000 uncon- 
nected rural habitations. The PMGSY is a 
100 per cent centrally-sponsored scheme 
with half the cess on high speed diesel 
being earmarked for it. 


р Gol Estimates: Up to Sept. 2007, 
43 989.93 km of rural roads were con- 
nected. As per Bharat Nirman targets, 
146,000 km need to be built by 2009 at 
an expense of Rs 48,000 crore. 


р Gaps: Delay in implementation. Where 
built, there are sometimes quality issues. 


reckons that the amount could well 
be Rs 36,500 crore per year. 

That is mean amount by any 
standards. Is it achieving the desired 
results? The answers vary depending 


on what one is looking for. The 
structure of the scheme allows for 
only low-level manual skills to be 
used. Machines and contractors are 
explicitly prohibited. And since there 
is a positive list of likely projects 
that can be taken up under the 
scheme, most of the projects un- 
dertaken are in water conservation 
and water harvesting projects fol- 
lowed by rural connectivity. 

“This sort of a positive list does 
not allow for flexibility in building 
assets that the village needs and 
wants,” says Amir Ullah Khan, 
Fellow, IDF, which recently stud- 
ied the impact of NREGS. 

Villagers in Bharawan block, 
Hardoi shrug off the usefulness of 


Country roads: Improved 
sperity 


access leads to pn 





the assets that have been created 
even as they say that the work is not 
available on demand. “At best, it 
is 4-5 days in a couple of months," 
says a villager. They have been de- 
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manding work from the Block 
Development Officer, and now 
possess receipts of demands made. 
(see picture) This qualifies them 
for an unemployment allowance. 
Economists point out that the 
NREGS is a simple income transfer 
scheme, or more directly, it is a 
dole. Based on such parameters, 
the scheme is judged differently. 
The launch of the scheme has 
meant that people are now able 
to get more to spend on food, says 
A. Murali, Director, NREGS of 
Andhra Pradesh, one of the leading 
states in terms of NREGS spends. 
“In some regions, they are able to 
take three meals a day as against 
two earlier, some are able to afford 
more eggs in their daily diet. It 
has helped them continue educa- 
tion of children, they are now able 
to spend on healthcare and some 
even get to invest on agri inputs." 
Hence, the NREGS provides the 
fallback option for many in the 
rural economy. "This, in a sense, 
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hold who demand employment and are 
willing to do unskilled manua! work. It 
started with 200 districts, expanded to 
330 districts and, with the latest exten- 
sion, now covers 595 districts. 


ө Gol Estimates: It has provided em- 
ployment to 21 million rural households 
during 2006-07 creating 905 million man 
days of employment. Nearly 800,000 
works were taken up. It is believed that 
the scheme will cost at least Rs 20,000 


crore per annum with its expanded reach. 


© Gaps: Rural assets being built are 
temporary. Moreover, the targeted people 
do not acquire any new skills that can 
increase their employability once the 
NREGS works are completed. 


At work: Building 


NREGS іП ао 


а road under 
Hardoi 








provides a broad-based sustenance 
safety net that is crucial for wide- 
ranging agri-reforms,” says Subir 
Gokarn, Executive Director and 
Chief Economist, CRISIL. 

Such cash-transfer programmes, 
however, do not encourage any- 
body to make long-term structural 
changes. The stock criticism is the 
old adage of not merely giving peo- 
ple fish, but instead, teaching them 
to fish. The truth is that the NREGS 
beneficiaries acquire no skills. 

“If the intention is to trans- 
fer cash, then we should not be 
worried about usage. However, if 
the programme’s objective is to 
achieve employment security and 
prevent distress migration then 
more decisions should have been 
left to the local level institutions,” 
says IDF’s Khan, adding that the 
top requirements for rural India 
are “schools, hospitals and roads.” 

Independent reports point out 
that the leakages that plague typical 
government schemes exist here as 
well. Fudging of records, misman- 
agement of muster rolls and delayed 
payments are rampant. Yet, the 
NREGS is less prone to corruption 
due to the simple process of a social 
audit conducted by civil society or- 
ganisations. Though doubts have 
been expressed about the trans- 
parency and accountability of the 
NGOs conducting the audit, it is still 
a mechanism that works despite 
all its flaws. It incorporates what 
CRISIL’s Gokarn calls a generic for- 
mula for improving delivery of pub- 
lic services. “Accountability of de- 
livery should be localised and the 
process should be subject to exter- 
nal scrutiny.” 
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Another major scheme of the 
UPA government, the National 
Rural Health Mission (NRHM), is 
also being subjected to local ac- 
countability—or community-based 
monitoring—and periodic reviews 
are being planned. 

Launched in 2005, the NRHM 
aimed at revitalising the primary 
healthcare system in rural India. 
Sure, additional funds and man- 
power have been made available 
but the “benefits of the pro- 
gramme have yet to reach peo- 
ple at the ground level,” says 
Abhay Shukla, National Co-con- 
venor of the Jan Swasthya 
Abhiyan, which recently con- 
ducted a study of the scheme’s 
impact over seven northern states. 

Shukla’s apprehensions stem 
from the fact that the programme 
seems to be getting delivered as a se- 
ries of discrete interventions rather 
than as a comprehensive package. 

Dr Nerges Mistry, Director of 
the Foundation for Research in 
Community Health, agrees. “What 
is lacking is the transfer of the vision 
from the Centre to the states to 
the districts and then on to the 
block level and vigorous re-orien- 
tation of public health cadres, with- 
out which the NRHM will risk fail- 
ure,” she says. 
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Patchy implementation at the 
state level—which is difficult for 
the central government to moni- 
tor—is not restricted to this pro- 
gramme alone. The Pradhan Mantri 
Grameen Sadak Yojana (PMGSY), 
which pitches for rural connectivity 
and thereby market access for the 


NATIONAL RURAL 
HEALTH MISSION 
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r. 


‘tive and reliable primary health care facil- 


seven schemes under the Department of 
Health & Family Welfare. 


ө Gol Estimates: Nearly Rs 26,806 
crore has been allocated till July 2007. 
During 2005-12, NHRM seeks to halve 
infant mortality; reduce total fertility rate, 
maternal mortality and prevalence of dis- 
eases along with upgrades of all commu- 
nity health centres. 


€ Gaps: An aggregation of existing 
schemes, NRHM is focussed on select 
populations. Allocation within NRHM 
schemes is skewed. An easier solution 
will be to provide health vouchers. 


stepping up healthcare: 
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rural economy, suffers similarly. 
The scheme was launched by the 
NDA regime almost seven years ago, 
but was adopted by the UPA gov- 
ernment as one of the six compo- 
nents of Bharat Nirman. Barring a 
few states such as Rajasthan and 
Madhya Pradesh, which are near 
their targeted mid-term connectivity, 
most others lag far behind. This, 
despite ample funds being available. 
At a review meeting in 
September, the Rural Development 
Ministry asked the states to 
quadruple their absorption capaci- 
ties. "India is a patchy country with 
uneven governance structures and 
resources," says Gopalakrishnan, 
accepting the inevitability of such 
differential performance. 
However, rural roads are an 
important part of getting this other 
India to participate in growth. 
According to studies in rural 
China, every 1 per cent increase in 
the road density per capita in- 
creases the private consumption 
expenditure by 0.08 per cent. 
Education, the third leg of the 
tripod of rural needs, seems to be 
making some headway with the 





Sarva Shiksha Abhiyan and the 
Mid-day Meal Scheme. 

Large reductions in the num- 
ber of out-of-school children, com- 
mensurate increases in enrollments, 
reduction of gender and social dis- 
parities in enrollment and school 
completion especially in primary 
education seem to be the outcomes. 

The ОРА government made a 


Consulting. Outsourcing. Investments. 
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But getting there is not easy. 


it requires two things: effective control 
over the cost of employee health benefits, 
and the right investment in tools to 
reduce absence and improve employees’ 
health and productivity. 


Getting this balance wrong could result in 
a significant investment of capital and 
time - money and effort that might be 

better spent elsewhere on driving growth. 


For even the strongest of companies, 
failure to strike the right balance will 
weaken their bottom line. 
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steady flow of funds available for 
these schemes via the 2 per cent 
education cess on all central taxes. 

“We have almost licked the 
problem of education,” says 
Gopalakrishnan. And others seem 
to agree, though with caveats. “The 
lagging states, which accounted for 
the bulk of the out-of-school chil- 
dren, made the biggest strides in 
improving access and reducing dis- 
parities,” says Sam Carlson, Lead 
Education Specialist for India with 
the World Bank. “With regard to 
quality, the results are more 
mixed,” Carlson adds. Madhav 
Chavan of Pratham, a non- 
government organisation involved 
in the education sector, agrees that 
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Ticket to jobs: Attendance at schools 
improving, though quality still a concem 


“the overall picture is positive 
although lacunae remain”. 

So what will the UPA claim when 
it next approaches its votebank? 

Economists may gripe over the 
burgeoning fiscal deficit, but the 
alliance seems to have done a decent 
job of seen to be doing the right 
thing for the rural poor. It may not 
have been superbly efficient about it, 
but at the ground level, its efforts are 
being noticed. 

Howeve 
schemes to yield electoral success, 
not only will the benefits have to 
reach the masses but they need to 
be linked to the central govern- 
ment, too. 


If the Brazilian experience of 


P B . 
Grim life: Rural distress makes 
a broad-based safety net critical 


г, for this mix of 
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бете education to al even fia. 
age group of 6-14 years by 2010. To 
bridge social, regional and gender gaps. - 


» Gol Estimates: During 2006-07, 
around 242.876 teachers were recruited 
taking the total recruitment to 825,702. 
There is, however, still a shortfall of over 
1875. The 2% education cess collected 
on central taxes is used for SSA and Mid- 
day Meal Scheme. Rs 10,393 crore was 
allocated this financial. 


@ Gaps: SSA and the Mid-day Meal 
Scheme has increased enrollment; yet, 
the quality of education imparted still 
remains questionable. 


Bolsa Familia (family grant) pro- 
gramme is anything to go by, then 
the NREGS alone should generate 
tremendous amount of goodwill 
for the UPA. Many credit the re- 
election of Brazilian President, 
Luiz Inácio Lula da Silva to the 
Bolsa Familia scheme which paid 
small monthly amounts of financial 
aid (less than $25 or Rs 1,000) to 
the poorest families in Brazil. 
These schemes may well pro- 
vide the ticket for the upa’s ride 
back to power with or without 
some allies. However, even a dif- 
ferent dispensation at the Centre 
will not stand to lose much as the 
base for wider reforms in the form 
of an over-arching safety net for 
the rural hinterland will be ready. If 
there is political will that is. Ш 
(WITH INPUTS FROM 
E. KUMAR SHARMA) 
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Variety 
Healthcare. 


Growing consumer expectations and the need for more cost-effective 
delivery are spawning newer models of healthcare. к. kumar sHARMA 


HINAGARI KRISHNA, 36, A DRIVER IN A PRI- 
vate company in Hyderabad, was recently 
treated at Care Hospital for a stone in 
his kidney. A procedure that uses shock 
waves to break a kidney stone into small 
pieces that can easily pass out from the body in normal 
course was applied on him. Krishna was sent home the 
same day and in his doctor’s words, “He will be street- 
fit in the next 48 hours.” For the hospital, it was yet an- 
other day-care surgery (10-15 per cent of its surgeries 
are day-care cases). But to patients like Krishna, it 


№... 





means not just being able to get back home quickly but 
also a cheaper option—30 to 40 per cent cheaper 
than the traditional hospitalisation option. Moreover, 
the non-invasive procedure allows him to recover and 
return to work in no time. 

Around the same time, in the neonatal intensive care 
unit of Rainbow Hospital, situated barely a kilometre 
from Care Hospital, three newborn babies got a fresh 
lease of life thanks to a model that focusses on spe- 
cialisation. The three were treated for congenital di- 
aphragmatic hernia, a condition where organs like 





Baby care: Neonatal unit 
at Rainbow Children’s 
Hospital, Hyderabad 


intestines, liver and kidney are present in the chest 
region. The hospital, almost at the same time, saved an- 
other baby that was born so prematurely that it could 
not properly breathe by itself because of its immature 
lungs, a condition called *hyline membrane disease’ or 
respiratory distress syndrome. 


Different Formats 

The two instances, in a sense, represent models at the 
two ends of the healthcare delivery spectrum in India. 
One is a super-speciality with a format for quick surgery, 
treatment and recovery (Care, in fact, has built its rep- 
utation on cardiac care and its founder Dr B. Somaraju 
and former Indian president A.P.]. Abdul Kalam were 
the first to have indigenously developed a coronary 


A. PRABHAKAR RAO 


DISPENSING DIFFERENTLY 


The large and diverse Indian market allows companies to 
experiment and evolve newer formats with enough profitability. 


FORMATS MAJOR PLAYERS 


m Clinic model with a wellness Apollo, Fortis, Nicholas 
focus: One-stop healthcare Piramal (its Wellspring mode! 
shop complete with a physician, is more into diagnostics), 

a pharmacy and diagnostic Max Healthcare (evaluating 
services. plans to re-enter) 


m Retail healthcare model: 
Medical care outfit in retail outlets 


Fortis has outlets in malls 
and is looking to expand 


Apollo, Care, Wockhardt 
Fortis, Max Healthcare 


m Day-care surgeries/Ambulatory 
care model: These exist within 
hospitals or as stand-alone entities 


Rainbow, Dr Mohan s. LV 
Prasad Eye Institute, BJ 
Wadia Children s Hospital 


m Specialists model: Stand-alone 
entities that specialise in any 
one aspect of healthcare 


m Assisted living facility: Homes 
for senior citizens where residential 
care is combined with medical care 


m Community-based models: ICCU 
facilities near residential areas; 
medical camps run by doctors. 


Apollo plans to launch four of 
these facilities soon 


Wockhardt, Nicholas Piramal 
Fortis 


m Boutique healthcare model: It Apollo, Fortis, Wockhardt 
caters to high-end clients in 

select segments. Some examples 
are The Cradle, a boutique birthing 
centre, and La Femme that 


addresses women's health needs 


m Rehabilitation centres: Typically 
function as a support for the 
main hospital, but newer ones 
are now coming up as 
stand-alone units. 





Apollo, Fortis, Wockhardt 
Max Healthcare 


m Telemedicine and Teleconsulting: Apollo, Care, Fortis 
Diagnosis is provided over phone, 
internet or via video conferencing 


stent—Kalam-Raju stent that is used in some conditions 
to remove blockages in heart vessels). The other is en 

gaged in child care with a focus on salvaging sick babies. 
*We get about 6,000 admissions every year and about 
40 per cent require intensive care and sub-speciality treat- 
ment," says Dr Ramesh Kancharla, who founded 
Rainbow in 1999 in Hyderabad. It started with a 50-bed 
facility with 10 in NICU and is today a 150-bed facility 
with 40 NiCU beds. Also, one in every eight cases that it 
gets now comes from outside Andhra. 

Says Vishal Bali, CEO of Wockhardt Hospitals: 
"India is currently going through a maturing of its 
healthcare delivery system with the growth and eme: 
gence of corporate hospitals across the country. While 
this growth has been fuelled by the rising consumer 
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spend on healthcare, the foundation 
of this change is the growing con- 
sumer expectation for innovative 
and quality healthcare services. 
Providing synergy to these changes 
is the growth of health insurance 
and third-party payment mecha- 
nisms, which is giving consumers 
the accessibility and affordability 
of high-end care." 

Technology has been a key fac- 
tor. The world-famous L.V. Prasad 
Eye Institute in Hyderabad, for in- 
stance, is the only one to have per- 
fected a method in India (and one 
of the few in the world) that uses 
stem cells for corneal reconstruction 
to restore eyesight. It has treated 
over 500 such cases in the last five 
years, the highest number by any 
single institute so far in the world. 
"Every day, we get about 700 pa- 
tients in all and we do about 80 
surgeries, and 40 per cent are from 
outside Andhra," says institute's 
chairman Dr Gullapalli N. Rao, 
who is also president of the 
International Agency for Prevention 
of Blindness, a WHO partner in 
blindness prevention. The institute 
now expends most of its resources 
on critical care such as corneal 
transplant, ophthalmic plastic sur- 
gery, care of tumours, cancers of the 
eye, etc. It charges the rich heavily 
by providing them with a luxurious 
ambience in order to defray the 
cost of nearly half of all surgeries 
that are done gratis. 

Nearby, the Apollo Health City 
is trying out all sorts of formats in 
the emerging healthcare space. 
"Apollo is very clear that it will do 
formats outside of the hospital," 
says Sangita Reddy, Executive 
Director (Operations), Apollo 
Hospitals Group. Apollo Clinics, 
57 of them at present with plans to 
grow to 100 by 2008 end, have 
emerged as efficient, clean, 
friendly, accessible to everyone, 
in-your-neighbourhood clinics. A 
separate ambulatory care facility is 
coming up for handling day-care 
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Ladies special: A mom-to-be undergoes a checkup at Fortis’ La Femme 


HEALTHY POTENTIAL 


Indian outpatient market size is set to treble 
in a decade... 
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...While the primary healthcare retail market 
size will double in just five years. 
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surgeries that are currently per- 
formed within the hospital. Reddy 
informs that of the 1,000 to 1,200 
surgeries done daily at the 
Hyderabad hospital, 400 to 450 
are in the outpatient. 

Apollo launched its upscale 
"boutique birthing centre" called 
The Cradle in Bangalore early this 
year, followed by a second centre in 
Gurgaon (it has plans to have 15 to 
20 outlets in the next three years). 

Giving the rationale behind the 


Чү GONIHS 


boutique, Ratan Jalan, CEO, Apollo 
Health and Lifestyle Limited, says: 
"A lady going for the delivery of a 
child is by no stretch of imagination 
sick. It is not a disease or an ill- 
ness. Instead, it is a social event 
and a moment to celebrate." 


Pampering the Consumer 
The Cradle is a high-end model 
where people come and pay for 
the experience. Just like Gayathri, 
28, who recently delivered her child 
at The Cradle in Bangalore. She 
and her husband, R. Venkateshan, 
an engineer with Accenture, chose 
The Cradle because, as he says: 
“We opted for this place mainly 
to undergo the experience. It's very 
homely here and of international 
standards." His corporate insur- 
ance took care of the bills. 
Typically, a Cesarean section 
delivery costs about Rs 80,000 at 
The Cradle. That's not too much if 
you consider the facilities. The place 
hardly looks like a hospital with its 
bright colours, no visiting hours, a 
cake shop, private birthing suites, 
and all-in-one labour, delivery and 
recovery room equipped with im- 
ported Hill-Rom beds that cost 
around Rs 10 lakh and can perform 
many tasks—for instance, it has 
drawers fitted with infant monitors. 
In the nine months of its exis- 
tence, the hospital has handled 382 


deliveries and most mothers have 
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returned home with their babies 
within 48 hours. “We do not see 
the need for a longer stay, unless 
there is some complication. Ours is 
a western way of recovery. We have 
70-80 per cent occupancy and we 
get all kinds of people ranging from 
housewives to wives of bureaucrats 
and politicians and MNC profes- 
sionals,” says Dr R. Kishore Kumar, 
The Cradle Mp, and a neonatologist. 
Distance also determines the 
choice of hospitals. For 57-year- 
old Shantha, who was suffering 
from colitis, Wockhardt's iccu & 
Community Centre in the 
Rajajinagar neighbourhood of 
Bangalore proved a better option, 
as it was near her home. The 25- 
bed secondary care hospital is com- 
plete with icu facility. Since it takes 
long hours in Bangalore to travel 
from one place to another, people 
prefer hospitals in their vicinity, 
especially if it is a known brand. 
The idea, according to Wockh- 
ardt’s Bali, is “to be able to take 
ICCU closer to the community and be 
the first point of care. There could 
be a sudden heart attack, brain 
stroke or an acute abdominal cut 
and the patient needs quick and 
quality care in an ICU environment." 
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Another niche format is repre- 
sented by La Femme of Fortis 
Healthcare, which seeks to target 
the healthcare needs of women; its 
state-of-the-art facility handles cases 
relating to obstetrics, gynaecology, 
neonatalogy, general surgery, cos- 
metic surgery, breast surgery, be- 
sides health checks. Last year, Fortis 
set up a hospital in Delhi focussed on 
lifestyle diseases; it now plans to set 
up à Sports Institute that will look at 
the health aspects in sports. *We 
hope to have it up and running in 
about a year," says Shivinder Singh, 
CMD, Fortis Healthcare. 

As Mukesh Shivdasani, Exec- 
utive Director, Max Healthcare 
sees it, healthcare delivery will veer 
towards multi-speciality hospitals 
with identified centres of excel- 
lence, further creation of sub-spe- 
cialisations, stratification of hospi- 
tals services on account of differ- 
ential needs of the consumer, for- 
mal collaboration between different 
service providers especially within 
narrow geography. Max, he says, 
has adopted a hub-and-spoke 
model with a couple of centres of 
excellence supported by multi-spe- 
ciality hospitals. At present, Max 
has two such centres of excellence 


Healthcare will veer towards 
multi-speciality hospitals with 
identified centres of excellence 


Mukesh Shivdasani / Max Healthcare 


Birth pangs begone: The Venkateshans at Apollo's The Cradle in Bangalore 


supported by four multi-speciality 
hospitals in addition to two medical 
centres that offer consultation, diag- 
nostics tests, pharmacy and day- 
care surgery. By 2012, Max plans 
to increase this to three centres of 
excellence with seven specialisa- 
tions, and supported by eight to 
10 multi-speciality hospitals and 
two to four medical clinics. 


The Way Forward 

As a recent Technopak study (healt- 
hcare outlook) points out: “While 
hospitals will continue to be the 
mainstay of treatment for episodic 
acute care, we see a fundamental 
shift in the nature, mode and means 
of delivery." And its study of the 
trends abroad suggests that the way 
forward would only be in formats 
that range from retail healthcare, 
day-care centres, assisted living for- 
mats, rehabilitation centres to even 
medical malls! 

At the end of the day, Shivinder 
Singh feels, India is such a diverse 
market where a lot of experimen- 
tation is possible, and different 
formats will evolve depending on 
which way one decides to slice the 
market. He is sure there will be 
room for all. Few can argue with 
him, for given India’s size, any 
which way you slice the Indian 
market, you are bound to end up 
with millions. & 

ADDITIONAL REPORTING BY 
K. R. BALASUBRAMANYAM 





The Best 
to the West. 


Fly comfortably via Vienna, Europe's fastest transfer airport, 
to over 100 destinations in the West. 


For more information & booking contact us in Delhi @ (011) 41510575/23350126, email: delse@austrian.com or in 
Mumbai © (022) 22801281-4, email: bomrr@austrian.com. Visit our homepage www.austrian.com or your travel agent today! 





Daily services from Delhi & Mumbai to Vienna eff 27" Oct, 2007. 


Austrian r 


We fly for your smile. 





he 
m ‚ 
a 


= Ss جر چ س حح‎ gS SS SESE {у 
TEA meom چچ‎ Uy v m Sn CCST ARETE FS SEDI RELA А O SETS SER oe eee EF nz TL t 
= Г 5. + ~ FUR - ] < r? Р, < и [* T. P ix Adn = х 


Я bt 60 minutes 





А А ASS 


LLOYD CRAIG BLANKFEIN 
Chairman & CEO, Goldman Sachs 
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AST YEAR LLOYD CRAIG 
Blankfein was nominated 
as Chairman @ СЕО of 
Goldman Sachs by bis 
predecessor Hank 
Paulson, now Secretary of the US 
Treasury. Both gentlemen were in 
Mumbai last fortnight (with slightly 
different agendas). The 53-year-old 
chief of the most revered bank on 
Wall Street was ranked #6 in 
Fortune’s 2006 listing of the 25 
Highest-Paid Men, with a total com- 
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pensation of $54.3 million. He could 
take home that much because 2006 
was a record-breaking year for 
Goldman in each of its businesses. 
The ongoing year may be a slightly 


different story, with some of 


Goldman's hedge funds recording 
huge losses, courtesy the recent credit 
squeeze in the us. In this exclusive in- 
terview with Br's Executive Editor 
Brian Carvalho and Assistant Editor 
Mahesh Nayak, Blankfein unrav- 


els a bit—not all—of the mystery 


“We Prepare 
the Worst Things 


e Can Think of” 


pare for 


that shrouds Goldman, and talks 
about how the firm makes bie bucks, 
and how it occasionally loses big 
bucks, too. Excerpts: 


A lot is made of Goldman Sachs’ size, 
its heady growth, its huge salaries, and 
the millionaires it has created. But 
there's still plenty of mystery—about 
what exactly the bank does—that sur- 
rounds it. How does Goldman actually 
make all this money? 

We advise governments, and com- 





panies—and in some cases individ- 
uals—on their businesses, how to 
put businesses together, what their 
business strategy should be, how 
they should affect their strategies. 
This can be done by acquiring com- 
panies, by applying capital in their 
businesses. We occasionally advise 
them to get out of businesses, if 
strategies have failed. In addition 
to the advice we give, we also pro- 
vide the financial wherewithal to 
accomplish the advice we give. In 


INVASOD IIHOVM AD SHAVADOLONG 


addition to all this, we also use our 
own capital to help finance busi- 
nesses, and even invest with our 
clients as their partners. 


For a long time, the advisory part of 
Goldman's business—mergers & ac- 
quisitions, underwriting etc.,—occu- 
pied centre stage. Of late, however, 
we see that activities like trading and 
hedging are in the limelight. Has this 
been a conscious transformation? 
There has been a transformation, 
but not to subordinate the advi- 
sory part. It’s just that the things we 
do for our clients have expanded. 
га say that over time we have 
evolved from a pure advisory 
firm—we were never just advisory; 
we always had our trading activity. 
Like other financial institutions, 
like big commercial banks, we pro- 
vide financing to help effect it (our 
advice). In recent years, we found 
that that our clients wanted—in 
fact, demanded—that we provide 
the full service of giving advice 
and also provide financial needs. As 
a result of that, we lend, we un- 
derwrite risk, we co-invest—these 
are all principal activities, but they 
are all principal activities that are 
focussed on accomplishing the 
client’s objectives. And we profit as 
well from those objectives. But we 
wouldn't (profit) if we weren't ac- 
complishing their objectives. 


How significant are the proprietary trad- 
ing activities of Goldman Sachs? 

They do form a huge chunk. But 
when you say proprietary trading it 
sounds like private equity/hedge 
fund activity. Let me give you a 
bigger category: Principal risk-tak- 
ing. When we take such risk, I don't 
think it is proprietary trading. We 
didn't take huge credit positions 
because we were speculating in 
credit. We took those credit posi- 
tions because we're in M&A busi- 
nesses for our clients, and we fi- 
nance those transactions. We make 
capital commitments to them so 


that they can get their deals done. 
Now that's a principal risk that's 
on our balance sheet. We can make 
money on it, and we can lose 
money on it. That will go into our 
P&L. Now, do you consider that 
proprietary trading or would you 
look at it as a client-facilitation prin- 
cipal business? Most of our risk- 
taking is like that—client-facilita- 
tion risk-taking. That's the bulk of 
our business. ..that credit extension 
comes right out of our M&A fran- 
chise. If we didn’t do that business, 
we would not have an M&A fran- 
chise, if we did not have an M&A 
franchise, we wouldn't do that busi- 
ness. It gets reported in the sales 
and trading line because it's a risk, 
but it's a risk that comes out of our 
corporate business. Our client busi- 
ness would be three quarters of our 
business... We have some activities 
where we take proprietary risk: | 
think this will go up—let's buy it, 1 
think this will fall—let's go short. 
That's very small. 


Goldman Sachs is known to have its 
unique culture. How different would 
you say is this culture from the other 
Wall Street banks? And has there been 
any change in this culture, ever since 
Goldman went public in the late 
nineties? 

Our culture has been one where we 
have very, very talented people who 
have to subordinate a certain amount 
of their ego to become part of a 
team, People can be perfectly good 
and perfectly successful, but if they 
can't do that, they won't necessarily 
be successful at Goldman Sachs. But 
if they can do that, they can be- 
come very successful and who 
knows—a lot of people after 20 
years in Goldman Sachs go out and 
become dazzlingly successful as in- 
dividuals. But while people are at 
Goldman Sachs, they have to throw 
in with the overall organisation and 
the team. That's very important be- 
cause it's very easy for an institution 
to have one very large figure, or 
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three very large figures looming, 
but when you have 100 or 200 
such figures, all those egos could 
be in conflict with each other. 
It’s then a challenge to get so 
much talent to focus in one place. 
We, I think, have done a good 
job—as good a job as anyone 
else—in accomplishing that. If 
you ever need any kind of proof 
of the kind of talent we have at 
the firm, just look at what they do 
when they leave the firm. So 
many of them go into govern- 
ment, so many of them become 
big hedge fund operators, some 
of them become big philanthro- 
pists after leaving Goldman. But 
when they were at the firm, they 
had to subordinate their confi- 
dence to make an effective team. 
And not everybody can do that. 

That culture has not changed 
(since going public). People (still) 
join Goldman Sachs because it’s 
a great platform to leverage, and 
it really allows people to fulfil their 
professional capabilities. We still 
have strivers at the firm who want 
to succeed, who want to build a 
reputation at the firm—that hasn’t 
changed. The one thing that has 
changed at the firm since going 
public is that the firm has become a 
lot bigger. We needed to get a lot 
bigger. We needed to go into more 
countries—here we are in India— 
could we have funded our growth 
around the world and in emerging 
markets had we not had a much 
bigger company? Could we have 
had a bigger company by staying a 
private partnership? Secondly, if 
we had to accomplish our clients’ 
objectives, we had to finance them 
and use capital. We did not have a 
big balance sheet as a private com- 
pany. Becoming public allowed us 
to grow. We wouldn’t have been 
formidable today (if we hadn’t gone 
public). We could have been 
Goldman Sachs, we could have been 
small, niche, boutique—we could 
even have been happy, as a smaller 
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“We have very, very 
talented people who have 
to subordinate their ego to 
become part of a team” 


company, but we couldn’t have 
been the influential firm that we 
are around the world, if we hadn’t 
done it (gone public). 

Bigness carried with itself some 
consequences. It means that we have 
to run a lot harder to go around 
the world, to make a one-firm ho- 
mogenous culture over such a wide 
distribution. We kill ourselves to 
do that. I and all the senior people 
spend a lot of time travelling, cutting 
the firm into smaller pieces. One 
week I will run around and speak to 
all the Managing Directors of the 
firm (recently Goldman promoted a 
record 299 people to the post of 
Managing Director, the second- 
highest designation at the firm; 57 
per cent of them are outside the 
Americas, and 19 per cent are 
women); one week I will go around 
and speak to all the people in in- 
vestment banking; one day I will 
address the women; or the Asians as 
opposed to the Europeans. We are 
always dividing the firm into smaller 
and smaller pieces, so that they feel 


like they are in a smaller firm. 
The people in our Los Angeles 
office know what we are doing in 
India, and know the names of a 
lot of our people in India. 

Goldman Sachs is a pretty 
flat organisation. If you want to 
preserve the culture of the firm, 
you have to make the firm seem 
small. A few thousand people 
have to feel that they have a 
direct relationship with me. And 
they do. 


It's been quite a transformation for 
you personally, too. You have a 
background of trading, and now you 
are also meeting clients. How did 
that transition happen? 
Actually, I started in a client-fac- 
ing business of the firm. I was a 
marketing manager, and a sales 
manager. I got to be in charge of 
trading because from the sales 
side I got a promotion to sales & 
trading. So I didn't start my life 
in the firm working myself up from 
a small trader to a big trader to a 
bigger trader as I became manager 
of sales & trading from the distri- 
bution side. So I have always been 
engaged on the client side. I have 
been on the managing committee of 
the firm for the last 12-13 years. 
Before I became CEO, I was 
President & СОО, and in that role 1 
engaged more on the investment 
banking side—that takes me back 4- 
5 years. There was certainly a 
change when I became Chairman & 
CEO a year-and-a-half ago, because 
there is a lot of focus given to the 
person at the top. But I had global 
responsibilities when I was the #2 
person, and I was well-known to 
our clients, and well-known to the 
firm, but I did not have a public 
profile with the press and with a 
wider group that I have today. 
That's taken some adjustment, but 
in terms of what I do and how I 
think, and my strategies, and my 
contact with clients—that has been 
familiar to me for a long time. 
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Your image in the media hasn't ex- 
actly been similar to that of your pred- 
ecessors—you're not portrayed as a 
typical Ivy League-type, but perhaps 
somebody who lives more by his wits. Is 
that an accurate perception? 

| don't know...actually it's funny, I 
am an Ivy League-type, but I must 
be a little different because | am 
not dying for you to say that 
(laughs). I try to keep that a secret, 
but I am an Ivy League-type—I went 
to Harvard for crying out loud! 
You may be right a little bit—if they 
were looking for somebody to play 
a movie version of what they would 
think to be a Wall Street-type, I am 
not sure they would pick me to 
play that part. I don't know—you 
will have to tell me. 


You're known to make statements like 
"the graveyard is full of indispensable 
people." Is that something you say 
pretty often? 

| say things like that, but don't al- 
ways say that—that’s too many syl- 
lables! My hobby, and what I stud- 
ied in school, is history. Anybody 
who studies history has to be im- 
pressed by the lack of predictability, 
the hubris of people thinking that 
growth will continue in a pat- 
tern... „if history is full of something, 
it is full of disappointment and sur- 
prises. I just know that there's 
change around every corner, there 
are threats, and one thing I won't be 
sure of is what I never anticipated. 
| am not an insecure person, but it is 
perfectly rational to be humble—not 
because of insecurity—because 
everybody knows that you are going 
to get things thrown at you that 
are hard to handle. I can't get too 
caught up in the trajectory of suc- 
cess. І don't mind talking about the 
past, and I don't even mind laying 
claim that the organisation has done 
some excellent things. I can tell you 
what our present intentions are to 
do excellent things in the future. 
(But) not everything works out. 
Here's something else that I say a 
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lot: “At the end of the day, all we 
can do is the best we can do.” 


In your last annual report, you also 
said: “In absolute terms we plan for the 
worst.” In the light of the current turmoil 
in the US markets, that statement has 
an ominous ring to it... 

There’s some arrogance in that state- 
ment. That statement has its basis in 
the fact that I can predict what the 
worst ts. But the fact is that the 
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поп and the people we have аге 
totally equipped to get themselves 
into the right places. The biggest 
responsibility | have is to ensure 
that the organisation does not get 
discombobulated by unforeseen 
events, In this period when there are 
credit squeezes and credit crunches, 
the money you lose is not neces- 
sarily the worst thing. The worse 
thing is the discombobulation that 
takes place in trying to fix your- 





“We're not relying on the world staying the same 
& we're not relying on all conditions being good” 


worst is always what you can’t pre- 
dict. We prepare for the worst 
things we can think of. The message 
in that statement is that we are not 
relying on the world staying the 
same, and we are not relying on 
all conditions being good. I think 
success and good circumstances take 
care of themselves. I think my entire 
job is in some ways to prepare and 
get the organisation equipped to 
deal with adverse conditions. 
Obviously, some part of the job is 
strategic—we have to get assets in 
the right place—but our organisa- 


self. Whilst you are trying to fix 
yourself and sort yourselves out 
and recover, you are missing op- 
portunities. The best position we 
could be in at a time like this is to be 
rational, not distracted, and there- 
fore best able to take advantage of 
opportunities that the markets offer, 
and best able to serve our clients in 
case they’re in distress. 


Goldman has been hit by the recent 
credit turmoil... 

Of course, we're hit—everybody’s 
been hit, it's part of the landscape. 
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And we respond to it. Our P&L 
speaks for itself: We announced 
that we lost something close to over 
a billion-and-a-half dollars through 
loan commitments. Fortunately, in 
that same period we made a lot of 
other money that compensated in 
some ways, and so we were able 
to exceed people’s expectations. 
But Га rather have not lost the bil- 
lion and a half dollars. 


How big a hit has the US economy as a 
whole taken because of the credit tur- 
moil? Are we looking at a long-term 
slowdown, or are we moving into a 
full-blown recession? 

The Us economy is under pressure. 
But it may be the economy con- 
tributing to the events in the market 
(the credit squeeze and the sub- 
prime crisis), not the market events 
contributing to the economy— 
they’re interrelated. But it’s the 
whole macroeconomic situation— 
the housing sector along with the 
consumer and the retail sector— 
that’s affecting people’s view of 
credit. The Us economy has clearly 
slowed—that’s not a matter of opin- 
ion; that has already happened. 

People are now focussed on 
whether that slowdown leads to a 
recession. There is certainly a sig- 
nificant possibility of that happen- 
ing. But it doesn’t have to happen, 
and I believe the us Federal Reserve 
is acting very responsibly in guard- 
ing against inflation—which is not a 
dominant concern—but also to ad- 
dress the slowdown in the overall 
economy which is a more predom- 
inant concern now. The policies of 
the official sector are positive. I 
think it's more likely we have a 
slowdown and don't go down into 
a recession. 


Do these recent events in the US hasten 
your strategy for emerging markets like 
India, or is your recent thrust a part of 
the overall game plan chalked out many 
years ago? 

We have always been thoughtful 


140 BUSINESS TODAY DECEMBER 2 2007 




















"We have invested over a b 





past year in India (as privat 


about emerging markets, but some- 
times that thoughtfulness has led us 
to avoid making big commitments. 
We were able to operate for a long 
time (in emerging markets) without 
having a big footprint. For example, 
in India. But over the last few years 
we decided that the pattern of 
wealth creation and growth in some 
of the emerging markets, particu- 
larly in India and China, has gone 
beyond a tipping point. We see that 
there are different characteristics 
about the surge in growth this time. 
In the past it's been fuelled by in- 


. vestments coming from outside into 


the country. Now entrepreneurs in- 
side the country are looking out- 
side to make investments as they 
build businesses and seek to make 
Indian businesses global. A class of 
entrepreneurs here is building world- 
class companies, by any standards. 
That, for the first time, has made it 
very interesting for us to make a 
commitment to be a major partici- 
pant in the growth of the economy. 
For 10 years we were on the ground 
in India only through a joint ven- 
ture—a joint venture in which we 
were a minority, and a joint ven- 
ture in which we did not have our 
name on the door. Now we are un- 
abashedly Goldman Sachs India. 
And that's been for a little more 
than a year. In that year we have 
built ourselves into over 100 people, 
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ALLCARGO 


Profiting From Pain Points finie s јави 


big. Soon after his 14-year- 

old company debuted on the 

CESSARE АЕ 1 stock markets last year, the pro- 
moter of Allcargo Global Logistics 
announced the purchase of Ecu 
Line—a Belgium-based logistics 
company almost five times All- 
cargo's size with 120 offices in 
65 countries. It was the first global 
acquisition by an Indian logistics 
company. Evidently, investors like 
f him betting big. Allcargo's stock 
= =a ^ | price almost doubled in the first 

eT kad shart cin | Рк six months of its IPO. Today, it 


os ars pua casu d megas 


dn cam rero e. ch ; quotes around Rs 946, a rela 
» ا‎ nige ayê i+ 


e E ЖЕ tively high multiple of 25.43 on 


2007-08 earnings. 

What’s got investors all ex 
cited about Allcargo, which hopes 
to finish this fiscal with a topline 
(standalone) of Rs 415 crore and 
a bottom line of Rs 75 crore? 
Apart from the fact that it is al 
ready an end-to-end logistics com 
pany in India with a presence in 
multi-modal transport to con- 
tainer freight stations to project 
cargo handling, “we are planning 
to set up logistics parks of 50 to 
100 acres in five key locations”, 
says Shetty, 50, Chairman and 
Managing Director. These parks 
would handle container depot 
and international cargo, and have 
warehousing complexes and dis- 
tribution centres. 

The project is expected to be 
part financed by a Rs 300-crore 
equity offering (Mumbai-based 
Shetty and his family, who own 90 
per cent of the company, may di 
lute their own stake). Having 
cleaned up the balance sheet of 
Ecu Line, Shetty is planning to 
beef up his international opera 
tions. “We are eyeing E like 
Abu Dhabi and Doha (Qatar),’ 
sonog SOON: OSES says the golf enthusiast er 
езу. EU ANAND ADHIKARI 
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Ain't No Paper Tiger 





AUTAM THAPAR IS IN A TEAR- 

ing hurry. The 46-year-old 

Chairman & CEO of Ballar- 
pur Industries Ltd (BILT) wants to al- 
most double capacity at his paper 
manufacturing company to 1 mil- 
lion tonnes a year and revenues to 
$1 billion (Rs 4,000 crore) by 2009. 
If few seem sceptical of his plans, it's 
because India's No. 1 paper maker 
has been on a roll of late. For the 
quarter ended September 30 this 
year, it announced better-than-ex- 
pected results. The consolidated 


bottom line jumped 25 per cent to 
Rs 73.07 crore, against Rs 58 crore 
in the first quarter of the last fi- 
nancial year and the topline rose 
23 per cent to Rs 713 crore. *Our 
expansion plans will help us main- 
tain leadership position in the coated 
wood-free paper segment," says R. 
R. Vederah, MD, BILT. 

BILT's prospects may brighten 
further. Aside from spending close 
to Rs 1,200 crore on capacity ex- 
pansion, it plans to rejig its product 
portfolio. It intends to hive off its in- 





Hunter of Hydrocarbons 





AIRN INDIA HUNTS FOR OIL been so successful in its hunt for 
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tegrated paper units at Bhigwan, 
Ballarpur, and Kamalapuram along 
with Sabah Forest Industries (SFI), 
Malaysia, into a separate subsidiary 
incorporated in The Netherlands— 
BILT Graphic Paper Products Ltd 
(BGPPL)—with the idea of unlock- 
ing value in them. “We will be 
looking at more acquisitions to 
achieve our 1-million tpa target, 
but only after the consolidation is 
over in another 16-20 months," 
says Thapar. 

PALLAVI SRIVASTAVA 


made by Cairn India, including the 
Mangala basin, where it struck its 
biggest find in India (about 600 
million barrels of oil equivalent, or 
BoE). Now, Cairn, which has 15 oil 
blocks currently, is preparing to »bid | 
ocks, _ 


fora a new set of b. 
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Мы: 
Going head on: Birla has 
aggressive expansion plans 


GRASIM 


Cementing its Position 


INCE AUGUST THIS YEAR, KUMAR 

Mangalam Birla's flagship 

company has almost kept pace 
with the Sensex, rising 24.5 per 
cent to Rs 3545 versus the bench- 
mark index's 27.6-per cent gain. 
Yet, Dalal Street isn't entirely in 
love with the stock. Some of the 
analysts have asked investors to 
wait and watch before buying some 
more of the stock. Why? Blame it 
on Grasim's massive expansion 
plans. The diversified Aditya Birla 
Group company intends to double 


its cement capacity to 27.8 million 
tonnes by the end of March 2010, 
making it one of the most aggressive 
players in the industry. "The com- 
pany is expected to spend Rs 7,500 
crore in expanding its cement ca- 
pacity," says Ajit Motwani, Research 
Analyst with Emkay Research. 

[n viscose staple fibre, too, 
which accounts for 23 per cent of 
its revenues (going by the July- 
September quarter results), Grasim 
has ambitious expansion plans. Its 
facility in Kharach, Gujarat, will 





be doubling its capacity by 63,875 
TPA by March 2008, and its joint 
venture unit in China will double 
capacity by the second quarter of 
2008-09. A new vsr plant at Vilayat 
(Gujarat) is also on the anvil at a 
cost of Rs 840 crore. These invest- 
ments may impact Grasim's earn- 
ings in the short run (a reason why 
some analysts are wary of the 
stock), but Chairman Kumar 
Mangalam Birla is thinking long 
term and global dominance. 

Г.У. MAHALINGAM 


million on exploration of new gas 
fields over the next three years. 
The company's MD & CEO, Rahul 
Dhir, told Business Today recently 
that Cairn’s focus would also be on 
further developing the Rajasthan 
block and to maximise yield while 
lowering costs. It’s a skill Cairn 
will need to tap into India’s hard- 
to-access hydrocarbon wealth. 
AMIT MUKHERJEE 


Rajasthan, which is expected to 
happen around early 2009. It 
currently operates three of its fields 
—Ravva, Lakshmi and Gauri— 
producing approximately 80,000 
BOE per day, selling it to four ma- 
jor refineries across India. The gas 
collected is sold to both public 
and private buyers. Cairn, which 
has a market cap of Rs 37,831 
crore, now plans to invest $244 
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HAVELLS INDIA 
Positive Charge 


ARLIER THIS YEAR, THE NOIDA-BASED HAVELLS INDIA STUNNED INDUSTRY 

watchers by snapping up Germany's lighting major SLI Sylvania 

for $300 million all cash. Just a month later, another Indian electrical 
accessories company, Anchor Electricals, made news, too, but for selling 
out (80 per cent) to Matsushita Electric Works for Rs 2,000 crore. Was 
Havells, founded in 1958 as a trading company, making a mistake by try- 
ing to become a global player? Apparently, not. 

If Havells Chairman and Mp Qimat Rai Gupta needed any endorsement 
of his move, then it wasn’t too long in coming. Late October, private eq- 
uity major Warburg Pincus picked up an 11.2 per cent stake in the com- 
pany for $110 million, valuing the company at almost $1 billion. The cap- 
ital infusion will allow Havells to pay off a part of the debt it raised to fund 
the purchase of the $600-million-in-revenues Sylvania. *One of the rea- 
sons why we have been successful is that we have been quick to adapt our- 
selves to a changing market and think ahead," says Gupta. 

With Sylvania in its bag, Havells’ combined revenues now top $1 billion 
and it becomes a global player with manufacturing locations in Asia, Europe, 
Latin America and Africa. Says Gupta: *We see the Sylvania acquisition as our 
first step towards attaining a leading position in the global lighting industry." 
In other words, Havells is a company to watch not just in 2008, but beyond. 

AMIT MUKHERJEE 
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HDIL 
Realty’s Regional King 


Ws MOST PEOPLE SEE DIRT AND SQUALOUR, SARANG WADHAWAN 





sees opportunity. Not surprising at all. The Managing Director 

of Mumbai-based Housing Development and Infrastructure Ltd 
(HDIL) is betting on slum redevelopment in the city to transform the for- 
tunes of his 11-year-old company. It has already bagged the contract for 
Mumbai’s airport rehabilitation project, and is now eyeing the biggest pie 
of them all—redevelopment of one of Asia’s largest slums, Dharavi, for 
which it has tied up with Lehmann Brothers as an equity partner. 
“Slum rehabilitation and infrastructure are the keys to land-scarce 
Mumbai's development,” Wadhawan points out. 

Housing and commercial developments apart, HDIL plans to enter the 
infrastructure business of airports and power projects. *We have set up 
a fully-owned subsidiary, Privilege Power and Infrastructure, for that,” 
says Wadhawan. Although HDIL has a presence in other cities such as 
Cochin, Hyderabad, and Pune, its stronghold is Mumbai, where it has 120 
million square feet of land bank (98 per cent of which is owned by it). 
“We don’t mind being called a regional player,” says Wadhawan. For 
2007-08, HDIL is expected to up revenues to Rs 2,000 crore from Rs 
1,203 crore. But the big buzz is that HDIL is close to inking the biggest land 
deal in the country in Mumbai’s upcoming Bandra-Kurla Complex. 

TEJEESH N.S. BEHL 


Hoping to hit pay dirt 





UMESH GOSWAMI 
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HIMADRI CHEMICALS - 
A Potent, New Cocktail 


AT'S THERE TO GET EXCITED ABOUT MANUFACTURING COAL TAR PITCH? PLENTY, 
if you ask Anurag Choudhary, СЕО of Kolkata-based Himadri Chemicals & 
Industries. Already the largest producer of the product in the country, 

Himadri is aiming for global leadership by building a presence in China, either 
through an acquisition or a new facility. “We have lined up Rs 750-crore investment 
in China,” says Choudhary. By 2010, Himadri’s coal tar capacity could jump to 1 mil- 
lion tonnes per annum (from 169,000 tpa) with 60 per cent of it coming from China. 
The 16-year-old company, which is growing its topline at 25 per cent a year 
(2007-08 estimate: Rs 800 crore-plus) also plans to move downstream by set- 
ting up its own carbon black plant (and a power plant out of the waste gas gen- 
erated at the carbon black unit). The proposed investment in this: Rs 680 
crore. Coal tar and its derivatives are critical inputs for the alu- 
minium and graphite electrodes industries, both of which are 
looking up. To test its own capability to innovate, Himadri has just 
taken on two prestige projects—manufacturing special tar pitch for 
DRDO for use in Agni missiles, and also advanced carbon material 
for lithium ion batteries. “By 2010, our fully integrated complex 
will be ready in Hooghly and from then on, a new journey will 
begin, when we eventually foray into highly value-added chemi- China calling: Choudhary has 
cals,” says the 35-year-old Choudhary. So, the next decade should big investment plans there 
prove eventful to Himadri. RITWIK MUKHERJEE SHAMIK BANERJEI 


HINDUSTAN CONSTRUCTION. 
Widening its Span ЧУТ 


OR ABOUT SEVEN YEARS NOW, THE MUMBAI-BASED HINDUSTAN 

Construction Company (HCC) has been growing at 30-35 per cent 

annually. In that time, it has taken on some landmark projects such 
as the construction of the Bandra-Worli Sea Link project, which will use 
enough steel wires to go round the earth once. Notwithstanding such en- 
gineering challenges, Ajit Gulabchand, Chairman and MD, HCC, thinks his 
80-year-old company ought to be taking on newer challenges—like 
getting into real estate development. “Alongside construction, we are now 
getting into real estate development with HCC Real Estate, primarily fo- 
cussed on Maharashtra,” says Gulabchand. In Lavasa, about 100 km from 
Pune, HCC is setting up what has been dubbed as free India’s first fully- 
integrated hill resort. Spread over 12,000 acres, the three-phase project 
will accommodate 150,000 residents, the first of whom are expected to 
start trickling in by 2009. “We are also setting up HCC Infrastructure to 
focus on build-own-transfer (BOT) projects, especially those in the public- 
private partnership area,” says Gulabchand. That apart, HCC plans to bid 
for airports. HCC isn’t yet looking at projects overseas, but given that its 
revenues are expected to touch Rs 3,000 crore in 2007-08 (from Rs 2,395 
crore the previous year), Gulabchand needn't be in a hurry to step out of 
India. For him, home, is surely, sweet home. 
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Capacity for more: Б 


INDIAN HOTELS 


Room for Growth 


T IS THE OLDEST BUSINESS OF THE TATA GROUP. BUT 

the growth that 104-year-old Indian Hotels 

Company (IHCL) has been showing over the past 
year or so belies its age. Its total income rose to Rs 731 
crore during the first half of 2007-08, up by 18 per 
cent over the same period a year ago. But financial 
numbers are just half the story. The company has plot- 
ted a grand plan for the future. To begin with, rci 
is coming out with a rights issue of approximately Rs 
2,000 crore. In addition, it plans to nearly double its 
portfolio of properties. “We have under construction, 
design or development, 54 new hotels or 10,000 
additional rooms that we are adding to our capacity 
in the next 36 months,” says Raymond Bickson, 
MD, Indian Hotels. “Of the 54 new hotels, 4 hotels are 
outside India and 50 in India." Of the latter, 20 will 
be Ginger budget hotels. IHCL is also reintroducing its 
Gateway brand of hotels, which are essentially 3-star 
hotels or full-service hotels. Some 25 Gateway hotels 
are likely to come up in the next 36 months. 

Once these properties come up, Indian Hotels will 
have close to 150 hotels. To maintain its dominance 
in the domestic market, IHCL will also expand into 
luxury residences, spas and wildlife resorts. That 
apart, it will expand its presence in key *source mar- 
kets" (of its international business travellers) such as 
the us, the UK and Germany. Its acquisition of the Ritz 
in Boston, then, was a move in that direction. 

T.V. MAHALINGAM 
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INFOSYS 


The Transformer 


UST MONTHS AFTER HE TOOK OVER AS CEO & MD 

of Infosys Technologies, S. ‘Kris’ Gopala- 

krishnan was faced with the biggest challenge 
of his career, as the rupee appreciated by 9 per 
cent in six months against the dollar and the 
collapsing Us subprime market, too, slowed the 
company’s growth. Gopalakrishnan was quick to 
react, reworking the company structure into six 
vertical business units and five horizontal ones, 
and in the process, creating strong focus on 
emerging markets in West Asia, Latin America and 
even the domestic market. Unlike arch rivals TCs 
and Wipro, both of whom get over 20 per cent of 
their revenues from the domestic market, Infosys 
has been slow to recognise the potential of this 
market. But rather than this move, what has the 
industry abuzz is that Infosys is finally looking for 
a big-bang buy, with the company setting aside 
$500 million for it and already short-listing up to 
five companies. “We will use acquisitions to en- 
ter new markets or technologies,” Gopalakrishnan 
told the media recently. 

Infosys has been linked with many companies 
in the last few months, including European tech 
giant Capgemini and Capco, an IT consulting 
firm, but has firmly refuted links to either com- 
pany. “Acquiring capability abroad is a critical step 
in making the cut to being truly global,” says 
Sid Pai, Partner, TPI. Not surprisingly, that's pre- 
cisely what Gopalakrishnan is up to. 

RAHUL SACHITANAND 
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JBF INDUSTRIES 


Polyester's Slick Player 


ESS THAN TWO YEARS AGO, CITIGROUP VENTURAL CAPITAL AND 

IL&FS coughed up Rs 46.50 a share to buy a piece of the 

promoters’ holding in a little-known JBF Industries. As it 
turns out, the private equity investors knew something that oth- 
ers didn’t. JBF's stock is up 268 per cent since. What is it about 
[ВЕ that excites local and foreign institutional investors, who own 
42 per cent of the Rs 1,500-crore (revenue) company? For one, 
the Mumbai-based company is a leading manufacturer of poly- 
ester chips and synthetic yarn that’s used by garment manu 
facturers and PET bottle-makers. For another, JBF's revenues and 
profits have grown at a three-year CAGR of 26 per cent and 37 
per cent, respectively. “Our low input and output cost has 
been the key reason for our higher margins of 12-13 per cent,” 
says Rakesh Gothi, MD & CEO, JBF. In the next two years, he 
wants to improve that figure to 14-15 per cent. 

Meanwhile, to lower its dependency on the textile sector, JBI 
has set up a 60:40 joint venture in Ras al Khaimah, UAE, that will 
cater to the PET bottle and polyester film segment. By March 
2010, he expects JBF to be a billion-dollar company. Small 
wonder, Citigroup is keen to invest some more in JBF. 

MAHESH NAYAK 
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JSW STEEL 
Betting on the Boom ICE 


Y 2012, INDIA IS EXPECTED TO CONSUME ABOUT 120 MILLION TONNES OI 
steel. That's two times what the country currently consumes. 
Although that sounds a little too rosy, Sajan Jindal isn't worried. The 
Vice Chairman and MD of jsw Steel is putting his money where his 
mouth is. He has announced plans to invest Rs 70,000 crore in two new 
steel plants in West Bengal and Jharkhand of 10 МТРА each. By 2011, 
Jindal expects his company to have a steel capacity of 10 MTPA versus 3.8 
MTPA at present. *We have to take steps in advance to build capacity to 
take care of the demand,” he says as a matter of fact. To start with, JSW 
will raise $500 million in equity in markets overseas. The two locations 
have been chosen because they offer close proximity to iron ore and coal 
mines, and hence, lower cost of production. In fact, Jsw's Jharkhand steel 
plant is expected to be the lowest cost producer of steel in the world. 
Meanwhile, like other steel makers, JSW is clipping. For the second 
quarter of 2007-08, it clocked a record (consolidated) net profit of Rs 505 
crore. What's bringing in the big bucks is the company's diversified prod- 
uct portfolio comprising hot-rolled and cold-rolled coils, and galvanised 
plain and corrugated sheets. *We will start rolling out long products in 
a big way by next year,” says Jindal. The only thing he needs to keep an 
eye on is steel prices. If they don't hold up, then Jindal may need to go 
back to his drawing board. ANAND ADHIKARI 
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MPHASIS 


The India Edge 


HREE MONTHS AFTER GETTING THE ALL-CLEAR 

trom the Karnataka High Court for its $380- 

million acquisition of Bangalore-based MphasiS, 
the Plano, Texas-based IT services giant, EDS, is quickly 
beginning to leverage complementary skills to grow its 
business. While MphasiS was 11,000-strong at the time 
of the acquisition, it now has a headcount of over 
24,000 and expects to hire around 10,000-11,000 peo- 
ple by the end of this year. While scale may have been 
a key reason for EDS to buy MphasiS in April 2006, the 
next few months should also see the rr services giant 
build and grow its complementary set of offerings. 
"We have more than $1 billion in order backlogs 
and expect to executive them over the next three to 
five years,” Deepak Patel, MD, MphasiS, told ana- 
lysts after announcing the Q2 results. 

In IT services, MphasiS is seen as a specialist in the 
$25-million outsourcing contracts, which are usually 
below the radar of behemoths such as Eps. The latter 
may also use MphasiS' India presence to target the 
booming domestic market and has already opened a 
BPO centre in Puducherry to service customers of 
Bharti Airtel. Says Rahul Bhasin, Managing Partner, 
Baring Private Equity Partners India, which sold 25 of 
its 35 per cent stake in Mphasis to EDs: “The EDS- 
MphasiS combine has the best balance of both industry 
knowledge and technical expertise to match fast- 
growing Indian companies as well as global giants." 

RAHUL SACHITANAND 
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Growing stock: And 
Rupen’s order book is full 


PATEL ENGINEERING 


A Bigger Blueprint 


OT TOO LONG AGO, PATEL ENGINEERING 

was an embattled company. It had rev- 

enues of just Rs 6 crore, a loss of Rs 50 
lakh and, worse, the promoter families were 
locked in a bitter battle for control. But in 1993, 
Pravin and Rupen Patel—father and son—took 
control of Patel Engineering and the Mumbai- 
based construction company hasn’t looked back 
since. In 2006-07, Patel had revenues of Rs 1,000 
crore and a profit of Rs 110 crore. Its order 
book stands at Rs 5,400 crore. But the turn- 
around is not the reason why Patel is on our list 
this year. “In the next five years we will become a 
$1.5-billion company," says Rupen, the com- 
pany's Managing Director. 

How? Apart from construction, the growth is 
expected to come from its recent forays into 
power and realty. It has a land bank of 1,000 acres 
in Mumbai, Hyderabad and Bangalore that is 
valued at Rs 1,650 crore. Patel plans to develop 
the land bank in a phased manner, starting with a 
commercial property in Mumbai, followed by 
two SEZs in Hyderabad and Bangalore, and an in- 
tegrated township near its Bangalore SEZ. Recently, 
the company signed a deal with Arunachal Pradesh 
to set up a 100-mw Gongri hydroelectric power 
project in West Kameng district that is expected 
generate revenue of Rs 120 crore per annum. 
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TATA CHEMICALS 


sexy Once More аа 


businesses, commodity 
businesses which were 
written off in the past have sud- 
Soda ash is in again: Khusrokhar denly become glamorous,” notes 
has the glass industry to thank for it Homi К. Khusrokhan, MD, Tata 
Chemicals. He is referring to the 
robust growth of the soda ash 
and fertiliser businesses of Tata 
Chemicals, third largest manu- 
facturer of soda ash and sodium 
bicarbonate in the world. 
According to Khusrokhan, the 
soda ash business is flourishing 
thanks to the increasing demand 
from the glass industry, particu- 
larly architectural glass in China, 
India and South America. *The 
developing world, which is heas 
ily investing in infrastructure and 
construction, is the one that's 
driving the growth of the glass in- 
dustry." He feels that prices of 
soda have not yet peaked. “As 
of now, it is still in short supply, 
and prices might go higher,” he 
adds. In fertilisers, too, there 
seems to be an acute shortage of 
supply. “Some of it (shortage) is 
due to the bio-fuel demand. Also, 
the area of corn under cultiva- 
tion in the US has increased, 
which has boosted the demand 
for DAP (diammonium phos- 
phate), while palm oil has in- 
creased the demand for potash,” 
says Khusrokhan. 
As for the future, the company 
IS beefing up its R&D by setting 
up an innovation centre in Pune. It 
also plans to enter the fresh pro- 
duce distribution business, starting 
with two centres in 2007-08 and 
growing to 20 in three years. Over 
the next 18 months, Tata Chem- 
icals expects a plant in Nanded 
(Maharashtra) to be operational 
that will manufacture bio-fuels, a 
new area for the company. 
V. MAHALINGAM 
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UMESH GOSWAMI 


Hot wheels: For Kant 


TATA MOTORS 


Small Car Ahead 


HIS ONE IS ALMOST A NO-BRAINER. WHY IS TATA 

Motors one of the companies to watch in 

2008? The answer is simple—the small car. 
Never perhaps in the history of the automobile in- 
dustry, since the launch of Ford’s Model T, has a car 
promised to change the way the industry works. 
“As far as the small car is concerned, a big surge 
will come from smaller towns,” says Ravi Kant, MD, 
Tata Motors. However, Kant believes that the small 
car is not the only reason why the company might 
shine during the year ahead. Another reason is the ex- 
pansion of Tata Motors’ existing facilities and the 
coming on stream of new plants. Like Kant explains, 
“During the last several decades, we set up three 
plants (Jamshedpur, Pune and Lucknow). In 2008 
alone, four new plants will come on stream. 
Uttaranchal is almost operational, the small car plant 
will come on stream, the Fiat-Tata Jv plant 
(Ranjangaon) and then perhaps the world's largest bus 
plant (Dharwad),” he says. The company will also 
commence production in Thailand and “one or two 
other places outside India” in 2008. 

On the commercial vehicle front, too, the com- 
pany has ambitious plans in 2008. It will make inroads 
into the rural mass transport market. In addition, it 
plans to take its popular mini-truck Ace (with sales of 
6,500 units per month) international. Meanwhile, it’s 
the small car that India is looking forward to. 

T.V. MAHALINGAM 
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USHA MARTIN 


A High-Wire Act 


OLKATA IS NO LONGER THE CITY WHERE MEGA 
corporate dreams are born. But Usha 
Martin (and, of course, Himadri) may be 

the exception to the rule. If things work out the 
way its Chairman B. K. Jhawar expects them to, 
then Usha Martin will become the world's largest 
manufacturer of steel wire ropes. Currently, that 
distinction belongs to Kis of South Korea. *We have 
charted out a roadmap for organic and inorganic 
growth so that by September 2008, our wire rope 
capacity will be 1 million tonne, three times out 
present capacity," says the Kolkata-based Jhawar. 
His strategy is simple: make high-end products 

in specialised steel and wire ropes, and cash in on 
the low-cost advantage of India. Accordingly, 
Usha Martin plans to invest Rs 500 crore to in- 
crease production capacity and another Rs 120 
crore in possible acquisitions overseas, and inte- 
grate backwards into iron ore and coal in the next 
couple of years. It bagged the mining rights for 
iron ore mines in Barajamda and Kathautia in 


Jharkhand and within 250 km of its factory. 


The idea: insulate earnings from rising raw ma- 
terial prices. *We'll save Rs 130-150 crore in 
2007-08," says Jhawar. Some of its other moves 
that should help include its Dutch acquisition, a 
joint venture in India with Germany's Gustav 
Wolf for wire rope and steel cord, and the setting 
up of a distribution centre in Australia 
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VENUS REMEDIES 


The Faithful Shall Not Want 


ACK IN EARLY 2004, WHEN 
Chandigarh-based Venus 
Remedies started aggressively 
investing in its R&D and infrastruc- 
ture facilities, it was a leap of faith 
for its Managing Director Pawan 
Chaudhary. His faith has been more 
than rewarded. Venus has grown 
at an astounding CAGR of 83 per 
cent compared to the pharma in- 
dustry average of 13 per cent. 
“We started as a me-too drug 
manufacturing company, but soon 
realised the enormous potential of 
R&D in building our strong pres- 
ence in India as well as globally,” 
says Chaudhary, who has been 
spending more than 6 per cent of 
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revenues On R&D last three years. 
Today, Venus has a strong generics 
portfolio, including cephalosporins, 
carbapenems, and anti-cancer drugs, 
besides which 70 more products 
are said to be in the pipeline. More 
than three-fourths of Venus’ rev- 
enues come from the domestic mar- 
ket, where it sells drugs both under 
its own brands and in tie-ups with 
others. It also contract manufac- 
tures and sells drugs through larger 
players such as Nicholas Piramal 
and Cadila Healthcare. *The two- 
pronged strategy of tie-ups with 
bigger players to market our NDDs- 
based (read: innovative) products 
and setting up our own sales 


R&D dividends: 
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network is likely to pay off in the 
near future,” says Chaudhary. 

In the export market, where 70 
per cent of its revenues come from 
cancer drugs, Venus has a presence in 
Ukraine, Germany, Nepal, Sri Lanka 
and Yemen, but wants to widen its 
reach to countries such as Brazil, 
Argentina and those in the European 
Union. By 2010, Chaudhary expects 
exports to fetch 40 per cent of 
Venus' revenues. *Many drugs are 
going off-patent in the near future 
and this has created a great oppor- 
tunity for us," he says. By then, the 
Rs 141-crore company hopes to 
touch Rs 500 crore in revenues. 
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N |. i a Walk on the edge of fashion with the slim-fit suits from the Neoclassics range. Contemporary styling with a woo! blend, exquisite 
COCIASSICS fining and coloured decorations together give the collection a distinctive touch. So make heads turn with Neoclassics this season 
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Ties 


Complete your ensemble with the perfect tie from Park Avenue. These exquisitely woven ties come in an array of designs, 


from stripes to minimals and solids to delicate jacquards. So add colour to your day with the tie collection from Park Avenue. 
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VISHAL RETAIL 


The Small-town Retailer 


VEN AS THE BIG BOYS OF MOD- 
ern retail fight it out in the big 
cities, Ram Chandra Agar- 
wal’s Vishal Retail is quietly tap- 
ping into Tier II and Ш cities. So far, 
it has proved to be a smart strategy. 
Vishal is doubling revenues every 
year, and will close 2007-08 with a 
topline of Rs 1,200 crore. “We will 
maintain this rate of growth over 
the next three to five years,” says a 
confident Agarwal, who began his 
career from a tiny 100 sq. ft shop in 
1986 in Kolkata’s Lal Bazaar area, 
selling readymade garments before 
he launched Vishal Retail’s first 
hypermarket in 2003. 
Having opened 66 stores across 


Growing 


36 smaller, but fast-growing cities, 
Agarwal intends to scale up and ex- 
pand into newer markets. For 
starters, another 35 stores will come 
up, mainly in south and west India. 
“We have a target of 5 million sq. ft. 
of total retail space by March 2010. 
With a strong presence in north 
India (60 per cent of Vishal’s sales 
come from this region), the plans are 
already in place to enter southern 
markets in a big way,” adds Agarwal. 

Simultaneously, Vishal, which 
gets 63 per cent of its sales from ap- 
parel, will move into newer product 
categories such as mobile phones, 
packaged water, home appliances 
and consumer durables. It will also 


network: 





beef up its private label (that 1s, 
store-owned brands) business. 
“Currently, around 15-16 per cent 
of our products across categories 
are private labels and we want t 
to be 25 per cent in the next two- 
three years," says Agarwal. The rea- 
son for that is simple: private la- 
bels offer margins that are 4-5 per 
cent higher. Agarwal also plans to 
launch quick-service restaurants. 
While that's a different kettle of 
fish, investors in Vishal don't seem 
too worried. Since it IPOed on July 4 
this year, the stock is up 160 per 
cent, giving it a market cap of Ks 
1,570.16 crore. 
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Piping Hot Growth 


T'S ALREADY AMONG THE TOP 

three (oil and gas) pipe manu- 

facturers in the world and has 60 
oil companies as its clients. So, 
where does Welspun Gujarat Stahl 
Rohren (simply Welspun here on 
in this copy) go from here? Farther 
up. Over the last three years, its prof- 
its have clocked a near or more than 
100 per cent growth—increasing 81 
per cent in 2005-06 to Rs 61.4 crore 
and 132 per cent in 2006-07 to Rs 
142.6 crore. Revenues too, have spi- 
ralled by 138 per cent over the 2004- 
05 levels to touch Rs 2,678.5 crore in 
2006-07. Bal Krishan Goenka, 
Welspun's 41-year-old vc and MD, 
though says there's plenty of steam 
left. The company, which derives 85 
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Plenty more to 
come: Go 


ND 


per cent of its revenues from ex- 
ports, will be commissioning its coil- 
cum-plate plant at Kandla in Gujarat 
early next year, followed by the soft 
launch of its $100-million plant in 
Little Rock, Arkansas, in February. 
When that happens, Welspun’s total 
capacity will rise to 1.6 MTPA, going 
up to 2 MTPA by March 2009. Its 
order book, currently at Rs 5,500 
crore, could vault to Rs 10,000 crore 
in 2008-09, 

"With domestic oil and gas prod- 
uct rising courtesy Reliance, we ex- 
pect our India revenues to double to 
30 per cent of sales next year," says 
Goenka. Also on his radar is a po- 
tential acquisition overseas, and he 
says talks are on with a few compa- 
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nies. Interestingly enough, Welspun, 
which will log Rs 3,800 crore in 
revenues in 2007-08, has formed a 
joint venture with the Adani Group 
for oil exploration and production. 
The duo has two blocks in India— 
one each in Assam and Gujarat— 
and three blocks in Thailand. 
"However, our primary focus will 
remain on being a leading oil and gas 
transportation equipment special- 
ist, especially for the large diameter 
pipes," says Goenka. With the oil 
and gas transportation sector ex- 
pected to become a Rs 20,000 crore 
industry in the next three to four 
years, Goenka's growth path seem 
neatly chalked out. 

TEJEESH N.S, BEHL 
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Now you can turn 
your living space 
into a magnificent 
7 palace too. Be it the 





magnificent pillars 
and sculptures or the intricate lattice work and 
carvings, this wonder material can recreate it all. 
Just the way you want. Extremely lightweight, 
GRC combines the moulding properties of cement 
with the tensile strength of glass fibre. And it’s such 
unique qualities that have made it one of the most 


versatile, most preferred architectural tools in the 





Bitches & columns like The Leela 
E Fins like The ITC Sonar Bangla 


E I Domes like The Nareli Temple 


Shouldn't your living 


space get that feel too? 


world. Having opened up a whole new world of 
opportunities for modern architecture, GRC can 
even mould a design of 
yesterday, today Want an 
Egytian cavetto- and- fillet 
comice at your entrance? Not 


a problem. All you need is 





your imagination, a design in 
your mind and you can leave the rest to GRC. 


Amazing, isn't it ? 


GRC 
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For further information contact: Birla White (Division of Grasim Industries Limited), 1st Floor, Ahura Center, Mahakali Caves Road, 
Andheri (E), Mumbai — 400093. Tel: (022) 66928303/10. Plant address : Birla White G R C, Plot no 14, G.I. D. C. Estate, Village Manjusar, 


Taluka Savli, District Vadodara-391775, Gujarat. Tel.: (02667) 264380, Fax.: (02667) 264381. Or write to pdasgupta@adityabirla.com 


Visit www.birlawhitc.com 
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ABB 

Has managed to keep its growth momentum. In 
May this year, ABB bagged a Rs 289-crore order 
from the Delhi Metro Rail Corporation. For the 
nine months ending Septerr ber, cumulative rev- 
enues rose to Rs 4,136.60 crore, up 42 per cent 
from the same period last year. 


Adlabs 

Is foraying into the highly lucrative segment of 
3D animation mega-production movies with 
Sultan the Warrior. Adlabs has entered into an 
agreement to buy the cinema exhibition business 
of Rave Entertainment. In January, it acquired a 
controlling stake in Siddhartha Basu-owned TV 
content company Synergy Communications. 


Aircel 

Is in an expansion mode. Early this year, it paid 
Rs 1,350 crore to the department of telecom to- 
wards entry fee for licences in 14 new circles. 
Aircel, with services in nine circles, has set a tar- 
get of 8 million Subscribers in 2007-08. 


Bartronics India 

Set up a smart cards and RFID tags manufactur- 
ing facility near. Hyderabad. In June, it raised $25 
million (Rs 100 crore) through zero coupon for- 
eign currency convertible bonds (FCCBs). 


BHEL 

Bagged a $38 million (Rs 152 crore) order from 
UAE in October this year. BHEL has posted an 
impressive increase of 91 per cent in net profit 
for the second quarter ended September as 
against the same quarter last year. 


Bill Desk 

Fairly smooth sail for the firm which has found 
willing takers among corpora:es, banks and insti- 
tutions for its bill-related solutions. Backed by 
three ex-Arthur Andersen professionals, it con- 
tinues to focus on internet-based products. 


DLF 

While it continued its impressive performance, 
DLF acquired a 38-acre prime property from DCM 
Shriram Consolidated in Wes: Delhi for Rs 1,675 
crore and also won the contract to develop New 
Bangalore at Bidadi in Karnataka, 


Dr Reddy's Laboratories 

A mixed bag for the pharma giant. It registered 4.5 
per cent decline in the profit for July-September 
quarter to Rs 267 crore from Rs 280 crore in the 
same quarter last year. The high points: It opened 
its 40th overseas office in Nigaria and secured an 
exclusive licence to sell dermatitis drug Sebclair in 
the US, which has a $5-billion market there. 


Ginger Hotels 

Its bouquet of basics has spelt success. The 
eight-hotel chain will have double the hotels up 
and running by March 2008. Research firm — 
KPMG estimates the demand-supply gap in hos- 





pitality industry to be more acute in the budget 
segment than in the luxury segment. 


GMR 

Has established itself as a frontrunner in the core 
infrastructure areas with its projects on airports, 
agriculture and power. After winning the contract 
for Sabiha Gokcen International Airport (SGA) at 
Istanbul in Turkey, the group is eyeing airport 
projects in Belgium, Portugal, among others. 


Idea Cellular 

With a subscriber base of over 18 million, Idea 
has cornered a 12.18 per cent share of the Indian 
market. The future buzz: It might get some more 
spectrum in leading circles like Mumbai. 


Kale Consultants 

Acquired Zero Octa, a London-based leading 
provider of airline revenue assurance, protection 
and audit services worldwide, in August. The 
company has been hiring aggressively. 


L&T 

In October, the company floated a new arm, L&T 
Power Projects, to foray into the thriving power 
generation business. L&T in consortium with 
Paul Wurth bagged a Rs 1,205-crore contract 
from Bhushan Steel. It has also acquired a stake 


in the switchgear business of Malaysia's Tamco. 


Maruti 
A smooth drive for the car major with the suc- 
cessful launch of Zen Estilo and SX4. Next on 
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Sitting tight: A 


cards: $1.8 billion (Rs 7,200 crore) R&D fa- 
cility in Haryana. Its joint venture with 
Magnetti Marelli of Fiat S.p.A will invest Rs 
750 crore for setting up a facility at the sup- 
pliers’ park of Maruti at Manesar. 


Praj Industries 

Recently declared the commissioning of its 
manufacturing unit at Kandla SEZ. In 
September this year, Tata Sons picked up 
14.7 per cent stake in the company for Rs 
338 crore. 


Reliance Retail 

Not a smooth sail for its ambitious plans. Reliance 

Retail opened the first 300 stores in 30 cities in the 
last one year. It has set its sights on 500 such stores 
by 2010. The roadblock: Unabated protests against its 
Reliance Fresh stores in some parts of the country. 


Shriram Transport Finance 

India's largest player in the transport financing 
business continued its good run; recorded a phe- 
nomenal jump in net profit for the quarter ended 
September 2007. 


Tata Steel 


The behemoth recently launched its first branded 
cold-rolled steel, Tata Steelium, in Sri Lanka with 
an eye on the auto-ancillaries sector in the coun- 
try. Rising prices of steel and raw material may 
benefit Tata Steel over the next few quarters be- 
cause of its fixed cost structure. 


TransWorks 


In a recent survey, TransWorks has been ranked 
#2 on the basis of BPO services exports. 
However, with the rupee gaining against the dol- 
lar, TransWorks margins can come under pres- 
Sure as close to 90 per cent of its revenue comes 
from North America 


Videocon 


Consumer electronics biggie Videocon group is 
in diversification mode. The group announced it 
would bid for the Greenfield airport at Navi 
Mumbai, while committing Rs 3,000 crore as the 
initial investment in the aviation sector. 


When it comes to saving 
taxes, mutual funds are a 
sure bet in a rising market. 
Here's how to get 

started now. 
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It’s not too late to plan your taxes. Here’s how to get 
started with mutual fund tax-saving schemes. манен Nayak 


Top 5 Holdings (%)* 
Principal Tax 


Savings Fund 


Fund Manager: R. Srinivasan 


1 United Breweries 5.04 





Top 5 Holdings (%)* 









SBI Magnum Tax 
Gain Scheme 199 


РИП iff HEP 
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Reliance Industries 5.8 
Reliance Communications 4 
Welspun Gujarat 3.3 
Jaiprakash Associates 3.2 
Thermax 2.9 


»anjay Sinn 


Franklin India Top 5 Holdings (%)* 


Taxshield 
rund M anager 


Anand Radhakrishnai 


*As on Sept. 30, '07 


**As on Oct. 31, '07 
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Sector Allocations (%)* 
Pharma 2.13 10.51 Miscellaneous 
Power 2.88 туна Banks 
Tobacco 2.9 


9,55 Engineering & 
Industrial Machinery 
7.77 Debt & Cash 


7.65 Textiles 


Metals 3.65 
Electrical Equipment 4.24 
Chemicals 4.37 —! 






Entertainment 4.5 7.22 Steel 
dae Software and 
Auto & Auto ancillaries 4,55 6.44 Education 
Breweries & Distilleries 5.04 5.44 Cement 
Sector Allocations (%)* 
Power 2.12 8.13 Others 
Entertainment 2.45 11.74 Oil & Gas 
LE "ei м 8.55 Сетепі 
Auto & Auto Ancillaries 3.6 
8.33 Debt & Cash 
Finance 3.95 -i 
Pharmaceuticals 3.96 8.02 Banks 
Construction 4.93 = 6.91 Engineering 
Electrical Equipment 5,24 6.7 Telecom 
Steel 5.83 6.3 Software 
Sector Allocations (%)* TUE 
| airy 
Textiles 2.14 2.13 Products 
Diversified 2.41 8.37 Miscellaneous 
Electronics 2.9 16.06 Banks 


Software & Education 3.41 
Construction 3.59 


13.41 Financials 
9.98 Engineering 








Electrical 
Pharmaceuticals 4.01 1.6 Equipment 
Auto & Auto Ancillaries 4.94 6.75 Telecom 
Debt & Cash 5.63 6.67 Oil & Gas 
#Returns (%) Source: Mutualfundsindia.com 


HDFC Long Term 
Advantage Fund 


anage Br: 


Reliance Tax $ 
Fund 

Fund Manager. 
E ani Кита 


Others 13.53 


Entertainment 2.2 
Auto & Auto Ancillaries 3.07 
Printing & Stationery 3.28 
Cement 3.44 
Textiles 3.81 — 
Financials 3.83 

Debt & Cash 4.6 


Tobacco 2.26 
Fertilisers 2 45 
Pharmaceuticals 2 49 


Paper 2.83 
Personal Care 2.86 
Piastic 2.89 


Steel 3.66 
Transport 3.78 
Auto & Auto Ancillaries 3 78 


Consumer Durables 4,35 


Hoteis & Resorts 2.52 
Engineering 2.84 
Transport & Travel 3.17 


Sugar 3.74 
Fertilisers 4.1 


Telecom 4.17. 


Debt & Cash 


Power 


Sector Allocations 


Sector Allocations (%)* 


Sector Allocations (%)* 


13.04 Banks 
11.48 Software 


10.08 Oi & Gas 


847 Engineering 
„ Electrical 
103 Equipment 


§.95 Pharma 
§.19 Telecom 


Textiles 
Others 
Engineering 
software 
Banks 

Dil & Gas 
Electrical 
Equipment 
Debt & Cash 
Food Products 


Metals 
Others 


Miscellaneous 
Auto & Auto 
Ancillaries 
Banks 
Software & 
Education 
Steel 








equity portfolio. They not only pro- 
vide tax breaks, but also help create 
wealth over a long period as they 
have a three-year lock-in.” 

When the finance minister in- 
creased the investment limit in tax- 
saving schemes from Rs 10,000 to 
Rs 1 lakh two years ago, ELSS 
emerged as a compelling tax-sav- 
ing option, and they are steadily 
gaining popularity. Since October 
2006, assets under management 
(AUM) of ELSS funds nearly doubled 
to Rs 14,593 crore from Rs 7,697 
crore. ELSS funds account for 3 per 
cent of the total AUM as compared to 
2 per cent last year. After adjusting 
for the mark-to-market increase of 
about 47 per cent, the incremental 
flows into ELSS funds increased by a 
sturdy 43 per cent, suggesting an in- 
creasing appetite for the funds 
among tax savers. 

Since ELSS fund managers have a 
window of investing for about three 
years, they tend to invest in some of 
the little-known stories in the mar- 
ket. So even while these funds may 
underperform in the short run, they 
can still catch up in the long run. 
Says Goel: “As they have a three- 
year lock-in, the fund manager has 
the leeway to take concentrated 
calls in mid-size stocks that could 
turn to tomorrow’s large caps.” 


NICE AND STEADY 


Tax savings funds have kept pace with the markets. 
NAV (Rs)** 















SBI Magnum Tax Gain Scheme 93 
Sundaram BNP Paribas Taxsaver 
HDFC Taxsaver 

Principal Tax Savings Fund 

Birla Taxplan 98 

Franklin India Taxshield 

Escorts Tax Plan 

Principal Personal Taxsaver 
Franklin India Index Tax Fund 
Franklin India Taxshield 98 
Average (38) 
*Annualised 
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"ELSS funds not only provide tax breaks, but 
also help create wealth over a long period as 
they have a three-year lock-in” 

Vijay Kumar Goel, | 

Senior VP & Head (PMS & Third Party Distribution), 
Motilal Oswal Securities 


While the frontline 30-share BSE 
Sensex gained 53 per cent till 
October 30, the average returns 
recorded by tax savers was a shade 
lower at 47.3 per cent. Sixteen (or 
41 per cent) out of the 38 funds 
bettered the average performance 
of this category of funds. But, more 
importantly, 13 funds beat the bell- 
wether index by a decent margin. 
Birla SunLife Tax Relief 96 has been 
the top performer with returns of 70 


per cent, followed by Principal 


Taxsaver which returned 66 per 
cent. Taurus Libra Taxshield (62.4 
per cent), Sundaram BNP Paribas 
Taxsaver (62 per cent), Escorts Tax 
Plan (59.5 per cent) and pws Tax 
Saving Fund (59.2 per cent), too, 


Returns (%) 


74.08 
99.35 
63.90 
99.81 
61.78 
93.66 
49.31 
49.58 
43.97 
48.83 





**As on Oct. 30, '07 
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“We don't see ELSS funds just as a tax 
saver, but also recommend some of them 


as regular investments” 


gas: 


Rajesh Saluja, 
CEO, ASK Wealth Advisors 


out-performed the Sensex. 

What's more, their improved 
performance is not going unno- 
ticed. These funds are increasingly 
finding takers among mainstream in- 
vestors and not just the tax saving 
community. Rajesh Saluja, CEO, ASK 
Wealth Advisors, says: “We don't 
see ELSS funds just as a tax saver, but 
also recommend some of them as 
regular investments if they meet 
our investment philosophy and 
match the asset allocation needs of 
the investor." Investors, however, 
should limit their investments here. 
Says Goel: “Allocations to FLSS funds 
should not exceed 10-15 per cent of 
one's total equity portfolio as ELSS 
funds are illiquid having a three- 
year lock-in." On the flip side, as it's 
a close-ended fund, investors can't 
redeem the funds in a falling market 
and, therefore, remain invested for 
longer periods and are not worried 
about the volatility. 

For your tax needs, Goel and 
Saluja recommend six ELSS funds 
to invest in. Except for Fidelity Tax 
Advantage Fund and Reliance Tax 
Saver Fund, others have a long five- 
year track record. Put together, 
these funds have recorded an aver- 
age one-year return of 52 per cent, 
matching the performance of the 
Sensex. These funds have a decent 
blend of large, mid- and small cap 
stocks. So go ahead, start your SIP 
and get the tax breaks. 


Ever since our inception in 1987, we at Motilal Oswal 
have followed a simple philosophy. Knowledge First. 

it is this quest for knowledge that makes us look beyond 
the obvious. Be it the history of a company or the future 
of the market, our panel of 22 equity and 8 commodity 
analysts covering 244 companies (27 sectors) and 2/ 
commodities will always see things a little deeper than 
most. That could well explain why we are able to spot 
trends earlier and make the most of opportunities 

Why we are able to speed up our decision making 
process. And above all, why we are able to offer our 
clients the solid advice that has, over the years, become 
synonymous with Motilal Oswal 

Knowledge, it is said, can change the world. We have 


a feeling our clients will be the first to agree 


Wealth Management 
Investment Banking 
Venture Сарќа! Management 
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Knowledge First 


022-30888490, 67022881 | SMS: MOSL to 54646 | Email: info pmotilaloswal.com 


Regd. Office: Palm Spring Centre 2nd floor. Palm Court Complex, New Link Road, Malad (W), Mumbai - 4 








one’s comfort level and risk ap- 
petite. When stocks are on the rise, 
too much cash is not a good idea as 
it tends to mute returns. On the flip 
side, in a falling market, the more 
the cash position, the better a port- 
folio is protected from losses. But 
to make the best use of corrective 
dips, investors can keep aside about 
15-20 per cent of cash. 


Where to Invest 

When a market corrects, investors 
should be able to find great bar- 
gains in many sectors. The best re- 
turns can come from stocks that 
have dropped the most as the re- 
bound begins. Corrections pres- 
ent a good opportunity to focus 
on rapidly growing companies that 
have corrected more than the mar- 
ket. There are many fast-growing 
companies in industries such as oil 
& gas, utilities, power, capital 
goods and real estate. Look for 
companies that are not too 
dependent on the overseas mar- 
kets. Investors can increasingly 
look at the mid-cap space, where 
the valuations are a shade lower 
than the broad market. Look for 
companies whose earnings are 
projected to grow by at least 30 per 
cent, and where the correction has 
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"Nobody can time the market; it's discipline 
that determines whether investors win or 


been around 15-20 per cent. Once 
the price corrects, the price 
earnings ratio will reduce to 
attractive levels. 

Recoveries may not always be 
swift and fast as sustained selling 
pressure tends to drag the mar- 
ket down. At such times, investors 
will have to wait out the volatility 


Big Corrections, Bigger Gains 
Corrections are opportunities to buy on dips. 


Sep. 11, '04 
41.44 


Nov. 25, '05 
15.77 





-13.21 
Oct. 28, '05 
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July 2, '07 


-30.55 | Mar. 16, '07 
June 14, '06 | 
A hurried pull-back of As US inflation surged 
foreign funds spooked | and interest rates rose 
the entire emerging further, the markets took 
markets universe a beating once again 
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and have a disciplined approach. 
Says Chakraborty: “Nobody can 
time the market; it’s discipline 
that determines whether investors 
win or lose over the long term.” 
Investors should not worry about 
catching the lowest price of the 
correction, as that’s easier said 
than done. But if the stock 
continues to correct due to selling 
pressure, one can keep buying at 
lower levels and reduce the aver- 
age buying price. This strategy 
will work only if the company is 
fundamentally sound and you are 
convinced of its growth potential 
going forward. Avoid the compa- 
nies that you know have run up far 
ahead of their fundamentals, even 
though the forward growth story 
looks compelling—there are 
plenty of other opportunities in 
a correction. 

The market looks less risky in a 
correction, so the risk-reward ratio 
turns in favour of the investor. At 
such times, more investors tend to 
go bargain-hunting. So, don’t wait 
for the market to go further down 
as many retail investors usually do. 
Savvy investors, who ignore the 
volatility of a correction, reap rich 
returns once it comes to an end, as 
it will in a bull market. 








Sep. 19, '07 Nov. 5, 07 
13.76 13.19 
-9.51 | -9.15 
Aug. 16,07 | 017, '07 
The US subprime crisis | SEBI's new regulation 
rattled the market as on P-notes upset the 
many hedge funds filed market and sparked a 
bankruptcy crash 
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BIG GAINS DON'T JUST STO 


Win great prizes with your sub: 


* Round-trip airfares for 2 couples to Amazing Thailand with hotel accommodation for 


3 days/2 nights * 30 Domestic holiday packages in India * 4 Blackberry phones * 50 Couple 
invites to attend the Men's Health Ist Anniversary Gala Event 
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ion of Men's Health. 


SUBSCRIBE NOW AND GET FABULOUS ASSURED GIFTS. 
WIN MEGA HOLIDAY PACKAGES AND BLACKBERRY PHONES. 





3 Year Term assured gift 





RIORITY SUBSCRIPTION ORDER FORM 
ES! Please start my subscription to MEN'S HEALTH for the term I've indicated below. 


3 1 Year Term Price (12 Issues): Rs. 600. You Pay: Rs. 480. You Save: 20%. Plus you get an MH Gym Bag as your assured gift. 
7 3 Year Term Price (36 Issues): Rs. 1800. You Pay: Rs. 1440. You Save: 20%. Plus you get Speedo Eyegear as your assured gift. 
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Thailand 


rprise | 
4 days (plus 2 addi. nights free offer) 4 days (plus 2 addl. nights free offer) 
PACKAGE cost: Rs 22,000 paoxace cost: Rs 31,000 


ew: RS 813 tenure: 36 months 


tw: RS 1,145 тш: 36 months 





10 days dap v vw free offer) 
em: Rs 1,663 usc. 36 months 
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Enjoy Now, Pay Later 
Want to ski in Alaska or explore Europe? Check out the exciting 
holiday packages available on easy EMIS. MANU KAUSHIK 


HARAT SANGANI WAS ITCHING 
B: do a tour of historical 

Europe as he had already 
been to holiday hotspots like 
Singapore, Malaysia and Thailand. 
After a bit of homework, he en- 
rolled for a 14-day package of- 
fered by Raj Travels in May this 
year along with his wife Mayusha. 
Sangani, who runs a coaching cen- 
tre, decided to finance his trip 
through a travel loan. *We de- 
cided to take a loan of Rs 2.5 
lakh for the trip," he says, adding: 
"Raj Travels’ tie-up with State 
Bank of Patiala helped finance 
the entire holiday package easily 
and quickly." Sangani, 58, signed 
up for a four-year loan at an inte- 
rest rate of 14.5 per cent and 
an EMI (equated monthly instal- 
ment) of Rs 7,100. “The trip was 
different from my previous tours 
and was thoroughly enjoyable," 
says Sangani. 
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UMESH GOSWAMI 





From regular travellers to hon- 
eymooners, financing your holi- 
day through a loan is not taboo 
anymore. For 27-year-old 
Mumbai-based investment con- 
sultant Amit Garg, a loan of Rs 
2.8 lakh from ICICI Bank for his 
17-day honeymoon to Europe is 
the best wedding gift for his soon- 
to-be wife. Garg, all set to tie the 
knot on November 24, opted for 


Bharat Sangani 
and his wife 


DESTINATION: Europe 
LOAN: Rs 2.5 lakh 

EMi: Rs 7,100 

TENURE: 48 months 
Financier: State Bank 
of Patiala 


The Sanganis 


thoroughly enjoyed 
their 1 trip 
to Europe 
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SOTC’s special Europe itinerary, 
which covers exotic locations in 
Italy, France, Greece, and Austria, 
and costs Rs 3.25 lakh. Says Garg: 
“Because of the exclusive tie-up 
between SOTC and icici Bank, I 
didn’t have to run around to fina- 
nce my honeymoon trip. It didn’t 
take too long for the bank to app- 
rove our loan.” Garg signed up 
for a Rs 2.8 lakh loan at an interest 
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All of Europe Australian Splendour American Experience 
11 days 12 days © 10 days 
раска cost: Rs 75,000 ракав cost: RS 1,36,000 packace cost: Rs 1,02,000 
ew: RS 2,771 renee: 36 months twi: RS 5,024 тєш: 36 months em: Rs 3,768 tenure: 36 months 
ices are for an adult on twin share basis, and cover return airfare, hotel, sightseeing, meals, transfers and services of tour manager (visas & taxes extra for all tours and VUSA* extra for American tour 1 


Visit USA Source: SOTC 


of 16 per cent per annum. 

With falling airfares and ris- 
ing disposable incomes, travel, 
even across borders, has become 
more affordable than before for 
middle-class Indians. Tour opera- 
tors, as a result, are doing their 
bit and, increasingly, major travel 
operators such as soTC, Кај 
Travels, Cox & Kings, and others, 
are tying up with banks to offer 
loans with easy repayment options 
to customers. Says Nancy 
Castelino, Head (Marketing), 
Mercury Travels: “A competitive 
business environment ensures at- 
tractive airfares, easy financing 
options, and excellent packages 
from tour operators. Bank loans 
are a boon for people who don’t 
want to wait to holiday abroad.” 

Agrees Yogesh Selarka, Chief 
Operating Officer, Raj Travels: “A 
middle-class traveller doesn’t have 
to worry about the high travel- 
spend as a loan is repayable in easy 
instalments.” Raj Travels, for in- 
stance, has tied up with State Bank 
of India and State Bank of Patiala to 
finance the travel bills of its cus- 
tomers. “Loan values can range be- 
tween Rs 30,000 and Rs 5 lakh, 





"Perceptions have changed today. A loan is 
not looked down upon anymore as it was 


a decade ago" 
Sunil Gupta 
Chief Operating Officer, SOTC 


and customers can choose to re- 
pay it over 12, 24, 36 or 48 
months, based on what suits them 
best," adds Selarka. 

SOTC has an exclusive tie-up 
with ICICI Bank to finance its over- 
seas as well as domestic travel. Says 
Sunil Gupta, COO, SOTC: 
“Perceptions have changed today. 
A loan is not looked down upon 
anymore as it was a decade ago. 
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More than 15 per cent of our 
total overseas travel packages is 
financed through loans.” Banks 
usually take about four-to-five 
days to process your loan if your 
paperwork is in order. Loan 
amounts range from Rs 20,000 
to Rs 15 lakh. Says Gupta: “The 
bank has dedicated staff at our 
outlets to handle formalities and 
paperwork.” Usually, banks charge 
a processing fee of 2 per cent for 
the loan, which is classified as a 
personal loan. Anybody, like gov- 
ernment employees, self-employed 
individuals and salaried class, can 
avail of loans. However, the dis- 
cretion to grant you a loan lies 
with the bank. 

Loans are available at an inter- 
est cost of 14-16 per cent, and you 
could even land a lower rate if you 
have a good credit history. 50, if 
you are looking to travel abroad 
this holiday season, the tour op- 
erators and financiers are only too 
happy to facilitate it, though you 
may want to check your afford- 
ability before you sign up for a 
tour. There are plenty of holiday 
destinations and affordable EMIS to 
choose from. 
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Burdening Your Dreams 
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Get ready to shell out hefty amounts as FBT for your 
perks, including ESOPs, from next year. ANAND ADHIKARI 


HE WORST FEARS OF PEOPLE 
| holding Esops (employee 
stock option schemes) have 
come true. As it is, they have been 
reeling under the anxieties of an 
overstretched Dalal Street that 
could see a sharp correction. To 
add to their woes, a government 
notification issued in the last week 
of October declared that Е$ОР$ will 
now be charged a hefty 30 per 
cent fringe benefit tax (FBT) in ad- 
dition to a surcharge. What’s 
worse, in case the employer does 
not pay this tax, the employee may 
have to shell out a large sum even 
before selling his shares. 

Does this sound the death knell 
for ЕЅОРЅ? Says Sanjiv Agrawal, 
Partner, Ernst & Young: “Е$ОР$ 
hold a lot of attraction for employ- 
ees compared to other perks, since 
the monetary benefit under stock 
options can be very substantial in 
these times of stock market boom." 

According to the FBT guidelines, 
which have come seven months 
after Finance Minister Palaniappan 
Chidambaram announced his de- 
cision to tax ESOPs in his Budget 
speech, employers are liable to pay 
this tax. But Section 115 WKA of 
the I-T Act gives employers the right 


How FBT Is Calculated 


“ESOPs hold a lot of attraction for employees 
as compared to other perks since the monetary 
benefit under stock options can be very sub- 
stantial in these times of stock market boom” 


Sanjiv Agrawal, Partner, 
Ernst & Young 


to recover FBT from employees. For 
listed companies (there are close to 
7,000), FBT will be calculated as the 
difference between the fair market 
value (FMV) and the price at which 
companies issue the ESOP to em- 
ployees. The ЕМУ is the average of 
the opening and the closing price of 
the share on the vesting date. 

To illustrate the rules, let’s as- 


Eight simple steps to work out your FBT burden. Consider this example: 

e Stock options granted on October 1, 2007 = 1,000 shares @ Rs 100 per share 

e Market price on the date of grant = Rs 200 per share = 

* Stock options vested on March 1, 2008 = 500 shares out of the 1,000 shares 

e Market price on the vesting date = Rs 500 per share — 

e Fair market value as on March 1, 2008 = 500 shares X 500 per share = Rs 2,50,000 
e Exercise price as on October 1, 2007 = 500 shares X 100 per share = Rs 50,000 

e Fringe benefit amount = Rs 2,50,000-Rs 50,000 = Rs 2,00,000 


e FBT = 33.99% of Rs 2,00,000 = Rs 67,980 
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Options Before Employees 


How you can maximise your gains 

from ESOPs. 

e Check the fine print whether employer 
or employee will bear the FBT burden 

e Keep the ESOPs for a longer period for 
higher returns from the capital market 

e Exercise the option only when you want 
money or have plans to move to other 
company 

e Avoid selling within a year to escape 
short-term capital gains tax 

e Track the market or take expert advice 
on when to exercise your option or sell 
shares in the market 


sume Dhiraj Mansukhani is an em- 
ployee in a company that has 
granted him the option of buying 
1,000 shares at Rs 100 per share 
on October 1, 2007 (See How FBT 
Is Calculated). If Mansukhani were 
to exercise his right on the vesting 
date (March 1, 2008 with each share 
priced at Rs 500), he will be liable to 
pay the FBT in March 2008, which 
works out to a whopping Rs 67,980 
plus the applicable surcharge. 

There’s another catch, though. 
If Mansukhani sells his shares in 
less than a year after allotment, he 
would have to pay short-term cap- 
ital gains tax at the rate of 10 per 
cent of the amount, which works 
out as the difference between the 
fair market value on the date of 
vesting and the actual sale price. 

Experts say despite the FBT, ESOPs 
will continue to be an attractive 
proposition vis-à-vis other perks, 
since the stock option does not have 
much impact on the profit and loss 
account of companies. So, ESOPs 
are here to stay and if you have the 
right strategy, chances are that you 
might make a killing. 
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Public issues are witnessing record oversubscriptions—and the investments are profitable too. 


HE SENSEX IS GYRATING WILDLY 
| but that has not dented the 
enthusiasm of IPO (initial 
public offering) investors, both in- 
stitutional and retail. They are busier 
than ever lapping up shares on offer. 
Take, for instance, the recent 
Religare Enterprises IPO—it was 
oversubscribed over 160 times. The 
company has priced its issue at 
Rs 185 and the scrip is expected 
to list at a premium of around 
60 per cent. "IPOs, historically, are 
perceived as under-priced, which 
explains the mad rush to subscribe 
to them. More often than not, scrips 
gain substantially on listing—pro- 
vided, of course, the pricing is 
right,” observes Prithvi Haldea, 
Managing Director, Prime Database. 
“In a bullish market,” he contin- 
ues, “no matter how aggressively 
a company prices its IPO, it is likely 
to get oversubscribed.” 

Haldea adds that a retail in- 
vestor’s appetite is driven by the 
state of the bourses. “A boom in 
the secondary market fuels a boom 
in the primary market, which leads 
many investors to opt for new issues 
on offer,” he says, Haldea says that 
the post-listing price of the scrip 
depends on how the company per- 
forms and it would be unfair to 
single out a stock based on market 


IPOs to Watch 


Company 
Reliance Power 
Emaar MGF Land 


National Hydroelectric 
Power Corporation 


Future Capital Holdings 
IRB Infrastructure Developers 


*1п Rs crore 
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How the public issues fared on listing. 





Company List date Offer price Listprice Current Listin 
S) (Rs) price (Rs) gains (9,4 
Circuit Systems Nov. 2, '07 35 42 36.95 20 
Maytas Infra Oct. 25, '07 370 480 705.50 29.73 
Saamya Biotech Oct. 19, '07 10 17.50 13.96 75 
Supreme Infra Oct. 18, '07 108 189 128.55 15 
Dhanus Technologies Oct. 17, '07 295 300.20 216,55 1.76 
Consolidated Const. Oct. 15, '07 510 801 83545 57.06 
Koutons Retail Oct. 12, '07 415 915 651.90 24.10 
Power Grid Corp. Oct. 5, '07 52 85 15410 63.46 
Kaveri Seed Comp. Oct. 4, '07 170 20115 200.70 18.32 
Dagger-Forst Oct. 1, '07 45 43 33.05 -4.44 


Current price as on Nov. 6, '07 


fluctuations. The good news for in- 
vestors: most issues delivered sub- 
stantial appreciation on listing. A 
look at the 10 recent ІРО listings in 
the last two months (see Advantage 
IPOs) shows that 80 per cent have 
delivered nearly 20 per cent or 
more returns. 

So, how and what should a retail 
investor do in the current market 
scenario? Haldea is realistic. *Most 
retail investors simply don't have 
the understanding of the industry in 


which the company operates and 
cannot comprehend the details. 
They can check out which issues 
are the most sought after by the 
qualified institutional buyers (QiBs) 
and subscribe to them." His rule-of- 
thumb is based on the fact that reg- 
ulatory provisions compel a com- 
pany to issue 50 per cent of its 
offered equity to QiBs—who only 
support IPOs which they believe are 
in sound financial health. 

TEJEESH N.S. BEHL 
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Opportunity in Energy 


The fund's fact sheet. 


OBJECTIVE: To seek capital appreciation from investments 


that benefit, directly or indirectly, from the energy sector —— 


FUND ТҮРЕ: Thematic fund 


TENURE: Closed-end for free op open- -end Wo. u 


| T ENTRY 1040: TR "m 
: MINIMUM: INVESTMENT: Rs 5 000 - 


j а EXPENSES: 6 per cent (to be amortised ov Over three years) 


BENCHMARK: BSE Oil and Gas Index 


SCHEME NAME 


| 2 Ur Long Term Advantage Fund- Growth | 

3 ВОВ Diversified Fund-Growth = 0 
4 Canara Robeco Equity Таваг 
- 5 Sundaram BNP Paribas Taxsaver- 


(Open Ended Fund)-Growth 


` EQUITY DIVERSIFIED FUND 


1 Sundaram BNP Paribas CAPEX Opportunities Fund- ү 
| . б. - k 


. Growth m 


3 ‘Sundaram BNP Paribas Select Focus-Growth - 


4 Canara Robeco Infrastructure Fund-Growth —- = E 
5 LIC Equity Fund- M 


SECTORAL FUND —— 


1 Reiano esi ийиб M 
2 UTI Thematic Infrastructure Fund-Growth — —  — 4641- 


3 Un Thematic Banking Sector Fund- Growth | PEOR 
4 Birla SunLife Basic Industries-Growth — 
5 UTI Growth Sector Fund- Services-Growth 


ма mu = yi 


4 F a India ea Fund-NSE Nifty Plan- Growth _ Е | 
3 ufi indi Fund -Growth | | 


es phn a ot Tam reme i | | T TET P 


4 JM Short Term Fund-Growth 


5 UT! Short Term Income Fun d. vd Growth PO 


DEBT (INCOME) 


1 Kotak Twin e Fund-Series ll-Growth ө зны uoc 


2 Kotak Twin Advantage Fund-Series Il-Growth 


3 Reliance Income Fund-Retail-Growth Pian. -Growth N 24.70 


4 ICICI Prudential Income Fund-Growth _ 
5 Birla Income Pius-Growth 


г 1 PRINCIPAL Monthly Income Plan Plus-Growth _ 
- 2 UTLMIS-Advantage Fund-Growth ——— _ 16404 
(3 CCI Prudential Income Multiplier Fund- Cumulative — 95 
. 4 DBS Chola Monthly Income Plan-Growth 1423 
| 8 1T india Monthly | ncome Ріап-Ріап А- Growth 


_ 1 BOB Balance Fund-Growth 
` 2 Kotak Balance-Growth _ 3028 
. 3 Reliance Regular Savings Fund-Balanced-Growth 16.18. 
< 4 Canara Robeco Balance ll-Growth = 
` 5 Escorts Balanced Fund-Growth 
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Celebrate the people who are taking 


Corporate India global. 


Its time to recognise and honour one of the reasons for India Inc.'s global evolution. 
The CFO. These men and women are revolutionising the role of CFOs across the world. 
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aspirations with knowledge and vision. HSBC and CNBC-TV18 present the CFO Awards 
2007. More than an award, it's a tribute to the global spirit of today’s CFO. 


Date: 22nd Nov. '07 
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that Indian bankers need to look at before they 
embrace the new wave. In a short span of less 

than two decades, customers of Indian banks have felt 

the positive impact of technological solutions 

implemented by both public and private sector banks. 
Today, thanks to technology a virtual menu is available 

in terms of delivery channels, with the most visible 

benefits happening in the areas of payments for retail 
transactions. Some of the most obvious manifestations of 
technology based payment solutions include smart cards, 
Automated Teller Machines, electronic based funds 
transfers, Internet banking and mobile banking. With 
technological solutions evolving 
rapidly, more new products and 
services may soon become the order of 
the day. It is important to understand 
here the technology itself will not 
develop in isolation. It will be a 
function of the environment that 
governs the growth of the banking 
sector. 

In this milieu, the first major aspect 
that needs understanding is that of 
Consolidation. Banking in India has 
evolved as a mix of various independent 
functions. Thus there are credit 
functions as a separate activity, deposit 


S ure technology beckons, but there are a few areas 




















taking as another different function, a host of payment facilities - 
each as a distinct activity, other services and so on. Experts feel 
that it is now time to look at consolidation of all these inter- 
related functions. Technology has already provided an answer 
in the form of Total Branch Automation, which has now 
given way to Core Banking Systems, and the facility of 
single-window service at branches. While this 
traditional approach towards consolidation may be 
ensuring that demanding and often time-challenged 
customers are retained by a bank, the growth of new 
clientele will, however, be related to other 
progressive measures to be taken by banks. 

An outward looking consolidation holds the 
key. Consolidation of all types of financial 
services which a customer of a bank may 
require needs to be offered by banks. While 
some steps have been taken by banks in the form 
of universal banking and the offering of related financial 
services such as insurance, tax advice, securities market 
operations, depository functions and the like, the future may 
witness alliances with service providers who may in today's 
context appear to have to relationship with traditional banking 
concepts. For example, a mobile phone user, who is a customer 
of particular service provider, may switch preferences to 
another bank if the phone company does not link its services to 
that of a particular bank with whom the user is banking with. 
Thus strategic alliances with varied service providers may 
become a necessity. 





Technology and Banking in Bank of India 


technological innovation for the past two decades. 
Innovation in technology and worldwide revolution in 
information and communication technology (ICT) emerged as 
dynamic sources of productivity growth. Now all the banks have 
adopted the Core Banking model of technology. Bank of India 
has successfully implemented Core Banking at more than 1000 
branches and now is in the process of extending this facility to 
branches in smaller cities and towns also. 
Core Banking 
The term "Core Banking" means technology enables the bank 
to take care of the day-to-day operations leaving the employees to 
do their core business i.e. banking business. The customer 
moves from being "Customer of a Branch" to being a "Customer 
of a Bank". Core Banking enables Banks to offer "AAA" - 
Anywhere, Anytime and Anyhow (through any delivery channel) 
- Services to their customers. The bank can now centralize many 
of its operations like generating statement of accounts, cheque 
book requests, back office operations like inward & outward 
clearing, opening of accounts, processing of retail loan 


T* Banking industry in India has seen waves of 


applications etc. The customer also has the choice of doing 
transactions from any of the networked branches even when he is 
in a different city than the one where his parent branch is situated. 

The technological innovation like data warehouses and call 
centres allow serving the needs of the customer through Customer 
Relationship Management (CRM). Today customer is the king 
and the market forces being in favour of the customer, the 
organisations the provide innovative products based on the needs 
of the customers are going to be the winners. 
Delivery Channels 

The banks offer products and services to their customers 
through various delivery channels such as Branch Banking. 
ATMs, Internet Banking, Mobile Banking, etc. CBS has helped in 


launching new products and services quite easily. Migrating toa « 


centralized system has improved efficiency, availability and 
convenience of banking. Online banking (or Internet banking) is 
a term used for performing transactions, payments, view balance 
and statements etc. over the Internet through a secure website. 
This allows customers to do their banking outside of bank hours 
and from anywhere where Internet access is available. Internet 








Internet Banking гот Bank of India 


Banking now possible from anywhere, anytime. 


e Account information e Fund transfers e Remittances from abroad 
e Payments for Utility Bills, Taxes, Insurance Premium & DGFT 
e E-corporate for all transactions including Trade Finance 


Presenting Bank of India's easy-to-use internet banking service. You'll be pleasantly surprised to see how 
much time you save and feel equally pampered by the many services you have access to. For further details 
visit our website www.bankofindia.co.in 
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to its customers; these include fund transfer, Bill payments, and other 
payments like Life Insurance, Booking of air & rail tickets, taxes etc. 
Today with the kind of Banking facilities / delivery channels standing 
in long queues for these purposes is past history. 
Smart Cards 

A smart card, chip card, or integrated circuit card (ICC), is defined 
as any pocket-sized card with embedded integrated circuits which can 
process information. Smart cards provide a means of effecting business 
transactions in a flexible, secure way with minimal human intervention 
and in a standard way. 
IT initiatives in Rural areas 

Over the years, banks have spread the wings of IT into Rural areas 
also. There has also been a substantial increase in the understanding and 
purchasing power of rural communities. In order to cope up with the 
poor power situation, banks have become very innovative. There are 
branches which are running on solar power. Many banks are also 
_ thinking of implementing ATM facility in Rural Branches also. With the 
` advent and development in telecom sector Banks are on the threshold 
of networking too. These vary from simple dial-up Internet 
. connectivity to mobile wireless form of networking. 
Financial Inclusion 


Financial inclusion is delivery of banking services at an affordable 


. Cost to the sections of disadvantaged and low income group. Reserve 
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bank of India has issued guidelines to the member Banks regarding t 
delivery channel, with the main objective being banking services rea 
the remotest rural population or locations, which are deprived 
affordable banking services. Banks with the use of innovation a 
technology have initiated on pilot basis to deliver secured, convenit 
and affordable banking services by use of Smart / Contactless card 
POS (Point-of-Sale) devices, Biometric devices etc. to these financia 
excluded people (FEP). 
Future of Indian Banking 
As foreseen, the future would be or is "Universal technolo 
coupled Banking" on account of convergence of banking a 
technology. Technological convergence points to the way technologi 
are increasingly converging into one. This can already be seen worki 
with networked /shared ATMs, inter-bank remittance facilities throu 
RTGS/NEFT and other similar services. The trend is towards Softwa 
as a service (SaaS). SaaS is a software application delivery model whe 
a software vendor develops a web-native software application and ho: 
and operates the application for use by its customers over the Intern 
Service oriented architecture (SOA) that relies on service-orientatic 
which uses loosely coupled services to support the requirements 
business and users as its fundamental design principle. 
P.A.Kalyanasund: 
General Manager, Bank of Ind 
Information Technology Departmer 





IT Initiatives at Union Bank of India 


usiness, be it enabling business, managing business growth or 


T business, technology plays a key role in all spectrum of 
b 
anaging risks. Union Bank of India has embraced technology to 


. remain competitive in business. In this endeavor, Union Bank partners 


| 
| 


. with IBM to centralise Its Pan India Branches. IBM's infrastructure 


management solutions centralize business applications of 2274 branches 


_ = enables Union Bank to enhance operational agility for future growth. 


t 
i 


In the pursuit of technology implementation, Union Bank won the 


. award for the "Best IT User" instituted by NASSCOM in the BFSI 
. sector in the month of June 2007. In order to leverage and strengthen its 
_ business units with the help of technology implementation, Union Bank 
of India has centralized its customer database and deployed many 


j 


cutting edge solutions around it to provide customer services. 

Core Banking Solution (CBS): Union Bank of India has put in place 
the server and storage system infrastructure with a focus to centralise 
. Bank's extensive branch network across India including those in rural 


areas. As a result the Bank is today one of the few banks in India that 


` has implemented a fully integrated, centralised banking architecture to 


` offer banking services anywhere, anytime across all branches. 


` Delivery Channels: Bank started ATMs, Internet banking and Tele- 
banking as alternative electronic delivery channels for providing anywhere 
and anytime banking services to its customers. Bank is having its own 
_ ATM network of around 1000 ATMs and with the sharing arrangements 


entered into, Bank's customers can access more than 18000 ATMs across 
the country. Apart from the regular banking services, Bank is offering the 
. following value added services through its delivery channels. 


i. Booking of Railway and Indian Airlines tickets 

ii. Booking of Sub-urban season tickets at Mumbai 

iii. Tax Payments (Service tax, Excise, Customs. all direct taxes) 
iv. Utility bill payment 

v. Trading of shares 


Integrated Lending Automation Package: Union Bank is the first 


bank to start an integrated package for Lending Automation. It h 
different modules starting from loan origination, processing, rating 
scoring to help Basel II implementation, credit monitoring, NI 
management and above all Management Information - which a 
integrated with many workflows built-in to provide an end-to-e1 
solution for credit related matters. 

Management Information Systems: Bank is in the process of settir 
up robust system for MIS. This system will regularly collate varioi 
data from different systems in use at the Bank, process and analyze tl 
same, and provide a unified view to the end users. The system will he 
in providing information as per the user defined formats for meeting tl 
regulatory requirements, decision support and also as controlling ar 
monitoring mechanism. Bank is in the process of selecting a suitab 
software solution and it is expected that the system will be in place 
end March 2008. 

Document Management System: In its pursuit of moving towar 
paperless office, Bank is examining and identifying the processes at tl 
branch and administrative office levels, which can be automated usir 
imaging and workflow techniques. This will reduce workload at th 
branch leve! and free the branch users for attending to customer centr 
tasks. 

Call Centre/Customer Care Centre: Bank is setting up its own ca 
centre / customer care centre. The call centre, apart from attending 1 
the inquiries of present and prospective customers, will also attend t 
the complaints and help redressing the customer grievances in fast 
manner. The call centre will also be eventually used for supporting tele 
marketing efforts. 

Web server facility at Pune: Bank has set up a web server at its MICI 
CPC Pune and providing the clearing data and ECS data to the membe 
banks. This helped in reducing the ECS cycle from T+5 to T+2. Unio 
Bank is the only bank apart from RBI providing the clearing dat 
through web server. 
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MANAGING ACROSS CULTURES 





Building Bridges 


As India Inc. racks up acquisitions overseas, it’s come square up 
against a new challenge: managing across cultures. Here’s how 
industry vanguards are dealing with it. KAPIL BAJA] 


BA large Indian IT company, after 
acquiring a much older but small 
European firm, sought to elimi- 
nate the secretarial staff support 
customarily provided to some of 
the senior executives at the ac- 
quired company, causing serious 
resentment among those affected. 
The HR experts attribute the prob- 
lem to generational gap between 
people at Indian Ir companies and 
those at European IT companies. 
(Average age of Indian IT workers is 
much lower than that of European 
IT workers.) 


@ When some non-Indian Infosys 
workers, freshly recruited and posted 
in India, had some difficulty with 
food, a chef was brought in to cook 
for them. The Bangalore-based Ir 
major also provides services like 
repatriation of money for its for- 
eign employees. 


@ Since acquiring Infocrossing, the 
US-based IT infrastructure manage- 
ment company, in August 2007, 
Wipro continues to bring 
Infocrossing’s 950 employees in 
batches of 25-30 for detailed in- 
duction at its centres in India. 


ambitious corporations build- 

ing trans-border businesses, 
which is an area where sense, sen- 
sitivity and sobriety count the 
most? It’s also an area where hard- 
nosed corporate strategists wrack 
their brains, comprehending ab- 
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stract concepts like ‘culture’ and 
‘values’. If people management is 
your answer, you've guessed it 
right because HR managers at India 
Inc., dealing with their increas- 
ingly multinational and multicul- 
tural workforce, think so too. 
"Manageability of workforce 


DEEPAK G. PAWAR 


Pratik Kumar/ 

Executive Vice President (HRY/ Wipro Ltd — 
“In our subsidiaries, we need to 
‘contextualise’ our HR practices” 





SHEKHAR GHOSH 


and other HR issues are an extremely 
important consideration in making 
a decision to set up foreign opera- 
tions. In the due diligence for a 
possible foreign acquisition, for ex- 
ample, the role of the HR depart- 
ment is to provide critical inputs 
about the existing local workforce 





Piyush Mehta/ 


-e o ne س‎ wee 


“Cross-cultural communication is 
inbuilt in the BPO environment” 


Cultural issues аге a part of the complexities — 








AMIT KUMAR 


and the labour market,” says Rajeev 
Dubey, President (HR & Corporate 
Services), Mahindra & Mahindra. 
After an acquisition, M&M is pri- 
marily concerned with talent man- 
agement at the top; beyond that it 
will not interfere with local work 
culture and HR practices, he adds. 

Sunit Sinha, Principal and M&A 
Consulting Business Leader, 
Mercer, says most Indian compa- 
nies going global have adopted the 
strategy of ‘not rocking the boat’ at 
their newly acquired foreign op- 
erations—aside from putting in 
place a few people whose job 
would be to facilitate the integra- 
tion. “Indian companies have been 
wise enough to listen and learn 
from the people at their foreign 
operations and not interfere too 
much with the local HR policies 
and practices, but, on the flip side, 
they often do very little to enable 
better people integration,” he says. 

So, what have Indians learnt 
in managing their increasingly 
multinational workforce and 
what does effective people inte- 
gration entail? 


sins E EO бай TUQUE i tsi. 


“Manageability of workforce and other HR issues are an extremely important 
consideration in making a decision to set up foreign operations” 


Fostering Trust 
Santrupt Misra, Director (HR and 
IT), Aditya Birla Group, says win- 
ning the trust of people in a foreign 
land is the first challenge a company 
faces when it sets up a new business 
abroad or acquires an old one. 
“There is always a test of credibility 
that a foreign-promoted employer 
has to pass with its words and deeds 
and that takes a while. It also means 
that you need to make the effort to 
understand the local culture and 
ways of working,” he says. 

The Aditya Birla Group has a to- 
tal workforce of more than 100,000 
that includes about 27,000 people 
from 30 non-Indian nationalities. 

In the case of foreign acquisi- 
tions, there is inevitably an appre- 
hension among the local workforce 
about job cuts or any other kind 
of disruptive restructuring, points 
out Dubey, recalling Mahindra’s 
experience of acquiring forgings 
businesses in Germany where “there 
was definitely a very serious concern 
about restructuring”. “We had to 
take a lot of pains, through our 
German management, to alleviate 





the apprehensions of the trade 
unions and in making our inten- 
tions clear. Today, our German 
businesses are growing faster than 
before as part of the Mahindra 
Group,” he adds. 

S. Padmanabhan, Executive 
Director and Head (Global Human 
Resource Development), Tata 
Consultancy Services (TCS), where 
8.5 per cent of 104,000 people be- 
long to non-Indian nationalities, 
says sensitivity to local laws and 
customs and reliance on local talent 
go a long way in faster establishment 
of trust with the workforce. “It’s 
important for people-intensive busi- 
nesses like TCS’ to build local “HR 
networks’, which include the local 
HR team and all those who will act 
as a bridge between the company 
and the skills that are available in the 
job market. In the us, for example, 
50 per cent of our HR team consists 
of local professionals,” he says. 

For many Indian companies, 
building the brand as a reliable em- 
ployer becomes important, espe- 
cially in territories where India as a 
country suffers from a negative 


- of doing business across borders — 
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image or the company in question is 
little known, points out Sinha. 

“A hugely trusted Indian com- 
pany, bidding for some assets in 
South Korea, made the disturbing 
discovery, through a survey, that 
the employees of the targeted or- 
ganisation ranked it lowest among 
the 17 companies from different 
countries as potentially desirable 
employers. So, Indian companies 
could be swimming against the tide 
in certain geographies if they do 
not become aware of negative per- 
ceptions about them or their coun- 
try,” he says. 

A lack of sufficient brand visi- 
bility could result, at the very least, 
in reduced ability of a company to 
recruit and retain employees. 


Centralise or Decentralise? 
Indian companies building global 
businesses have also been grappling 





with the question: How much uni- 
formity and standardisation in HR 
policies and practices across sub- 
sidiaries is desirable? 

“Uniformity per se is not desir- 
able, but it’s desirable in some ini- 
tiatives like quality, business review 
process, and certain HR metrics. In 
our subsidiaries in different coun- 
tries, we need to ‘contextualise’ our 
HR practices rather than try to create 
artificial uniformity,” says Pratik 
Kumar, Executive Vice President 
(Human Resources), Wipro Ltd, 
whose 25 per cent of foreign work- 
force in IT services is made up of 
people of non-Indian nationalities. 

For example, in certain 
European countries, hiring is done 
in line with the ‘employment at 
will’ principle (which means the 
employee or the employer can 
terminate the relationship any 
time with no liability if there 








A Prescription for Change 


R REDDY'S, IN THE LAST ONE YEAR, HAS HAD TO SHIP SIX CATS 
from the US to India because the wife of one of the 





was no contract for a definite 
term), he adds. 

Infosys, another transnational 
IT player, has sought to standardise 
HR policies and practices across its 
cross-border subsidiaries but does al- 
low certain amount of flexibility in 
complying with the labour laws per- 
taining to a particular country, says 
Somnath Baishya, Head (Global 
Entry Level Hiring & Campus 
Relations), Infosys. 

While Padmanabhan says TCS 
has a ‘common framework’ in 
terms of HR policy and practices, it 
inevitably gets localised in line with 
country-specific requirements. “For 
example, your vacation policy, re- 
tirement and housing policies will 
have to respond to local condi- 
tions; they can’t be the same across 
subsidiaries,” he adds. 

Most Indian companies with 
multinational operations, however, 





senior executives could not afford to leave the pets behind 
while relocating to India. Not just that, the company helped 
the lady, an American, also find a job where she could 
work once the family relocates to India. “I think we need to 
be flexible. We need to understand what people need and be 
willing to make our systems flexible enough to absorb 
them," says G.V. Prasad, Vice-Chairman and CEO, 
Dr Reddy's Laboratories. 

The last one year has been a significant one for Dr 
Reddy's because of its business ramp-up—from around 
$500-odd million (Rs 2,000-odd crore) to over $1.5 billion 
(Rs 6,000 crore). It has had to integrate two very significant 
acquisitions: One in Mexico with about 300 employees and 
the other in Germany also with about 350-odd employees. 
"Integrating these global companies into our culture was a great 
experience and helped bring in more diversity into our 
organisation," says Prasad. 

What's more, while going global, the company has been 
able to retain employee loyalty. Says Prasad: "In these ac- 
quisitions, we have retained the talent and have not lost a sin- 
gle person whom we had wanted to retain and we have not 
had any loyalty bonus, golden handcuffs or anything special 
to retain them." 
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Sunit Sinha/ Principal and M&A Consulting 
“Indian firms often do very little to 


enable better people integration” 


have group HR philosophy that 
flows down to all the subsidiaries. 

Dubey says Mahindra derives 
what it calls ‘group human re- 
sources’ from the top three layers of 
management across all subsidiaries 
engaged in different businesses. 
“People from group resources are 
invited to India to receive induc- 
tion in Mahindra ways and core 
values and are transferable across 
countries. That also results in opti- 
mal use of our international talent.” 

Most companies also tend to 
put in place across subsidiaries a 
common IT system that supports a 
number of HR functions like payroll 
accounting, leave management, 
travel management, and perform- 
ance management. 


Cultural Cross-currents 

Piyush Mehta, Senior Vice President 
(HR), Genpact, an NYSE-listed BPO 
company whose 32,000 employees 
work from eight countries, some- 
times in considerably multicultural 
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Santrupt Misra/ 
Director (HR and IT)/ Aditya Birla Group 


"There's a test of credibility that a for- 


eign-promoted employer has to pass” 


environments, says cultural issues 
such as difference in languages are a 
part of the complexities of doing 
business across borders. 

"BPO industry has been unique 
in that it successfully challenged the 
notion that certain services can only 
be provided within borders. So 
cross-cultural communication is in- 
built in the BPO environment and is 
based on sensitivity to other cul- 
tures," he says. 

Misra says different languages 
and food habits do present chal- 
lenges to those who need to go and 
work overseas. “At an acquired 
business in North America, you 
may find that local workers have 
never worked with anyone other 
than North Americans. Even if you 
can speak English, there are diffi- 
culties in communication due to 
difference in pronunciation, into- 
nation and phraseology. Similarly, 
an Indian working in China may 
get offended by the extreme form of 
non-vegetarian food that some 





$. Padmanabhan/ Executive Director and Head 
(Global Human Resource Development)/ TCS 
"It's important for people-intensive 
businesses to build local HR networks" 


Chinese eat," he says. 

Kumar says India's own mind- 
boggling variety of cultures and 
their inclusiveness make Indians 
eminently capable of surmounting 
the cross-cultural issues they face 
in foreign geographies or multi-na- 
tional workplaces. 

Adds Baishya: *Language and 
cultural differences are not some- 
thing that obstructs Infosys' ex- 
pansion plans. We have set up op- 
erations in Mexico and China, 
which are non-English speaking 
countries, as well by training our 
workforce in the local language 
and culture." 

Padmanabhan says the key com- 
petency of his company has been to 
manage scale, not an increasingly 
multinational workforce, which can 
be handled by hiring locally and 
delegating work. 

To put it in plain words: Do 
what you can do best and let others 
do the rest for you. After all, it's all 
in a day's work. 
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. Demand for quantity surveyors is on the rise. 


T'S TIME TO SIZE UP ANOTHER BIG OPPORTUNITY. THE 

unprecedented real estate boom has resulted in a 
25-30 per cent increase in jobs for quantity surveyors. 
These surveyors estimate and monitor construction 
costs of major building and construction projects as con- 
sultants to the owner—from the feasibility stage of a 
project through to the completion of the construc- 
tion period. Says Dheeraj Singh, Country Head, 
DLF Laing O'Rourke India: “A quantity surveyor should 
be conversant with technical building and engineering 
aspects of construction as well as commercial aspects re- 
lated to contracts." As decisions involving large sums of 
money are often made using information produced by 
quantity surveyors, they must be accurate in all as- 
pects of their work, he adds. m 
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An all-woman rally was one among the 50 protests against the proposed Chamalapur project 








Power Struggle 


Karnataka has hit a ‘green’ hurdle; environmentalists are vociferously 
protesting its last few mega power projects. RAHUL SACHITANAND 


NOVEMBER 5, 2007 


Chamalapur, South Karnataka 


HERE ARE FEW SIGNS TO 
let passers-by know 
that this village, some 
80 km from Mysore in 
southern Karnataka, is 
at the centre of a raging dispute be- 
tween environmentalists and the 
government over a proposed 500 
MW power project. A typical small 
village in rural Karnataka, 
Chamalapur is a settlement of 
mud-walled houses with tiled, 
sloped roofs; its villagers almost 
exclusively dependent on agricul- 
ture. For the record, Chamalapur 
gets electricity for six hours a day 
(when it gets lucky) and often 
makes do with much less. 
Despite Chamalapur’s outward 
insignificant appearance, there are 
several factors that have made it 
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the ideal theoretical location for 
the state’s next thermal power proj- 
ect. The land here is semi-arid and 
even fallow, according to govern- 
ment officials; there are three fresh 
water bodies near the proposed lo- 
cation and there’s a railhead rea- 
sonably close by. A perfect setting 
for the project? 

Not quite, if the opponents of 
the project are to be believed. The 
500 Mw project will pollute ground- 
water, affect the air in the area and 
may harm neighbouring forests, 
says the green brigade. 

For the moment, however, there 
are few discernible signs of im- 
pending Armageddon, as one can 
see marginal farmers continuing 
with their daily routine, of tilling 
their half-to-one-acre properties, 
growing millets, sugarcane and an in- 
digenous form of leafy vegetables. 
No reverberations whatsoever of 





the blizzard of recent protests. 
This, however, is not the first 
power project that seems to have 
tripped. Already, the state govern- 
ment has been left desperately 
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Police chase protesters away 
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searching for alternatives, as three 
projects on the west coast ran 
aground in the face of intense pres- 
sure from environmentalists. First, 
GMR’s floating barge-mounted power 
plant at Tanir Bhavi was shipped 
out; then Nagarjuna’s unit (near 
Mangalore) ran afoul of warring 
greens and then, perhaps most crit- 
ically, the Rs 15,000-crore, 4,000 
MW super thermal power plant at 
Tadri (by the Power Finance 
Corporation), too, ran aground. 
While these projects faced the greens’ 
ire for being located in ecologically- 
sensitive areas and for potentially 
displacing up to 20,000 people, their 
latest salvo on Chamalapur has the 
state government worried enough 
to scrap tenders and put the project 
in cold storage. 

Despite the government's step- 
down over the last few days, ac- 
tivists led by the likes of the 
Association of Concerned and 
Informed Citizens of Mysore 
(ACICM) haven't let up as yet, as they 
continue to press the administra- 
tion to scrap the project. “There 
are many reasons to abandon this 
project; the location is environ- 
mentally unsuitable, economically 
unviable and socially unworkable,” 
M. Lakshmanna, Convenor of 
ACICM, tells this writer in Mysore. 
“We expect at least 5,000 families 
to be affected by this project,” says 
Lakshmanna. 

Probably convinced of this 
logic, an assortment of some 5,000 
villagers, greens and politicos de- 
scended on Chamalapur in mid- 
September, to take part in a mas- 
sive protest rally against the pro- 
posed plant. Their grouse: the unit 
will affect groundwater in the re- 
gion and damage standing crops 
in the process, thus affecting the lo- 
cal economy. “We have lived off 
this soil for generations and they 
can’t snatch away our livelihood 
overnight,” says Ajay, a resident 
of Chamalapur. 

The brouhaha over the proj- 
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Activists argue the proposed 
plant will render the land fallow (above) 
A protester at Chamalapur (right) 


ect comes at a time when 
Karnataka is clawing its way up 
the economic order, becoming the 
third-most popular destination for 
foreign direct investment (FDI) in 
the country and its gross domestic 
product (GDP) is growing at nearly 
10 per cent. In terms of per capita 
income, the state stands at sixth 
place overall. 

Currently, Karnataka obtains 
around 70 per cent of its power 
capacity from hydro-electric 
sources and is hobbled by the va- 
garies of the monsoon as it seeks 
to feed burgeoning industries. At 
the same time, Raichur Thermal 
Power Station, the state's largest 
project, has been stretched to its 
limit with the addition of an eighth 
unit. Hence, the state has been 
looking around frantically to bol- 
ster its exiting capacity. 

However, industries in 
Karnataka, especially in the state 
capital, Bangalore, believe that the 
government needs to take concrete 
steps to solve the almost perennial 
power crisis in the state. “Power 
capacity needs to be enhanced dras- 
tically and we need to look at eq- 





uitable solutions to plug the gap," 
says Ananth Koppar, serial tech- 
nology entrepreneur and former 
president of the Bangalore Chamber 
of Industry and Commerce (BCIC), a 
local industry body. 

Advocates of the Chamalapur 
project argue that the environ- 
mental impact may be blown out of 
proportion, since the region is at 
best semi-arid and technology used 
in chimney stacks and other pollu- 
tion control mechanisms has impr- 
oved over the last few years. 

While neighbouring states such as 
Tamil Nadu have prospered by attr- 
acting many Old and New Economy 
projects, Karnataka will have to 
quickly sort out its power situation if 
It is to maintain its place as a pref- 
erred industrial destination. 8 
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A Long Way Home 


India's Silicon Valley runs into a peculiar problem—IT couples, among others, are 
queuing up for adoption, but there are no kids at agencies. K.R. BALASUBRAMANYAM 


HEN DR ALOMA 
Lobo, a paediatri- 
cian in Bangalore, 
decided to adopt 
her first daughter 
28 years ago, it took her no time to 
bring Trishia home. In the next 20 
years, she adopted two more daugh- 
ters, Lee and Nisha. Dr Lobo had it 
fairly easy, with children aplenty 
and adopters few. 

Call it a new phenomenon from 
the IT capital of India. Wannabe 
parents, especially rr professionals, 
are embracing adoption with un- 
matched zeal. Sample the numbers. 
While 68 adoptions took place 
in Bangalore during the last 10 
months, about 10 times that 























number of couples—many in their 
mid-30s—are waiting patiently at 
the doors of adoption agencies. The 
number of aspiring couples is even 
higher; some of them have failed to 
register themselves as they do not 
meet some eligibility criteria or the 
other. The largest chunk of these 
wannabe parents is IT professionals, 
followed distantly by doctors. That's 
hardly surprisingly for a city of 
1,000-plus rr and BPO companies 
with over 300,000 professionals, 
translating to 5 per cent of the city's 
population. 


All They Want 
So huge is the de- 
mand for adopted 
children that 
some agencies in 

Bangalore are 
\ not registering 
‘any new 
Ww prospective 


{ 
\ 


U 


parents till the waiting list eases. 
"We are facing tough competition," 
says Srinivasan Swaminathan, 35, a 
software engineer with Samsung 
Electronics. He is not talking about 
work: Swaminathan and his wife 
Shyamala, 33, registered for a baby 
boy in June this vear, and are still 
waiting for their bundle of joy. *We 
want a companion in our family to 
shape our lives," says the couple. 
However, not all the requests 
are from childless couples, though a 
good number of them are. Many 
couples desire to limit biological 
children to one, and adopt the sec- 
ond. The adoption agencies, how- 
ever, first meet requests from mar- 
ried couples without a child before 
considering others. The law allows 
even single parents to adopt, but 
they barely stand a chance in 
Bangalore. “Our priority is childless 
couples for now,” says Sumangala 
Angadi, Assistant Manager with 
Mathruchhaya, an adoption agency 
run by Canara Bank Relief & 
Welfare Society. This, however, is 


Their second chance: 
After adopting Maanasi, M. 
Dinesh (Reliance Comm.) and 
Krupalini (Cisco) have decided to 
adopt their second child as well 





not the norm as the aim is to find 
the best family—childless or other- 
wise—for a particular child. At 
Mathruchhaya itself, 30-оаа cou- 
ples are waiting, while Adoption 
Coordinating Agency-Karnataka 
(ACA-Karnataka) has a long wait- 
list of 95. On how these agencies 
get these children for adoption, 
Angadi says: “They are either from 
unwed mothers, or abandoned.” 
These children are kept in child- 
care centres till they are legally 
given for adoption. 


The Tie That Binds 

The trend, interestingly, is a far cry 
from the days when childless cou- 
ples preferred kids from within their 
family circle—children of siblings or 
of close relatives. These days even 
those who already have children 
or can become biological parents, 
are increasingly seeking adoption. 
Dr Lobo, perhaps, is among the 
first to set off this trend. She is a 
proud mother of six children— 
three biological and three adopted. 





A family thing: Ravi 
Shankar (Aztec), and 
Ranjini with Rachitha, 
who brought with her a 
happy coincidence 


All her adopted children are daugh- 
ters—the youngest being seven 
years. Trishia, the eldest among her 
adopted children, is married to AOI 
engineer Sandeep Milar and lives in 
Washington, D.C. 

For M. Dinesh, 33, and Kru- 
palini, 34, the experience of adopt- 
ing Maanasi has been so emotionally 
rewarding that the couple has alto- 
gether abandoned their plans to have 
a biological child. Says Dinesh, who 
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works for Reliance Commu- 
nications: "After seeing Maanasi, 
we have decided to have our second 
child also through adoption." 
Krupalini, who's with Cisco Systems, 
concurs as their two-year-old play- 
fully hovers around. 

Some adoption experiences are 
laced with happy coincidences as 
is the case with two tiny girls Pallabi 
and Rachitha—both two years old. 
Shankar Debnath, 33, and Sudipta, 
32, had named their daughter 
Pallabi much before she landed in 
their home in January this year. 
When they visited an adoption 
centre in Hosur, Tamil Nadu, they 
found a three-month-old kid, al- 
ready named Pallabi. “God had 
named her for us. If not me, my 
Pallabi would have got any other 
mother. But it is a great feeling for 
me to be her mother,” says Sudipta 
in a voice tinged with emotion. 
Pallabi spends most of her time 


A. VAR | 





Lookin’ for a kiddie cure: Srinivasan 
Swaminathan (Samsung Electronics) 


Î and Shyamala have been ‘waiting 


parents’ for five months now 


with her grandparents as both the 
parents are busy software engi- 
neers—Shankar works for Texas 
Instruments and Sudipta for Aricent 
Technologies. 

Rachitha is the reason for double 
celebration for Ranjini, 34, and 
Ravi Shankar, 39, who is employed 
with Aztec Software. She shares her 
birthday, October 20, with her par- 
ents’ wedding anniversary. 

So what explains the sudden 
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rush for adoption, especially 
among the IT professionals? “Incr- 
eased awareness primarily and 
rising income levels,” explains Dr 
Lobo, who is the immediate past 
chairperson of Central Adoption 
Resource Agency (CARA), a Gover- 
nment of India entity. At pres- 
ent, she heads ACA—the umbrella 
organisation for all adoptions in 
Karnataka. The most important 
ingredient, according to her, is 
relationship. “Adopting a child 
is worth the experience. It is not 
biology that makes a family, but 
relationship," says the lady, whose 
Penguin Guide to Adoption in 
India is a ready reckoner on the 
subject. 

Though Dr Lobo does not sin- 
gle out IT couples (in fact, adoption 
agencies don't profile parents by 
profession), she says they account 
for the highest number of adop- 
tions in view of their rising family 
incomes. 


Happy Endings? 
As heartening a trend it may be, 
adoption is not without its oddi- 
ties in India. Despite the rush, there 
are few takers for children with 
special needs, though foreigners 
readily adopt such children from 
India. Figures provided by CARA 
Secretary Yashpal Dabas reveal that 
between one-third to half of all legal 
adoptions in India are inter-country. 
Says Dr Lobo: “There are 
hardly any families keen to take 
older children or sibling groups 


or children with special 2 


3 А 


A long process: Shan«ar 
Debnath, (Texas Instruments) 
and Sudipta, (Aricent 
Tech.) with Pallabi. The 
couple had to wait for 16 
months for Pallabi's birth 
certificate 


needs." She wants prospective par- 
ents to be open to taking children 
with special needs. *These children 
are as deserving of a family as any 
other child. They are, in fact, in 
greater need of a family," she says, 
adding that families in the us and 
Europe adopt them the most. 

The concerns do not end here. 
The adoption volunteers anxiously 
talk about couples walking away 
with children from private nursing 
homes or government hospitals, 
where unwed mothers have deliv- 
ered. Dr Lobo warns against such 
methods: "It is not adoption at all. 
It is taking a child illegally. Such 
children will have no legal safe- 
guards and will face problems in 
future." The adoption laws, for in- 
stance, confer as much rights, in- 
cluding inheritance in family prop- 
erty, on adopted children as on bi- 
ological children. 

Those working for adoption 
urge some changes in procedure. 
Canara Bank Relief & Welfare 
Society Secretary P. Aravinda Rao 
suggests that the practice of unwed 
mothers having to appear 
before the Child 
Welfare 

















Committee to formally relinquish 
her child should end. Instead, a 
committee member can visit her 
and take care of the formalities. 
The courts, too, can do their bit to 
speed up adoption procedures. 

Ravi Shankar and Ranjini re- 
count the tiring court procedures 
they went through just to get 
Rachitha's birth certificate. After a 
civil court cleared the adoption, 
they had to approach a magistrate's 
court to get the birth certificate. “I 
had to apply for leave each time | at- 
tended the court and stood in the 
midst of criminals. Believe me, | 
got her birth certificate only this 
May, eight months after adoption,” 
he says. Shankar, too, got Pallabi's 
birth certificate only in August, 16 
months after adoption. Most such 
parents are in favour of a civil court 
clearing all procedures. 

Till that happens, the wannabe 
parents are all too willing to bear 
the ‘birth pangs’ of having a 

soul child. ш 
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The Beach 





KUSHAN MITRA snagged an invite to attend the 
last leg of the Kingfisher calendar shoot in the 
Andaman islands. Lucky man! 


[ WAS A SIMPLE QUESTION REALLY, 

though the answer wasn’t that 

easy. The pre-Diwali weekend 
was about to start, cards and alco- 
hol would flow in the capital’s posh 
farm-houses. But there really could 
be only one answer, no matter how 
much one contemplated. And so 
the next I knew, I was boarding a 
Kingfisher Airlines flight to 
Chennai, in order to catch another 
flight to Port Blair in the Andaman 


islands on the south-eastern tip of 


this republic. 

But what was the question, you 
ask. Well, one of Vijay Mallya’s 
colleagues asked if this magazine 
would like to go and attend the 
last phase of the 2008 Kingfisher 
calendar shoot with ace photogra- 
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pher Atul Kasbekar and some very 
good-looking girls, out in the 
Andamans. Pretty silly question re- 
ally. And I came very close to grab- 
bing the editor’s feet, pleading with 
him to send me. But soon, to my 
horror, I found out that the 
‘Incredible India’ campaign put out 
by the Ministry of Tourism, for- 
got to mention how incredibly te- 
dious (not to mention expensive) it 
is to get to some of the more beau- 
tiful parts of the country. 

From Port Blair, getting to 
Havelock Island, where the shoot 
was taking place, involved a two- 
hour ferry ride to follow-up the 
four-and-a-half hours of flying and a 
night-long vigil at Chennai airport. 

The adventure didn’t end there. 


MAK 
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GRAPHS BY 
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Ace Shot: Atul Kasbekar gets one of 
the models ready for a shoot 


Once at Havelock Island, where 
90 per cent of the population is 
Bengali, the journey involved taking 
a taxi determined to rip-off tourists, 
to Radhanagar beach where the 
shoot was happening. But, once 
there, even though the sun was set- 


ting, (“perils of one time zone”, 
said Kasbekar), things started mov- 
ing fast. 

Kasbekar, however, was not too 
excited at seeing the bikini clad 
models. The former student of 
Chemical Technology from 
Mumbai University, Kasbekar still 
maintains that he wandered into 
photography and seeing girls in 
skimpy clothes is no incentive. “If 
you have seen one you have seen 
them all, " he laughed. 

The models for the shoot were 
jumping around in two-piece swim- 
suits, but Vijay Mallya, flamboyant 
liquor baron, airline boss and 
Formula One team-owner—took 
the spotlight, riding the waves on 
the beach with aplomb. Textile 
magnate Gautam Singhania was 
also there, ostensibly to discuss the 
logistics of setting up the fan club 
for Mallya's Force India F1 team, 
but hardly any discussions happened 
on that front. 

This will be the sixth Kingfisher 
Calendar, and Mallya sees the cal- 
endar as a tremendous avenue to 
launch careers and showcase Indian 
beauty and fashion. But this was 
the first time that the calendar was 
being shot in India. *Before any- 
body asked me why we had not 
done a calendar in India yet, we 
did one,” Mallya pointed out. “The 
calendar can take a face and make it 
very famous. Deepika (Padukone) 
was known before she did the cal- 
endar, but after the calendar, she has 
become a supermodel and now 
hopefully a Bollywood superstar.” 
Mallya is particularly proud that 
the calendar has twice been voted 
the ‘best’ in the world, and says: 
“I would like to keep it that way." 

Of course, shooting it in a vast 
country like India made the shoot a 
logistical nightmare, spread over 
22 days at various locations in- 
cluding Ladakh and Goa (swim- 
suits in Ladakh?). The last phase 
in the islands was delayed because 
Mallya wanted to attend them. 





Good Times: (Above) Vijay Mallya relaxes on board the Kalizma, one of his three 
yachts; and the models on the way back to Port Blair on board a 'Dinghy'. 


Monikangana Dutta, one of the 
girls modelling for the shoot, was 
obviously enjoving herself. *It is 
great to be involved with a brand 
such as the Kingfisher calendar, but 
the shoots are a bit exhausting," 
she said. 

The rest of the girls were having 
an equally fun time, but as Kasbekar 
pointed out, the guys behind the 
camera do most of the ‘grunt work’. 
So to relieve tension, the crew 
played practical jokes on the mod- 
els. *During the Ladakh shoot, we 
convinced some of the girls that 
they use a different currency in 
Ladakh, and well, they fell for it," a 
crew member quipped on the jour- 
ney back, before adding, “It was 
Atul's idea." 

Before we had to leave the island 
paradise for the long haul back to 
the capital, Mallya invited us on 


board the ‘Kalizma’, which had 
come to the Andamans. “I am really 
glad they chose this place to shoot," 
he said, “People travel all over the 
world, but some of the most beau- 
tiful places are in our own country.” 
And just like that, he decided to 
extend his trip by a couple of days. 
Why? “I think I would like to spend 
Diwali here," was his simple reply. 

You can do certain things if you 
own your own yacht (or three), but 
then again, this is Vijay Mallya we 
are talking about. “I want to change, 
I want to go to sleep before mid- 
night and get up early in the morn- 
ing," he said, making quite a gen- 
uine face. This reporter could not 
help but smile, and he was not 
alone. *No, I will do it, vou will 
see," he insisted. Still, one really 
doubts if the night sky is about to 
lose one of its favourite sons. 
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bt printed circuit 


Loud, But We Want the Games ` 


The N81 has arrived, N-Gage sadly has not. 


HE N-GAGE GAMING DEVICES FROM 

Nokia were never bad. The prob- 

lem was that the N-Gage phone 
was a bit difficult to use and that nega- 
tivity rubbed off on its successor the N- 
Gage QD, which actually was a very decent 
phone for the price, back in 2004. 

Now, therefore, Nokia is bringing 
back N-Gage to the Indian market, and 
even though the launch of the system 
has been delayed, this time round N- 
Gage will not be device-specific, as it will 
initially work on certain N-series devices 
and will eventually filter down through to 
other Nokia devices. 

The flagship model for the new gaming 
platform—part of Nokia's strategy to enter 
the internet services market—will be the 
Nokia N81. This device was recently un- 
veiled in India, though the gaming plat- 
form has been delayed. So Nokia has loaded 
the device with songs and music videos. 

The first impression you have of this 
phone when you play music through it 
however, is that it's loud, very loud in fact. 


does not really affect sound quality as 
dramatically as one would expect. Of 
course, one could wonder how the 
Finnish company managed to shove in a 
powerful enough speaker driver into a 
phone the size of a normal phone. But 
they have. 

While you can play the music loudly, 

it does take as dramatic a toll on battery 
life as one would expect. But, as with 
any device, the louder you play the 
music, the more energy it consumes. 
And you praise your lucky stars that 
you can switch the music off at the 
flick of a switch. The N81 is also de- 
signed to play games, and we have 
tried a few. Let us put it like this: we 
cannot wait for N-Gage to come back. 
The Nokia N81 is available for 
Rs 29,249 and is available in retail 
stores right now. 

As an added incentive, Nokia is 
loading this model of the N81 with 
Sholay, so you can while away bore- 

dom watching the old Bollywood hit. 
KM 










It can fill up a large room. But the ‘loudness’ 





HE WAY HUMANS INTERACT 
with devices is changing. In 
the past 12 months, two de- 
vices—the Apple iPhone and the 
Nintendo Wii—have fundamen- 
tally changed the way we interact 
with machines. The latter has in- 
troduced a sense of ‘augmented’ 


net. The information could range 
from being location-specific to even 
being mood-specific. The American 
Defence Advanced Research 
Projects Agency (DARPA) is known to 
have developed sensors that can 
sense mood based on the chemicals 
your body emits. 


reality with its revolutionary con- 
troller the *Wii-mote', according 
to Andrew Chien, Vice President, 
Intel Research. 

And this change is only going to 
accelerate in the next few years, 
says Chien, who gives a vision of a 
world with sensors where machines 
will be able to know what you are 
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feeling, where you are and what 
you ‘might’ want at any point of 
time even as it acquires information 
relevant to you from the cloud of 
information we know as the inter- 


While this sort of world is both 
wonderful and a bit creepy, it might 
become a reality faster than you 
think. The devices of 2008, there- 
fore, should have a few surprises in 
store. The mouse and keyboard 
might soon lose their three-decade 
long dominance. 

KM 


FORMER EXECUTIVE AT HYUNDAI MOTOR INDIA 

used to say: “Maruti needs three cars to compete 

with our Santro”. He meant the Alto, Zen and 
WagonR. But not any more, since Hyundai now has 
three cars to fight Maruti's four products in the com- 
pact car segment. Though they still do not have a 
product to go after Maruti's best-selling Alto, but 
with three products straddling the range, will the new 
110 dramatically alter Hyundai’s fortunes in India? 

After a short drive, it has to be admitted that the i10 
is impressive. The interior space feels palpably larger 
than that of the Santro (may be it is the lighter uphol- 
stery), the car is better laid out and feels a lot nicer to 
drive—thanks to a slight tweak Hyundai has given 
the 1086cc engine to add a little more power, and sup- 
posedly a better fuel economy. 

While the electronics in the engine might be slightly 
different, the 110 and Getz Prime share the same engine 
block, even though the Getz also has a 1341cc 
engine option. 

Drivability is good and Hyundai's serv- 
ice network is fairly bullet-proof. So, the 
only way you are going to decide which 
Hyundai small car to buy will be on the 
basis of looks and money. And the i10 
looks very fresh, because the Santro, f { 
despite aesthetic upgrades, is still a 
decade-old design. 

Keep in mind, the 110 is replacing 


у 
4 "vunom FO S 


If you can’t beat Maruti, copy its strategy. KUSHAN MITRA 














the Atoz Prime (the Santro’s export model) in devel- 
oped markets of Western Europe, though Hyundai will 
continue to export the Atoz Prime from India to de- 
veloping countries. The main competition for the i10 
is not from a Maruti, but from the Hyundai stable 
itself. So, essentially it will all be about the money. 
Talking of which, the base model—D-lite’ 110 
(without power steering) costs Rs 3.39 lakh. The 
cheapest Santro with air-conditioning, a standard fea- 
ture on the 110, costs Rs 3.27 lakh and the base- 
model Santro without air-conditioning costs Rs 2.7 
lakh. The base-model Getz Prime GLE costs Rs 3.95 
lakh. Models of the Santro and 110 with power-assisted 
steering cost Rs 3.4 lakh and Rs 3.74 lakh, respectively. 
It is likely then that the i10 will wean away buy- 
ers from higher-end levels of the Santro. Buyers of 
low-end models of the Getz, too, might choose a 
high-end i10. It seems Hyundai's basic idea is to 
copy Maruti's philosophy—get a person 
into a showroom and make sure they 
leave with a car, any car from their 
stable. And to be honest, when it 
comes to compact cars, the 110 is 
tempting. With Hyundai ramping up 
production next year, getting one 


(All prices are ex-showroom 


Delhi and are taken from the 
Hyundai Motor India website). 
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M FIVETIPS FOR 
Two Killer Moves for Your Abs 


off as the weather during most of the year in India, winter (unless 

you are unlucky and live in parts of the country that don't have that 
short season) is when most of us are tempted to skip workouts and go a 
bit berserk with food and drink. Also, winter clothing is always a good 
camouflage for fat bellies in particular and out-of-shape bodies in general. 
But l'm assuming most readers of this column are the kinds who are se- 
rious about their workouts, temperatures and seasons be damned. 

I like to look at the winter months as a preparatory period, a time 
when you can actually adopt a good workout regimen to prepare for 
spring and summer when those jackets and pullovers will be off and you're 
able to show off your buffed and in-shape self. Besides, of course, keep- 
ing fit ought to be a year-round effort and not restricted to just a few 
months. So without much ado, here are two killer exercises to give 
you toned abdominal muscles. 

The first one is the Hanging Knee Raise. Grab an overhead chin-up 
bar (see illustration 1 and 2) with your hands a little more than shoulder- 
width apart. Keep your back straight and bend your legs at the hip so that 
your thighs are at 90 degrees to your torso. This is the starting position. 
Now, pull your knees upwards in an attempt to touch your chest with 
them (yes, it's tough and you may only be able to move them half way 
there). Pause. Then slowly move them down to the starting position. That's 
one repetition. Try to do as many as you can for one set. Do three such 
sets. As you grow used to this exercise, you can tweak it by twisting your 
legs to each side while raising your knees. This move affects your 
obliques (the abdominal muscles at the sides). 

The second one is the Swiss Ball Leg Raise. Lie on your back on the 
floor (on a mat, perhaps) with your hands on the floor by your sides. Hold 
a Swiss ball (big inflatable ball that most gyms have and are otherwise avail- 
able in sports shops) between your legs. Now, without moving your up- 
per body or arms, raise your legs (while they hold the ball) up as high as 
you can. Pause and then slowly return to 
the starting position. That's one repeti- 
tion. Do a set of as many as you can. Then 
repeat for two more sets. 

Both the exercises are not easy ones 
but very effective. Build them into your 
workout schedule and see the difference 
they make. 

Remember though, that abs work- 
outs alone can't reduce your waistline or 
give you an elusive six-pack. Cardio- 
vascular sessions (running, cycling or 
cross-training) as well as a sensible diet 
are also essential in losing the tyres 
around your middle. 


B ESIDES A RESPITE FROM THE HEAT AND HUMIDITY THAT LARGELY PASSES 





MUSCLES MANI 





write to musclesmani@intoday.com 
Caveat: The physical exercises described in Treadmill are not recommendations. 

Readers should exercise caution and consult a physician before 
attempting to follow any of these. 
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T'S THE SAME STORY EACH YEAR. AS 
the holidays approach, thoughts 
turn to parties and all the treats and 
drinks promoted during the season. It 
might be a good time to review 
what's good for you and what's not. 


Tuck in at Home: Eat something 
at home before you leave for a party. 
Says Atul Gogia, Consultant, Sir 
Ganga Ram Hospital, New Delhi: 
"During the party, opt for something 
wholesome and nutritious, like a 
wholegrain sandwich or a bowl of 
fruits tossed with low-fat yoghurt. 
Most snacks are fried. Give them a 
miss. Season your dressing with 
garlic, onion and other herbs." 


Binge on Beer: Red wine and diet 
beer contain more protective an- 
tioxidants than other alcoholic bev- 
erages. Says Dr Neeru Gera, Senior 
Consultant, Max Hospital, New 
Delhi: "You can get maximum heart 
protection with up to two glasses 
of beer or wine—a glass of beer 
being 200 ml and a glass of wine, 
100 mi—on four days a week." 


Maximise the Burn: Says Dr Gera: 

“For most of us, walking is the easi- 
est way to bum calories. The trick (af- 

ter a good warm-up) is to keep your 
pace strong." Try high-stepping, or 
climbing stairs. If you keep up a 

moderate walking pace, expect to 

burn 250-300 calories hourly. 


Stick to Selenium: It plays a key 
role in helping the skin cope with ex- 
posure to cold weather. Says Dr 
Gogia: "Almonds, pistachios and 
hazelnuts are a good source of sele- 
nium. These nuts are also rich in 
fibre, protein, vitamin E, and mag- 
nesium." 


Hold the Gravy: If you are serious 
about watching your weight, avoid 
gravy and sauces. Says Dr Gera: - 
"They are low in nutritional value 
and high in fats. The same goes for 
creamy dips." 
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PHOTOGRAPHS BY RAJKUMAR 


Some remarkable facts about Indian industry’s green initiatives 
emerge during a panel discussion on climate change. MANU KAUSHIK 


NDIA INC. SEEM TO HAVE QUI- 

etly achieved something truly 

remarkable that its counter- 

parts in the developed world 
probably yet haven’t: The green 
initiatives of Indian industry have re- 
sulted in a decoupling of energy 
intensity from GDP. 

This extraordinary revelation 
was made by V. Raghuraman, 
Principal Adviser & Head of Energy, 
Environment & Natural Resources, 
си, at the sixth Business Today 
Managing Tomorrow series on 
“Climate Change & the 
Corporation” that was organised re- 
cently in the Indian capital in asso- 
ciation with NEC India. “Industry is 
voluntarily undertaking a lot of green 
initiatives. Take the case of energy in- 
tensity. During the Tenth Five Year 
Plan, we wanted to add 41,000 ww, 
but we added only 21,000 Mw. Still, 
the economy grew faster than what 
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the government had anticipated in its 
planning. This shows that there has 
been a decoupling of energy intensity 
from GDP and that is something not 
being given wide publicity by the 
media," said Raghuraman. 

Many other interesting aspects 
of the corporate role in ameliorating 
the effects of climate change 
emerged during the discussions by 
the panelists. They included David 
Erickson, Director of Climate and 
Carbon Research Institute, Oak 
Ridge National Laboratory, 
Tennessee; Hirofumi Sakuma, 
Group leader, Climate Variations 
Research Program, Frontier 


Research Center for Global Change, 
Yokohama, Japan; Sunil Kant 
Munjal, Chairman, Hero Corporate 
Service; Shirish Sankhe, Senior 
Partner, McKinsey & Co; and 
Raghuraman. The discussion was 
moderated by R. Sridharan, 
Managing Editor, Business Today. 

Erickson underlined the fact 
that companies nowadays were dis- 
cussing not just ways and means 
of reversing climate change but 
also looking to turn their efforts 
into profitable advantages. *The 
corporate debate over global cli- 
mate change is undergoing a para- 
digm shift of monumental propor- 


SHIRISH SANKHE 

Senior Partner, McKinsey & Co. 

"Regulations on carbon footprint in India are still 
evolving and the government needs to see the 

big opportunity in terms of biofuels, renewable fuel" 


tion. Corporate boardrooms 
worldwide are now discussing 
what can be done to prevent and 
reverse global warming, and how 
to position their companies to 
gain a competitive edge while do- 
ing so,” he noted. 

But he also drove home the fact 
even though businesses were now in 
a better position to assess the pos- 
sible geophysical threats, thanks to 
sophisticated computing devices, 
still, the fact remained that dealing 
with climate change was going to 
cost businesses an awful lot of 
money. 

Speaking about India, Sunil 
Kant Munjal, Chairman, Hero 
Corporate Service, said despite 
the problem of perception among 
many people about climate 
change, some headway has been 
made in patches. He cited the ex- 
ample of Delhi that has success- 
fully enforced the adoption of 
CNG for all public transport. But he 
said the real test for corporations 
lay in the future: “As we grow 
economically, we are going to be- 
come gas guzzlers. China and India 
will see their energy consumption 
go up dramatically. There is a 
need for industry to become con- 
scious across the full spectrum. 
Clearly, you will see amongst the 
responsible companies an active 
move to look at this much more 
seriously than just as part of cor- 
porate social responsibility. They 








V RAGHURAMAN 
Principal Adviser & Head Energy, 
Environment & Natural Resources, CII 


"There has been decoupling of energy intensity 
and GDP and that is something not given wide 
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"In the first decade of the 20th century, the activity 
of the Indian Ocean dipole was very low, but 

| recently because of the global warming, the 
activities in this region have become very high" 
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Oak Ridge National Laboratory, Tennessee 


“Corporate boardrooms worldwide are now 
discussing what can be done to prevent global 
warming, and how to position their companies to 


gain a competitive edge” 





CEO, NEC ASIA 


have moved beyond being a CSR is- 
sue to a strategy issue.” 

The Indian government’s role 
also came in for scrutiny, espe- 
cially with regard to regulations, 
mandates and incentives sur- 
rounding efficient energy. Shirish 
Sankhe, Senior Partner, McKinsey 
& Co, pointed out that the regu- 
lations on carbon footprint in India 
are still evolving and that the gov- 
ernment needs to see the big op- 
portunity in terms of biofuels, re- 
newable fuel. 


SUNIL KANT MUNJAL 

Chairman, Hero Corporate Service 

“You'll see amongst the responsible companies 
there is an active move to look at this much more 
seriously than just corporate social responsibility” 
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YAGI TOMOHIRO 


“With Mother Nature as the focus of our CSR, we are 
happy to be associated with this forum that brings 
together India's corporate and scientific community 
to discuss climate change" 


Lest the real problems of 
global warming get lost in de- 
bates, Sakuma pointed out that 
in the first decade of the 20" cen- 
tury, the activity of the Indian 
Ocean dipole was very low, but 
recently because of the global 
warming, the activities in this re- 
gion have become very high. 

Earlier, in his welcome speech, 
Business Today Editor Sanjoy 
Narayan set the tone for the dis- 
cussions when he mentioned that 
in the ensuing efforts to mitigate 
the effects of global warming there 
lay a huge opportunity for the 
corporates. Yagi Tomohiro, CEO, 
NEC Asia, said his company was 
happy to be associated with the 
event. “With Mother Nature as 
the focus of our CSR, we are happy 
to be associated with this forum 
that brings together India's cor- 
porate and the scientific commu- 
nity to discuss climate change," he 
said. The event concluded with 
a vote of thanks from Pavan 
Varshnei, Publishing Director, 
Business Today. 
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Miles to Go 


AFTER SELLING HIS ORIGINAL VENTURE LEELA SCOTTISH 
to Bombay Rayon, the 87-year-old Chairman of 
Leela Ventures, CAPT. C.P. KRISHNAN NAIR, is in no 
mood to retire. Even though he has inducted the 
next two generations of his family into the business, 
Nair continues to look for new ideas to drive the 
growth of his five-decade-old business. While his 
hotel business flourishes, he now wants to also dab- 
ble in airports and real estate to further drive 
growth. “Airport is a hugely under-served business 
and it’s only now that we’re getting international 
class facilities,” he contends. While he has already 
won the mandate for a greenfield project in 
Kannur, in northern Kerala, Nair is looking for 
similar projects in north India too. Little wonder 
then with all these ambitious plans, the energetic 
octogenarian manages to squeeze in barely 4-5 


Strategy Iconoclast hours of sleep in his daily regimen. 


ON THE UNIVERSITY OF MICHIGAN’S WEBSITE, 
C.K. PRAHALAD’s faculty profile is two sentences 
long. That's two sentences too many. Prahalad, 66, 
needs little introduction. He first shot to global 
fame with his Competing for the Future book, 
co-written with Gary Hamel. But it was Fortune at 
the Bottom of the Pyramid that nicely coincided 
with the world’s shift of focus to poor, developing 
markets, and which cemented Prahalad’s position 
as a leading management thinker. So, the 
Thinkers50, put together by two journalists-turned- 
consultants, crowning the Ross School of Business 
professor (his name is misspelt on the Thinkers50 
website!) as the #1 management thinker shouldn’t 
surprise anyone. The delicious irony, however, 
is that after his PhD from Harvard, Prahalad re- 
turned to teach at пм-А, but found the environment 
too stifling. So, he went back to the us. He was a 
good strategist even back then. 








Jumping the Fence 


„ А YEAR AFTER CLOSING $20 MILLION IN PRIVATE EQUITY FUNDING FROM SEQUOIA CAPITAL FOR CAFÉ COFFEE DAY, 

g NARESH MALHOTRA, 60, now finds himself on the other side of the table, having joined his investors 

PI as an operating partner. While Malhotra helped build Café Coffee Day into the country's largest 

^ Ac coffee retail chain, with a presence across 85 cities and 1,500 outlets, he now wants to use 
й 


eund N 


| the same acumen to spot viable investment opportunities for Sequoia. Malhotra has already 

EL identified his first target, by closing Rs 25-crore investment in Printo, a Bangalore-based 
TE We. printing solutions vendor, and is actively scouting for other opportunities. "There аге many op- 
y, portunities in niche retail areas and | look forward to working with them as an advisor and board 
member," Malhotra says. It’s time for more action in the already zippy private equity space. 


hs 
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Citi's Key Man 


CITIGROUP HAS ELEVATED PRAMIT JHAVERI UP THI 
ranks to a multi-faceted role. Jhaveri, 44, 
has been appointed the Head of Global Banking 
India. In his new role, Jhaveri will lead the unified 
Corporate Banking and Investment Banking client 
coverage in India and oversee the coordination and 
delivery of Citi’s capital markets platform. In 
addition, Jhaveri has taken over the role of Vice 
Chairman of Asia Investment Banking, underlining 
the importance of Citi’s Indian franchise, both 
regionally as well as globally. The seasoned banker 
has been instrumental in sewing up deals like 
Wipro’s acquisition of Infocrossing and 
United Spirits buyout of Whyte & Mackay. He 
continues to serve as the head of Investment 
Banking India. For Jhaveri, that’s some assort- 
ment of roles to play. 





Big Boomer 


HE'S THE GUY WHO SHOT TO FAME WITH THE 
success of Boomer bubble gum which even today 
stands tall as the #1 confectionery brand in the 
country. ARUN HEGDE, 45, who has announced his 
decision to quit as MD, Wrigley India, is now 
launching his own startup in the ‘packaged 
goods’ space. “I have identified a gap, but I can- 
not reveal any detail at this stage.” His associa- 
tion with the packaged goods business has been 
most consistent, starting off with his first job at 
Nestle, then with PepsiCo India to take care of 
their fledgling snack food business. In 1994, he 
joined Joyco India as vp (Sales & Marketing), and 
became its MD in 2004, the year Joyco got glob- 
ally acquired by Wrigley. Next on Hegde’s list: 
Funding for his new venture. For more on that, 
watch this space. 





Crossed Swords 


'INSTER Р, CHIDAMBARAM, 62, HAS A BONE PICK WITH THI 
int revisions of the allocation for priority and social sector programmes by ti 


year, the Commission gives an approximate figure to the Finance Ministry for such 


— 


. с^“ Г т { e fa - | r „г "T. r - - [г Те 
iget in February; this is generally revised upwards later. In 2007-08 


hare of the Centre's spending on these programmes Lb 
fa letter to Planning Commission Deputy С 
saying this makes it difficult for the Finance Mir 
too, Chidambaram has resisted pressures to defe 


) per cent by 2009. It seems he has finall 
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NAME: ANIL AGARWAL 
AGE: 53 
DESIGNATION: Executive Chairman 
COMPANY: Vedanta Resources 





BHASKAR PAUL 


The Man Who Would Be King 


NIL AGARWAL HAS SHOT TO FAME OVER THE PAST 15 YEARS. LIKE ALL FIRST-GENERATION 

entrepreneurs, he started small and turned his metals trading business into a 

conglomerate of copper, zinc and aluminium assets. Sometime back, he raised $825 
million (Rs 3,300 crore) by listing his Vedanta Resources on the London Stock Exchange. 
Today, he has homes in the UK and Russia and chairs the $3.7-billion (Rs 14,800-crore) 
London-listed metals and mining giant Vedanta Resources. 

“The mid-1970s were a tough time for Indian businessmen. Licence Raj was at its peak 
and the overhanging cloud of bureaucracy ensured that no entrepreneur could move for- 
ward. Each expansion or purchase required a licence, inspection and review. A simple trip 
to the bank could become an all-day affair," Agarwal says. In the early part of the 21st cen- 
tury, Agarwal laid some big bets. All these paid off and catapulted him into the billionaire 
list. He bought copper mines in Zambia when the metal was at its trough; he aggressively 
bid for and won the privatisation bid for BALCO. Now he wants to turn Vedanta into a min- 
ing and metals company at par with companies like the British giant Anglo American. 

It has been 30 years since Agarwal started his small-time scrap metal trading business 
in Mumbai. The initial years were tough but he managed to expand his business. In the 
early '80s, Agarwal anticipated huge demand from the telecom industry for copper 
wires, and bought a mothballed copper cable manufacturing plant for about $2 million 
from the Us. The new company that he formed— Sterlite Industries—became his launch- 
pad into the big league. When environmentalists tried to stop Sterlite’s copper plant from 
being put up in Maharashtra, Agarwal showed great strength of character. In a bold move, 
he moved his metal business to Tuticorin, where again he met with protests. An explosion 
in 1997 at the plant killed two workers and injured several others. But Agarwal dealt with 
it and moved from strength to strength. 

He now plans to invest Rs 40,000 crore in the power sector through a subsidiary, Sterlite 
Energy (SEL), and build a 10,000 Mw coal-based plant. Sterlite Energy has already bagged 
a 2,400. Mw pithead project in Orissa and signed a memorandum of understanding 
with the Chhattisgarh government for a couple of other projects. Given his track record, 
only the very foolish will bet against him succeeding. m 

AMIT MUKHERJEE 
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The new BMW 5 Series. 
The power of elegance. 





BMW 5 Series E 






Authorized BMW Dealers in India: 
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The models, equipment and possible vehicle configurations illustrated in the advertisement may differ from the vehicles supplied in the Indian market. 
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+s Sedan 
Sheer 
Driving Pleasure 
Beautiful inside out. 
The new BMW 5 Series Sedan combines unprecedented elegance and unrivalled performance. At the heart of this marvel 15 ar 


efficient and refined 6-cylinder, in-line engine. This, when combined with the 6-speed automatic transmission with Steptroni 


innovations like iDrive, sets new standards in driving pleasure. The cabin interior is a masterpiece of refined luxury. Dakota leat! 


compliments fine wood trim. The elegant new BMW 5 Series. It's yours to be discovered, 


For more information visit www.bmw.in or contact your Authorized BMW Dealer. 
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From The Editor 


RISING TIDE LIFTS ALL BOATS. WITH THE STOCK 
market surging, it isn't surprising that the market 
capitalisation of most listed companies has moved 
northward. During the first half of the financial year 
2007-08 (the period for which the BT 500 list has been 
computed), the Bombay Stock Exchange Sensex gained 32 
per cent. Compare that to the corresponding period last 
year, when the Sensex was up by just 10 per cent. This 
year's BT 500 list of India’s most valuable companies, there- 
fore, reflects the overall bull run on the bourses. But as we 
analysed the market cap of the вт 500 companies (as well 
as the next 500, making for a total of 1,000 compa- 
nies), some distinct trends emerged, which our special 
cover package of eight stories will help you discern. 
Among the top gainers this year have been real estate, 
financial services and infrastructure firms, several of 
them first-timers with recently issued IPOs that rode 
the boom conditions prevailing on the stock market. 
While real estate companies have been notable new 
entrants into the Br 500, the show-stealing sector has 
been telecom, which, because of the huge potential 
and no sign of a slowdown in growth, is still considered 
a sunrise industry. The two biggest 
telcos, Bharti Airtel and Reliance 
Communications, have shot up the 
totem pole—at #2 and #6, respec- 
tively—and we have a feature (The 
Race Is on, page 94) that analyses 
how the two are pitted against each 
other. Another feature (Ringing in 
Gains, page 112) explains why real 
estate companies have recorded heady 
rises on the bourses and whether this will be sustained. 
Another notable trend this year has been the falling 
from favour (among investors) of Indian rr companies. 
The appreciating rupee has affected the bottom lines at 
most IT companies and this has been reflected by their 
slide on the Br 500 rankings. The Doubtful Darlings 
(page 100) looks at why Ir stocks are not catching the 
fancy of Dalal Street as much as they did before. 
Going by emerging trends, fast moving consumer 
goods (FMCG) companies could be on the comeback 
trail, riding the boom in organised retail. Likewise, for 
drug companies where restructuring (many of them 
plan to hive off high-risk discovery business from their 
steady-growth generics operations) could help unlock 
more value on the bourses. Our story, Down But Not Out 
(page 106), shows how the future for pharma and FMCG 
looks much better. Other stories in the package include: 
a look at some newcomers that have posted gains but are 
companies that you may not have heard of; how the 
handful of listed retailing companies have fared; and 
of how a couple of MNCs have maintained their standing, 
riding on the boom in infrastructure and manufacturing. 
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and depreciation of its currency will force the economy into 
the negative zone. The other major oil importers like China, 
India and South Korea's growth rates will be affected too. 
KPO Downturn 
THE GROWTH OF THE KNOW- 
ledge process outsourcing (KPO) 
industry in the country may slow 
E down. A report by the Associated 
| ... Chambers of Commerce and 
Industry of India predicts that a shortage of talented profes- 
sionals could hurt the growth of the КРО industry. According 
to the latest projections, the KPO industry is likely to touch $10.5 
billion by 2012, 30 per cent less than the previous projections 
of $15 billion. Besides this, India’s kro industry is facing stiff 
competition from emerging KPO destinations such as, The 





On the PE Radar 

AFTER INFRASTRUCTURE, IT AND 
telecom, private equity (PE) play- 
ers appear to have shifted their 
focus to education firms and the 
hospitality sector. While the in- 
vestment activity earlier centred 
on export-focussed education 
companies, the focus has now shifted to institutes that target 
the domestic market. The hospitality sector, too, is being 
targeted by PE investors. As PE biggies kick off negotiations, here 
is a look at the emerging trends. 
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Setting an Example 
WE WANT TO BE FMCG’S NO. 1 TRULY 
reveals the spectrum and dimension 
of the thirst of ITC in its business 
operations. The FMCG giant has 
not only established market lead- 
ership in the tobacco business, but 
also carved a niche in non-tobacco 
arenas. ITC's e-choupal initiative, 
delinking of the Wills brand from 
cigarettes and its extension to newly 
created lifestyle and personal care 
products are just a few of the com- 
pany's many success stories. 
Chairman Y.C. Deveshwar's ab- 
solute empowerment of divisional 
CEOs and the triple bottom line 
approach of institution building 
while serving the shareholders and 
society deserve special praise. 
What's more, the company's 
vision of blending rural develop- 
ment with its business plan illus- 
trates its commitment to society. 
B. RAJASEKARAN, through e-mail 


Success Isn't Too Far 
THE MANIPAL GROUP (MAKEOVER AT 
Manipal, December 2, 2007) has 
the experience, the expertise and 
the goodwill to take a big leap in the 
education and healthcare businesses. 
With a will and vision, the group 
will definitely succeed. 

A. JACOB SAHAYAM, through e-mail 
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Leading From the Front 
AFTER READING WE WANT TO BE 
FMCG’S No. 1 (Br, December 2, 
2007), one comes to the conclu- 
sion that progressive organisations 
committed to excellence, the world 
over, pursue a vision. This provides 
the motor force for bigger and bet- 
ter efforts by every individual in 
an organisation. ITC Chairman 
Y.C. Deveshwar has led his team 
from the front and, in the process, 
set a classic example in dedication 
and responsibility. 

SRINIVASAN UMASHANKAR, through e-mail 
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Manufacturing Jobs 
MANUFACTURING ’S VANISHING JOBS 
(December 2, 2007) is a grim re- 
minder of perils of globalisation, 
but there is hope yet. Instead of 
worrying over the rising rupee, 
India should venture out into newer 
markets and tie up alliances with re- 
gional blocks to compensate for 
loss of business in the US and EU. 
With low wage levels and English 
language skills, India has a definite 
advantage over many other nations, 
and, hence, there is ample scope 
to salvage our export benefits. 
However, the government should 
not be complacent, and should 
come to the aid of India Inc. and 
help it tap new markets. 

YASH CHADHA, through e-mail 


It's Time to Act Fast or... 

WHAT IS EVIDENT FROM YOUR COVER 
story (The Best Companies to Work 
for in India, November 18, 2007) is 
that in order to attract the best tal- 
ent (or brains) in the market, one 
has to constantly align oneself with 
the expectations of employees. 
Obviously, it is not an easy job, 
given constant pressure on mar- 
gins and limited budgets. The fact 
of the matter is that there are not 
very many choices for the em- 
ployers as there are multi-dimen- 


sional career opportunities in the 
market today and if one doesn't 
act fast enough, one will certainly 
lose out. Infosys, Satyam, Dr 
Reddy's Labs, etc., have all dropped 
in their rankings vis-á-vis last year 
and this is borne out by their in- 
creasing attrition rates as well. 
Interestingly, stock prices of these 
companies have also come down 
during this period. The question 
is—is it the future outlook of the 
company (as reflected in the stock 
price) that determines the choice of 
the employees or is it the other 
way round or both? 

AMIT BANSAL, through e-mail 


Rediffusion: Not Off-colour 

WITH REFERENCE TO OUR STORY (RE) 
Defusing a Problem (November 18, 
2007), Mahesh Chauhan, President, 
Rediffusion, says that the agency is 
not under the weather. The entire 
Airtel business, including value- 
added services, is with the organi- 
sation. Rediffusion has chosen not 
to take on board Bharti's DTH busi- 
ness, as it already has a DTH client in 
Tata Sky. Also, Rediffusion was not 
a part of the Bharti- Wal-Mart pitch. 
And, DNA and Citibank accounts 
were not lost by the organisation 
during his tenure. 
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Realty Show 


AKE THE TOP THREE AUTOMOTIVE COMPANIES BY 

market cap (Tata Motors, Maruti Suzuki and Bajaj 
Auto) and pit them against the top three real estate com- 
panies, DLF, Unitech, and Housing Development and 
Infrastructure. What do you get? A situation where the 
combined market cap (average for April-September, 
2007) of the former group, at Rs 74,099 crore, is less 
than half that of the latter (Rs 1,59,378 crore). Now, 
let’s look at their financials: The top three real estate 
players had combined revenues of Rs 3,323 crore and 
profits of Rs 1,933 crore, compared to a collective top- 
line of Rs 47,366 crore and profits of Rs 4,713 crore. 
In terms of price earning (P-E) multiple, the real estate 
players are getting valued at 82 times their earnings (his- 
torical, albeit) versus 16 for the auto giants. 

There was a time, long ago, when what was good 
for General Motors was said to be good for America. 
In India, we've never had a time when what was good 
for, say, Tata Motors was good for India, simply be- 
cause the economy had largely been agrarian and pri- 
vate enterprise not a large employer, besides which it 
was considered “evil”. When you are an investor, you 
love cash tlows; you want to see the asset you are in- 
vesting in spew as much cash as possible and as often as 
possible. By that measure, the stock markets are right 
to value the real estate majors so highly. After all, 
property prices have soared to dizzying heights in 
most cities in the country; in fact, they are three or four 
times of what they were even six years ago. 

Then, foreign money has been pouring into real es- 
tate, just like it has been in the stock markets. Of the 
$10 billion (Rs 40,000 crore) that came into the coun- 
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Spiralling realty: 


Big bet for investors 


try by way of private equity investment this year, more 
than a quarter went into real estate. As a result, real es- 
tate firms have been busy listing themselves on the 
stock markets. The 2007 listing of вт 500 companies has 
46 new entrants, six of whom are from real estate. Why 
are investors rushing into real estate? Blame it on de- 
mand. The economy is growing at 9 per cent plus, and 
the demand for quality real estate—both from middle- 
class consumers who have more disposable incomes, and 
business—is growing. Typically, experts say, real estate 
grows two-to-three times the GDP growth of a country, 
so it's not surprising that JP Morgan forecasts the in- 
dustry size to balloon from $50 billion (Rs 2,00,000 
crore) to $90 billion (Rs 3,60,000 crore) by 2010- 
11. Therefore, what the financial investors seem to be 
thinking is this: even if the real estate prices correct, they 
are unlikely to crash. 


ELECOM SERVICE PROVIDERS ARE ADDING ABOUT EIGHT 
T rition new subscribers every month. Result: 
operators are projecting a doubling of India’s sub- 
scriber base from 213 million now to more than 400 
million by 2010. Some, like Bharti Airtel, feel the 
number will be closer to 500 million than 400 million. 

But there’s a small hitch. There isn’t enough spec- 
trum available to support this growth (see What is 
Spectrum? on page 44). Correction; there is spectrum, 
but the Ministry of Defence is squatting on a huge 
swathe of it; so, there’s very little left over for private 
operators. The government has been making noises 
about making more of this finite and expensive resource 
available to telecom operators, but the issue has got 
bogged down over questions such as: who will get 
spectrum? How much? And at what price? 

As of now, there is no clarity on any of these issues. 
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At last count, more than 570 applications seeking spec- 
trum were pending with the government. Several of 
these are from companies in fields as diverse as real es- 
tate, financial services and other industries. There is a le- 
gitimate fear that these applicants are in the fray only for 
the arbitrage opportunity. These players, if successful in 
winning licences, then sell out at huge premiums. 
The government, therefore, has to ensure that non- 
serious applications and arbitrage seekers are kept at bay. 
It must ensure strict milestone goals for all new licence 
winners. This will mean that companies must manda- 
torily be obliged to set up pre-defined infrastructure 
within certain periods, failing which they will become li- 
able to stiff penalties and even, in extreme cases, to for- 
feiture of their licences and the amount they had paid for 





the same. Then, the licence must also stipulate a (long 
enough) lock-in period during which the licensee will not 
be allowed to sell his licence. These two clauses are ab- 
solutely necessary to ensure that spectrum allocation does 
not make available a new commodity for speculators to 
trade in. 

And finally, the guidelines must ensure a level play- 
ing field between existing operators and those seeking 
to enter the field for the first time. Loading the dice in 
favour of either party will be to cheat the consumer, 
who will ultimately have to pay. 

Delays will only exacerbate the controversies and 
hurt consumers. The government should immediately 
frame rational and transparent guidelines and get 
down to the job at once. 





Buddha Diminished 


HESE ARE NOT GOOD TIMES TO BE IN WEST BENGAL 

Chief Minister Buddhadeb Bhattacharjee’s shoes. 
The flare-up in Nandigram, and before that, in Singur, 
the ration riots across the state, the allegations of police 
complicity in graphic designer Rizwanur Rehman’s 
death and reports of rifts within the till now monolithic 
Left Front have all combined to sully his squeaky 
clean and suave image. Already, 
the doomsayers are predicting the 
withering away of the Front. But 
that’s not why Business Today is 
writing this editorial. 

Bhattacharjee has been at the 
forefront of efforts to reinvent the 
Marxist movement in India. He 
has gone on record saying that he 
doesn’t have time for “dogmatic 
Marxism” and would rather prac- 
tice a more “pragmatic” version of 
the ideology. That includes invit- 
ing private capital—and even for- 
eign investors like Indonesia’s 
Salim Group—to invest in West 
Bengal. He has even declared that 
the state’s economic salvation lies, 
not in socialism but, in enlight- 
ened capitalism. 

His initiative is bearing fruit. The prestigious Tata 
small car project is coming up in Singur; the Jindals 
and the Jai Balaji Group are setting up multi-thousand- 
crore steel plants іп the state and гг majors of all 
hues have set up large campuses in Kolkata. In doing 
all this, he has had to fight stiff opposition from 
hardliners in his own party who have still not read 
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Buddhadeb: Will he rise to the challenge? 


the writing on the wall. 

But the events of the last few months—particularly 
the “recapture” of Nandigram by CPI(Mys storm troop- 
ers and the subsequent rioting in Kolkata—have pushed 
him into a corner. Then, his utter helplessness in com- 
bating the two events has also exposed the lie of West 
Bengal being an oasis of calm. A Chief Minister (he is also 
the state's Home Minister) who 
cannot guarantee law and order 
does not inspire confidence. India 
Inc. is making all the right noises so 
far, but images of rioters running, 
well, riot while the state adminis- 
tration stands aside and watches— 
beamed across the nation, and, in- 
deed, the world—are not exactly 
conducive to winning a vote of 
confidence from potential investors. 

Being a Marxist Chief Minister 
means Bhattacharjee faces no im- 
mediate threat to his chair. But it 
will definitely pare the independ- 
ence and autonomy he currently 
enjoys and push him to depend 
more on so-called “collective lead- 
ership"—Leftspeak for backseat 
driving by unelected commissars. 

It is an irony of Indian politics that Bhattacharjee, 
more than any other Chief Minister, has earned the 
“poster boy of reforms” sobriquet. The events of the 
immediate past threaten that image—and with it, his ef- 
forts to reindustrialise his state. Unless he quickly comes 
to grips with the situation, all his good work will be und- 
one. And that will be a loss for the entire country. 8 
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Job losses in the offing: For labour-intensive industries like textiles 


HESE ARE EARLY DAYS YET, BUT THERE ARE SIGNS THAT THE APPRECIATION 
of the rupee and the Reserve Bank of India’s tight monetary policy, 
which is resulting in higher interest rates, are hurting overall eco- 
nomic growth. The economy seems to be showing signs of wear and tear; 
the latest Index of Industrial Production (пр) data for September аге dis- ui has a lot of ste 
appointing. IIP growth is down to 6.4 per cent, compared to 12 per cent ей as ће long-term Indian growth 
last September. This is the slowest industrial growth recorded since sto till 
October last year, when the index rose 4.5 per cent. The main culprit is the 
manufacturing sector, which decelerated to 6.6 per cent compared to about 
13 per cent in September last year. The consumer durables segment, in par- 
ticular, has been hit hard, registering a 7.6 per cent fall in output in 
September. There's more bad news. For the first half of this financial year, 
ПР growth fell to 9.2 per cent, against 11 per cent last year. 
So, is the Indian growth story slowing down? Finance Minister 
P. Chidambaram doesn't think so. Putting up a brave front, Chidambaram 
said people should “take a long-term view" and reiterated that the services 
and manufacturing sectors are likely to grow at 10 per cent this year. He 
also pointed out that the capital goods industry *retains its vibrancy". 
Economists, however, don't share the FM's optimism. They attribute 
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the manufacturing slowdown to high interest rates, appreciating ru- 
pee and cheaper imports from countries like Thailand and Malaysia. 
Says Siddhartha Roy, Economic Advisor, Tata Group: “It’s now ev- 
ident that higher interest rates are hurting domestic industry. This 
is already apparent in the auto and consumer durables sectors. 
Capital goods, however, are unlikely to be impacted immediately 
as most companies are in the midst of the investment cycles.” 
Adds Subir Gokarn, Chief Economist, Standard & Poor’s, Asia 
Pacific: “We could be headed for a moderate slowdown due to the 
higher interest rates.” 

Then, the strengthening rupee is beating down Indian exports, 
forcing many exporters in labour-intensive industries like textiles, 
leather and handicrafts to downsize drastically. The Federation of 
Indian Export Organisations estimates that almost 8 million jobs may 






IMMINENT SLOWDOWN? 
e signs are ominous. - | 
п ||P growth for the first half of 2007-08 has slowed down 


from 11 per cent to 9.2 per cent 
m Manufacturing sector feeling the heat of rising interest rates 
m Auto and consumer durables the worst hit 
m Exports in key sectors hit by the appreciating ru 
uA US slowdown could further hit exporters 
m High crude prices remain a concern 
m High interest rates impacting consumer demand 


be lost this vear. 

That's not all. There are now concerns that the us, the world's 
largest economy and a major market for Indian exports, is heading 
for an imminent slowdown, driven in part by the subprime crisis. A 
worried us Federal Reserve has already lowered rates twice in order 
to energise the economy. But this has driven more foreign money into 
India, resulting in a further appreciation of the rupee. Says Roy: 
“High domestic interest rates offer foreign investors massive arbitrage 
opportunities and more money will flow into the country.” 

In the immediate future, things are unlikely to change. Inflation, 
which has been the RBI's main worry recently and one of the main 
reasons for the high interest rate regime, appears to have been 
tamed for the time being; it is hovering at around 3 per cent. This 
is well below RBI'S comfort zone of 4-4.5 per cent, but it is unlikely 
to relent just yet. Why? Because global crude oil prices are within kiss- 
ing distance of $100 (Rs 4,000) per barrel and the government, which 
has so far refrained from raising domestic oil prices, will soon be left 
with little choice in the matter. If the government does raise prices, 
it will force companies across the board to raise prices, stoking in- 
flation. The RBI then might prefer to combat inflationary tendencies 
in the economy through a further tightening of monetary policy. Says 
Roy: “If there is a major price revision, it could push inflation to over 
4.5 per cent. That will definitely hurt GDP growth.” 

Despite this, economists agree that India’s long-term growth 
story remains intact. 
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“India Growing 
Fastest for Us” 


ONNY SANNON, PRESIDENT, 

MasterCard Worldwide, Soutb Asia, 
Middle East and Africa (SAMEA), was 
in India recently to celebrate 25 years 
of MasterCard here. He met 
BT's Mahesh Nayak and discussed his 
plans for India. Excerpts: 


How important is India for MasterCard? 
India is and will continue to remain im- 
portant for us. It accounts for 20 per 
cent of the revenues from the SAMEA re- 
gion and the growth rate here is about 
twice that in the SAMEA region. 


Has the culture changed after your listing 
on the NYSE? 

Earlier, we were a not-for-profit entity; 
today we are focussed on revenues 
and profits. However, the transition 
hasn’t come in a day. Earlier, we used 
to provide services at cost, but we re- 
alised that unless we had a good com- 
mercial orientation, we wouldn’t go far. 
That was why we merged with 
Europay in 2002 and listed in 2006. 


What does MasterCard bring to India when 
compared to the global scenario? 

| won't get into specifics. But generally, 
we started with credit cards, then 
moved into the debit space and to- 
day we are a payments solution com- 
pany. In India, four out of the five 
top airlines use our MC Gateway 
Service. Mobile telephony gateways 
will be the next big thing and we are 
looking at working in this space with 
a telecom service provider. 
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PLANNING А 
TRIP TO ITALY? 
REMOVE SUITS 
FROM YOUR 
SHOPPING LIST. 
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ARROW ITALIAN 


е SUITS 


USA*1851 


www.arrowitaliansuits.com 


uxurious fabrics, hand-stitched lapels, unconventional styling - it's how everyone's wearing suits in Italy this fall. 


For exciting business applications on your GPRS handset sms “Arrow” to 57007. 
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a » ` . $9 Ras 


B e» 


^vailable dt Arrow Exclusive Stores across fhe country and other leading multi-brand stores 
For trade enqui-i@s, contact troadenauiries@arvindbrands.com 
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PE Exits: This Is As Good a Time As Any 


TOP PE-BACKED IPOS (JAN.-SEPT. 2007)* 





"Ву IPO size 





"Includes secondary sales/buyback by promoters 


RIVATE EQUITY INVESTORS ARE 
P a rich harvest. 
According to data from Venture 
Intelligence, a firm tracking vc 
and PE investments, there were 
58 PE exits in the first nine 
months of 2007 (40 during cal- 
endar year 2006). Of these, 14 
were via the IPO route, the same as 
in the previous year. 

Exact figures for exits is difficult 
to come by, says Prithvi Haldea, 
Managing Director, Prime 
Database, who specialises in track- 
ing the IPO market, *most of the 
initial private equity investments 
took place in companies that were 
already listed." 

Yet, this trend (of PIPE, or, 
Private Investment In Public 
Equity) is already on the mend, 
feels Bala Deshpande, Director, 
Investments, ICICI Venture. 
“Though we have made many 
undervalued pipe deals in 2003, 
but given the volatility of the 
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**Backed by Warburg Pincus ^ In $ million 


Source- Venture Intelligence 
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H1 '07: No. of deals=260; Amount=$9 billion 
Source: Venture Intelligence 


markets, we think more deals are 
flowing to unlisted companies," 
she says. In fact, five of the exits 
made by ICICI Venture were a 
"mixed bag" this year and in- 
cluded some companies that were 
already listed. 

Also, not all are going to be 
exit events (1.е., the PE investor 
will not completely exit the ven- 
ture) and IPOS will be limited to 
being a ‘liquidity’ event (where 
listing is to seek better returns 
and not for PE to exit the ven- 


Source: Venture Intelligence 


ture). "Most private equity inve- 
stors require a robust market (to 
offload their investment) and the 
Indian market already has great 
depth and a huge market cap of 
$1.19 trillion (Rs 76 lakh crore). 
This is, therefore, the perfect 
time for profitable exits," says 
Raja Kumar, CEO & Managing 
Director, UTI Ventures. 

In fact, UTI may look to exit 
Primus Retail, Semanticspace 
Technologies, Ind Barath Power 
and Shriram EPC through the 
IPO route. 

Generally speaking, the com- 
panies best positioned to exploit 
the current favourable climate for 
exits are those that have invested 
at least two vears ago, as ICICI 
Venture, Sequoia Capital India, 
Citibank Private Equity, Warburg 
Pincus, IFC, IIML, ChrysCapital, 
IDFC PE, IVF (India Value Fund) 
and uri Ventures have done. 

And it's not as if everyone 
thinks that the market is over- 
heated. Theoretically, there are 
50 per cent believers on either 
side of the debate. If there's one 
that says the market is overheated, 
making it a good time to exit, ob- 
viously, there's another set willing 
to buy. “I think a good time to 
exit is relative to the price you 
entered the investment at. We are 
looking at at least four exits 
through IPO in the next one year,” 
says Luis Miranda, President & 
CEO, IDFC Private Equity. 

And for those interested in 
finding out which sectors will 
see the most exits, there is an 
answer. "IT and rres companies 
can be expected to account for 
at least a third of all exits next 
year. Manufacturing companies 
will come next on that list," says 
Arun Natarajan, CEO, Venture 
Intelligence. 

SHAMNI PANDE 
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of a leader in private banking. 
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Kurukshetra Redux 


RISTOTLE ONASSIS, ASKED WHY HE HAD SO FEW 
friends, once retorted: “When you are rich, you 
have friends; when you are very rich, you make ene- 
mies.’ Well, the same seems to hold true for sections of 


FAMILY: Nandas of Escorts 

YEAR: 2005 

COMPANY INVOLVED: Escorts Heart Institute 
DRAMATIS PERSONAE: Rajan and Anil Nanda 
CAUSE: Rajan Nanda decided to sell ma- 
jority stake in Escorts Heart Institute to 
Fortis Healthcare. The deal enraged 
younger brother Anil who moved the court 
to stall the deal. 

Outcome: The case is still sub-judice. 


Rajan Nanda 


= 


1h. 
Anil Nanda 


FAMILY: Singhs of Apollo Tyres 

YEAR: November, 2007 

COMPANY INVOLVED: Apollo Tyres 
DRAMATIS PERSONAE: Onkar Singh Kanwar 
and his brother Narinder Jeet Kanwar 
CAUSE: N.J. Kanwar has approached CLB 
alleging that his brother has fraudulently 
acquired control of the company. 
Outcome: Apollo Tyres has challenged 
maintainability of the petition. 


М. 


ke 
Onkar Singh Kanwar 


FAMILY: Nambiars of BPL 

YEAR: 2004 

COMPANY INVOLVED: BPL Communications 
DRAMATIS PERSONAE: T.P.G. Nambiar and his 
son-in-law Rajeev Chandrasekhar 

CAUSE: BPL Group Chairman T.P.G. Nambiar 
alleged that Rajeev Chandrasekhar illegally 
wrested control of BPL Communications. § 
Outcome: The two reached an out-of-court Mi 
settlement. 


FAMILY: Ambanis of Reliance 

YEAR: 2004 

COMPANY INVOLVED: Reliance Group 
DRAMATIS PERSONAE: Mukesh Ambani and 
his younger brother Ani 

CAUSE: Division of the Ambani empire 
OUTCOME: The empire was partitioned. 
Mukesh got Reliance Industries and IPCL; 
Anil got Reliance Infocomm (now Reliance 
Communications), Reliance Energy and Reliance Capital. 


* PICTURES NOT AVAILABLE 
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India Inc. Even as it has grown exponentially in the 
post-liberalisation era, instances of fratricidal battles 
within big business families have also ballooned. Here, 
we take a look at some of the more famous fights. 


FAMILY: Mirchandanis of Mirc Electronics 
YEAR: 2007 >. 


COMPANY INVOLVED: Guviso \ 
DRAMATIS PERSONAE: Gulu and Sonu Ж 


Gulu Mirchandani 


Mirchandani and Vijay Mansukhani 
CAUSE: Sonu Mirchandani and Vijay 
Mansukhani reportedly had serious differ- 
ences with Gulu Mirchandani over control of 

the company. 
Outcome: Not clear; but there’s no news of any stake sale. 





Vijay Mansukhani 


FAMILY: Bajajs of Bajaj Auto 

YEAR: 2003 

COMPANY INVOLVED: Bajaj empire 
DRAMATIS PERSONAE: Rahul Bajaj and his 
brother Shishir 

CAUSE: Shishir Bajaj wants to break away 
from Bajaj Group's in order to carve out 
his own empire. 

Outcome: The fight continues, with no end 
in sight. 


Rahul Bajaj 





f е 
Shishir Baja 


FAMILY: Patnis of Patni Computer Systems 
YEAR: 2007 

COMPANY INVOLVED: Patni Computer Systems 
DRAMATIS PERSONAE: Gajendra, Narendra 
and Ashok Patni 

CAUSE: Gajendra Patni and Ashok Patni, 
who are not involved in its management, re- 
portedly want to sell out. 

Outcome: Narendra insists that all is well in 
the promoter family. But the buzz refuses to die. 


Narendra Patni 





FAMILY: Bhai Mohan Singh's heirs 

YEAR: 2006 

ASSETS INVOLVED: 2.4 m Ranbaxy shares 
DRAMATIS PERSONAE: Malvinder, Shivinder, 
their mother Nimmi and uncles Analjit 
Singh and Manjit Singh 

CAUSE: The '90s family settlement that had 
left some issues outstanding. 


M. i 
V 
| "^ 


Outcome: Analjit has settled with his MEET 
nephews. Manjit’s fight with the others continues. 
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US Looks Beyond Big Pharma 


lon OF THE LARGEST US WHOLESALERS OF GENERIC DRUGS, MCKESSON 
Corporation, Cardinal Health, and AmerisourceBergen, are talking to 
Tier-II and Tier-III FDA (Food and Drugs Administration)-approved 
plants in India to source drugs from them. Between them, these three com- 
panies control a significant part of the market for generic drugs in the us. 

So, are the big boys of the Indian pharma sector worried? “We 





have not heard of any move 
to cut back purchases. In 
fact, there is more eagerness 
to do business with us," says 
G.V. Prasad, Vice Chairman 
& CEO, Dr Reddy's 
Laboratories. Nor does 
Pankaj R. Patel, CMD of 
Zydus Cadila, see any rea- 
son to worry. “We hear that 
they have been aggressively 
looking at India, particularly 
over the last six months," he 


says. The bottom line: it's time for the big boys to revisit their global 
strategies, focus not just on building their cost efficiencies but also on 
branded generics, and to eventually move towards building the more ex- 
pensive but long lasting direct marketing presence. 


E. KUMAR SHARMA 


Grey Market Rules the Roost 


S THE PRIMARY MARKET GAINS 
omentum, the grey market is 
witnessing a flurry of activity as 
well, with IPOs commanding huge 
premiums. For instance, Edelweiss 
Capital is trading at a huge pre- 
mium in the grey market (in the 
range of Rs 1,200-1,500 per share) 
compared to an issue price of Rs 
825 per share. The demand-supply 
mismatch in the primary market 
translates to a premium in the grey 
market. Says Arpit Agarwal, Head 
(Research), Arihant Capital 
Markets: “Usually, it's the HNI 
segment that is involved in the 
premium or discount of IPO pricing. 
In case of Edelweiss Capital, the 
issue was oversubscribed 124 
times." The excess demand for an 
issue is generated because of a four 
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or five-month time lag between 
the issue getting passed by SEBI and 
it hitting the market. During this 
time, there are developments that 
the market wants to capitalise on. 

The grey market is purely spec- 
ulative and is mainly active in 
Ahmedabad and other parts of 
Gujarat. However, these markets 
operate only among close circles 





INDIA THE 





and people who can honour their 
commitment. For instance, if an in- 
dividual sells a share of Edelweiss 
Capital in the grey market at Rs 
1,200 and doesn’t get any shares 
in the IPO, he has to buy the share 
from the open market irrespective 
of the price and surrender the shares 
to the buyer. 

MAHESH NAYAK 
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Indians Pay Very High Taxes 


HOUGH THEY RANK PRETTY HIGH ON THE CHART, THIS IS ONE RATING MOST 
jie will not be happy with. According to Mercer’s Worldwide 
Individual Tax Comparator Report, Indians pay much higher taxes than their 
Asian counterparts, and at par with what Australians pay. 

Indian employees face a deduction of as much as 29.1 per cent from 

their gross salaries, against just 5 per 
TAXING TIMES cent in the UAE (on account of social se- 
curity), which has the world’s most be- 
nign personal tax environment. 

The report analysed the tax and 
benefits systems across 32 countries, 
focussing on personal tax structures, 
average salaries and marital status. The 
survey found that married employees 
are better off than single employees 
and that married employees with two 
children fare the best. However, not all 
taxation systems differentiate on the 
basis of marital status. Brazil, India and 
Turkey fall in this category. 

At the bottom of the rankings, sin- 
gle managers in Hungary, Denmark 
and Belgium pay, respectively, 48.5 
per cent, 48.6 per cent and 50.5 per 
cent of their gross income in taxes and 
social security contributions. 

AMIT MUKHERJEE 


Outsourcing Woes Exposed 
Hz SOME BAD NEWS ON THE OUT- THE ADVANTAGES 


sourcing front. A Gartner study says 
companies lured into outsourcing by the ш Provide access to highly skilled 
promise of cost savings, the primary reason technical resources. This also 
for travelling down this path, are getting veio fpes of — to f 
into long-term problems that outweigh 9" aC and retain specialise 

, : , staff as full-time employees 
any short-term gains. According to Linda 
Cohen, vp, Gartner, placing too much em- ж Enables the internal IT organisation 
phasis on cost reduction can lead to dis- to refocus on business | 
satisfaction because the savings are either net br oh to uve 
unsustainable or never achieved. Gartner t ااه‎ eee VO 
; چچ‎ oe 0 the business units 
advises that any organisation considering 
outsourcing an IT function must first es- жа Increases the quality of service 
tablish realistic goals that will satisfy the — delivery 
sponsors, as well as the best interests of the в Creates scalability without the 
organisation, and ensure older contracts are investment of time and capital 
renegotiated to current market rates. necessary to develop that 
MANU KAUSHIK Capability internally 


Imagine how much your salary could buy 
you in the UAE or even Russia. 
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Bosch imnovat on? 


Yes ’ 


14 Patents a day for our future 


The Bosch group represents great 
innovative strength, resulting in beneficial solutions for the 
future. A total of roughly 26,000 associates work in Research 
and Development and the company spent over 7% of its 
annual sales amounting to 3.3 billion euros in 2006. 
www.boschindia.com 


Invented for life 
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Softening the Crude Blows 


UPA VS BJP 
The BJP blunted the impact of rising crude price on oil PSUs more effectively than the UPA. 
COMPARATIVE RETAIL SELLING PRICES IN DELHI 


Period March 1998 to Ma 2004 (NDA »gime) 






258% 112% 18% 


Per cent Increase 195% 18% 


No. of changes 33 5 34 9 
Period May 2004 to August 2007* (UPA regime) 

Percentincrease 91% 29% 0.9% 40% 22% 
No. of changes 13 3 13 3 


*Revisions include both hikes and reductions in prices as well as changes on account of state taxes 


ONSUMERS CAN TAKE HEART. SOARING CRUDE PRICES ARE NOT GOING TO 
Coeli their fuel bills for now. With crude oil now closing in on the 
three-figure mark, Petroleum Minister Murli Deora is planning to approach 
the Cabinet shortly, seeking another financial package rather than a 
price hike to rescue beleaguered PSU oil companies IOC, BPCL and HPCL. His 
request: Rs 19,000-crore additional bonds. Deora understands the futil- 
ity of seeking price hikes in an election year. So, when he approached the 
Cabinet seeking a remedy for rising crude prices, he sought bonds as well 
as duty cuts to reduce the burden on the oil companies. 

BALAJI CHANDRAMOULI 


M-ads Are Coming of Age 


KEY ADVANTAGES 


I: MAY BE IRRITATING FOR MANY 
m Advertisers can design ads for specific 


consumers, but even as many of 


target groups us frown when we receive SMS ads 
m Visibility and cost effective rates for on our phones, advertisers say there 
advertisers is great potential in this new 


m Additional revenue stream for operators 


m Unmatched level of intimacy with 
customers in comparison to other mediums 


medium. Mobile advertising or M- 
ads is the new buzzword in the 
Indian marketing sphere. With the 
handheld device becoming an in- 
dispensable companion of millions of Indians, market players are designing 
campaigns aimed at specific sets of users. The M-ad segment includes cam- 
paigns like banners and contextual advertising on mobile internet or 
WAP, using video games to advertise a product, polling, contests, etc. 
The market is already worth around Rs 50 crore and has the potential to 
grow at 200 per cent a year. The global M-advert industry is expected to 
reach $11 billion (Rs 44,000 crore) by 2009, and India is likely to account 
for 1 per cent of this. Of course, the availability of high-end handsets sup- 
porting GPRS will help mobile advertising to grow faster. Currently, there 
are an estimated 15 million Gprs-enabled handsets in India. Even if it grows 
at 25 per cent every year, WAP advertising will see a spurt. In view of this, 
players like the Us-based mobile advertising network AdMob are tying up 
with Indian firms to draw advertisers onto WAP-based sites. 

AMIT MUKHERJEE 
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AS HOT AS IT GETS 
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инет s pru 
tailers after realtors spotted them 
first. It seems there is no more space 
for a major retail venture to pitch 
tent. The IT economy is the lifeline of 
these areas. "The software profes- 
sionals have disposable incomes, 
which we hope to tap," says Mahesh 
J. Shah, CEO of Home Town, a com- 
prehensive home-making store spread 

over 180,000 sq. feet. | 
Retailers are drawing up long- 





Me IRA CU reed acte 
70,000 square feet here. "In the 
next two years, we will have three hy- 
permarkets in Bangalore," says 


Gary 
Alberts, Head (Retail), SPAR 


International. Not so long ago, 
Ban a Road was known only 
for IIM-B in what was then the pe- 
riphery of the city. Today, the 10-km 
stretch is dotted with software and 
BPO companies. The apartment proj- 
ects coming up on the road, however, 
still border a forest that is home to a 
large number of wild elephants. 





Others like Gopalan Mall are ready 


to join the retail buzz and Reliance 


Retail is scanning the area to put up 


its RelianceMart. Tata's Infiniti Retail 
has announced it is setting up its 
Croma store at Marathhalli next year. 

K.R. BALASUBRAMANYAM 


> 3NV4d33d 


HVAVA 


Coluurs work 


| because they talk to the heart. 





Ricoh presents a range of best-in-class Colour MFPs that use the emotional 
impact of colour to your advantage. So that your business propositions can 
effortlessly work their way into the hearts and minds of your associates. 


KEY FEATURES: Standard printer & scanner « Built-in duplex & ADF « in-house finishing 
« Remote retrieval & editing of files « Security through encryption & authentication 
* PictBridge support « High-speed, low-cost B/W printing too 


No.1 Colour MFP in U.S. & Europe 





* Colour & B/W Multi-Function Products (AO to A4, 135 to 16 ppm) • CopyPrinters « 99% up-time » Nationwide service network | PRINT | COPY | SCAN | FAX | 


CORPORATE OFFICE: 52-8, Okhla Industrial Estate Phase Ill, New Dethi-1 10 020; Tel: 011-41613010-18; Fax 011-41612221; Website: www.ricoh.co.in; Email: nil info@ncoh.co.in; SMS RICOH to 53456 
BRANCH OFFICES: Ahmedabad: 26582883, 26588709; Bangalore 4147762021, 22248829/30; Chandigarh. 2710162, 2701984; Chennai 30212121/22, Coimbatore 2493948, 2496276, 
Delhi: 23353488, 41731867, 23312001, 41731860; Guwahati: 2635311, 2543591, 2602949; Hyderabad: 39185081/82, 39101898; Jaipur: 2707028, 2706299; Kochi: 2353274, 2352256, Kolkata: 22101634, 
22488641/42; Lucknow: 3237048, 2239189/76: Mumbai: 67032095, 22883042; Patna: 2222830, 2201490; Pune: 30580149/53/54; Ranchi: 2331426/069; Visakhapatnam: 2553466, 2754968 
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“THE BIGGEST ENEMY OF GREAT IS GOOD.” 


Deep Kalra. Founder and CEO, Makemytrip.com 


A good business follows the rules. A great one rewrites them. That's how we created a 
thriving online business that revolutionised the travel industry. And it's no different from 
how HP designed our newest printer. The HP OfficeJet pro represents a quantum leap in 
printing. It saves 30% on printing costs compared to a laser, with output quality and 


speeds that are just as impressive. To us, that's not just great - that's awesome. 





MULTI-FUNCTIONALITY 
HP OfficeJet pro L7580 
All-in-One 

Print, scan, copy and fax 


Rs. 16,999* 











PRODUCTIVITY SMS ‘HP’ to 57575 


HP OfficeJet pro K5400dn Call 3030 4499 (from mobile, prefix your STD code) or 
Networking ond 241060 printing 1800 4254 999 (toll free, from MTNL/BSNL lines) 
Rs. 8,499* 


Visit hp.com/in/officejetpro 
E-mail in.contact@hp.com 


"Est. street price, taxes and levies extra. Conditions apply. © 2007 Hewlett-Packard Development Company, L.P 
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What is it? India has successfully ground- | 


tested an indigenously developed upper- 
Stage cryogenic engine for use on the next 
GSLV rocket mission in 2008. 


But, what is it? A cryogenic engine works 
by burning hydrogen in liquid oxygen, 
which is kept at super-cooled tempera- 
tures, hence, the term cryogenic. After the 
Pokhran Tests of 1998, India could not im- 
port the requisite technologies forcing it 
to develop it indigenously. 


What is the advantage? Cryogenic engines are 
lighter and develop more thrust than standard 
rocket engines. While they are not suitable for 
the heavy-lifting job of the first stage, they are 
perfect for work in the upper atmosphere. 


So what? By developing this engine, India 
can give the GSLV rocket a higher payload 
and more reliability as well as validating 
technology, and this will propel India forward 
in the race to put a man in orbit next decade. 


KUSHAN MITRA 


34 BUSINESS TODAY DECEMBER 





ECONOMY 


STATUS: 7.80 per cent in 2006-07. 


BOTTOM OF THE PYRAMID 
912 913 91, 


8.90 
8.87 


-————— 
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2001-02 2002-03 2003-04 2004-05 2005-06 
Unemployment rates in per cent 

Source: Planning Commission/indexmundi.com 

IMPACT: The unemployment rate is still 
high despite high GDP growth rates. 
The reason for this is the decelera- 
tion in employment growth in the 
manufacturing and the public sectors. 


STATUS: $8.54 (Rs 341) a bushel as 
on November 22, 2007. 
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Wheat prices in $/ bushel Source: BT research 


IMPACT: Rising wheat prices in the in- 
ternational market are expected to 
fuel inflation as wheat is a staple in 
many parts of India. Though the im- 
pact of rise in the prices is still to be 
seen in India, the sustained rise in 
global prices will definitely impact 
domestic consumers. 
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P-WATCH 


A bird’s eye view of what’s hot and what’s 


not on the government's policy radar. 





EASY GREENBACKS 


UST WHEN THE GOVERNMENT IS 

discouraging Indian companies 
from raising funds from overseas, 
the US market regulator, the 
Securities Exchange Commission, 
has eased norms for raising capital 
from its market. A key effort that 
turned away several Indian compa- 
nies—reconciliation of its book with 
US’s GAAP accounting standard—has 
been removed. 

The decision is expected to bene- 
fit close to 1,100 overseas companies 
listed in the Us, including Indian blue chips like Tata 
Motors, Wipro, Reliance, HDFC Bank, icici Bank and 
Infosys. Henceforth, these companies will no longer 
have to publish two sets of accounts, both of which 
say essentially the same thing, but differ on matters of 
detail. Importantly, this will vastly reduce the compli- 
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LOOKING FOR MORE? 


UDGET TIME IS APPROACHING AGAIN. THERE IS TALK OF NEW 
бы And now it appears that the Finance Ministry is keen 
on levying a tax on all transactions on the commodity exchanges. 
The rationale: it’s a natural corollary to the Securities Transaction 


MORE LOAD 


Tax (STT), imposed in 2004. 

The logic from the revenue collec- 
tion point of view may be compelling, 
particularly after what the STT impost 
has yielded. Till mid-November this 
fiscal, it had poured Rs 4,924 crore 
into government coffers. Market 
players, though, are sceptical about 
the usefulness of such an impost espe- 
cially in context of the development 





m Finance Ministry consid- 
ering tax on commodity 
exchange transactions 


m Could affect long-term 
market development 


m Revenue consideration 
cannot be ignored, since 


трайно и, focus of the present government оп 
рр agriculture. They feel that the capital 
up Rs 5,000 crore already 


and commodity markets cannot 
strictly be compared. “In commodi- 
ties trading, the cash market is fragmented and inefficient and 
the futures market has a short history,” says Joseph Massey, 
Deputy Managing Director, Multi Commodities Exchange of 
India (MCX). A trade-off between revenues and market building? 
SHALINI 5. DAGAR 
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Better screens: Easier access 
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ance cost to enter the market. 

The US regulator has now 
embraced the global standard, the 
International Financial Reporting 
Standards (IFRS), which will find 
favour with Indian companies. 

The Institute of Chartered 
Accountants of India (ICAI) has 
already announced that by 2011, all 
Indian accounting standards will be 
based on the IFRS. 

While it gets easier on the 
accounting front, disclosures will 


be nothing less than that demanded by the near- 
draconian Sarbanes-Oxley Act. 

There is no denying that there can be little let up 
on this front, especially after the Enron controversy a 
few years ago. 


MANU KAUSHIK 


QUEUEING UP 


VER THE LAST ONE YEAR, 
the problem was one of 
freeing air waves from the 
defence forces to improve 
civilian telecom services. 
Even as this problem is being resolved, 
there is a new one—that of allocation. 
The Telecom Ministry, headed by 
A. Raja (above), is planning to give priority 
to new players over the vacated frequen- 
cies against the existing players who have 
applied for more. What does it mean? 
Industry players view this as yet 
another move of the government to delay 
allocation to new players. Some even say 
that it is just a ploy by the government to 
create a rift between players. Interestingly, 
this move comes in the backdrop of tele- 
com regulator TRAI’s recommendation to 
go ahead with the allocation of available 
spectrum to existing players. 
Surely, the delays are avoidable. 
AMIT MUKHERJEE 












і G LAUNCHES 
ІА 5 FIRST 
LOBAL REAL ESTATE FUND. 











«he Global Real Estate Investment market is $23.6 Trillion* and growing rapidly. This growth is a huge opportunity for investors to create wealth. 
2 ING Real Estate is the world's largest real estate investment manager, managing $145 Billion and has been recognized as the Best Investment 
| - Manager - IPE Real Estate and Property Manager / Adviser of the year 2007 by Global Pension Awards. With the ING Global Real Estate Fund, India now 
has the opportunity to benefit by investing in a fund that invests in listed real estate securities across Asia Pacific, Europe and the Americas. 


G0 INDIA TH Е WORLD IS YOU RS ерисе: ING clarion read estate securities research as on 31, 12,05 
# " ® 








INVESTMENT MANAGEMENT 





Statutory Details: ING Mutual Fund has been constituted as a Trust by the ING Group, and the Board of Trustees has appointed ING Investment Management (India) Private Limited as the investment 
Manager to the Mutual Fund. Risk Factors: Mutual Funds and securities investment are subject to the market risks and there is no assurance or guarantee that the objective of the scheme will be 
achieved. As with any investment in securities, the NAV of the units issued under the scheme can go up or down depending on the factors and the forces affecting the capital markets. Past performance 
of the Sponsors/ Mutual Fund or their affiliates do not indicate the future performance of the Scheme. The sponsors and associates are not responsible or liable for any loss resulting from the operation 
of the Scheme beyond the initial contribution of Rs. 1 lakh made by them towards setting of the mutual fund. Expenses of the FoF Scheme is over and above the expenses charged by the respective 
underlying scheme. Investment objective: The primary investment objective of the Scheme is to seek capital appreciation by investing predominantly in ING Global Real Estate Securities F und. The 
Scheme may, at the discretion of the Investment Manager also invest in the units of ather similar overseas mutual fund schemes, which may constitute a significant part of its corpus. The Scheme 
may also invest a certain portion of its corpus in money market securities, in order to meet liquidity requirements from time to time. However, there is no assurance that the investment objective of 
the Scheme will be realized. This scheme does not directly invest in real estate properties. Asset Allocation: The scheme shall invest 65-100% in ING Global Real Estate Securities Fund, 
. upto 35% in other overseas mutual fund units and upto 20% in Money Market Instruments including call money (as and when permitted by RBI) and reverse repo. Terms of Issue & Load Structure: 
As per SEBI circular SEBIAMD/CIR No. 1/64057/06 dated April 4, 2006 open ended schemes are not permitted to charge New Fund Offer expenses to the scheme. In this Scheme, the Entry Load 
toll ected during the New Fund Offer Period shall be utilised to meet the New Fund Offer expenses and the remainder of the New Fund Offer expenses, if any, shall be borne by the AMC. During the 
M continuous iet the AMC calculates m s NAVs and offers t and Aen of units of the in on al Business hdi Lcad structure tor eae Dune pe NFO ка on 





T application. T The load dad by the ee scheme у icad/exit E may impact the returns to nd investors, The load striae of the inser na н тау change from time to ime. (x 
АМС 1 Mutual Fund reserves the right to change the above load structure at its own discretion with prospective effect within the limits prescribed and as per the SEBI Regulations. А сору of the Offer 
^ Documents / Key Information Memorandum along with the application form can be obtained from the ISCs. Contact Toll free no. 1800 220042. Please read the Offer Document carefi ully for 
sthiemes-specific risk factors before investing. * COSC applicable if redeemed within 180 days from the date of investments (date of allotment if invested during the NFO) 
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P-WATCH COLUMN 





TO GATHER A CROWD IS A BASIC 
qualification for a grassroots 
politician, Panchayati Raj 
Minister Mani Shankar Aiyar is 

ng one step ahead—getting 
them to Delhi. And no small 
pack—he has invited all the vil- 





inde hindi wens E 
later next month. The trouble is 
not just from the bureaucracy— 
his ministry is not keen since it 
is hardly capable of managing 
250,000 people in peak winter; 
even the states are not keen 
on this initiative. And getting 
his party colleague and Delhi 
Chief Minister Shiela Dixit to 
help in the initiative was a dif- 
ficult task—she turned down 
the offer twice. 


GOALS GALORE 

MANAGING CONTRADICTIONS IS NOT 
an easy task. Scoring political 
points alongside is even more 
difficult. On the one hand, 
Petroleum Minister Murli Deora 
has ensured that a Group of 
Ministers be formed to look into 
the issue of pricing of petro- 
leum products in the wake of 
rising crude oil prices. On the 
other hand, last week, he pro- 
claimed in Parliament that no 
price hikes will be undertaken. 
Even better, he announced that 
he was only implementing the 
decision of the Chairperson of 
the UPA alliance. 
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SATISH KAUSHIK 


NEWS 


SIR RICHARD BRANSON 





Branson: Eye on India 

NIR RICHARD BRANSON CAN'T BE FAULTED FOR HIS 
pestle Recently in India to attend the 
first anniversary of Fever 104 FM, a joint venture 
between Virgin and HT Media, he outlined his 
plans to venture into India in sectors like telecom, 
broadcasting, films and aviation. First up, though, 
is mobile telephony. 

He refused to divulge his immediate plans, but 
said the Virgin Group—which clocked revenues of 
$20 billion (Rs 80,000 crore) in 2006—is pushing 
for a space in India’s burgeoning telecom sector by 
mid-2008. However, he also feels the Indian economy 
iudices Laws like the 74 per cent cap on for- 
ticipation in telecom are at the root of his un- 
elici Also on the radar is Virgin flying domestic 
routes. It already operates international flights be- 
tween London and Mumbai and New Delhi and 
now, Branson would dearly like to lock horns with 
Indian, Jet Airways and Kingfisher for a slice of the do- 
mestic pie. But that will not be possible unless the gov- 
ernment relaxes its aviation laws, he told the media. 

Not that such hurdles have ever slowed down the 
flamboyant r, who is worth over $7.8 
billion (according to the Sunday Times Rich List for 
2006). Ever since he started the Virgin Records 
chain in 1971 at the age of 21, Branson has pos- 
sessed a nose for good business. This was high- 
lighted when he formed Virgin Animation in 2006 as 
an alternative to established brands like Marvel 
director Shekhar Kapoor. According to Branson, this 
partnership could pave the way for Virgin's foray into 
Bollywood in the near future 

BIBEK BHATTACHARYA 
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NUMBERS OF NOTE 


3 1. The average number of villagers projected to 
show up in an Indian city every minute for the next 
43 years (700 million people in all), according to 
a Goldman Sachs study 


7. The number of Indian companies among the 
world's top 1,250 companies ranked on the basis of 
investments in R&D. These include Tata Motors, 
Ranbaxy Laboratories, KPIT Cummins Info systems 
and Dr Reddy's. 


38 million: The number of Indian consumers 
connecting to the internet via cell phones, up from 
16 million last year, according to a report by the 
Telecom Regulatory Authority of India 


1 16. The number of million barrels of oil a day 
the International Energy Agency projects will be 
needed by 2030 to fuel the global economy 
compared to 85 million barrels a day now. And 
nearly half that increase in demand will come 
from just China and India 


Rs 1 . 5 crore: The amount IIM-B generates оп 
average every year through placement fees 


24. The number of personal computers for every 
1,000 people in India 


54. The number of billionaires India currently has, 
18 more than last year (2006), according to Forbes 


350,000 tonnes: Amount of wheat the 


Government plans to import from international 
markets this year 


4,000. The number of companies listed on 
Indian bourses 


Rs 2,889 crore: Estimated worth of the 


Indian mobile phone value-added-service market in 
2009, compared to Rs 986 crore in 2006 


$40 billion: The value of orders by Persian Gulf 
carriers for 140 planes from both Airbus and 
Boeing on the opening day of the Dubai Airshow 


$399. The price of Amazon's electronic book 

reader, Kindle, which can hold more than 200 s. 
titles from best-selling books to the latest 77798 
edition of The Washington Post 
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“Poverty is a shame and the widening gap 
in incomes is frightening; 300 million of us 
have overwhelmed the considerations of 
750 million others” 


Parthasarthi Shome, Adviser to the Finance Minister, in Business 
Standard 


“1 don't go to the office to work. I go to office 
to meet people" 
Wim Elfrink, Chief Globalisation Officer, Cisco, in Mint 


"We want to move from beverages as an 
accompaniment to being a beverage destination. 
Our speed, our convenience, the value that we 
can afford to customers without comprising 
quality will make us a formidable player" 

Don Thompson, President, McDonald's USA, on plans to enter 

the ‘ballooning’ coffee market, to AP 


“You can't fall in love with the deal if it 
doesn't sing and dance. You want to win 
every one, but you can't" 


Bob Johnson, CEO, Dubai Aerospace Enterprise, on tbe decision 
to pull out of a bid to acquire Auckland International Airport in 
New Zealand, in Time 


“We want to give Indian investors an 
opportunity to be a part of the world’s 
largest steel company and would like to 

list Arcelor-Mittal in India” 

L.N. Mittal, President and CEO, Arcelor-Mittal, in The Times of India 


“The key feature of a book is that it 
disappears” 


Jeff Bezos, , Founder and CEO, Amazon.com, on Amazon Kindle, 
an electronic device that he hopes will leapfrog over previous attempts 
at wooing e-readers, in Newsweek 


“The nature of the problem (mortgage defaults) 
will be significantly bigger next year because in 2006 
(mortgages) had lower underwriting standards, 
no amortisation and no downpayments” 

Henry Paulson, US Treasury Secretary, in Guardian 


“Many foreign investors are coming here 
because of poor returns in developed 


countries. They will abandon us if returns fall" 
M. Damodaran, Chairman, Securities and Exchange Board of India, ix 
The Times of India 
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2007, held in Mumbai recently. Ine 
channel won the honour for the fifth 
straight year. Aaj Tak is part of the 
same group that owns and publishes 
Business Today and several other 
leading publications. 


RECHRISTENED: As Avantha 
Group, the Gautam Thapar Group, 
promoter of BILT and several other 
companies. Avantha combines 
French and Sanskrit terms to ex- 
press growth and stability in the 
new name. The group, which is 
India's largest paper producer, also 
has interests in power generation, 
distribution, transmission, chemi- 
cals, equipment and food processing. 


SELECTED: By the Pension Fund 
Regulatory Development Authority, Life 
Insurance Corporation to sponsor a 
company to manage the pension funds 
of central government employees. LIC 
has sponsored LIC Pension Fund, 
which is the first company 
incorporated in India to manage 
pension funds under the new 
pension system 


JUST WONDERING ... 





Ine PSUS мии MBN пате vapican- 
sation are ONGC, NTPC, BHEL, SAIL 
and IOC. The recent sale of the gov- 
ernment's residual 10.27 per cent 
stake in Maruti netted Rs 2,366.94 
crore. 


REJECTED: By Nokia Siemens 
Networks, PSU telecom company 
BSNL's decision to offer it 40 per cent 
of the contract for a 22.5 million line 
GSM network. Differences over pricing 
was the main reason for NSN not ac- 
cepting the offer. LM Ericsson 
Telephone was awarded 60 per cent of 
the contract and NSN, being the sec- 
ond-lowest bidder, was given the rest. 


ROLLED OUT: By 
Tata Motors, its one- 
millionth passenger 
car, an Indica, from its 
facility in Pune. The 
company commenced 
production in January, 1999. To cel- 
ebrate the milestone, the company is 
running a contest for free upgrades for 
lucky customers and also running spe- 
cial retail offers. 


The Tata Indigo AL 
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Figures in per cent 


RE INDIANS OVER-OPTIMISTIC? A 
study by insurer AXA Asia Life 
has revealed that 82 per cent 

of the “mass affluent"—the top 25-35 
per cent of the population—in India 
have neither started planning for, nor 
taken care of their retirement needs. 
For Indians, career is the first priority 
followed by health, family and retire- 
ment, in that order. Further, 85 per 
cent of Indians are satisfied with their 
lives, the highest for any country. The 
regional average is 49 per cent. 

The survey shows that Asians are 
not willing to sacrifice their existing liv- 
ing standards to achieve an earlier 
retirement, with the exception of India 
and the Philippines, where the need for 
some trade-off is more readily ac- 
cepted. Then, 76 per cent of Indians 
are concerned about the rising costs of 
their children's education. Despite 
this, however, only 1 per cent of 
Indians have actually invested in ed- 
ucation plans. The survey polled 2,400 
respondents, aged between 25 and 50 
years, across eight markets in Asia- 
China, Hong Kong, India, Indonesia, 
Malaysia, the Philippines, Singapore 
and Thailand. It identifies current life 
satisfaction levels and forecasts the 
level of optimism and outlook towards 
life across Asia. 
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Impact Analysis: This is another example of little-known Indian companies getting the con- 
fidence to ‘think global’ and acquire players bigger than themselves in spite of competitive 
pressure from international bidders. This acquisition will make Environ one of the major players 
in the solar photovoltaic solutions market in the world. 


TEAITRACKER 


DEAL VALUE 


TARGET ACQUIRER NDUSTRY TYPE 
| (Rs crore) 





Vaibhav Gems 


Undisclosed 100% 


petites acme atime o v m tt e ey vo ee tet —— = 


oy 


Елеу дсди Undisclosed "^ 7596. 


investment Undisclosed 11.8% 


Retail — — Acquisition — 200 — | 100% 

Automobiles Acquisition Undisclosed ____100% 

Industrial Products — — Acquisition Undisclosed — — 10076. 

=e ‘RealEstate — — — — Acquisition — 49 ____ 100% 

МТАК Technologies — Engineering — —  dnvestmnt 26 2976. 
перу Acquisition Undisclosed 74% 


Acquisition Undisclosed — 100% 

lealthca C ылышы Acquisition = 30 — — 10% 

Healthcare — — ——1— Investment — 40 &— — Undisclosed 

Food & Bevarages investment — 340 _ Undisclosed 

| Tam  — tee а Acquisition 33 76% 

Pronet Interactive — &— — — u Software — — | Investment Undisclosed Undisclosed 
Sayi Power Energy — — 1. сИ investment Undisclosed 26% 
Natrol — — — 1. Pharmaceutical Acquisition — 317.1 1 1005 
Vertex Software — — — — — NTT Data Corporation HMH 1 Acquisition Undisclosed 687% 


includes only M&A. private equity and brand sale transactions 


Ernst & Young is a leading M&A advisor in india. While every care has been taken to compile this data, it is based on media reports, company announcements and other 
secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision. 
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Offshore Advantage: What Next? 


The relative cost advantage of leading offshore destinations has declined almost 
universally. While India and China continue to dominate, competition among 
low-cost countries is intensifying. The wage advantage of offshore locations will 
continue for 20 or more years, says a recent study. 


Global Services Location Index, 2007 


The weight distribution for the three categories is 40.30.30. Financial attractiveness is rated on a scale of 0 to 4 and 
the categones for people and skills avilability and business environment are on a scale of 0 to 3 
Source: А.Т. Kearney 
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Today's Rajasthan epitomizes 


economic dynamism and healthy 


(> 4 competition. The economy of Rajasthan is on an 

upward swing and has grown at a rate of around seven 
percent, one of the highest countrywide. Over the past few 
years, the bold initiatives of the Government have revitalized the State on a path of 
economic and social transformation. In other words, Rajasthan has all the 


important elements of competitive advantage. Already several leading national and 





2 


Vasundhara Raje 


Chief Minister, Rajasthan 


multinational corporations have established their business in Rajasthan and are 


reaping the benefits of its investor-friendly climate. 





A Policy for Promoting Private Investment in 
Health Care Facilities (2006) has been 
formulated. 


Rajasthan being promoted as a Medical 
Tourism Destination 


Free land being provided for setting up private 
colleges at sub-divisional head quarters, where 
presently there are no colleges. 


The Rajasthan Education Initiative (REI), 
aimed at engaging global and local partners to 
support education in Rajasthan, being 
implemented with a great degree of success. 








“A resurgent 
P @ 


e PARTNERSHIP SUMMIT ® 
JAIPUR Nov 30 - Dec 1, 2007 


Alive With Opportunities 









e A Rs. 10,000 crores investment 
programme for the road sector. 


e The Government has entered into à 
Public Private Partnership arrangement 
with IL&FS incorporating a 50:50 joint 
venture company called RIDCOR. 

e Power generation capacity of 4084 MW 
is targeted by 2008. 

e 35,000 villages to get 24 hour un- 
interrupted power by June 2008. 

e Policy for promotion of private sector 
investment has been notified. 


Human Resource Development & Creation of 
New Competencies 


e Training of College Teachers in modern 
communication skills; carrying out training 
programmes for under graduates to equip them 
better for modern jobs. 

e Assessment of Soft Skills started in association 

| with NASSCOM to enhance scope of Business 

Process Outsourcing (BPO) Sector in Rajasthan . 

e An investment of over Rs. 25 crores in 1.5 years has been catalyzed 
and the new generation of Rajasthan is being brought up to be 
computer friendly. 

Revival of Traditional Skills 


e Traditional skills are being made to sync with modern markets. 
Through the 'Fashion For Development' initiative, the age old 
skills of Kota Doria and Khadi are being reoriented so that they 
gain a toe hold in international markets. 


e Internationally acclaimed 
designer, Bibi Russel is the key |... s 
driver of this initiative and 3 | 





presently she is working with $ 
the poor rural women near Tal ° 
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MNCs’ Second Wind 








A number of global majors are finally going the whole hog in India. T.V. MAHALINGAM 


TS A TREND THAT'S INCR- 
easingly becoming pro- 
minent. Multinational 
corporations (MNCs) that 
have been in the country 
for years and years with pre- 
cious little to show for their ef- 
forts are finally beginning to 
make the big moves in a local 
market that’s hit a tipping 
point. These include giants like 
the ¥580-billion (Rs 20,300- 
crore) Japanese electronics and 
imaging giant Brother Intern- 
ational, the SEK (Swiss Krona) 
53,101-million (Rs 31,860.6 
crore) global ball bearings and 
seal giant AB SKF, the €1,177- 
million (Rs 6,944.3-crore) 
French product lifecycle man- 
agement (PLM) solutions 
Dassault Systemes, and the 
$47.8 billion diversified us go- 
liath United Technologies 
Corporation (UTC). 

Consider Brother Inter- 
national, which has been pres- 
ent in the country since 1989 
with a liaison office. A couple of 
months ago, it set up a direct sub- 
sidiary and announced that it would 
target a three-fold increase in rev- 
enues over the next three years. In 
addition, the company has 
projected a sales growth of 50 per 
cent in the inkjet printer and 35 
per cent in the laser printer markets. 
In all, the company is said to be tar- 
geting sales worth a billion yen (Rs 
37 crore) by March 2008. 
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"Yes, we are aware that we have 
entered a very competitive market a 
bit late but then we have very am- 
bitious plans," says Toshiyuki Taka- 
mure, Managing Director, Brother 
International (India). To achieve 
this, the company has unleashed a 
slew of products and expanded its 
authorised service centre network to 
85 locations. Brother plans to in- 
crease that network to 100 outlets 
by the end of the year. *We will 
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AB SKF's Johnstone: India's a happening plac 


continue to strengthen our 
sales and customer support ac- 
tivities, and boost Brother's 
brand image in the country as 
we are relatively lesser known 
here," adds Takamure. 

Similarly, AB SKF is ramping 
up its production facilities, 
thereby hoping to increase its 
revenues several times over. 
The century-old company, 
which has been in India for 
more than eight decades, plans 
to invest Rs 420 crore in 
greenfield facilities in Ahm- 
edabad and Uttarakhand. By 
2011, the company hopes to 
double its revenues to Rs 
3,000 crore. SKF India clocked 
sales of Rs 1,342 crore for 
the financial year ended Dece- 
mber 31, 2006. “Even though 
India’s share to the global 
turnover is about 3-4 per cent, 
it's among the fastest-grow- 
ing markets. But the invest- 
ment we have announced in 
the country is the highest glob- 
ally for any geography in 2007," 
says Tom Johnstone, President & 
Chief Executive, AB SKF. 

Another company that is in- 
creasing its range of operations in 
India is Dassault Systemes. The 
company employs 1,000 people 
and has a joint venture called 3D 
PLM with domestic IT firm 
Geometric Software. However, a 
growing roster of clients, including 
blue chip ones like Apollo Tyres, 


IINVASOOD LIHOVM 


Digital Deals 


Independent online marketing firms find a place in the sun. 


T'S A SPACE MANY MEDIA AND AD- 
I vertising houses want a toehold 
in. With good reason. If projec- 
eis of media services major 
ZenithOptimedia are anything to 
go buy, the online advertising 
market in India is expected to 
touch Rs 2,250 crore by 2009, 
and will account for 6.8 per cent 
of the entire advertising pie (in 
2007, the ad spend on the internet 
is expected to be Rs 450 crore). 
Such numbers have put the inde- 
pendent agencies that create this 
advertising in the limelight—and in 
the sights of the big networks. 
acquisition in the internet mar- 
keting space by acquiring a 75 per 
cent stake in Smile Interactive's 
Quasar Media, a provider of dig- 
ital media services, amongst other 
related services like search mar- 
keting and optimisation, mobile 
marketing and e-commerce. A few 
days later it was the turn of an- 
other digital major, WebChutney, 
to offload a stake (both the per- 
centage of equity and the sale 
amount have not been disclosed), 
this time to the venture capital 
arm of Network 18, a media and 


Tata Motors, Ashok Leyland, 
Infosys and Satyam, has prompted 
the company to set up a fully-owned 
subsidiary in India. "India is still 
relatively a small market for us but 
the kind of growth we are seeing 
here is really amazing. It will be a 
market of the future for us," says 
Bernard Charles, President and CEO, 
Dassault Systemes. 

UTC, which has been in the 
country for more than half a cen- 
tury, is well known for its brands 
like Carrier (air-cooling) and Otis 
(elevators and escalators). But the 
country barely contributes just 
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Webchutney's Као: In the spotlight 
entertaimment тера-согр. 


Whilst Quasar has chosen to 
align with a global network, 
WebChutney appears determined 
to be on its own, preferring to 
rely on venture capital funding. 

“With this investment, we can 
continue to operate independently 
in an environment where digital 
agencies face an increasing pressure 
to align themselves with ere 
lished networks,” said Sidharth 
Rao, CEO & Co-founder, Web- 
chutney. Network 18's entry al- 
lows investors like Russian 
Hill Ventures and other angel in- 
vestors to exit in this round 
of investment. 

PALLAVI SRIVASTAVA 


than 4 per cent of its Asia rev- 
enues. Now the company is plan- 
ning to change that with ambi- 
tious plans to tap the aviation mar- 
ket. The company is ‘in discus- 
sions’ for fabricating helicopters 
in the country and has a dedicated 
R&D centre in Bangalore, COO 
Louis К. Chenevert told BT cur- 
rently. Clearly, the prospect of 
double-digit economic growth cou- 
pled with increasing action in core 
sectors like aerospace and infra- 
structure have convinced the MNCs 
that India may finally be worth 
big-bang investments. 


"n‏ — ي 
Irons in the‏ 
Indian Fire‏ 


ArcelorMittal takes a step 
towards making steel in India. 


HIRTY MONTHS AFTER MAKING 
cT official entry into India, the 
world's fourth-largest steel pro- 
ducer Posco's 12 million tonnes 
per annum (TPA) mega-steel plant in 
Orissa is still mired in controversies. 
ArcelorMittal, the world's largest 
producer of the same metal, zeroed 
in on Orissa 10 months ago. Like 
Posco, ArcelorMittal too has had to 
negotiate roadblocks. But for 
Lakshmi Niwas Mittal, President & 
CEO, ArcelorMittal, the world's 
fastest-growing economies of India 
and China are proving to be the 
harbinger of good tidings ahead. 

In early November, Arcelor- 
Mittal announced that it had ac- 
quired a 28 per cent stake in the 
Hong Kong-listed steel maker China 
Oriental Group for $647 million. A 
toehold in China Oriental gives 
Mittal an entry into a highly-regu- 
lated Chinese steel market. In India, 
the steel tycoon has been awarded a 
block of coal mines for firing up 
his 1,500 MW power plants for cap- 
tive consumption. He'll need all 
the power he can generate. After all, 
ArcelorMittal is planning to put a 
combined capacity of 24 million 
tonnes in the mineral-rich eastern 
states of Jharkhand and Orissa. 
ArcelorMittal, with production in 
excess of 118 million tonnes, which 
is almost 10 per cent of the world's 
steel output), has planned an in- 
vestment in the region of Rs 80,000 
crore in India. 

The two projects are proposed 
to be developed in two phases of 
6 million tonnes each, but Mittal, 
who is reportedly not very happy 
with the progress due to govern- 
ment delays, wants faster action 
on the iron ore allotment front. 
"The iron ore requirement is 600 
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million tonnes for each plant for 
30 years. We are in consultation 
with the respective state govern- 
ments for the same,” says 
ArcelorMittal spokesperson. A 
| 2-million tonne steel plant would 
require about 600 million tonnes 
of iron ore annually. As things 
stand today, there are already de- 
lays in Jharkhand with regard to 
allocation of iron ore mines. In a 
presentation to investors recently, 
the ArcelorMittal top brass has 
said that “the site is to be an- 
nounced immediately after the 
notification of a Rehabilitation 
& Resettlement policy by the 
Jharkhand State Government”. 


towards the realisation of our 


Jharkhand and Orissa projects, 


which will both bring considerable 
economic benefits to India.” 

The two coal blocks allocated at 
Seregarha in Jharkhand and Rampia 
in Orissa are on a sharing basis. In 


Jharkhand, ArcelorMittal has been 


allocated 83.33 million tonnes of 
steam coal out of the total 150 mil- 
lion tonnes. Similarly, in Orissa, 
the share is 84.16 million tonnes 
out of a total of 645.24 million 
tonnes. Both the blocks can gener- 
ate coal to produce 700 Mw of 
power each. “Our vision would be 
to develop these blocks as world- 
class mining operations with due 





Mittal: At last, some good news 


The Orissa plant, where the com- 
pany has already announced the 
project site, is expected to go on 
stream before Jharkhand—but 
only once the issue of iron ore 
allocation is sorted out. 
Meantime, the coal block allo- 
cation last fortnight is expected to 
speed up the work at the Orissa 
plant. M.P. Singh , VP (Mining and 
M&A ) at ArcelorMittal in a state- 
ment said: “This is a good beginning 
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emphasis on environmental pro- 
tection and operational excellence," 
says the spokesperson. The target 
date for the first phase of the two 
plants to go on steam is 2010-11. 
But analysts back home are already 
speculating whether ArcelorMittal- 
branded steel will be in the Indian 
market before that—if the takeover 
tycoon does decide to home in on 
domestic capacities. 


ANAND ADHIKARI 


Think Global, 
Act Local 


The Essar Group's BPO is 
banking on domestic growth. 


S^ EN ACQUISITIONS IN LESS THAN 
three years—that’s a feat that 
most companies would find diffi- 
cult to pull of successfully. But 
that's exactly what Aegis BPO, Essar 
Group's BPO venture, has done. 
Last fortnight, Aegis acquired 
TeleTech Services, a joint venture 
between TeleTech Europe ву and 
Bharti Ventures, for an estimated 
price of $13 million. 

Other than TeleTech Services’ 
2,200 employees and its two centres 
in Gurgaon and Delhi, the acquisi- 
tion strengthens Aegis’ play in the 
domestic BPO market. “We entered 
the domestic BPO market by ac- 
quiring Orian Dialog and Customer 
First in April 2005,” says Aparup 
Sengupta, Group CEO and мр, 
Aegis. “Today, we are the largest 
player in that space (domestic BPO),” 
adds Sengupta. Buoyed by the ap- 
preciating rupee, India-based BPOs 
are finding the domestic market 
more attractive than ever before. 
The domestic BPO market was esti- 
mated at around Rs 6,000 crore in 
2006 and is growing at a rate of 
50 per cent annually as sectors like 
retail and telecom continue to do 
well. With this acquistion, Bharti 
Airtel becomes a customer of Aegis. 

With the acquistion, the $188- 
million Aegis becomes the 12th 
largest BPO player in the industry 
with 23 global centres in the us and 
India (including 14 Indian cities) 
and 14,000 employees. *We have 
been growing at a compounded an- 
nual growth rate of 44 per cent in 
the last three years and expect to 
cross $500 million in revenues 
within the next two years,” adds 
Sengupta who believes the company 
will expand its delivery footprint 
to Europe and South-East Asia. 


г i. 
Ravi (L) & Shashi Ruia: Yet another deal 


The company currently oper- 
ates in three verticals—telecom, BFS! 
and healthcare and has more than 
10 Fortune 500 companies on its 
client roster. The Essar Group had 
acquired Aegis Communications 
Group in November 2003 to make 
its foray into the BPO business. Ever 
since the Ruias of the Essar Group 
have acquired half-a-dozen smaller 
companies. Earlier this February, 
the company acquired Global 








Vantedge and entered the offshore 
collections and receivables man- 
agement business and currently 
provides end-to-end customer life 
cycle solutions. Like Sengupta says: 
“We never acquire a company to 
just boost headcount, It is to 
either enter a strategic market or to 
add certain skills.” 

T.V. MAHALINGAM 


Another 
Retail IPO 


Subhiksha may finally hit the 
markets early next year. 


EN YEARS AFTER HE LAUNCHED 

discount store chain Subhiksha 
out of a middle-class neighbour- 
hood in Chennai, R. Subramanian 
is finally taking his baby public. 
Come next February or March, 
Subhiksha, which has a topline of 


Presenting KVB's Коп $В 


Rs 1,300 crore, may debut on the 
stock markets, making it one 
among the handful of such retail 
chains. It’s been two years since 
Subramanian, an IIM-A grad of 
1989, has been mulling listing his 
retail chain, but he may have de- 
cided against it over the issue of 
valuation. Sometime ago, Reliance 
Retail made an offer to buy out 
Subhiksha, but Subramanian had 
refused—again, over valuation of 
his retail chain. 

But at least two things may be 
forcing his hand now: One, the 
stock markets have run up consid- 
erably over the recent months, and 
many expect it to correct a bit. 
That means, Subhiksha would need 
to hit the market while the correc- 
tion is still some time away. Two, 
the investors in Subhiksha, includ- 
ing ICICI Venture and Subramanian 
himself, may be looking to unlock 
some of the wealth they have cre- 
ated. ICICI Venture, for example, 
has been invested in Subhiksha for 
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Subramanian: Getting the price right 


seven years—typically, the period 
after which РЕ firms need to re- 
turn money to their own investors. 
“We don’t have a firm deadline 
for the IPO, though having one at 
this juncture would not be out of 
place," says Subramanian. “Now 
we have also reached a scale and 
size as India's largest retailer in the 
segments we operate." 

At present, Subhiksha has more 
than 1,000 stores in 12 states, and 
plans to add another 300 by 
March 2008. Unlike Pantaloon 
Retail's Big Bazaar, the most valu- 
able retailer currently, Subhiksha 
does not operate hypermarkets. 
Instead, as a discount retailer, it 
operates out of relatively small 
stores that are conveniently lo- 
cated in middle-class neighbour- 
hoods. Although Subramanian 
would not comment on the ex- 
pected valuation, some reports 
talk of Rs 3.500 crore as a positive 
number. *Currently the market 
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sentiment on retail is quite good. 
There were two IPOs in the recent 
past (Vishal and Koutons) that have 
done well, although Pantaloon con- 
tinues to remain a favourite," says 
R. Ramakrishnan, Executive 
Director and Head Investment 
Banking, Spark Capital Advisors, a 
boutique I-banker in Chennai. 
Retailing as such is a low-margin, 
high-volume gain, and for a dis- 
count retailer like Subhiksha, the 
margins must be thinner still. So, 
Subramanian must come up with a 
convincing story to get the valuation 
he thinks Subhiksha deserves. 
NITYA VARADARAJ[AN 


ALL in 
the Game 


Apollo International's sixth 
diversification is into logistics. 


HE LATEST FORAY OF RS 1,000- 
j == Apollo International Ltd 
(AIL) is into logistics. Apollo Logi- 
Solutions (ALL) is the sixth diversi- 
fication of AIL, which is a part of the 
$1.2-billion Apollo Group (that has 
major interests in tyres and 
healthcare). ALL has already ac- 
quired prime space (60 acres of 
land) near Jawaharlal Nehru Port 


To India’s Credit 


Local banks compare favourably against global risk best practices. 


HE EXIT OF TWO HIGH PROFILE 
CEOs—Charles Prince of Citi 
and Stan O'Neal of Merrill Lynch, 
thanks to an estimated $400- billion 
global subprime mortgage losses— 
is a stark reminder as to how a 
lack of understanding of risk can 
pose a big problem for the banking 
sector. The Indian banking sector 
can’t afford to stay unconcerned for 
too long. After all, it does have its 
own ambitions of going interna- 
tional. In fact, the largest bank in 
the country—the State Bank of 
India—has acquired banks in 
Kenya, Indonesia and Mauritius 
in the last two years. The second- 
largest bank, icici Bank, is aggres- 
sively creating size to become a 
bank of global size to tap oppor- 
tunities in the global marketplace. 
There may be little to fear—just 
yet. A 119-page report titled Indian 
Banking: Towards Global Best 
Practices, done by McKinsey & 
Company on behalf of the Indian 
Banks Association (IBA), reveals that 
Indian banks compare favourably 
against global credit and risk best 
practices. It also says that Indian 
banks have done remarkably well 





ICICI Bank's Kamath: Time for caution 


so far in increasing shareholder 
value, allocating capital effectively 
and also contributing to the coun- 
try's GDP growth. The report, how- 
ever, points to fostering financial 
inclusion and managing the high 
intermediation costs of over 5 per 
cent (as against 2.9 per cent in the 
US and 3.4 per cent in China). 
Take, for instance, Indian urban 
centres, which today account for 
60 per cent of the total saving de- 
posits, despite only 27 per cent of 
the population residing in urban lo- 
cations, "There is a need to foster 
financial inclusion to tap the re- 
maining 73 per cent of the cus- 
tomers fragmented across 650,000 
villages in India," points out the 
McKinsey report. 

ANAND ADHIKARI 


The exuberance of youth 





And 101 years of experience 


Yes, this is our outlook at National Insurance where 
we take all steps to deliver our best. Our rich past and 
the continued trust and confidence of our customers 
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meet the changing needs. We are committed to serving 
our 137 lac customers with more than 200 different 
insurance products, through our extensive network of 
about 1,000 computerised offices and a dedicated team 


of over 16,000 skilled personnel. 


Insuring assets. Ensuring smiles. 


e Accorded "AAA/STABLE'" rating by CRISIL 
e Won CNBC Awaaz Consumer Award 2007 for the 


most preferred non-life insurance brand 
* Won HSBC Best Institutional Solution Award for 2007 
* Pioneer in Bancassurance. Tie-up with 23 banks 
* Tie-up with Maruti and Hero Honda, India's strategic 
automobile majors for providing vehicle insurance 
* Tie-up with NGOs in reaching out to the rural sector 


with various insurance schemes 
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Its Initiative to otter comprehen- 
sive services in container and freight 
station, ALL is seeking to tie up with 
a foreign partner for technical sup- 
port, but only to set up its cold 
storage facility. It will set up its CFS 
(container freight stations), ware- 
housing, distribution and re-distri- 
bution services on its own. “We 
cannot announce any details as ne- 
gotiations are on; also, this has been 
entirely financed by the Apollo 
Group. ALL is looking at an IPO (ini- 
tial public offering) in 2011,” says 


ALL was set up in August 1994, 


as a 100 per cent subsidiary of 


Apollo Tyres, to lead the diversifi- 
cation forays of Apollo Group into 
new business opportunities world- 
wide. Subsequently the company 
ceased to be a subsidiary of Apollo 
Tyres. “AIL is a profit-making and 
dividend-paying company and enjoys 
the status of a government-recog- 
nised trading house,” says Kanwar. 

ALL is engaged in the manufac- 
ture and export of tyres, tubes and 
flaps, exports of general commodi- 


Outsourcing, the Organic Way 


AM ee NM 


WLEDGE SERVICE LIKE CREDIT 
E one. equity analysis and 
economics research are some areas 
in which Infosys BPO (formerly 
Progeon) has built a major pres- 
ce. The company's knowledge 
process outsourcing (KPO) division 
currently accounts for 9 per cent 
of overall revenues. Amitabh Cha- 
udhry, CEO, Infosys BPO, expects to 
take that up to 25 per cent in a 
couple of years. He will do so by 
entering new areas like legal serv- 
ices, and learning services. *We 
are foraying into learning services 
as many of our clients have ap- 
proached us for such services. 
These companies spend a lot of 
money in training and develop- 
ment and we already have some 
expertise in this area," reveals 
Chaudhry. 

Whilst there are quite a few 
KPO firms in India that could make 
acquisition targets, Chaudhry says 
there are just too many who do 
grassroots BPO work rather than 
high-end work. *Look at the costs. 
The annual cost per KPO agent in 
the us is $45,000. How many KPO 
companies in India touch even 
$25,000?" he asks. *We prefer to 
grow this business on our own," 
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Infosys BPO's Chaudhry: On our own 


he says. While names of several 
captive BPOs as potential buyout 
targets, including those of Dell, 
the UK-based Sage and Prudential 
BPO, have been doing the rounds, 
Chaudhry insists valuations are 
too high. But then Infosys has al- 
ways been known for its reluc- 
tance to shop around. Clearly, or- 
ganic growth is the buzzword at 
Infosys BPO, which has seen sig- 
nificant growth of over 70 per 
cent in revenues and an increase in 
the client base of over a third in 
the first half of the current year 
(compared to the previous year's 
corresponding period). 

PALLAVI SRIVASTAVA 
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AIL’s Kanwar: Half-a-dozen so far 


ties and products, gaming, logistics 
and digitalisation of cinema theatres 
across the world. It's six divisions are 
Tyre Tech Global (into tyre ex- 
ports), UFO Moviez, ALL, Lottus (on- 
line lottery), International Business 
Division (into export of diverse com- 
modities from construction material 
to automotive parts), and Tag 
Fashion (into leather). 

While each of the businesses 
has established clout, it's UFO 
Moviez that's earned Kanwar all 
the visible spurs of late. And inv- 
estors are seeing potential for ret- 
urns; VC fund 3i infused $22 mill- 
ion into it, early this year. The 
company, alongside establishing 
presence in over 1,000 theatres 
across the country, is also foraying 
into global markets such as the us. 

"We are looking at a profit- 
sharing, private equity-sort of model 
for growth. For our logistics ven- 
ture, we have this approach, and 
seek to rope in players who know 
the business and run it like their 
own enterprise, as they have stakes 
and we provide just the back-end 
support necessary to offer admin- 
istration and the clout at relevant 
negotiations," says Kanwar. ALL has 
roped in Capt. Kapil Anand who 
was formerly with Gateway 
Distriparks, and instrumental in 
setting up its operations, With such 
"IPO-able' ventures in mind, AIL 15 
targeting a turnover of Rs 3,000 
crore by 2011. 
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Better sound through research” 


together and be simple to set up and use. The small, 
credit card-style remote lets you control the functions. 
Six FM and six AM presets allow you to choose your 


favorite radio station with the touch of a button. 


Optional Multi CD Changer 


Our optional  Multi-CD Changer lets you 
enjoy your music for hours on end. Slip one 
CD into the Wave Music System and upto three more 
into the changer, and enjoy hours of uninterrupted 


music - with lifelike sound. 
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Taking Guard, 
Tentatively 


Ahead of debut, some 
nervousness for Zee’s ICL. 

Y THE TIME THIS MAGAZINE 

hits the stands, Subhash 

Chandra’s Indian Cricket 
League would have showcased its 
debut Twenty20 match in Pan- 
chkula (Chandigarh), with Chand- 
igarh Lions squaring off against 
Delhi Jets. More than the young 
and relatively-unknown cricketers in 
ICL, probably Chandra and his 


executives should have a case of 
nerves. Although Chandra has am- 
bitiously taken on the Big Daddy of 
world cricket, the Board of Control 
for Cricket in India (BCCI), and its 
already popular Indian Premier 
League (also a Twenty20 format), 
advertisers are beginning to ask 
some tough questions. “The fact is 
that IPL promises all the eyeballs 
with all the legacy behind it,” says 
Tarun Nigam, Head (North, West 
& Pakistan), Starcom, a media 
buyer. “Advertisers will try to beat 
down ICL’s rates.” 

He isn’t the only hard-nosed 
media buyer. The Big Bull on 


Shutters Down, For Now 


Reliance Retail stops its Fresh business in the state. 


T IS WHAT ONE COULD CALL A 

lose-lose deal. Unable to over- 
come protests from middlemen 
and traders in Uttar Pradesh, 
Reliance Retail has decided to dis- 
continue its fresh produce busi- 
ness under the Reliance Fresh 
brand in the state. It’s a move that 
Reliance Retail, which operates 
the Reliance Fresh format, has in- 
vested close to Rs 3,000 crore in 
Uttar Pradesh for its back-end in- 
frastructure, which includes con- 
struction of national and city dis- 
tribution centres, processing cen- 
tres for collection and processing 
of produce from farms, and pre- 
cooling facilities and refrigerated 
vans. Over the last three months, 
Reliance has not just stopped 
procuring but also shut all 44 
Fresh outlets in the state. Apart 
from the Fresh stores, the com- 
pany has just one Reliance Digital 
outlet in Gaziabad and says it cur- 
rently has no plans for other for- 
mats in the state. But “the com- 
pany is always on an expansion 
path,” says Raghu Pillai, President 
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The backlash: There's no letting up 


& Chief Executive, Reliance 
Retail, adding that the retailer will 
expand in other states. 

Reliance Retail is said to have 
leased 158 properties in the state 
for Reliance Fresh. All these leases 
are on hold. *We cannot convert 
these spaces into other formats as 
they are too small (2,400-6,000 sq. 
ft) for formats like Home, Trendz, 
or Digital. Moreover, it does not 
make sense for us to open these 
formats in the existing catchments 
as they may not work there," 
points out a company executive. 
"We are in dialogues with vari- 
ous parties to resolve the issues," 
says Pillai. So, there's hope yet. 

PALLAVI SRIVASTAVA 


„мын MOD 





Will it click? ICL's Kapil Dev (left) and 
Zee Sports' Himanshu Modi 


cricket, Sundar Raman, Managing 
Director, MindShare, the media 
buying arm of giant WPP, is sceptical 
as well. “Most marketers are a little 
concerned about ICL’s ability to sus- 
tain the value proposition at various 
levels. There might be brands in- 
terested in taking time in broad- 
cast terms, but the interest seems to 
be limited and not many are keen 
on ground-level participation. This 
could happen in a small wav, at the 
right price," he says. 

What may be the right price? 
According to reports, it was pegged 
at a fantastic Rs 3.75 crore per 
sponsor for ground sponsorships, 
and Rs 2.60 crore per sponsor for 
city-wise team sponsorships. But 
there’s a googly to this. “We have 
never gone around floating any 
such rates. We are not interested 
in the commercial aspect of this 
game at this point,” says Ashish 
Kaul, Executive Vice President, Essel 
Group (part of Chandra’s empire). 
He adds that rates will be finalised 
only by the end of November. “We 
first want to host the game and 
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show people what we can offer. 
Let them understand and get back 
to us,” says Kaul. 

When Raman of MindShare 
talks of value proposition, he’s really 
asking whether ICL will have the 
same pull as IPL, whose Twenty20 
matches feature the top stars of 
Indian cricket. ICL, in contrast, is 
having to make do with not-so-hot 
players such as Vikram Solanki, 
Abdul Razzaq, and Azhar 
Mahmood. Will viewers be excited 
enough by such a bunch? Zee thinks 
O, but advertisers and sponsors 
would rather wait and watch. 

SHAMNI PANDE 


Carrefour’s S 
Wal-Mart Act 


Looking at Bal-Mart, the penny 
drops for the French retailer. 


ORE THAN TWO YEARS AFTER IT 
M «sara scoping out the Indian 
market, French retail giant 
Carrefour has finally found a way to 
get started without hitting the for- 
eign direct investment (FDI) hurdle. 
The credit for that must go to Wal- 
Mart, the world’s biggest retailer, 
which last year hit upon a novel 
‘combo’ entry strategy in a market 
that allows foreign majority own- 
ership only in single-brand retail 
chains. Therefore, like Wal-Mart, 
Carrefour plans to set up a fully- 
owned wholesale cash-n-carry busi- 
ness (where there are no restric- 
tions on full foreign ownership) 
and find a franchisee for the retail 
business. To that end, Carrefour, 
the world’s biggest retailer after 
Wal-Mart, has set up two differ- 
ent entities in India: Carrefour 
WC&C India Pvt Ltd, and Carrefour 
India Master Franchise India Pvt 
Ltd. “The Indian franchisee will 
open Carrefour brand hypermar- 
kets in the country and Carrefour’s 


PERRET PAZ 
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Looking for a suitable partner: Clec'h plans to open shop by mid-2008 


100 per cent-owned cash-and-carry 
stores will feed them," says Herve 
Clec'h, Mp, Carrefour India, who 
will be heading both the entities. 

The group, which had $130 bil- 
lion in revenues at last count, has al- 
ready set up an office in Gurgaon 
with a staff of 50, of whom 30 focus 
on sourcing for the parent com- 
pany and the rest on local retail. 
Over the next few months, Clec'h 
(pronounced Klesh) expects the 
headcount to touch 100. *We're 
at the moment talking to three very 
large and powerful willing Indian 
partners who will bring dimension 
to the business in a country the size 
of India," says Gerard Freiszmuth, 
Carrefour India's General Manager, 
and the one doing all the scouting. 
The three companies, Freiszmuth 
says, have been shortlisted from a 
list of more than 50 business groups 
that Carrefour had talked to for 
partnership. *We have been looking 
at groups with national ambitions 
and who can effectively contribute 
to our plans—in fact, a partnership 
in which Carrefour will not have to 
look at things from the scratch," 
says Freiszmuth. The first store is ex- 
pected to roll out by the second 
half of 2008. 

That seems a tad optimistic, 
given that none of the players with 
"national ambitions" may want to 
be a Carrefour franchisee, which 
in effect will mean being a sleeping 


partner. In fact, that was a reason 
why HDFC, Anil Ambani, Adi Godrej 
and even DLF—some of the big play- 
ers Carrefour talked to without much 
luck—said no to the French retailer's 
overtures. So it will be interesting 
to see who finally ties the knot with 
Carrefour in India. As for the market 
itself, Freiszmuth says the group 
has operated in far tougher envi- 
ronments. "India definitely has a 
better atmosphere than what we 
faced in China, where today there 
are over 100 Carrefour stores," he 
says. Bal-Mart, watch out. 

AMIT MUKHERJEE 


India Once 
More for MIT 


A global innovation initiative 
gets launched in India. 


HE CAME HERE TO START A 'CON- 
а нае about the future” of 
Massachusetts Institute of Tech- 
nology (MIT) and India, and ended 
up kick-starting what could prove to 
be more than just talk. Susan 
Hockfield, Mrr's first sitting (and 
new) President to visit India, 
unveiled two initiatives that will 
further strengthen the relations be- 
tween India and America’s best- 
known technology institute. The 
International Innovation Initiative 


See 


HITACHI 


Inspire the Next 








Looks good on paper: Hockfield (top, 
left) looks on as the deal is signed 


( or L-cubed) will make it easier for 
researchers at MIT to get venture 
funding for their projects. According 
to Hockfield, the initiative aims to 
help address world problems such as 
climate change, energy and the en- 
vironment. *P is intended to work 
with international partners to iden- 
tify research projects that could lead 
to the formation of new compa- 
nies, connect researchers to local 
and global venture capital networks, 
and develop courses for students 
that address technological innova- 
tion and market strategies,” 
Hockfield told вт. 

The interesting thing is that P? is 
fashioned after the Deshpande 
Center for Technological Inno- 
vation, which was founded with 
an initial donation from Indian 
technology entrepreneur Gururaj 
“Desh” Deshpande and his wife 
Jaishree. Founded in 2002, the 
centre has so far funded 68 MIT 
research projects with around $8 
million in grants. Eleven projects 
have been spun out of the centre as 
start-ups, and they have collec- 
tively raised more than $90 million 
in external funding. 

The other initiative launched by 
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WIT India 5 DIOUCCHBOIOEV L/CDart- 
ment that will result in the creation 
of a new Translational Health 
Science and Technology Institute 
(THSTI) in the country. The insti- 
tute, which will be modelled after 
the Harvard-MtT Division of Health 
Sciences and Technology, will in- 
clude faculty from multiple disci- 
plines and professions and offer de- 
grees through multidisciplinary pro- 
grammes. According to Hockfield, 
"Launching this new partnership 
will build on HsT's pioneering model 
of medical education that integrates 
science, medicine and engineering to 
solve problems of human health." 

The institute, which will be 
funded by the Indian government, is 
intended to increase India's capacity 
for translating scientific and tech- 
nological advancements into medical 
innovations that have the potential 
to improve healthcare, both in India 
and around the world. 

The last time MIT partnered with 
the Indian government it was to 
create Media Lab Asia, which 
proved to be a disaster-—purely for 
political reasons. Let’s hope THSTI 
meets with a better fate. 

MANU KAUSHIK 





Telecom's. 
Policy Pitfalls 
Uncertainty over spectrum 
could kill the golden hen. 


wi THE SUREST WAY TO 
ensure that India misses its 


telecom target of 500 million wire- 
less connections by 2010? Just con- 
tinue waffling about spectrum, in- 
frastructure and rural connectivity 
as we currently are. In its recent 
report “Telecom: Catalysing the 
New Indian Economy”, research 
firm Frost & Sullivan has empha- 
sised that transparent and support- 
ive policy environment, better 


TeLCCOM HHTASITUCTUTE invesunernti 
and sops to service providers in ru- 
ral areas are all crucial to sustain 
the country’s wireless boom. 

Underscoring the need for an 
effective government policy, the 
study says improved coordination 
amongst different government agen- 
cies helps in creating conducive en- 
vironment for the sector. But the 
cost of delay of decisions can impact 
investment of up to Rs 16.1 crore 
per day. Indirect cost could be sub- 
stantial as telecom sector is the back- 
bone of major export earners such 
as the IT and BPO industries. 

In the absence of a clear-cut pol- 
icy, the government and telecom 
companies have locked horns over 
the allocation of spectrum. Most 
of the players feel the need for more 
spectrum to expand rapidly or even 
improve the quality of service. Any 
delay in resolving these issues and 
deciding how spectrum should be al- 
located could cost dearly, cautions 
the study. Also, the report points out 
that to serve around 500 million 
customers by 2010, the country 
would need almost 333,000 tele- 
com towers that transmit radio sig- 
nals. With around 130,000 towers 
currently, there is a need for more 
infrastructure sharing, to expedite 
the growth. 

105 worth heeding to the report. 
Telecom has played a key role in fa- 
cilitating economic growth not just 
directly, but indirectly. Its contri- 
butions to the national GDP has 
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As teledensity rises, so does rural prosperity. 
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increased from 1.7 per cent in 1997 
to more than 2.7 per cent in 2006. 
Gross valued added (GVA) of the in- 
dustry as a percentage of GDP has in- 
creased from 0.8 in 2000 to 1.8 in 
2006. Direct employment by Indian 
telcos stood at 432,771 in 2006 
with the state-owned players em- 
ploying almost 85 per cent of them. 

The telecom sector, with 106 
services in the tax net, has con- 
tributed the lion's share to the gov- 
ernment's service tax income. In 
2006, it paid Rs 5,186 crore, the re- 
port points out. "The telecom in- 
dustry is facing the challenges of 
interconnectivity as well as growth 
and expansion within the sector," 
points out Sanjeev Aga, Chairman, 
сп National Committee on Telecom 
and Broadband, and Managing 
Director, Idea Cellular. 

Aga says the government should 
instil confidence in the industry by 
planning standard policies for the 
sector. He suggests that telecom pol- 
icy should be integrated with the 
national planning process under- 
taken by the Planning Commission. 

The next three years are likely to 
be difficult for the industry as play- 
ers enter different geographies and 
socio-economic regions to spur 
growth. That's when the problems 
will hit home harder. 

AMIT MUKHERJEE 


Алт е сүт ттүү 


The Mirror 
Cracks 


Recurring violence dents 
West Bengal’s image. 


Г BEGAN WITH A SMALL SIT-IN 

demonstration and chakka jam 
convened by the All India Mino- 
rities’ Forum and an organisation 
called Furfura Sharief Muzhaddia 
Anath Foundation to protest the 
continued presence of Bangladeshi 
author Taslima Nasreen in India 
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(and Kolkata). But within hours, 
things went horribly wrong; the 
Nandigram issue somehow got en- 
twined with the “agitation”, spread 
across the city, turned violent and 
resulted in rioting and arson. 

By the end of the day, the Army 
had to be called in to restore peace 
and Chief Minister Buddhadeb 
Bhattacharjee—who got trapped 
inside his party office in central 
Kolkata and could not venture out 
because of the mob violence—found 
his reputation and future in tatters, 
“This may be a spontaneous outcry 
of people over Nandigram and the 
mysterious death of (graphics de- 





should have realised that violence 
begets violence.” He was referring 
to Bhattacharjee's justification of 
the recent violence unleashed by 
his party cadres Nandigram. That 
statement has badly dented the 
Chief Minister's image of an ur- 
bane and capable administrator who 
is fighting his own party to take 
the state forward. Says famed nov- 
elist Samaresh Majumdar: “If the 
Chief Minister goes on record and 
says what the police could not do in 
11 months, our boys have done in 
one day, what is the point in keep- 
ing such a large police force? Are we 
living in an anarchy?" 


Shattering of an illusion: It appears CPI(M) is losing its iron grip 


signer) Rizwanur Rehman (where 
foul play by the police is sus- 
pected)," says Idris Ali, President 
of the All India Minorities’ Forum. 

The question being asked by 
everyone is: how could this hap- 
pen in a state where the CPI(M)'s 
writ is absolute (the joke in Kolkata 
is that even trees need the party's 
permission to shed leaves in winter)? 
Says Subrata Mukherjee, senior 
Congress leader and former Mayor 


of Kolkata: *The Chief Minister 


But more than the politics, what 
is worrying the authorities is the 
damage the recurring violence, first 
in Singur and Nandigram and now 
in Kolkata, has done to the state's 
image as a well-governed oasis of 
peace. Will investors still want to in- 
vest in the state? *What is happen- 
ing in the state is to no one's gain 
and benefit. Everything is not lost as 
yet. The inherent strength and op- 
portunities that draw investments, 
are still there. The need of the hour 
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is a collective commitment to take 
the state forward,” says P.K. Ruia, 
Chairman, Dunlop India. 

A related question is: is the 
CPI(M)'s iron grip over the state 
loosening? There is no clear answer 
to that yet. On the face of it, the 
party does seem to have alienated 
two groups—intellectuals and 
Muslims—that gave it a share of 
voice out of proportion to its 
strength on the ground and num- 
bers, respectively. However, it is 
still too early to predict whether 
this will result in a political mo- 
bilisation against it. 

But what is apparent is that 
party hardliners, who make no 
secret of their discomfiture with 
Bhattacharjee's *New Left", pro- 
reforms rhetoric, will use the re- 
cent developments to rein him in 
and reinforce their flagging writ 
over the powerful West Bengal 
unit of the party. In that sense, 
this may well mark the beginning 
of the decline of the larger than 
life Chief Minister. 

RITWIK MUKHERJEE 


Croma Steps 
on the Gas 


The Tata retailer plans 100 
stores by 2010. 


F ITS BUILDERS DELIVER ON TIME, 
Fia the Tata Sons-promoted 
Infiniti Retail will have 100 plus 
Croma outlets all across the country 
by 2010. The large-format, multi- 
brand retail chain sells consumer 
electronics and durables, and has 
a presence in five cities with 11 
outlets, including the one recently 
launched in Bangalore. 

Infiniti Retail, which operates 
the Croma brand of stores, is racing 
ahead to have a national footprint, 
but is constrained by the delay in 
completion of projects by 
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developers. Factors ranging from 
shortage of labour and cement to 
municipal approvals have slowed 
down launch schedules. The 20,000 
sq. ft Bangalore store, launched on 
November 23, is, in fact, Infiniti 
Retail's debut, not just in the IT 
capital but in the South. From here, 
it will move to Hyderabad and 
Chennai before setting foot on Tier- 
II cities like Coimbatore, Mysore, 
Mangalore and Kochi. Infiniti has 
plans to set up 31 Croma stores all 
across the country, including Delhi 
by March 2008. “In the next two 
years, we will have eight stores in 
Bangalore,” says Infiniti's MD & 
CEO, Ajit Joshi. On an average, a 


Croma store costs between Rs 3.5 
crore and Rs 5 crore, including in- 
frastructure and the inventory. 
Despite the wafer-thin margins 
in durables retail, Joshi says Infiniti's 
experience in Mumbai has been 
good. Its store here—it offers more 
than 6,000 products across eight 
categories of consumer electronics 
and durables—has been getting 
around 2,500 visitors per day and 
the number goes up to 3,500 on 
weekends. As much as 25 per cent 
of them convert into sales, he 
claims. Since scale is the single-most 
important thing in mass retail, it's 
no wonder Infiniti is in a hurry. 
K.R. BALASUBRAMANYAM 


Can SBI Stay No. 1? 


Chairman O.P. Bhatt believes so, and he's got plans. 





Man to watch: SBI's Bhatt 


N THE 12 MONTHS TO SEPTEMBER 

30, ICICI Bank's low-cost de- 
posits rose 40 per cent as against 
the State Bank of India's (spi) 14 
per cent. So, is SBI Chairman O.P. 
Bhatt losing sleep? Not really. For 
one, in absolute terms, the state- 
owned banking behemoth is far 
ahead of ICICI with deposits of Rs 
4,84,114 crore (icici's Rs 2,28,307 
crore) and 10,000 branches com- 
pared to icicr's 950. More reas- 
suringly for Bhatt, who took over 


as Chairman in July last year, sBi’s 
market share has increased by 61 
basis points in deposits and 11 ba- 
sis points in advances in the current 
financial year. “These are RBI fig- 
ures, and for the first time we are 
gaining market shares in the last 
two or three decades," he says. 
As for 5вг5 need to expand its 
capital base, Bhatt says he is con- 
fident of adding Rs 15,000-Rs 
20,000 crore to the bank's chest by 
the end of this financial year or 
early next. The government, he 
says, has always put capital in fail- 
ing banks, and here is an oppor- 
tunity for it to invest in the Rights 
Issue, which spi has proposed. The 
bank has preferred Rights Issue to 
Follow-on Public Offer (FPO) as 
“our shareholders have been very 
loyal to us, and we must reward 
them for that". Interestingly, SBI has 
not raised capital in the last 10 
years. There's another change 
Bhatt intends to usher in. Unlike 
his predecessors, he won't be 
acquiring small banks. 
K.R. BALASUBRAMANYAM 
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I was driving from the spectacular Cliffs of 
Moker towards Galway city in the West 
of Ireland when I noticed Dromotand's imperial 
gateway proudly standing out amidst the 
lush green Irish scape. As I pulled Closer 

I couldn't help but marvel at the sight 
of the stately manor. I wondered if ^ king 
still lived kere. Wondered what history its 

E walls Were smeared with I could 
almost Lear battle cries and 
Canons resound from 

a time 

long gone 
by. Little did 

I know of 
the reality Check 
awaiting me inside. 
inside.  Courtrooms 


ive like a king at Dromoland Castle Hote! 
n the West of Ireland. 


o discover more historic castles, 
11511 www.discoverireland.com 
rcall our toll free number 1800 22 3473 


і 
С  ——= gee == - = ж жє 


Dromotand Castle in Ireland, stop tere do Havel HOO years baci time s 


kad given Way fo award Winning 
restaurants, royal chambers into 
deluxe suites And battlegrounds 
tempered to A Championship level 
golf course. I was introduced 
to The Dromotand Castle Hotel; 
rated among one of Europe's 
finest five star luxury destinations 
And once home fo fie acclaimed 


King O'Brien. And yet none of 
the regality had lost its sheen. 





| 
The rooms were majestic, the service | 
and Cuisine only befitting the likes of 
^ king: As I soaked in ^U the 
sheer magnificence and grandeur l 
around me, I realised that nothing | 
^а really Changed I^ Dromoland | 
Castle im the last ЧОО | 
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years. 
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Blurred 
Picture 


IPTV makes inroads, but there 
are still many rivers to cross. 


HIS IS ONE PLATFORM THAT KEEPS 
din signs of resurrection 
every few months. Reliance 
Communications (R-Comm) re- 
cently signed an agreement (worth 
$500 million) with Microsoft to de- 
liver IPTV in India on the Microsoft 
Mediaroom Platform. The deal will 
give R-Comm the exclusive de- 
ployment right for the Microsoft 
platform in India. The company's 
IPTV service, to be launched by 


expensive set-top boxes and con- 
nectivity problems. Added to that is 
the problem of local loop un- 
bundling (a regulatory process to 
allow multiple operators to con- 
nect to the consumer). Global rr 
market research and analysis ma- 
jor IDC, which had made a forecast 
of over 49,000 iPTV subscribers in 
India by end-2007 and 966,000 
subscribers by 2011, isn't sound- 
ing that optimistic. In a new re- 
port, IDC declares that “low-quality 
bandwidth and poor penetration 
of broadband could result in slow 
uptake of the service in India." 
Currently, IPTV in India offers 
the usual pay channels and video- 
on-demand that allow for watching 





Triple Play: Consumers still wait for glitch-free IPTV 


March 2008, will allow Microsoft to 
deliver two-way personalised Tv ex- 
periences to consumers with several 
advanced features like video on de- 
mand (VOD), digital video recording 
(DVR), instant channel changing, and 
personal media sharing. 

While the partnership does stand 
out as a landmark deal, the IPTV 
market in India is still at a nascent 
stage. Growth is in dribs and drabs 
because of challenges like 
poor broadband penetration, 
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a movie without any commercial 
breaks, and at the time of your 
choice. This service is also avail- 
able with DTH (Direct-to-Home), 
which is a competitor to IPTV. BSNI 
and MTNL have already launched 
‘Triple Play’ (IPTV) in several circles 
and Bharti Airtel and Videsh 
Sanchar Nigam (to be re-named 
Tata Communications) are also 
planning to provide the service by 
end of the current financial year. 
PALLAVI SRIVASTAVA 
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nautanki.tv feeds via their 
Facebook.com profile pages. 
OgilvyOne, Quasar Media (now 
acquired by wep), WebChutney and 
Games2win are some of the com- 
panies in India that are actively 
looking at this segment to put 
Indian brands on them. *Widgets 
are the flavour of the season," ex- 
claims Rahul Nanda, coo, 
WebChutney. Nanda has every rea- 
son to feel exuberant. *These are 
freely available but specialised serv- 
ices and one can get away with out- 
rageous prices. The platform itself is 
a fad that might last another year or 
two but, as long as it is there, it 
makes sense for advertisers to be 
around too," he explains. The com- 
pany is working with clients from 
the ticketing, telecom and travel 
space to create their applications 
on the Google platform. Prasanth 
Mohanachandran, Executive 
Director, Digital Services, 
OgilvyOne Worldwide, expects 
FMCG and financial services com- 
panies to go for such experimental 
marketing since their splurge on 
the internet is higher than that of the 





Games2Win's Kejriwal: New game 
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The Power of One 


The Tatas house the world’s fourth fastest computer. 


ORE THAN A DECADE AND A 
half after India produced its 
first indigenously designed super- 
computer in 1991, the country has 
booked itself a place on the inter- 
national supercomputing band- 
wagon. Last  fortnight, 
Computational Research 
Laboratories (CRL), a subsidiary of 
Tata Sons, announced that it had de- 
veloped a supercomputer, called 
Eka, which has been ranked as the 
fourth fastest computer in the world 
and the fastest in Asia by Top500, a 
project that ranks the world's 500 
most powerful computers. This is 
the first time that an Indian super- 
computer has made the final cut. 
IBM's Blue Gene tops the list—for 
the fourth time in a row. 
Developed at a cost of $30 mil- 
lion, Eka uses nearly 1,800 com- 
puting nodes and has a peak per- 
formance of 170 teraflops (tflops or 
trillion floating point operations 
per second) and a sustained per- 
formance of 120 teraflops. *The 
supercomputer was assembled by 
our team in a record period of six 
weeks...we plan to make the fa- 
cility available to others on a fran- 
chise basis," says S. Ramadorai, 
Chairman, CRL. Ramadorai also 
says that CRL is in talks with several 


others. OgilvyOne expects to roll 
out widgets for clients in the con- 
fectionery, food and technology ar- 
eas by the first quarter of next year. 
The company has also rolled out 
"Widgets on mobile! in Singapore 
for clients such as Diageo (where the 
application is Johnnie Walker 
Digital PA) and Amex. The India 
roll-out of the mobile applications is 
expected early next year and they 
will work on any phone that sup- 
ports flashlight (an application that 





Ramadorai: Crunching big numbers 


companies for the supercomputers 
but refuses to set a figure to the 
number of customers CRL expects to 
sign up. 

Initially, CRL is developing ap- 
plications in areas like neural sim- 
ulation, molecular simulation, 
computational fluid dynamics, 
crash simulation, and digital media 
animation and rendering. In the 
long run, CRL plans to enlarge ap- 
plication areas to financial mod- 
eling, seismic modeling, geophys- 
ical signal processing, weather 
prediction, medical imaging, nan- 
otechnology, personalised drug 
discovery and real-time render- 
ing. It's not called a supercom- 
puter for nothing. 

T.V. MAHALINGAM 


enables you to download games/ap- 
plications). Games2win has taken a 
slightly different route. In what 
Alok Kejriwal, CEO, Games2Win, 
calls a *pull approach', the com- 
pany wants to launch the widgets on 
its own and once it gets some trac- 
tion, sell it off to the highest bidder. 
"We want to get brands excited 
about the proprietary widgets be- 
cause of the visibility and usability 
that we generate for them." 
PALLAVI SRIVASTAVA 
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MTAR 


Blackstone digs out 
a rare gem. 


IRCA 1970. THREE PROFESSION- 

( Luis, with a seed capital of 

Rs 3 lakh, set up a precision engi- 
neering company. 

Government entities are its cus- 

tomers. Today, valued at Rs 1,000 

crore, this Hyderabad-based com- 








MTAR's P. Ravindra Reddy: Big play 


pany, MTAR Technologies, makes 
precision machined parts for nu- 
clear power reactors, and engine & 
structural components for aero- 
space and defense applications. 
It's also begun to attract global 
attention. Sensing the opportunity 
and promise for this niche player, us 
private-equity giant, The Blackstone 
Group, has now chosen to partner 
with it and invest $65 million (about 
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Rs 260 crore) for a 26 per cent 
stake in the company. 

“We need this for our growth 
plans. Not only will it help us scale 
up our operations in terms of man- 
agement expertise, global best prac- 
tices and technology, the partnership 
will also give us access to 
Blackstone's global network,” says P. 
Ravindra Reddy, chairman, MTAR. 

The privately-held company, 
which hopes to triple its revenues of 
around Rs 100 crore (for 2006-07) 
by 2010, is now sensing new op- 
portunities emerging with the entry 
of MNCs and big players into the 
aviation and oilfields businesses (the 
company now has plans to enter 
the oil fields equipment sector, too). 

Currently, around 65 per cent of 
MTAR’s revenues come from nuclear 
projects, about 25 per cent from 
space and the remaining 10 per 
cent from defence. Its major cus- 
tomers include the Nuclear Power 
Corporation of India, the Indian 
Space Research Organisation (ISRO), 
Hindustan Aeronautics Ltd (HAL), 
ONGC and BARC. Just about 2 per 
cent of its revenues come from the 
private sector. But that will change 
in the years ahead, as the private sec- 
tor increasingly forays into fields 
like aviation, oil fields and also nu- 
clear energy (provided of course 
the Indo-us nuclear deal goes 
through). MTAR hopes to get be- 
tween 50 and 60 per cent of its 
revenues from the export market in 
about five years from now. 

Consider a sample of its capa- 
bilities today: It is one of the two 
private sector companies involved in 
the manufacture of cryogenic en- 
gines for the Indian space pro- 
gramme (the other being Godrej). It 
is also involved in the Light Combat 
Aircraft (LCA) project being under- 
taken by the Indian defence 
establishment. 

In a release put out after the 
deal, Akhil Gupta, Chairman of 
Blackstone Advisors India, said: 
"MTAR is a sector leader with very 


unique skill-sets, capabilities and 
in-depth understanding of a very 
niche and high potential industry. 
We are very enthusiastic about this 
investment as we foresee a huge 
growth opportunity for MTAR both 
in domestic and global markets." 
He has reasons to be upbeat, having 
got three representatives on MTAR's 
1 2-member board; he is more than 
just an investor and can play an ac- 
tive part in the team that will con- 
tinue to be led by the three profes- 
sionals, who started it all: P. 
Ravindra Reddy, Satyanarayana 
Reddy and P. Jayaprakash Reddy. 
E. KUMAR SHARMA 





It's Never 
Too Late 


But AOL insists it is still 
early in India. 


N APRIL THIS YEAR WHEN AOL 

launched its India portal, many 
said it was quite late in coming to 
India (compared to global rivals 
like Yahoo, Google and MSN, or 
even Indian players like Bennett 
Coleman's Times Internet and red- 
iff.com). But Jeffrey Bewkes, 
President & Chief Operating 
Officer, Time Warner, and soon-to- 
be CEO of Time Warner (AOL is part 
of Time Warner), maintains that 
the company is on time. “Look at 
the demography and internet pen- 
etration in the country. I don't think 
we are late; in fact in a market like 
India, we are quite early," he con- 
tends. AOL has, of course, been mak- 
ing up for the delay by launching a 
slew of products and services tar- 
geted at Indian users. Apart from the 
usual products, the portal's directory 
offers content on Bollywood, 
cricket, Hollywood, education, 
along with blogs and games, 
amongst other features. There's an 
expert advice service named *Guru', 
city-specific information on 
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CNN-IBN is also the winner of: 
e The Best English News Channel - Indian Television Academy Awards 2006 
e Best Television News Channel (English) - NT Awards 2007 
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ing firm) and Platform A (a dis- 
play advertising platform it has de- 
veloped), ADTECH (online ad-serv- 
ing company), TACODA (a company 
that specialises in behavioral tar- 
geting solutions for advertisers and 
publishers) are important for the 
Indian market,” explains Ron 
Grant, President & СОО, AOL, who 
was on his second visit to India 
within six months. 

AOL is also getting its penetra- 
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tion act together. Its tie-up with 
MTNL gives it access to up to 70 
per cent of broadband customers 
in India. AOL has also tied-up with 
HP to have in-built AOL services in 
HP's laptops beginning January 
2008. In a bid to attract users and 
to create brand awareness, the 
portal recently launched a series of 
television commercials targeted at 


teenagers. The commercial invites 
kids to participate in the “Bano 
TV Star contest” by visiting the 
AOL.in website and giving their 
feedback on it. Five contestants 
will get to feature in AOL's next 
commercial. 

The company, which has made 
Bangalore its headquarters for AOL, 
is also excited about "building 


For all stories go to www.microsoft.com/india/getthefacts 


- Microsoft 


| The Highly Reliable Times 







VOLUME | ~ ISSUE ! 





Ashok Choudhary for The Highly Reliable Times 
NDPL manages power distribution across Delhi using a strong IT backbone. 


crore (USS 367 mn) in 2004-05. — Continued on Page 5 
am a ee e—a 
© 2007 Microsoft Corporation. All rights reserved. Microsoft Windows, the Windows logo, and Windows Server are either registered trademarks or trademarks of Microsoft Corporation 
the United States and/or other countries. The names of actua! companies and products mentioned herein may be the trademarks of their respective owners 


McCann/MSFT/14/07 





-  NDPL PACKS MORE ‘POWER’ AFTER 
CHOOSING WINDOWS OVER LINUX. 


Responsive customer service requires 
reliable messaging platform 


By BIBHUTI V SINGH 


NEW DELHI, Mar. 2007 — 
A rapidly growing power 
distribution major supplying 
electricity to a major part of 
India's capital and harbouring a 
vision of making its IT 
environment "a benchmark in 
power distribution business", 
NDPL realised it could not 
sustain on the Linux-Sendmail 
mail solution that did not scale 
up, was tough to maintain and 
had high overhead costs. 


"The Sendmail solution was 
highly unreliable in other 
aspects as well. The planned 
and unplanned downtime was 
quite high With no 
manageability features built-in, 
maintaining the solution was a 
huge task and required us to 
replicate technical support in 
various locations,” says Jha. 


NDPL IT was looking for a 


reliable, seamless, integrated 
and scalable messaging and 
collaboration infrastructure and 
it found the answer in Microsoft® 
Windows Server platform. 


“When you take a look at the 
facts, Linux doesn't seem to 
offer the level of reliability that I 
thought and Windows Server 
2003 is more reliable than I 
realised," adds Jha. 


Today, NDPL has 2,000 
desktops and 2,500 mailboxes 
approximately, across 120 
locations and over the last two 
and a half years, NDPL has also 
deployed other technologies 
from the Microsoft stable. 

For the full NDPL case study 
plus other case studies and 
independent research findings 
on reliability of Windows Server 
versus Linux, visit us at 
microsoft.com/india/getthefacts 


BREAKING NEWS: 


Windows over Linux: Profitable 
proposition 


Despite being open source software, there were cost intensive 
maintenance, service and upgrade issues with Linux Sendmail. 
Windows Server System™ has the administrators at NDPL 
spending far less time on managing the networks than earlier; the 
company has grown in strength with its revenues touching INR 1578 
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future capabilities for the global 
market” in India. Bewkes says that 
the Indian market is important also 
because it gives the company an 
idea about models that will work in 
others countries too. Going by the 
mobile penetration in the country 
(approx. 20 per cent), Grant says 
the media company is now looking 
at business models around the wire- 
less platform. 

PALLAVI SRIVASTAVA 
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Portal - 
(Under)Play 


Sulekha thought of social net- 
working before it became a fad. 


UCH BEFORE ORKUT AND 

Facebook made social net- 
working au courant, Sulekha.com— 
at the height of the dot.bust in 
2001—launched its practical and 
selective online community that 
worked on a need-based, pull model 
in the Us. By building an online 
community across geographies (with 
the help of locally-relevant data), 
and making the site sticky though a 
low-on-hype but high-on-value 
growth model, Satya Prabhakar, 
founder and CEO of Sulekha, has 
succeeded in creating a unique on- 
line model. Exactly how unique it is 
can be gauged from the fact that 
Sulekha does not offer an e-mail 
facility, an instant messenger, ring 
tones for mobiles and the like. Nor 
does it host products or air tickets to 
sell. And the big news is that the 
site, which has revamed recently, 
is going national. 

But the interesting question is 
what exactly does Sulekha do, and 
how has it managed to build a 2.5 
million-strong community? Simple, 
it allows members to transact 
amongst themselves. All kinds of 
products and services are on offer, 
including furniture, electricians, 


plumbers, and agencies offering 
maids. In addition, there’s a host of 
addresses for local business in the 
city (its yellow pages feature, which 
it also hosts for Sify). And if it all 
works for members, it makes sense 
for investors too, like Norwest 
Venture Partner and Indigo 
Monsoon Group. Investor interest 
would be welcome at a time when 
Sulekha is seeking a pan-India pres- 
ence; currently it has a strong base 
in the US amongst the Indian com- 
munity, as well as in key southern 
metros in India. The site’s seeking 
to support its national launch with 
rv commercials (made by JWT, 
Chennai) shortly. The site attracts at 
least 1.5 lakh people every day and 
caters to an online community with 
over 10 million pages of content, 
95 per cent of which is contributed 
by its 2.5-million members. 
Sulekha has sought to approach 
social networking through a clever 
build-up of its core offering—clas- 
sifieds and yellow pages—which 
was first targeted at Indians in the 
US between 2001 and 2005. In the 
second phase (for over a year) it 
was available in the southern parts 
of India. “We do this by setting up 
offices in key locations and hav- 
ing a sales force that can build in- 
frastructure for the site and beef 
up our yellow pages; classified are 
largely tree. We are now doing this 
across the country,” says Prabhakar. 
The objective clearly is to offer 
people relevant choices on the site: 
“We have by far the largest source 
for cars and bike sale, plumbers and 
maids. There are various levels of 
interaction—person to person, busi- 
ness to consumer and so on. We are 
now aggregating the yellow pages 
with classifieds," says Prabhakar. 
The revenue model of the site is 
dual, in that it not just depends on 
the ads, but there’s also a pay-as- 
you-earn approach with local busi- 
nesses. “We are able to track the re- 
ferrals that businesses get from our 
site. We take a fixed amount from 





Selling social web: A Sulekha ad 


businesses and this gets adjusted 
against the referrals that our site 
generates for them,” says Prabhakar. 
Sull, can the Google juggernaut 
and other Indian sites pose a threat 
to its search and blog-based model? 
“Google and Yahoo are a threat 
to anyone in the space. However, if 
you provide information that’s lo- 
calised and difficult to replicate 
then there is hope,” says Prabhakar. 
He should know as his site is 
counted among the top six portals 
in the country today. And its nati- 

onal plan has just begun. 
SHAMNI PANDE 
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Stratospheric rise: Rea 


Fast Can't Last 


Real estate, financial services and infrastructure firms made hay as the 

sun shone on Dalal Street. But these may just be the sectors that tumble 
the hardest, as markets correct and return closer to fundamentals. 
Companies that are distinct from the herd may be the ones to watch out for. 








F BOLLYWOOD PRODUCTIONS WERE INITIAL through, with the underwriters and bookrunners to 

public offerings (IPOs), how would some recent issue being forced to pitch in, perhaps after slashing 

releases have fared? The Shah Rukh Khan pot- offer price. Anurag Kashyap's No Smoking wc 

boiler Om Shanti Om (OSO) would have doubt- have bombed—no doubt about it—with the rate of 

less been hugely oversubscribed, with investors — der-subscription stretching to as high as 90 per cent; 
lapping up the available shares on Day One itself. stock would fail in its attempt to get listed, and 
Sony Pictures and Sanjay Leela Bhansali’s labour of poor investors who did put their money into this 
love, Saawariya, would have struggled to scrape would be clamouring for a refund. 
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MAKING MERRY 


Many of the new entrants to the BT 500 






are real estate firms. 
COMPANY BT 500 
(SECTOR) RANKING 
DLF (real estate) 5 
idea Cellular (telecom) 20 
Cairn India (oil & gas) 23 
Housing Dev. & Infrastructure (real estate) 54 
Indiabulls Real Estate (real estate) 65 
Sobha Developers (real estate) 86 
Parsvnath Developers (real estate) 88 
Omaxe (real estate) 92 
Lanco Infratech (infrastructure) 107 
Dish TV India (media & entertainment) 119 
Spice Communications (telecom) 131 
Torrent Power (power) 146 
Firstsource Solutions (IT-enabled services) 148 
Akruti City (real estate) 155 
Great Offshore (oil & gas) 159 
MindTree Consulting (IT services) 175 
IVR Prime Urban Developers (real estate) 183 
Info Edge (India) (internet) 193 
Network 18 Fincap (media & entertainment) 195 
Tanla Solutions (telecom software) 199 
Global Broadcast News (media & entertainment) 201 
Fortis Healthcare (healthcare) 218 
Redington India (IT distribution) 235 
GTL Infrastructure (telecom infrastructure) 237 
Sun Pharma Advanced Research Co. 252 
(drug discovery) 
Vishal Retail (retailing) 271 
Advanta India (agro-tech) 274 
Development Credit Bank (banking) 271 
Wire & Wireless (India) (media & entertainment) 283 
Binani Cement (cement) 285 
Time Technoplast (industrial packaging) 311 
Zee News (media & entertainment) 312 
Sundaram Finance (financial services) 314 
Orbit Corporation (real estate) 319 
Ess Dee Aluminium (aluminium foil) 320 
ICRA (credit rating) 374 
Pyramid Saimira Theatre (entertainment) 382 
RAJKUMAR HTMT Global Solutions (IT-enabled services) 388 
Everonn Systems (education) 395 
Mercifully , the stock markets and the box office MIC Electronics (electronics) 406 
don’t run in tandem. But sometimes the performance, or Zylog Systems (IT services) 434 
non-performance, as in some cases, IPOs and film releases, Ahluwalia Contracts (construction) 446 
begs a similar set of inferences. One, IPO over-subscrip- 
поп figures—and subsequent run-ups in à rising market House of Pearl Fashions (apparel) 470 
that lifts virtually all boats—may not be the most accu- Meghmani Organics (Chemicals) 471 
rate barometer of a company’s fundamentals and long- Allied Digital Services (IT infrastructure) 488 
term prospects; just as copious box office collections Nitin Fire Protection Industries (safety & security)495 
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GOING DOWN ... 
Prominent losers are from IT, FMCG, auto and pharma. 


—— RANK ——Á 





2005 2006 2007 
Hoe 2 2 3 
INFOSYS 3 3 4 
WPRO — 4 — 5 8 
NEC 6 10 
HUL 7 7 13 
ТАТА MOTORS 13 12 22 
BAJAJ AUTO 17 16 27 
MARUTI 16 20 
SUN PHARMA 24 28 
RANBAXY 11 30 





aren’t reflective of a film’s content and substance. 
Two, a successful IPO automatically doesn’t necessarily 
mean there’s a dynamic and scrupulous management 
steering the company; in a film’s case, its maker hasn’t 
necessarily done a bad job if the flick finds few takers. 
And, finally, neither a ‘hit’ IPO nor a hit movie need be 
path-breaking or out-of-the-box. A flop could be. 
The 2007 listing of the вт 500 has some 46 new en- 
trants. Most of these companies IPOed (a few got listed, 
courtesy de-mergers). These stocks account for a little 
over a fourth of the total market cap of the вт 500. Two 
of these newly-listed companies have barged into the top 
20, and eight of them figure in the ВТ 500. Amazingly, 
six of these companies are from one sector: Real estate. 


Great numbers: В 
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«©... AND HEADED UP ^ 
ya Banking & financial services and 
Ar infrastructure had a good year. 
; r RANK ————À 

2005 2006 2007 
ARTI AIRTEL 5 4 2 
ICI BANK 8 8 7 
14 10 9 
9 13 11 
UNITECH 262 32 14 
RELIANCE CAPITAL 45 36 24 
ABB 40 35 30 
KOTAK MAHINDRA BANK 44 45 32 
JAIPRAKASH ASSOCIATES 54 49 41 
AXIS BANK 37 48 37 


Is such OsO-type mania in property companies justified? 
Sure, any promoter with a few hundred acres in his 
backyard is sitting on a goldmine, but when price- 
earning multiples (P/Es) begin to float in three-digit 
territory, you have to wonder: How much of this is 
backed by fundamentals (don't look at P/Es, look at the 
value of the land banks, scream the cheerleaders of this 
sector). And how much is irrational exuberance? 
Now let's move to telecom, an industry still bask- 
ing as a sunrise sector. Reflecting the growth prospects 
and investor appetite is wireless telephony numero uno 
Bharti Airtel, which has moved from #5 to #2 in two 
years. Not too far behind is Reliance Communications 
(R-Comm), which moves up three spots to #6 this 
year. Two notable entries into the 
BT 500 are also mobile service 
providers—Idea Cellular at #20 
and Spice Communications at 
#131. Just as in retail, what may be 
contributing to the rich valuations 
of wireless telephony companies is 
the presence of just a handful of 
listed stocks. Good for the listed 
ones. What doesn’t augur too well 
for the sector, however, is the rash 
of new wireless wannabes threat- 
ening to gatecrash the party. Some 
46 new promoters want to throw 
their hats into the ring of wireless 
telephony, putting in some 575 ap- 
plications for licences and spec- 
trum. Will the party continue, with 
so many gatecrashers? More perti- 
nently, what's the big deal about 
being a bit player in an industry 
that's dominated by two majors? 
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Let’s move to IT services, for long the bellwether sec- 
tor on Dalal Street. Earnings growth rates of 35 per cent 
and net margins of 20 per cent-plus year-after-year since 
late '90s ensured that this sector was the darling of in- 
vestors, both foreign and domestic. Of late, however, 
that honeymoon is showing signs of faltering. A sharp 
appreciation in the rupee has drastically altered the value 
equation of an industry that prided itself for its low-cost 
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global delivery model. A stronger ru- 
pee has shaved off some points of its 
chunky margins. Result? Investors 
are moving out of IT services stocks 
and putting their money in the 
newer sunrise sectors. That is 
reflected in the sagging stock prices 
and drops in the rankings of the 
premier IT services players in the 
вт 500. The Tier-I giants—tcs, 
Infosys, Wipro—have yielded 
ground to newer companies; Bharti, 
for instance, has grabbed TCS’ #2 
spot, and DLF has moved into the 
#5 slot, which was occupied by 
Wipro in last year’s BT 500. 

Moral of this story: Investor flavours are never 
constant. Some last longer than others, but there comes 
a time when they have to change. To be listed on the 
stock exchanges these days is lucrative. To be listed, and 
to be operating in a sunrise sector (telecom, real estate, 
retail, infrastructure), is doubly so. But, as the tr serv- 
ices example reveals, the sun can’t stay up for ever on 
any one sector, It isn't as if the IT story is over—far from 
it. It's just that the smart money is chasing sectors 
that have better stories to tell—stories embellished 
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with faster growth rates, chunkier margins, and the 
promise of such healthy report cards sustaining for 
some more years to come. The key question, of course, 
is: For how many more years can these high double- 
digit growth rates and margins last? 

Even a soothsayer would be hard-pressed to predict 
the next flavour of the market. What can be said is that 
in a year or two, investors will no longer be pushing up 
prices of stocks in sectors like real estate, or telecom, or 
financial services, or infrastructure. Sure, they're all in- 
dustries whose prospects are bright over the long term. 
But there's a limit to jacking up stock prices in antici- 
pation of performances expected two and three years 
down the line. At the risk of sounding alarmist, these are 
bubbles that have to burst. But there wouldn't be any 
need to panic when they do, because such corrections 
will only be signalling a return to fundamentals (and san- 
ity). At a broader level, the market itself deserves a cor- 
rection. Recent events both global and local—Tright 
from the fears of a recession in the Us to a slowdown in 
the manufacturing sector—are ensuring that stock 
prices can't keep heading northward for ever. They have 
to stop to pause for breath. 

As every foreign guru touching down on Indian 
shores will tell you: India is a long-term story that's 
playing out, and there will be blips in between. 
Rallies from such blips would be a 
good trigger to signal the emer- 
gence of the next flavour of the 
season—which could well be a sec- 
tor that's currently down in the 
dumps (see Going Down ...). In 
the years ahead, it could be fast 
moving consumer goods (FMCG), 
driven in no small measure by a 
boom in organised retail. Another 
down-and-out sector, pharma, looks 
set to find a huge trigger in the 
medium term if one of the research- 
driven firms hits the jackpot in drug 
discovery. That's a big if, but it 
also spells big returns, which could 
make current valuations look ridicu- 
lously muffled. A car for Rs 1 lakh or whereabouts 
has the potential to change the volumes game in 
the automobile sector, and take it to another level. Or, 
who knows, it could well be a mint-new sunrise sec- 
tor that climbs on to the top of the вт 500 tables. It 
could be a genuinely innovative company that the 
market hasn't yet recognised, or hasn't yet been able 
to appreciate. To get back to the Bollywood analogy, 
No Smoking was a disaster at the box office, but 
some years down the line, out-of-the-box (office) 
thinking might well get its just desserts. 8 
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Bharti Airtel vs 


Reliance Communications 


The Race 
Is on 


Both companies are riding the 
telecom boom and growing fast, 
but there's little to suggest that the 
#2 Will overtake the leader anytime 
SOON. MAHESH NAYAK 





SHOK JAIN, 50, CHAIRMAN AND MANAGING 
Director, Arihant Capital Market, a listed 
stock broking firm, prefers the Reliance 


Communications stock compared to that of 


Bharti Airtel. And why not? In the cur- 
rent financial year (till November 19, 2007), Reliance 
Communications has posted the biggest gains among 
telecom stocks, rising 69 per cent against 19 per cent by 
Bharti Airtel. The average for telecom companies is 

54 per cent. 

Until last fortnight, Reliance 
Communications was the only telecom 
stock in Jain’s portfolio. However on 
November 2, 2007, when the gap in 
market capitalisation of the two 
companies narrowed down 
to about Rs 8,500, Jain 
bought 1,000 shares of 
Bharti Airtel. “Bur, 1 












Airtel vs Reliance: The ї 





still prefer Reliance Communications to Bharti Airtel be- 
cause of its aggressive promoter and the fact that com- 
pared to its peers, it has superior distribution and in- 
frastructure reach." What clinches the argument for Jain 
is that Reliance Communications is unlocking the 
value in its tower and the undersea cable businesses. 
"Unlocking of value from the tower businesses of both 
companies and the listing of (submarine cable company) 
Flag Telecom are the triggers for the stocks. Growth in 
the sector will continue unabated over the next two 
years," says Jain. 

Bharti Airtel and Reliance Communications, which 
together account for 42 per cent of total cellular sub- 
scribers in India, are the primary drivers of the sector's 








impressive performance on the bourses. Consequently, 
both have improved their ranking on the BT 500 list; 
Bharti Airtel has jumped to #2 in the pecking order 
from #4 last year, while Reliance Communications 
climbed three places to #6. Barring Reliance Industries, 
which maintained its numero uno position, Bharti 
Airtel and Reliance Communications have gained the 
most in absolute terms. For the first half of this finan- 
cial year, the average M-cap of Bharti Airtel surged 
114 per cent, or Rs 85,621 crore, to Rs 1.60 lakh 
crore compared to Rs 75,121.5 crore in the comparable 
period last year. Similarly, the M-cap of Reliance 
Communications surged 181 per cent, or Rs 67,480 
crore, to Rs 1.05 lakh crore from Rs 37,206 crore. But 
the gap in their M-caps has been narrowing as the 
Reliance Communications share gallops faster than 
Bharti Airtel (see Playing Catch Up). 


Advantage Reliance 

Says Shriram lyer, Head (Research), Edelweiss 
Securities: “The recent rally in the Reliance 
Communications stock is driven by its intention of 
launching GSM services within one year of receiving 
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PLAYING CATCH UP 


Bharti Airtel is still India's most valuable telecom 
company, but Reliance Communications has 
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spectrum.” The company enjoys a market share of 
nearly 18 per cent, but in circles where the company 
provides both CDMA (Code Division Multiple Access) 
and GSM (Global System of Mobile Communication) 
services, this rises to 30 per cent. Although the seven cir- 
cles where it has dual services are small, the market ex- 
pects Reliance Communications to significantly improve 
market share once it launches GSM operations. 

The proposed new regulatory measures tightening 
subscriber-linked criteria for spectrum allocation, in- 
creasing annual spectrum usage charges, permitting 
dual technology under USAL (Unified Access Service 
Licence) and mobile number portability have also 
been positive for Reliance Communications and neg- 
ative for existing GSM operators; these have also helped 
the Reliance Communications stock. 


The Numbers Game 
So, can R-Comm topple Bharti Airtel in M-cap and 


market share? In terms of financials and market share, 
Anil Ambani’s company still has some catching up to do 
with Sunil Bharti Mittal’s flagship. For the first half 
ended September 30, 2007, Bharti Airtel reported an 
85 per cent rise in net profit to Rs 3,125.5 crore 
(Rs 1,688.7 crore) on a 49 per cent jump in net sales to 
Rs 12.242 crore (Rs 8,213 crore). Reliance 
Communications, on the other hand, posted a 108 per 
cent jump in net profit to Rs 2,525.6 crore (Rs 1,215.4 
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RIDING THE TELECOM BOOM 


Both companies are growing at an extremely fast clip. 


Bharti Airtel 
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Figures in Rs crore " Revenues 


crore) on a 31 per cent increase in net sales to 
Rs 8,882.5 crore (Rs 6,776 crore). Interestingly, both 
had operating profit margins of 28 per cent. 

The wireless business accounts for a lion's share of 
revenues at both companies. In the case of Bharti Airtel, 
it makes up nearly 71 per cent of revenues, while for 
R-Comm, the figure is 66 per cent. Says Akhil Gupta, 
Joint Managing Director, Bharti Airtel: “It’s purely a vol- 
umes game and our focus (in the mobile business) con- 
tinues to be on revenues that will help increase our 
market share and widen the leadership gap between us 
and our competitors." R-Comm executives did not re- 
spond to phone calls and e-mails from ar. Till October 
2007, Bharti Airtel, with 51 million subscribers, had a 24 


A CLEAR LEADER 


Bharti Airtel has maintained its lead over Reliance and increased its 


market share, albeit, marginally. 
Bharti Airtel 
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Source: Companies 


per cent share of the 213-million subscriber market in 
India. The comparable figures for Reliance 
Communications are 37.8 million subscribers and 17.8 
per cent market share. Says Gupta: “In a scenario were 
ARPUs (average revenue per user) are moving south, 
volumes growth is the only way to grow. Most estimates 
say that the total subscriber base will double from 213 
million to more than 400 million by 2010. However, we 
estimate that it will grow to 450-500 million.” 

Why then, in such a scenario of robust growth, 
are fund houses like pgs Chola Mutual Fund and 
Quantum Mutual Fund booking profits in telecom 
stocks. Interestingly, Quantum Mutual Fund has com- 
pletely exited the sector. Says R. Rajagopal, Chief 
Investment Officer, DBS Chola Mutual Fund: 
"We are still overweight on the sector." Adds 
I. V. Subramanian, Director, Quantum 
Advisors: *Fundamentally, there is inherent 
strength in the sector, but valuations are ex- 
pensive. The market is giving it higher mul- 
tiples based on future growth potential. But at 
current levels, there isn't any value in these 
stocks.” That may well be true. Bharti Airtel 


Ма zT 04 30.91 I uA and Reliance Communications are trading 
June '07 42.7 31.88 _ 17.60 181.1 at p-Es of 42 and 38, respectively. The average 
July '07 44.76 33.85 17.64 18909  r-roftheir Asian peers is 28. 
Aug. '07 46.81 34.83 17.65 197.33 

пи Bharti Ahead 
Sept. 07 — 48.88 36.33 17.72 205.04 Says lyer: “A lot depends on the unlocking of 
Oct. '07 90.91 37.83 17.76 213.01 





value following the disinvestment of the 
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FAQs 


Can Reliance Communications overtake Bharti 
Airtel’s M-cap? 

Both companies are unlocking their tower 
businesses, and this will 
provide the trigger for the 
expected upsurge in their 
stocks. Here, Bharti Airtel, 
which is the world’s 
biggest player in the tower 
business, with 50,000 
towers, has a clear edge. 
S0, despite Reliance 
Communications’ 
Superiority in the undersea 
cable business and its 
imminent rollout of GSM 
operations across India, it 
still seems to have a lot of 
catching up to do. 


Are valuations over- 
stretched in the telecom 
sector? 

Analysts are divided on 
this. Some, like Quantum 
MF feel that the sector offers little scope for future 
appreciation. But others cite future growth poten- 
tial and say that telecom stocks, though expen- 
sive, still offer good upside potential. 
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Is there scope for further consolidation in the 
industry? 

Analysts feel Reliance Communications lost its 
chance to acquire stake in Hutch, which could 
have given its customer base a huge boost, and 
the company an edge over Bharti Airtel. At current 
valuations, a consolidation seems highly unlikely 
as players who may be up for grabs are too 
insignificant in size. 


Can the share of the value-added services in the 
pie increase? 

Value-added services and non-mobility business 
will be big and are already contributing over 
one-third of the total revenues of Bharti Airtel and 
Reliance Communications. The value-added busi- 
ness will focus on select and niche audiences, 
which will drive higher margins due to higher 
ARPUs, but this business will still take another 
three-to-five years to reach critical mass. 
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will act as the trigger for the stocks.” Agrees Gupta: “We 
will hive off our tower business and operate it as a sep- 
arate unit. This will unlock significant value.” And 
here, Bharti Airtel enjoys a decisive advantage over 
its rival—an advantage that almost nullifies all the 
other benefits that R-Comm expects to generate by en- 
tering the GSM space as well the regulatory advantages 
it currently enjoys. Bharti Airtel is the world’s biggest 
player in the towers business, and its 50,000 towers give 
it an edge over all others. Currently, the company’s net- 
work is present in 4,876 census towns and 290,000 
non-census towns and villages, covering 65 per cent of 
the country’s population. Reliance Communications cur- 
rently has 14,000 towers and its network covers 10,000 
towns and 300,000 villages, thus, covering 54 per 
cent of the population. But it has announced that it will 
add another 23,000 towers to its network by the end of 
the year, giving it a footprint covering 27,000 towns and 
600,000 villages, and effectively reaching over 90 per 
cent of the country’s population. Despite this, con- 
sumer preference for GSM services gives Bharti Airtel a 
decisive advantage which R-Comm is trying to negate 
by entering the space, but it will take time for it to match 
its rival, It also plans to list its undersea cable business, 
Flag Telecom, on the London Stock Exchange. Both 
Bharti Airtel and R-Comm are also planning to get into 
other value added businesses like DTH and IPTV. 

Says Subramanian: “Despite all these—the unlock- 
ing of value from their tower businesses, their entry into 
other value-added businesses like DTH and IPTV and the 
listing of Reliance Communications’ undersea cable busi- 
ness triggering an expected spurt in the value of the 
stock—the shares of both the companies are currently 
overvalued on fundamentals. Then, it will take a min- 
imum of three-to-five years for the value-added busi- 
nesses to attain critical mass.” Analysts and investors are, 
therefore, concerned about margins. Will the companies 
be able to maintain their margins in a scenario where 
they continue to spend massive amounts on capital 
expenditure on the one hand and face low incremental 
ARPUs on the other? “We are value investors and we will 
find value in telecom stocks only at P-Es of around 20 
times earning,” he adds. 

So, what does the future hold for the two com- 
panies, both of which are led by relatively young, dy- 
namic and ambitious promoters? The consensus 
among analysts that BT spoke to was that though 
Reliance Communications does enjoy superiority in the 
undersea cable business and even though its imminent 
rollout of GSM operations across India will give it 
some momentum, it still has a lot of catching up to do 
with Bharti Airtel. That means Mittal’s crown as 
India’s telecom king, though under attack, is likely to 
stay with him for some more time. I 
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The Doubtful Darlings 





The top three IT companies are still among the 10 most valuable 
companies in India, but D-Street's appetite for IT stocks in general 
seems to be on the wane. T.v. MAHALINGAM 


T'S A STATE OF AFFAIRS THAT THE IT INDUSTRY 
would not have imagined it would be in, less 
than a year ago. For the first time in nearly a 
decade-and-a-half, the industry finds that it 
has become a ‘contrarian industry'—an indus- 
try that analysts expect to do well when the rest of the 
market is down. An industry instead of being the 
catalyst of bull runs (like it has been in the past), is 
now a laggard as stocks of most other industries zip 
ahead. At the time of writing, industry ‘bellwether’ 
Infosys Technologies bumped to its 52-week low of Rs 
1,534. Like a Mumbai-based analyst says: "If you 
predicted that Infosys would breach the Rs 2,000-mark 
two years ago, people would have laughed you off. But 
now that it's below Rs 1,600, anything 

seems possible." 
That seems to be the market sen- 
timent surrounding the tech 
stocks—they are not only down 
and but also almost out. And the 
numbers seems to add credence to 
that sinking feeling. Even as the 
BSE Sensex quick 
marched from the 
13,900 mark at the 
beginning of 2007 to 
touch 20,000 by 
October-end, top-tier 
IT services stocks 
were down nearly 
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12 per cent (on average) and mid-tier stocks were 
down nearly 27 per cent (on average). 

And the effect of that fall is visible in the Br rankings. 
For the first time in a decade, Wipro (#8) has not made 
it among the top five companies and HCL finds itself out 
of the Top 25 companies (#31). This slide in rankings 
can be pinned down to two factors. One, the weakening 
dollar. Two, other industries like infrastructure have 


THE GOOD 
AND THE BAD 


There are pros and cons to 
the IT à 


eyes. ur 


+ Still among the most profitable 
and fastest growing industries. 


+ Larger Indian players like TCS, 
Infosys, Wipro, Satyam put together 
are much smaller than IBM, the 
leader in IT services worldwide. 

There is still great headroom for growth. 


*- A recession in the US might actually 
help Indian companies over the long 
run as American companies looking 
to cut costs might outsource more. 


+ The present gloom might force Indian 
companies to focus harder on cost 
reduction, utilisation and improving 
efficiencies. 


+ Revenues from non-US geographies 
like Europe are on the upswing, 
even though US will continue to be 
the engine of growth for the 
foreseeable future. 
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= The rupee is hitting the IT companies 
where it hurts the most—the bottom 
line. And it looks like the dollar is 
likely to slide some more. 


= More than 60 per cent of the 
industry's revenues still come from 
the US. 


* A recession in the US might in the 
short term affect revenues. 


* Availability of quality manpower is 
a growing problem. That is pushing 
up wages, which should continue to 
climb if the industry's growth holds. 


performed better than the rr sector. 

But first, the dollar. Thumbed down by investment 
guru Warren Buffett, dissed by Rapper Jay-Z and 
dumped by supermodel Gisele Bundchen, the dollar's 
downward dip has dug into IT services firms where it 
hurts the most—their bottom lines. For the record, 
the rupee appreciated approximately 11 per cent 
in the first 11 months of the year and about 14 per 
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cent year-on-year. 

Like Citigroup Global 
Markets Equity Research 
report says: “With approxi- 
mately 14 per cent year-on- 
year rupee appreciation and 
all else remaining, the appre- 
ciation could have led to an 
approximately 400-500 basis 
point margin decline. For com- 
panies with operating margins 
in the 20-25 per cent range, 
this could potentially lead to 
operating earning reduction 
of approx. 20 per cent. For 
companies with operating mar- 
gins in the mid-teens, earnings 
reduction could be as high as 
approx. 30 per cent.” í 

TCS cro S. Mahalingam, 
for one, is looking beyond just 
dealing with the vagaries of 
the dollar, which some 
alarmists believe will touch the Rs 35 mark in the 
foreseeable future. “I don’t think it will go to or below 
Rs 35 ...I think things will settle around Rs 38, but the 
hypothetical question is this—can I still manage at a hy- 
pothetical situation of Rs 35 per dollar?” muses 
Mahalingam. There has been some speculation that the 
IT industry operated with reasonable success in the 
Rs 35 per dollar band less than a decade ago—a feat 
some consider repeatable. But Mahalingam dismisses 

that idea contending that the cost structure of the 
industry (read: wages) has changed con- 
siderably. The key, according to 
Mahalingam, is greater focus on cost 
and revenue management. “I have to 
admit that life, so far, has been very easy. 
So, we have all operated with a de- 

gree of inefficiency which we 
have condoned because there 
was always the depreciating 
rupee that took care of 
things,” says Mahalingam. 
“In fact, I would keep say- 
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ing jokingly that it helps us to be inefficient in billing 
and collections because if you postponed it, the rupee 
depreciation took care of things and at times, even 
gave you a gain. Now we don’t have that luxury.” 
That seems to be the lines along which the rest of 
the industry seems to be thinking too—more effi- 
ciency in revenue, cost and resource management. 
Basically, tighten up the belts. “Our utilisation is about 
72-73 per cent right now. Over the next 12 months, we 
would like to take that to about the 75 per cent mark,” 
says Vijay P. Khare, Patni’s Chief Delivery Officer. 
The other factor that has led to the rr industry's 
waning status on the bourses has been the exceptional 
performance of other sectors like infrastructure, mak- 
ing them more lucrative options. Take the case of 
GMR stock, which has appreciated by more the 250 per 
cent in the last year or the L&T scrip, which has shot up 
by 185 per cent in the last six months. In comparison, 
even top-tier IT stocks have slid down (check table). “It’s 
true that other sectors have become more attractive. So, 
it might be an issue of resource allocation. It may 
sound like an exaggeration but earlier, rr was the only 


the recent hurdles 


A world-class compact design saves money on 
space, great fuel economy with low running cost 
gives recurring savings year after year and utmost 
reliability backed by 24 x 7 service gives you, total 
value for money. No wonder then, Kirloskar Green Gensets are the 
preferred choice of critical industries like infrastructure, manufacturing, 
textile, hospitality, services, ITES, and telecom amongst others. So get 
a Kirloskar Green 100-600 kVA genset and get total value for money. 


THE KIRLOSKAR GREEN ADVANTAGE: 
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KIRLOSKAR OIL ENGINES LIMITED, Laxmanrao Kirloskar Road, Khadki, Pune - 411 003 


Call Ramesh Khosa on +91-98103 99479 (North) | T. Prabhakar on +91-98311 55666 (East) | Satish Srikantiah on +91-98500 08924 (West) 
| V. D. Sivakumar on +91-94440 08048 (South). 


Satyam to grow at a robust pace in 
the future. For example, he expects 
Infosys’ earnings to grow at 28 per 
cent between FY09 and Fy13, even 
after budgeting for the withdrawal of 
STPI benefits by the government in 2010. “Top tier IT 
stocks are cheap right now. In this underperforming mar- 
ket, they do not reflect their true value," adds Chainani. 


Newer Markets 

Meanwhile, the industry itself is hopeful that growth 
will be driven by expansion in new geographies and 
emerging verticals. Patni believes that its next level of 
growth will be driven from geographies like Europe, 
where it is making a substantial push. “In the tele- 
com services space, we expect geographies like Africa 
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immediate business problems that they 
will reduce the pace of outsourcing as 
they might want to just focus on front- 
end. The second scenario is that it 
might force companies to outsource 
faster to cut costs. In the long term, people would be 
forced to offshore more.” 

In all, the Indian IT industry seems to be facing 
one too many imponderables that it does not con- 
trol—a buoyant rupee, a probable recession in the US, 
the end of a tax holiday, a subprime crisis. And put 
together, they seem to cast a long shadow over its 
future. But to write off the industry's future or its 
prospects could be a mistake. A mistake that many 
made during the tech bust of 2001-02. m 
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FMCG & Pharma 


Down But 
Not Out 


Investors have been lukewarm 

to the FMCG and pharma sectors. 
But the future looks brighter 

than the immediate past. 

ANAND ADHIKARI 






HE PHARMACEUTICALS AND FAST MOVING 

consumer goods (FMCG) sectors were the 

classical “defensive” sectors that insured 

investors against volatility elsewhere. But 

over the last year and more, a slew of fac- 
tors has intervened and turned the two sectors, long 
adored by investors, into also-rans. Result: the bull run, 
that has driven up valuations almost across the board, 
has largely bypassed companies in these sectors. 

The numbers are telling. In this year’s BT 500 list, 
which ranks companies on the basis of their market cap- 
italisation, Hindustan Unilever, still the coun- 
try’s largest FMCG company, has fallen to the 

#16 position from #7 last year, while 
ITC, Nestle and Dabur have fallen from 
#6, #40 and #51 to #10, #58 and #70, 
respectively. In the pharma pack, Sun 
Pharmaceuticals has fallen from #28 
to #36, Cipla from #24 to 
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#45, Ranbaxy from #38 to #48 and Dr Reddy’s 
Laboratory from #37 to #59 . “The growth rates both 
in pharma and FMCG are far too low and don’t compare 
with high growth industries like telecommunication, en- 
gineering, retail and real estate,” says Amod Karanjikar, 
analyst at Edelweiss Capital. 

But players in both sectors feel the future will be 
brighter than the immediate past. And they are all 
restructuring, reinventing and repositioning themselves 
to ensure that (see A Ray of Hope). Several Indian 
pharma companies are hiving off their long-gestation, 
high-risk drug discovery businesses into separate com- 
panies. DRL was the first off the block and set up a sep- 
arate drug discovery unit way back in September, 


Adi Godrej, Chairman & MD , Godrej Consumer Products 


` “1 expect the FMCG sector to grow іп 
double digits over the next year" 
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2005; Sun Pharma followed suit six months later. In the 
last six months, Nicholas Piramal, Ranbaxy and 
Wockhardt have decided to hive off their drug dis- 
covery units. “This will not only help these companies 
derisk their generics business, but also support capital 
mobilisation in the newer ventures in future," says 
Komal Sharma, Managing Director, Lupin, the coun- 
try's sixth-largest pharma company. 

Pankaj Patel, CMD, Zydus Cadila, whose drug dis- 
covery unit is still a part of the company, says: “The 
risks involved in the generic business are far lower 
compared to that in the drug discovery space.” Adds a 
Sun Pharma spokesperson: “Our rationale was simple: 
these two businesses (the generics and the drug 


Pankaj Patel, CMD, Zydus Cadila 


“The risk in a standalone generics business is far less’ 
compared to long-gestation drug discovery business” 
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NUMBERS 
DON'T LIE 


The rise in the Sensex over 
the last year outpaces 
those in BSE's FMCG and 
pharma indices by a factor 
of at least 12. 
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discovery businesses) are very different and, hence, 
need to be run independently." 

These moves are making Dalal Street happy. Savs 
Karanjikar: “The drug discovery units at these com- 
panies will now get a focussed attention." And here, 
they will enjoy a significant advantage over their MN€ 
rivals whose R&D laboratories are located in the high- 
cost western markets. According to estimates, the cost 
of a research scientist in India is only about one-sixth 
of that in the us. Boston Analytics, a Boston-based 
research company, estimates in a recent report that rev- 
enues from drug discovery and development in India 
will touch $3.3 billion (Rs 13,200 crore) over the 
next two years, from $2.5 billion (Rs 
10,000 crore) now. 

Then, several proprietary drugs— 
among them Pfizer's blockbuster 
cholestoral-lowering Lipitor, which 
gives it annual revenues of $13 billion 
(Rs 52,000 crore)—will go off patent 
over the next half-a-decade. This will 
provide a fantastic window of op- 
portunity to Indian drug majors 
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RAY OF HOPE 


The future is not as bleak as it looks. Both pharma and FMCG companies are taking steps that are expected to pay off soon. 
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Players are on a hiving-off spree. Standalone generic | Companies are setting up plants in tax holiday 
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businesses expected to attract higher valuations locations to shore up margins 
Companies are ploughing the drug discovery path, | Expansion into retail business is expected to provide a fillip 
and that is expected to attract long-term investors to sales 


Many drugs are expected to go off patent in regulated | Expansion plans of large organised retailers like Reliance, 


generic markets of the US and Europe, giving 
Indian firms a massive window of opportunity 


Large domestic market offers huge scope for 
expansion 


New R&D focus is expected to bear results over 
medium-to-long term 


like Ranbaxy, DRL, Cipla and others to consolidate 
their positions in the Us and Europe. 

[n addition, there is a large domestic market, worth 
over Rs 20,000 crore annually, that cannot be ig- 
nored. This market has grown at a CAGR of 10 per cent 
over the last five years, and is expected to accelerate to 
13-15 per cent in the next five. “We cannot take our 
eyes off the domestic market," says Lupin's Sharma. 


More of the Same 


Indian FMCG companies LEADERS & LAGGARDS 
qune е 7 = The good news is that investors have not shunned every 
'00s and early 20 00s when Company in the FMCG and pharma sectors. 


several of them sold their 
non-core businesses. These 
companies are now tap- 
ping tax holiday zones in 


United Spirit - 









Bharti and the Future Group, among others, will boost the 
the sales of most FMCG companies 


Consolidation is likely in the medium term. This will result in 
fewer players with larger pockets and market clout 


Focus on rural rich expected to expand and deepen market 


Source: BT Research 


of time before these initiatives begin to pay off. 

Says Adi Godrej, Chairman & MD, Godrej 
Consumer Products: “I expect that over the next year, 
the FMCG index will outperform the Sensex." His op- 
timism is based on sound numbers. The consensus 
among analysts is that the Rs 50,000-crore FMCG in- 
dustry in India will grow at 10 per cent CAGR over the 
next five years. “The practice of setting up manufac- 
turing facilities in tax holiday zones will allow FMCG 
companies to maintain 
margins," says Milind 
Sarwate, Chief (HR & 
Strategy), Marico, which 
manufactures and mar- 
kets the popular 
Parachute, Kaya and 
Mediker brands. That's 
one reason why many 
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Himachal Pradesh, Sikkim United Breweries 180 ^ 326 FMCG players are so bull- 
and Uttaranchal, expand- Nestle 1,035 1,399 ish about the future. “I 
ing into the front-end retail Tata Tea 719 expect the FMCG sector 
business, setting up green- G odrej Consumer 155 129 to record a double-digit 


field ventures overseas and 
also making large acquisi- 
tions abroad. Godrej 
Consumer Products, for 
example, kicked off pro- 
duction of hair dyes and 


Figures are BSE prices in Rs 
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growth over the next 
year," says Godrej. 

In a bid to de-risk the 
business model, many 
FMCG companies are also 
scouting for markets in 








new geographies like 
Bangladesh, Egypt and 








other toiletries in Sikkim in Nicholas Piramal 
March this year, and IT- Cipla 

to-FMCG major Wipro Novara 

spent Rs 1,010 crore to : 

acquire Singapore-based Dr Reddy's 


FMCG company Unza Figures are BSE prices in Rs 


Holdings. It is just a matter 
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other emerging markets 
to boost their revenues. 
“Many emerging markets 
offer massive growth op- 
portunities; there is also 
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limited competition in these markets, making them 
very attractive,” says Hemant Patel, FMCG analyst at 
Enam Securities. 

Similarly, the expansion into retail may bring in big 
bucks for some FMCG companies. A year ago, Britannia 
Industries acquired a 50 per cent stake in the Bangalore- 
based ccp Daily Bread, which will ease Britannia's 
entry into the premium breads, cakes, high-end ready- 
to-eat foods and snacks segments. In March this year, 
Dabur announced its entry into the high-growth 


THE DOMINO EFFECT 


MF schemes focussed on the FMCG and pharma sectors reflect the 
general bearishness associated with them. 






SBI Magnum Pharma July '99 








Franklin Pharma Mar. '99 28.04 
UTI Pharma & Healthcare May '99 22.09 
ICICI Prudential FMCG Feb.'99 50.70 
Franklin FMCG Mar.'99 41.42 


*As on November 19, 2007 


organised retail market through a wholly-owned sub- 
sidiary, H&B Stores, where it plans to invest Rs 140 crore 
by 2010. The FMCG players are also pinning their 
hopes on the expansion of the organised retail biggies. 
“FMCG companies will be the biggest beneficiaries of the 
retail revolution spawned by the likes of Reliance, 
Bharti and the Future Group,” says Sarwate of Marico. 
“These are high growth areas and will definitely yield 
results in the longer term,” say FMCG analysts. 


The Disconnect 

Not many analysts are ready to link the under- 
performance of the FMCG sector in the stock market 
with financial performance. “Most FMCG companies 
have shown handsome increases in profits,” Godrej 
points out. He contends that the FMCG sector, being a 
steady-growth industry, is bound to trail the stock 
market whenever the Sensex does exceptionally well. 
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Source: mutualfundsofindia.com 


The implication: the poor performance on the 
stock market is not a reflection of either its performance 
or its potential. That rationale holds for the pharma sec- 
tor as well. In fact, both sectors are non-cyclical and en- 
joy steady year-round demand. 


The Wild Card 


The wild card for FMCG and pharma companies could 
be earlier-than-expected benefits accruing from a spate 
of domestic and overseas M&AS. Many of these will re- 
sult in better valuations going forward. Over the 
last year, apart from the Wipro-Unza deal, 
DRL has acquired betapharm, Ranbaxy has 
taken over Terapia, UB Group has bought 
Whyte & Mackay and Godrej has gobbled 
up Keyline. Even if only a few of these trans- 
actions pay off, they will provide a tremendous 
boost to the two sectors. But these, and the 





other initiatives show that the two sectors are not tak- 
ing the relative bad times lying down. 

Yes, the appreciating rupee and rising crude prices 
spell more bad news for the two sectors, but analysts are 
near unanimous that the worst is over and that the way 
forward will be brighter. 8 
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Bellwether: DLF's K.P. Singh rings the ceremonial bell at BSE; the company raised Rs 9,187 crore through its IPO 


Heal Estat 


Ringing i in Gains 


Last year, only Unitech made it to the top 100 list. Several real estate companies 
have listed on the exchanges since then. Backed by apparently endless investor 
appetite, these companies gained sharply in the market capitalisation sweep- 
Stakes, but is this appreciation durable? sHALINI s. DAGAR 








AST FORTNIGHT, KOLTE-PATIL DEVELOPERS 


was inviting bids for its initial public offering. Outgunning the Sensex 
Given its target of raising about Rs 250 11 BSE Realty Index has raced ahead of the bellwether 


crore, the Pune-based developer seemed to Index over the last few months. 
be looking for what seems small change for — 459 


the Indian capital markets, which generously gave over 140 — | v 
Rs 17,000 crore to numerous real estate companies over те | бу { 
the last year. 110 





Yet, for Kolte-Patil, which has, since its inception 100 
in 1991, developed about four million square feet, this 390 
money is crucial. It will probably enable it to move 90 july 10, 2007 ) | | | ' — No. 13 2007 
into the next orbit and allow it to deliver 17.8 million Sensex MiB BSE Realty index Source: Dun & Bradstreet 
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sq. ft over the next five years and 39.4 million sq. ft 
over the next 10 years. 

Some transformation this; but it typifies the change 
taking place in the Indian real estate industry—a trans- 
formation that is also exciting the capital markets. 
Investor appetite seems insatiable for Indian real estate 
companies. Cashing in on this hunger, several real estate 
companies, which had remained privately held earlier, 
approached the capital markets over the last year. 
According to consulting firm, Ernst & Young, 18 real es- 
tate and construction companies which listed between 
August 2006 and August 2007 raised over $4.36 billion 
(Rs 17,440 crore) from the public. 

Given the structural changes in the sector, consistent 
demand and positive investor sentiment, it was no 
surprise that many of these companies made their 
presence felt in BTs annual ranking of India's 500 
largest companies by market capitalisation. Several 
made it to the Top 100; and the star of the show was 
undoubtedy DLF, which had attracted adverse media 
coverage betore the public issue due to its aggressive 
pricing. That is history now. With Indian stocks 


Sameer Gehlaut 
DIRECTOR/ INDIABULLS 


Raised: $400 million via Global 
Depository Receipts after listing 


LISTED ON: March 23, 2007 (after a 
demerger from the financial services 
company at Rs 380.05 (BSE) against a 
base price of Rs 407 


MARKET CAP*: Rs 9,031 crore 


COMPLETED DEVELOPEMENT: 

None. Jupiter Mills in 
Mumbai to be ready for fit- 
outs by December 2007. 


SALEABLE AREA: Around 
436 m sq. feet 










* September-end 2007 
Source: Company website 
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Cushman & Wakefield estimates that total real estate 
demand over five years from 2007 is expected to grow to 
approximately 1,900 million sq. ft across the commercial, 
retail, residential and hospitality segments. 


TYPE REQUIREMENT 
Residential 1,400 million sq. ft 
Commercial office space 265 million sq. ft 
Hospitality 110 million sq. ft 
Retail 110 million sq. ft 


attracting free-floating global capital by the spadefuls, 
the DLF issue, too, was oversubscribed, mostly by in 
stitutional investors. After the IPO, the group, as the 
largest player in the sector, subsequently raised a little 
under $1 billion (Rs 4,000 crore) through group com- 
pany, DLF Assets (DAL) and other special purpose 
vehicles. Other real estate companies are not far behind. 

Unitech, the lone entry in Top 100 last vear, 
improved its ranking from 32 to 14 due to strong 
investor demand. No wonder then that real estate cap- 


Rajiv Singh 











Raised: Rs 9,187 crore via public offer. Group 
companies too raised funds. Group ран to 
list Real Estate Investment Trust in Singapore 


LISTED ON: July 5, 2007 at Rs 582 against an 
issue price of Rs 525 


MARKET CAP*: Rs 1,06,576 crore. Included 
in BSE Sensex from November 19 
and will join MSCI India Index 
and MSCI Emerging Markets 

Asia Index from November 30 


COMPLETED DEVELOPEMENT: 
220 m sq. ft 


SALEABLE AREA: 
738 m sq. ft 


* September-end 2007; 
Source: Company 
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tured more than a quarter of 
the $10 billion (Rs 40,000 
crore) of private equity that 
came to India this year. 


The DLF Group is now plan- LISTED ON: July 24, 2007 at Rs 567.50 
ning to list its asset management against an issue price of Rs 500 
company and real estate invest- MARKET CAP*: Rs 11,676 crore 
ment trust, DLF Office Trust, in COMPLETED DEVELOPMENT: 5.6 m sq. ft ^ 
Singapore to raise $1.5-2 billion SALEABLE AREA: 112 m sq. ft mostly 


(Rs 6,000-8,000 crore). Emaar- 
MGF, the joint venture between 
the Dubai-based Emaar Group 
and Indian developer MGE, too, is 
in queue for a mega public offer. 

The frenzy is captured by the rise of the 14-stock BSE 
Realty Index, which was launched in July this vear. 
From the lows of August when the unravelling subprime 
crisis in the Us scared investors, the BSE Realty Index has 
consistently outperformed the broad benchmark Sensex. 
That has also been in evidence in the recent past as cap- 
tured by BT 500 rankings. 


It's the Economy, Stupid 
What is driving this enormous investor appetite? 
Economic growth lapping 9 per cent has spurred de- 
mand for office space, retail outlets and hotels. 
And even as the Special Economic Zones get 
planned and executed, it is the coming together 
of rising demand in diverse segments that is driving 
demand. (See Strong Demand) 

Typically, real estate grows 2-3 times the GDP 
growth of a country. So, it is no exaggeration when JP 
Morgan forecasts the industry size to grow from $50 
billion (Rs 2,00,000 crore) per annum at present to $90 
billion (Rs 3,60,000 crore) by 2010-11, showing a 
growth rate of 13 per cent over the period. 

A few years ago, the IT and ITES sector was the 
main engine that fuelled real estate growth. 
Though the sector retains its importance as it is still 
growing at over 30 per cent per annum, new 
drivers have emerged in the form of the financial 


RAISED: Nearly Rs 570 crore via public offer 


LISTED ON: December 20, 2006 at Rs 
1,111.25 versus issue price of Rs 640. 


MARKET CAP*: Rs 6,207 crore 
COMPLETED DEVELOPMENT: 17 m sq. ft^ 
SALEABLE AREA: 137 m sq. ft ^ 


* Sept. 30, 2007 
^ Source: First Global (Aug 2007) 
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RAISED: Around Rs 1,485 crore 


in Mumbai Metropolitan Region ^ 
* Sept. 30, 2007; ^ Source: First Global (Aug 
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services, retail and media sectors. 

Developers, hence, are not too v 
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. Advantages 
. Competition 
ORLD CLASS EDPs FOR INDIA INC. 


he following professors exclusively visiting IIPM to take classes, will be additionally taking 
Executive Development Programmes for India Inc. as per the following calendar. 


LAD 
wa Chattopadhyay 
wer focus 


lore, Chennai, Hyderabad, Delhi 


RTON 

nes Pennings 

с Management Of Innovation 

dore, Chennai, Hyderabad, Delhi 


JAGO GSB 
Veronesi 
it Financial Risk Management 
lore, Chennai, Hyderabad, Delhi 


JAGO GSB 

» Afeche 

tons Management 

lore, Chennai, Hyderabad, Delhi 


{FORD GSB 

1 Azhar 

ing Sales And Distribution Channels 
Delhi, Hyderabad, Chennai, Bangalore 


‘AGO GSB 
e Wu 
Decision Making 


Delhi, Hyderabad, Chennai, Bangalore 


STERN 

hapira 

in making in organizations 

Delhi, Mumbai, Ahmendabad 
i SCHOOL OF MANAGEMENT 

Ravi Dhar Jan 07 


te Customer-Centric Organizations 
Pune, Mumbai 


April 06 


May 06 


June 06 


July 06 


Ang 06 


Nov 06 


І Dec 06 


NYU, STERN SCHOOL OF BUSINESS 
Prot. Russell Winer Feb 07 
New Branding Strategies 

New Delhi, Bangalore, Hyderabad, Chennai 


NYU, STERN SCHOOL OF BUSINESS 
Prof. Samucl Craig Mar 07 
New-age strategies in the global media industry 

New Delhi, Ahmedabad, Punc, Mumbai 


IMD INTERNATIONAL, LAUSANNE 
Prof. Aurturo Bris Apr 07 
Firm Valuation and Investment Banking 

New Delhi, Bangalore, Mumbai, Chennai 


LONDON BUSINESS SCHOOL 
Prof. Craig Smith 

Strategic Marketing 

New Delhi, Ahmedabad, Pune, Mumbai 


HAAS SCHOOL OF BUSINESS, 


BERKELEY 
Prof. Frank Schultz 
Creating superior performance organizations 


New Delhi, Bangalore, Hyderabad, Chennai 


HAAS SCHOOL OF BUSINESS, 


BERKELEY 

Priya Raghubir 

Marketing Research for Executives 
Delhi, Ahmedabad, Pune, Mumbai 


STANFORD GSB 

Wasim Azhar 

Global с International Marketing 
Delhi, Chennai, Bangalore, Hyderabad 


WHARTON 

Skander Essegaier 

Pricing Strategy 

Delhi, Ahmedabad, Pune, Mumbai 


May 07 


Jun 07 


Aug 07 


Sept. 07 


Dee. 07 


All the above mentioned programmes are jointly taken with a member of IIPM faculty & 
conducted by HRIC, Planman Consulting 


T THE MOST AFFORDABLE PRICES!!! 


Investment per participant for the above mentioned programmes : Rs. 20,000 /- plus taxes 
*Get in touch today with Chanda for more details and a more exhaustive list of MDPs at 


ianda.mehra@iipm.edu or training@planmanconsulting.com; www.iipm.edu; www.planmanconsulting.com 
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costs (up by over 15-20 per cent in one year), coupled 
with declining availability of trained manpower, will also 
put pressure on margins. 

Against this backdrop, execution is likely to be the 
single-most important risk going forward. Some delays 
have already been reported in the market. However, as 
many of these real estate companies complete their first 
few quarters as listed entities, the pressure to deliver on 
promises of mega-developments will intensify. 

J.C. Sharma, MD, Sobha Developers, points out 
that the enormous expectations overlook critical factors 
about the capability of real estate companies to launch 
projects in right locations, execute and then market the 
products. “All assumptions are being made on the ba- 
sis of projects materialising as planned whereas in reality, 
past track record is almost nothing,” he says. 


Valuations Going Forward 

“At least some part of the premium that real estate com- 
panies are getting can be attributed to the paucity of in- 
vestment options,” says Sanjay Verma, Executive 
Managing Director, South Asia, Cushman & Wakefield. 
He adds that most of the premium is actually being paid 
on the expectation of future cash flows, and often, the 
valuation play is on the size of the unencumbered 
land available with the developer. 

Last year, the contribution of real estate sector to 
India’s total stock market capitalisation was less than 1 
per cent. Though the public offers have improved the 
figure to 4-5 per cent, this is still way short of the 
norm in the developed markets. 

Analysts believe that over time Indian developers, too, 
will emerge as macro-economic plays on economic 
growth. “The real estate industry is still at a nascent stage 
as far as the capital markets are concerned,” says Saurabh 
Chawla, Senior Vice President, Finance, DLF. 

However, the transparency and disclosures that will 
be needed in the interim will be of a higher standard. 
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LISTED ON: On November 30, 2006 at 
Rs 540 against an issue price of Rs 


MARKET CAP*: Rs 5,984 crore 


` COMPLETED DEVELOPMENT: 
3 4 m sq. ft^ 


SALEABLE AREA: 170m sq.ft 


* Sept. 30, 2007 
^ Source: First Global (Aug 2007) 
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LISTED ON: August 9, 2007 at Rs 400 against an issue price 
of Rs 310 


MARKET CAP*: Rs 5,675 crore 
COMPLETED DEVELOPMENT: 5.3 m sq. ft^ 
SALEABLE AREA: 149 m sq. ft^ 


* Sept. 30, 2007 ^ Source: First Global (Aug 2007) 


"[nvestor differentiation is already visible in terms 
of prices that the developers are getting," says 
R. Nagaraju, General Manager, Corporate Planning & 
Strategy, Unitech. 

A trend to notice in almost all the real estate com- 
panies is that few investors are willing to take a risk at 
the enterprise level. Most investments are flowing 
into special purpose vehicles. At the macro-economic 
level, despite the massive build-up in real estate, if the 
supporting infrastructure does not come up as de- 
sired, we may well see demand—the predicator of the 
current boom—disappear. 

That apart, Parsvnath Developers' Pradeep Jain says 
that the *value creation by the real estate sector has just 
started. Nobody can estimate what is possible by past 
performance." Jain believes that given the opportunity 
available for long-term value creation, the real estate 
sector is quite underpriced currently. Many of his 
peers in the industry and investors are hoping that is 
true. Only time will tell whether that is really so. в 
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Riding on a Promise 


Despite the hype (and paranoia) around it, retail on D-street remains 
a one-stock аа of Pantaloon. CLIFFORD ALVARES 





HERE’S A PALPABLE BUZZ IN THE RETAILING 5. The Pecking Order 
space. Apart from the big names of India 34.0476 — The rest of the industry lags the market 
Inc. who’ve entered the sector, foreign capitalisation of Pantaloon. 


biggies, too, are looking for a piece of the ЧУ 
action. With major players announcing 4fh. -14.05% 
huge expansion plans, the industry is all set to triple 124.8% 

its size to 90 million square foot of retail space by 
2009-10. It will touch a turnover of Rs 1,32,000 
crore by then. Already, there are many big names in 
the retail business—Reliance, the Tatas, the Birlas, the 
Piramals and large home-grown retailers like Pantaloon 
Retail and Shoppers’ Stop. But behind the din and the 
hoopla, not many companies have managed to scale 
up their operations—and create shareholder value— 
like Pantaloon Retail has. 

Pantaloon had the first-mover advantage. It saw the 
opportunity in organised retailing early and set up Pantaloon Provogue Shoppers Vishal Tent  Piramyd 
multiple format stores across the country. Now, the dif- Retail (India) (India) Stop Аеќай* Retail 
ference in scale, revenues and profitability between April 2, 2007 m Мох. 19, 2007 — *Since July 4, 2007 Figures in Rs cr 
giant Pantaloon and the rest of the retail sector is as- 


tounding. Pantaloon is five times the Picking up the Pace 
size Of its nearest competitor, and has Organised retailing is growing at a fast clip. 
a market capitalisation of Rs 
mar! Mar. '02 8240  ——  — 798,7 
10,3 15.1 crore (as on November Маг '03 B278. 2: )upm nue 8223 
19, 2007) compared to Provogue ,., ' 
SN А Mar.'04 Biiposesosananieasaim es 913.0 
India, which is valued at Rs 1,915.2 Mar 'o5 ШИЖ адел ect AES 998.7 
crore. But that's expected of a store yar ‘gg Знала | 096.2 
that operates тоге than 9 mil- y, p 1 205.9 
lion sq. ft of retail space. It yar «io. maga ЕЕ ] 605.0 


added 0.6 million sq. ft in ШШ Organised retail ШЕШ Total retail 
October 2007 and has set a *Estimates Figures in Rs '000 cr Source: Ernst & Young 
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SATISH KAUSHIK 





ОВ. S. Nagesh, Customer Care Associate & MD, ‘Shoppers Stop ETE 
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target of a total of 10 million sq. ft in 2008. 

What is it that makes Pantaloon tick on the stock 
markets? For an answer, look behind the cash counters. 
Pantaloon has multiple business formats from mass 
retailing to financing. The company operates stores in 
many different formats and has also forayed into 
Home Solutions, Future Bazaar and also has a retail fi- 
nancing arm, Future Capital. Analysts are considering 
the sum-of-the-parts valuation to fix a price on the com- 
pany. As of now, the main retailing business com- 
mands a price of Rs 490, while Home Solutions and 
Future Capital contribute Rs 100 and Rs 95 to its 
current share price of Rs 685. Besides, Pantaloon’s 
business is on a strong growth path. Says Amnish 
Agarwal, Research Analyst, Motilal Oswal: “Pantaloon 
has fine-tuned its retail business and has expanded its 








SHRIYA PAT 


63 Food & Groceries 
9 Clothing 
4 Pharma 


The Hot 
Cakes 


What sells the most 
at malls. 
3 Entertainment 


1 Books, Music & Gifts 
2 Mobiles 

5 Food & Beverages 

5 Jewellery & Watches 

3 Furniture & Furnishings 
4 Consumer Durables 


1 Footwear 
Figures indicate category-wise share of organised retail Source: Ernst & Young 
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business models, scaling up in dif- 
ferent areas such as financing.” 

Not many listed retailers have 
managed to scale up their opera- 
tions like Pantaloon. Other retailers 
operating in the space are largely 
single-format companies that have 
one or two types of stores. TruMart, 
the food and grocery outlet of 
Piramyd Retail, plans to operate 
only two formats—largescale stores 
with areas ranging from 5,000- 
7,000 sq. ft, and smaller stores of 
about 2,000 sq. ft each. 

Others, such as Vishal Retail, 
cater to the mass market and sell 
products such as apparels and home 
products. Provogue operates in the 
lifestyle segment. But it's the mul- 
tiple format strategy that has made 
the company what it is. Over the 
last nine months, Pantaloon has 


; Ambitious plans: 
doubled its market value to Rs 





10,315 crore. Perhaps the only company that has 
come close to creating that kind of value is Titan 
Industries, which has a market capitalisation of Rs 
6,724 crore. But it has a different business model, has 
invested in brand creation, and is largely operating 
through the franchise route, which keeps its overhead 
costs low. 

Across the retail industry, however, formats are 
still evolving as companies fine tune their strategies. 
Reliance Retail, for instance, has put its Reliance Fresh 
forays on the backburner following a political backlash 
in Uttar Pradesh and West Bengal and has forayed 
into the jewellery segment with Reliance Jewels. 
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SATISH KAUSHIK 


up pan India 


The Rs 64,600-crore organised retail segment cur- 
rently accounts for about §.3 per cent of the total retail 
pie in the country, and is set to grow at a fast clip on the 
back of massive investments in the segment and touch 
a turnover of Rs 1,32,000 crore by 2009-10, accord- 
ing to Ernst & Young (see Picking up the Pace). It is also 
expected to increase its share of the pie to 8.2 per cent 
by then. The Indo-American Chamber of Commerce es- 
timates that the Indian organised retailing industry 
needs to invest Rs 3,00,000 crore over the next few 
years to realise its full potential. 

The biggest action within organised retail is in the 
food and groceries sub-segment, which contributes 
10 per cent of total sales. This is also the segment 
that is going to witness the maximum competition 
over the next two or three years. TruMart, the food and 
grocery store of Piramyd Retail, is planning to scale up 
its operations from 30 stores to about 75 by 2008. The 
company is planning to open stores in Tier-Il and 
Tier-III cities largely. 

Not surprisingly, all retailers are investing in state- 
of-the-art supply chains and logistics support systems. 
Reliance Retail, Shoppers’ Stop, Future Group and sev- 
eral others are investing huge amounts on this. Kishore 
Biyani, MD, Pantaloon Retail (India) and the Group CEO, 
Future Group, reckons that a viable supply chain al- 
ready exists, *otherwise the country couldn't have 
successfully fed its one billion-plus people". But, he con- 
cedes, there's scope for improvement. Currently, about 
40 per cent of perishable goods are wasted due to 
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| am Mohan Lal Saini, a member of Coca-Cola's team involved in the restoration of the ‘Sarai Bawari’. 
This 400-year-old well was damaged and unfit for any use. We undertook the task of restoring it with 
the help of the local ‘Jal Rakshaks'. Today the Bawari not only provides water sustainability to the local 


community, it is a proud reminder of the cultural heritage of India. This is my drop of joy. 


To know more about how we spread јоу, log on to www.coca-colaindia.com Gr Sadia Pe Lid 
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inadequate cold storage and trans- Тһе Malls 
portation facilities. Says Pinaki Mishra, are Coming 
Partner (Consumer & Retail Practice), The number of 
Ernst & Young: “The supply chain has malls is all set 
a long way to go if costs have to come 3910. ^ 


down." 

Retailing is a low-margin, high in- 
vestment business. A typical store re- 
quires an investment ranging from Rs 
1,000 per sq. ft for a low-end format to 





about Rs 4,000 per sq. ft for a higher x: 

end one, depending on the format. 3 

Mass market retailers operate with mar- 2005 2010* 
“Estimate 


gins of less than 5 per cent and, in com- 
petitive areas, these are squeezed further 
to 2-3 per cent. That leaves little room 
for error in sourcing strategies. Says Mishra: *Mass re- 
tailing has high costs, but low margins. You can't 
make too much money unless you get your sourcing 
right and exercise strict control over costs." 

High real estate prices have been a deterrent for 
some companies. The world over, real estate costs 
account for about 2-3 per cent of a retailer's rev- 
enues, but in India, this can be as high as 7-8 per 
cent. Besides, poor location and inconvenient store for- 
mats further add to costs. But Biyani is not too per- 
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Westside story: The Tatas are banking ot 





122 BUSINESS TODAY DECEMBER 16 


n - 
200 


The Race — turbed by rising real estate prices. 
for Space Pantaloon has a real estate arm that 
Mall space is identifies new locations for the 
n triple lJ company’s expansion. Says Biyani: “We 


are among the few companies who 
identified the problem early on. We 
have identified about 30 million sq. ft of 
retail space and don't foresee any 
problems here." 

It's not just Biyani who's confident 
of tackling rising real estate costs. On 
the other side of the competition, Vishal 
Retail, an upcoming mass market chain 
that has been growing in Tier-II and 
Tier-III cities, is foraying into more 
expensive real estate markets such as 
Mumbai. The company is planning to have 2.2 million 
sq. ft by the end of the year, up from the current 
level of 1.7 million sq. ft. Says Manmohan Agarwal, 
CEO, Corporate Affairs, Vishal Retail: *Real estate 
prices are softening and we can keep our real estate 
costs down to about 5-6 per cent of revenues." 

But the next few years are crucial for the retail in- 
dustry. With the likes of Bharti- Wal-Mart and Reliance 
Retail entering the fray, smaller and weaker players will 
get elbowed out. This may lead to a round of consol- 
idation as the latter exit the market 
or are acquired by stronger rivals. 
Says Mishra: “Small players could 
be taken over or can become 
stronger by merging with others 
like themselves.” 

For now, the biggest player, 
Pantaloon, is gearing up for the 
challenge. With a presence in dif- 
ferent segments of the retail spec- 
trum, the company has almost in- 
sulated itself against a slump. Its 
newly-launched businesses, such as 
Future Media and Future Bazaar, 
have yet to build scale and add to 
the profitability. But Biyani is un- 
fazed. “We are looking at new prod- 
ucts and are ramping up our oper- 
ations. We hope to have a 20 per 
cent of the total floor space occu- 
pied by organised retailers in the 
next few years.” 

That’s a brave assertion. Given 
his track record, it’s difficult to re- 
ject it. But given the might of the 
Reliances and Bhartis of this world, 
it’s equally difficult not to be a little 
skeptical. So, watch this space. m 
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Figures in Mn sq. ft 
Source: Ernst & Young 
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Listening works 
wonders. 
Heres proof. 
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Just one of the many lessons we've learned along the way : the search for better solutions 
almost always starts with our ears. 


And the results are nothing short of spectacular. It ensures you get products you actually Amw 
need. Products that work better and products that show great results. That's Amway for you, 


a company that spends money where it matters. In research & development. We have We're listening 
scientists instead of sales assistants. We're sure we must be doing something right to win the 
trust of millions of people across the globe. After all, quality tends to speak for itself. 


TM 





Nutrition & Wellness * Skin Care & Cosmetics • Ноте Care*Personal Care * Agro Products | www.amwayindia.com 


For more information, call 1800-1800-789 (Toll Free from MTNL/BSNL lines across India) лоо, S ^. 
OR SMS "AIE" to 58888 eser | تتت و‎ 


PRESENT IN 80 COUNTRIES & TERRITORIES * 600 PATENTS * 450 PRODUCTS * 500 SCIENTISTS * 100% MONEY-BACK GUARANTEE 





surge Stocks 


The New 
Boomers 


some of the biggest gainers on the 
Stock market recently have been 
companies that most of us have 
probably never heard of. Which are 
these companies, what do they do 
and what's so hot about them? 
RISHI JOSHI 


HAT STOCK MARKETS REWARD GOOD 

performance is well known. 

Companies that deliver or appear 

poised to deliver strong topline and 

bottom line growth become market 
favourites. This fact has been amply corroborated 
by the profile of companies that have made it to 
the BT 500 list. Of course, the past few years have 
been unlike any in the history of Indian stock 
markets. Record foreign investments have poured 
into Indian equity, driving the 30 leading stocks 
that make up the Bombay Stock Exchange's index, 
Sensex, to new highs. Understandably, the foreign 
institutional investors have chosen the relative 
certainty and liquidity of the Sensex stocks over 
lesser known mid-cap or small-cap stocks. 
However, there is a handful of companies from di- 
verse sectors that has emerged among the biggest 
gainers on Dalal Street. Who are they, what is it 
about them that investors like, and could they 
become a large-cap stock tomorrow? In this 
story, we answer those questions, 
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It's a volumes' game: Tayal is modernising production 


Riding on Retail Revolution 

XPANSION IS THE NAME OF THE GAME FOR THIS KNIT- 
E ted garment manufacturer. Encouraged by robust 
demand for its products from big Indian retailers like 
Pantaloons and Shoppers' Stop, the company is pump- 
ing in Rs 300 crore to modernise and ramp up its ex- 
isting production facilities in anticipation of a boom in 
the retail segment. Says Saurabh Tayal, Chairman, 


Jaybharat Textiles and Real Estate: *Less than 3 per cent 


of the retail market is organised. As it gets more or- 
ganised, it will be a big business opportunity for us, as the 
bigger retail chains buy in large volumes." The company 
is planning to expand its presence in other segments like 
yarn-spinning and textile fabric processing with a view 
to double the revenues from its core textile business in 
fiscal 2008. It is also leveraging its large land assets to 
foray into the real estate business: It's building resi- 


Betting Big on Education 


R 


Projects & Technologies Lt 






NISHIKANT GAMRI 


Home run: After tl 


CORE PROJECTS AND TECHNOLOGIES 


OPPORTUNITIES 
* Unique positioning in the education domain 
* Cost competitiveness helps it score over rivals globally 


* Education market expected to witness strong 
growth in India and abroad 


Market Cap H1 '06: 192.41 H1 '07: 948.83 


жел» 






= Net Sales 21 69.7 232 
2 Net Profit 5.14 11.2 93 
Figures in Rs crore Cource: СМИ 
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Dig DUSINess opportunity 





"T HIS IT SOLUTION PROVIDER IS FOCUSSED ON THI 
| education domain. It gets practically all its 
business from the us (80 per cent of its revenues) 


JAYBHARAT TEXTILES AND REAL ESTATE and Europe (15-20 per cent). For growth, the 


company has opted for the inorganic route: eight 











тоа acquisitions in the Us and Europe in the last three 
+ Boom in organised retail years. As a result, it has added more than 1,000 
+ Sizeable land bank to kick-start real estate business schools and 12 local authorities to its clientele in 
—— "жо the us alone. Says Prakash Gupta, CEO, Core 
Market Cap H1 ‘06: 707.69 H1 '07: 3,372.80 ue Tau : “UW? | 
mm - — иши Pr jects and Technologies: We prov ide the soft- 
= ме -- es Pik се 3 
4 Ww $ ts ware needed to run the schools and are different 
ی‎ аа а NU. oS from companies like Educomp that аге at the 
Net Sales 192 250 30.2 front-end in the e-education space." Gupta is 
Net Profit 25 31.76 27 planning to enter the domestic market and hoping 


to generate almost 40 per cent of Core's re 


Figures in Rs crore Source: CMIE : 

enues from it by fiscal 2009, particularly through 
dential apartments, IT parks, commercial spaces, hotels the government's Sarva Shiksha Abhiyan initiative. 
and malls in places like Vardha, Vapi, Bhiwadi, Thane *We are in a recession-proof industry, as go 
and Mumbai. It expects the new business to contribute ernments continue to spend on education irre 
significantly to its topline and bottomline from 2009. spective of the economic situation," says Gupta 
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Packaging for all: Jai 





Billion-dollar Ambition 

T WOULD NOT BE WRONG TO CALL THE TWO-DECADE- 
Lo D flexible packaging giant Uflex an Indian multi- 
national. The company offers complete packaging so- 
lution to customers globally and manufactures plastic 
films and flexible packaging laminates. It boasts of 
clients such as FMCG giants Nestle, Cadbury, P&G and 
Pepsi, both in the domestic and international mar- 
kets. Indeed, the company has a large sales and distribu- 
tion team in over 85 countries and earns nearly one- 
third of its revenues from exports. Uflex expects its do- 
mestic business to grow exponentially on the back of a 
flourishing organised retail, which is expected to give 
a fillip to the packaging industry. The company esti- 
mates its topline to grow at least 25 per cent and bot- 
tom line at SO per cent over the next two years. Says R. 
K. Jain, Group President, Corporate Finance, Uflex: 
“We are a low-cost, quality producer. Over the next 3- 
4 years, we want to become a $1-billion company.” 


нао Дүүн 
OPPORTUNITIES 


+ Flourishing organised retail means increased demand 
for packaging 


+ Robust exports growth likely with company presence 
in 85-plus countries 


Market Cap 


H1 ‘06: 319.15 


Net Sales 1,183.18 


1,741.57 
Net Profit 33.06 42.15 A275 
Figures in Rs crore Source: CMIE 
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OPPORTUNITIES 
+ First mover advantage in launching IPTV 


+ Access to a large captive market through its 
tie-up with MTNL and BSNL 


+ IPTV could emerge as an option to CAS & DTH 
in India 


Market Cap 









EN 


8.85 10.87 
-0.51 0.31 


Net Sales 
Net Profit 


Source: CMIE 


Figures in Rs crore 


New Kid on the Block 


| Бы ONLINE BROADBAND (IOL) IS THE FIRST 
to offer IPTV (Internet Protocol Television) 
services in India, having commercially launched 
it in Mumbai, Bangalore and Kolkata this Au- 
gust. IOL has also tied up with MTNL and BSNI 
to offer IPTV content and video-on-demand 
(VoD) to their over 2.5 million broadband sub- 
scribers. Says A. S. Oberai, Executive Director, 
IOL Broadband, *The tie-up will mean that a 
significant captive market is available to us 
from the very beginning. We'll be streaming the 
content through the MTNL and BSNL 
network." tior. will offer sub- 
scribers about 150 Tv 
channels (including some 
pay channels) besides 
value-added services 
such as real time inter- 
active TV, VoD, music-on- 
demand and gaming-on-de- 
mand. On the downside, 
though, there is not 
much awareness 
about IPTV yet 
and the com- 
pany is in the 
red for now. 
But Oberai is 
confident. “The 
initial response 
to IPTV has 
been good and 
we expect to 
become prof- 
itable within a 
year,” he says. 























Lone ranger: 


Growth plans: Jo! 


Steeling up for Growth 

A FTER SAIL AND TATA STEEL, IT'S THE THIRD-LARGEST 
A cold roll steel producer in the country with presence 
in the value-added segment of the industry. Its products 
are used as inputs by the auto, white goods, construc- 
tion and engineering industries. The company is now 
expanding operations through backward integration and 
is setting up a hot rolled coil plant in Orissa for that pur- 
pose, Most of the hot rolled output will be used by the 
company as input for its cold rolled products. Says 
Nittin Johari, Director (Finance), Bhushan Steel: “Due 
to captive raw materials, our margins will be higher. We 
expect our topline and bottom line to grow at a CAGR 
of about 35 per cent for the next five years.” Its 
growth strategy includes ramping up capacity utilisation 
levels in its existing plants and also setting up new 
plants in the near future. 
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OPPORTUNITIES 
+ Strong demand for its products from the construction 
and engineering sector 


+ Robust export demand from Europe and West Asia 
Market Cap H1 '06: 908.70 H1 '07: 2,923.26 


Net Sales 307038 420205 A37 
Net Profit 154.45 313.36 A 103 
Figures in Rs crore Source: CMIE 
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OPPORTUNITIES 


* Sizeable land bank in Mumbai 
* Realestate sector booming in Mumbai 


Market Cap H1 '06: 259.16 H1 '07: 829.76 


' % 


UU 





Net Sales 7588 9135 А20 
Net Profit 15.86 26.48 A67 _` 


Figures in Rs crore Source: CMIE 


Long Distance Runner? 

HE MARATHON GROUP AS A REAL ESTATE 

developer has been in existence since 1969. 
Marathon Nextgen Realty was formed when the 
Marathon Group bought Piramal Spinning and 
Weaving Mills, a listed sick textile company in 
Mumbai. The listed entity was subsequently 
renamed as Marathon Nextgen Realty. The 
industrial unit was demolished and a 35-storey 
residential apartment was constructed in its 
place. Later, the company acquired more projects 
in Mumbai and Bangalore. The Marathon Group 
has chalked out ambitious growth plans for the 
company. Says Chetan Shah, CMD, Marathon 
Nextgen Realty: “It’s now our flagship com- 
pany. We'll be transferring most of our existing 
projects to it.” The group has several projects in 
the pipeline in Mumbai, including a township, an 
SEZ and a low-income housing project—most of 
these projects are likely to be transferred to 
Marathon Nextgen Realty. 
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Turnkey projects: Sha 
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Solid foundation: George has diverse projects in his portfolio 





Powering Ahead 

A PURE INFRASTRUCTURE PLAYER, THE СС )MPANY'S PORTFOLIO 
ra energy, road and airport assets. In energy, 
it has five power generation subsidiaries that will cross 
2,000 MW capacity once they are all operational by 2013. 
In road, GVK will soon start operating the Jaipur-Kishengarh 
Expressway that it has built on NH8 connecting Mumbai 
and Delhi. Other key projects in its kitty include the 
Mumbai airport that it will construct and operate for 60 
years and the multi-product SEZ on 2,500 acres near 
Tiruchirapalli. The company also plans to enter sea ports, 
having bid for the Dahej port project in Gujarat. Says 
Isaac George, CFO, GVKPIL: “Overall our expansion strategy 
should ensure an internal rate of return of 15-20 per 
cent annually without any difficulty." 





>OWER AND INFRASTRU 
OPPORTUNITIES 


+ Pure infrastructure player well poised to take 
advantage of the rapid growth in the sector 


« Present in different verticals in infrastructure like 
power, roads and airports 


Market Cap H1 '06: 483.84 


H1 '07: 2,554.81 






Total Income 11.56 1085 Ip N 
Net Profit 8.1 10.77 A 33 


*Figures in Rs crore; the numbers don't take into account the six 
infrastructure companies that merged with GVKPIL in 2006-07 
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+ Branded mustard oil sales market growing 
rapidly 


+ Headstart over competition to take advantage 
of the market expansion - 


Market Cap H1 '06: 195.99 





H1 '07: 1,125.62 












Net Sales 608.2 108785 А79 
Net Profit 15.17 57.32 A 278 
Source: CMIE 





Figures in Rs crore 


Dil's Well 


A AKER OF THE POPULAR DOUBLE SHER AND 
\ | Kalash brands of mustard oil, K.S. Oils is 
the largest player in the segment with about 40 
per cent market share in the organised sector. It 
has recorded strong topline and bottom line 
growth recently following expansion in states 
like Uttar Pradesh, Rajasthan, West Bengal and 
Orissa. It also continues to grow in its key 
markets of Madhya Pradesh, Assam, Meghalaya 
and Nagaland. Says Sanjay Agarwal, MD, K.S. 
Oils: “Almost 85 per cent of the mustard oil 
market is still with the unorganised players. 
But of late branded sales are increasing as cus- 
tomers are becoming more quality conscious. 
Also, with the introduction of VAT, the unor- 
ganised players are finding it difficult to avoid 
taxes, which means there is a level 
playing field in terms of prices 
of the end products.” The 
company plans to capture 20 
per cent of the overall must- 
ard oil market over the next 
three years and is building five 
new plants for that. Perhaps 
convinced of its growth 
story, PE players 
Citigroup Venture 
Capital and Baring 
Private Equity 
have picked up 35 
per cent in K.S. 
Oils recently. 

















Smooth run: 
Agarwal is 
ramping up 
by building 
new plants 


Wisdom 


comes only to those who 
actively seek it. 


Great Lakes has brought its students close to 
some of the finest minds of our time - from 
Harvard, Stanford, Yale, Kellogg, Illinois and 
Nanyang among others. Add to this a liberal 
sprinkling of Nobel laureates like Finn Kydland 
and you have a powerhouse of knowledge and 
wisdom that students have had the opportunity to 
interact with. 


The curriculum at Great Lakes has been designed 
by a combination of academicians with solid 
credentials and corporate leaders with a track 
record of building and running large 
conglomerates. This ensures that students get a 
judicious mix of theory and practice. As Great 
Lakes reiterates in its maxim ' Global Mindset, 
Indian Roots’. 


Right from its first batch, 100% of Great Lakes 
students have been absorbed by some of India's 
best known companies including Infosys, 
Cognizant, TCS, Wipro, Godrej, British 
Petroleum, Castrol, HCL, Tata Motors, Henkel, 


HSBC Bank, and Kotak Group. The third batch of 


students commanded an average salary of Rs. 9.3 
lakhs. Preparing 'Business Ready' managers has 
been one ofthe Institute's foremost objectives. 


Great Lakes offers a one year Post-Graduate 
Program and an Executive MBA program spread 
over two years. Organisations are welcome to 
sponsor candidates for the Executive MBA 
program. 

The Corporate Initiatives division of Great Lakes 
provides top quality continued Management 
Learning to corporate executives that is relevant, 
current and world-class. 


Research Collaboration 


g YALE 


ues UNIVERSITY 









DESTA у 


Mr. Ratan Tata 
Chairman, BAC 
Chairman, Tata Sons Ltd. 


Dr. Bala V. Balachandran 
Deputy Chairman, BAC 


MEMBERS 
Mr. K. B. Chandrasekhar 


Chairman and CEO, Jamcracker Inc. 


Mr. Deepak Parekh 
Chairman, HDFC & IDFC 


Mr. Jamshyd Godrej 
Chairman & MD, Godrej & Boyce 


Mr. Kumarmangalam Birla 
Chairman, Aditya Birla Group 
Mr. Madhur Bajaj 
Vice-Chairman, Bajaj Auto Ltd. 
Mr. A. Mahendran 

MD, Godrej Sara Lee 

Mr. N. R. Narayana Murthy 


Chairman & Chief Mentor, 
Infosys Ltd. 


Mr. S. Ramadorai 
CEO, Tata Consultancy Services 


Mr. B. Ramalinga Raju 


Chairman, Satyam Computer Services 
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Advisory Council (AAC) 
Dr. Bala V. Balachandran 

Chairman, AAC 

Professor, Kellogg School of Management 


Founder & Honorary Dean, 
Great Lakes Inst. of Mgmt. 


MEMBERS 


Dr. V. S. Arunachalam 
Carnegie Mellon University; 
Former Scientific Advisor to 
the Prime Minister of India 


Dr. Finn E. Kydland 
University of California 

Dr. S. P. Kothari 

MIT Sloan School of Management 


Dr. V. Kasturi Rangan 


Harvard Business School 


Prof. Philip Kotler 
Kellogg School of Management 


Dr. Raghuram Rajan 
University of Chicago 


Dr. Seenu V. Srinivasan 
Stanford Graduate School of Business 


Dr. Shyam Sunder 
Yale University 


(This is a representative list. Please visit our website for the complete list of AAC & BAC members) 


Great Lakes is a ‘not for profit organization 





GREAT LAKES 


INSTITUTE OF MANAGEMENT, CHENNAI 


Academic Collaboration 


Stuart 


School of Business 
L!INOIS INSTITUTE OF TECHN 1 


24, South Mada Street, Snnagar Colony, 
Saidapet, Chennai - 600 015. 

Ph: *9] 44 4216 8228, Fax: *91 44 4204 9920 
email: query(a greatlakes.edu.in 

website: www.glakes.org / www.greatlakes.edu.in 
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Blue-chip MNCs 


Holding Their Own 





The booming infrastructure and manufacturing sectors have helped these 
multinationals maintain their impressive standing. ANUSHA SUBRAMANIAN 


ILL NOT VERY LONG AGO, MULTINATIONALS 
were considered the elite among companies 
in India: They paid the best salaries, posted 
the biggest profits and their scrips were 
the darlings of the stock markets. But with 
the unfurling of the India growth story over the past 
decade or so, most of them have been overtaken by 
their home-grown counterparts that have wowed the 
world by their scorching growth 
and expansion and creation of phe- 
nomenal wealth for their promoters 
and shareholders in just a few years. 
It would appear the MNCs have 
missed the bus altogether. But 
that’s not quite true. Some of them 
like ABB and Siemens that are eng- 
aged across the infrastructure space 
have managed to hold their own 
vis-a-vis indigenous giants like BHEL, 
L&T, Crompton Greaves, Thermax 
and Suzlon by lapping up the op- 
portunities thrown by an ever-ex- 
panding Indian economy. How 
have these MNCs managed to do 
that and what would be their strat- 
egy going forward as India targets a 
growth rate of 9 per cent over the 








m Has an order worth Rs 87 
crore from McNally Bharat 
Engineers to supply electricals 
for Rashtriya Ispat Nigam's 

new steel plant at Vizag 


ш The Indian company will execute 
the Siemens Group's $1.76 
billion power grid order 
from the Qatar emirate 


m Has bagged an order worth 


and CEO of German engineering giant Siemens AG—he 
came calling with a definite purpose and mission: to set 
new goal posts for his company's India operations. 
He not only unveiled plans to double Siemens India 
sales but also let everybody who needed to know how 
important India was in the company's global growth 
strategy: On par with China. 

Siemens has a sizeable presence in the country. 
With 18 manufacturing plants and 
three under construction and 18 
subsidiary companies, Siemens India 
is a leading infrastructure and in- 
dustry solutions provider with total 
sales of Rs 9,000 crore. It is pretty 
confident about growing two-fold in 
the next three years and believes 
this will come from the 9 per cent 
growth India is aiming for in the 
next five years and the concomitant 
activities in the public transport, 
power, infrastructure and health- 
care sectors. 

In fact, Siemens India will soon 
finalise a ‘triple strategy’ for growth. 
As per this strategy, the company 
will first tap the domestic market 
by penetrating into newer sectors 


next five years and will need to RS 330 crore along with and geographies. Secondly, it will 
furiously build its infrastructure Siemens AG from Tata Steel explore additional avenues of growth 
like rail у dai dc for providing power distribution — . а k a 

ike rail, roadways, power and com- a chelsea in the export market and further 


munications to sustain that kind of 
growth? Let’s find out: 


SIEMENS INDIA 


TIL RECENTLY, PETER LOSCHER 
5 HEARD APLENTY about India 
but never got the chance to see it. But 
when work presented him with the 
opportunity—he was recently ele- 


vated to the position of president Chennai 
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ш Siemens Power Transmission 
and Distribution and consortium 
partner BHEL have bagged an 
order from Power Grid to build 
terminal stations between Uttar 
Pradesh and Rajasthan 


ш It recently acquired 77 per cent 
stake in iMetrex Technologies, 


leverage on India's competitive ad- 
vantages by sourcing products and 
services for the global markets. 
Endorsing the global CEO’s vi- 
sion for Siemens India, J. Schubert, 
Managing Director of Siemens 
India, explains: “In the last few 
years, the company has deployed 
local strategy to move ahead of 
our competitors. Our strategy has 
largely been local R&D, local prod- 


Ф 


Siemens’ Schubert: The German giant 


ucts and local manufacturing.” The Indian market is 
different from the European market, he points out, 
explaining: “The Indian market demands price sen- 
sitive, quality and robust products with basic features. 
Thus, having the right product for the right market 
has led to the development of local products for 
local markets.” 

Siemens, Schubert says, intends to also ramp up ex- 
ports from India to Sri Lanka, Bangladesh, West Asia 
and African countries. Currently, 35 per cent of Siemens 
India’s revenue comes from exports. 

The company has posted robust growth over the 
past couple of years. For the year ended September 30, 
2007, Siemens India had revenues of Rs 7,726.80 
crore, up 71 per cent over 2006. The net profit 
recorded during this year was Rs 596.5 crore. However, 
data on the company’s order intake and order backlog 
for the year ended September 30 was not available. 

Siemens reported an order intake of Rs 8,800 crore 
for the nine months ending FY07, resulting in an order 
backlog of Rs 10,800 crore. The company’s financial 
calendar runs from October to September. 


‘ave 
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RIDING INDIA'S GROWTH STORY 


ghbouring countries and Africa 
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The infrastructure boom has propelled ABB and Siemens 


into the top league... 
COMPANY 


ABB India 

Bharat Heavy Electricals 
Crompton Greaves 
Larsen & Toubro 
Siemens India 
Thermax 


Companies follow different financial calendar 


PERIOD NET SALES 
ENDING 

Jun.'07 2,713.32 
Sep. '07 7,199.28 
Sep. '07 1,801.06 
Sep.'07 10,005.15 
Mar. '07 — 3,756 
Sep. 07 1,428.15 

figures in Rs crore 


195.19 
976.57 
142.95 
124.87 
206 


125.21 


...and their growth is also reflected in their surging market сар. 


Siemens India 

ABB India 

BHEL 

Crompton Greaves 
Larsen & Toubro 
Thermax 


Figures in Rs crore 


APR 2, '07 
17,464.98 
14,403.84 
52,711.51 
6,986.76 
43,197.37 
4,410.57 


NOV 19, '07 


34,918.84 
34,767.81 
1,36,260.3 
16,095.94 
1,27,208.5 
10,831.31 


GROWTH % 


100 





Besides, the company is debt free and in the last four 
years, its market capitalisation has zoomed 16 times. The 
market capitalisation of Siemens India, as of November 
19, 2007, was Rs 34,918.84 crore. Since April 2007, the 
market capitalisation of Siemens India has increased 
more than 100 per cent. 


Focus on Infrastructure 
How does the future look for the company? Schubert 
is clear when he says that infrastructure will be the fo- 
cus area to achieve the doubling of growth. The $500 
billion investment in infrastructure in the next five 
years by the government clearly supports Siemens 
India’s portfolio offerings. The company sees poten- 
tial in infrastructure solutions for megacities, cus- 
tomised solutions for industries in various market 
clusters such as steel, cement, oil and gas or airports and 
also specific products and solutions for the smaller 
entrepreneurs. 

The company is also looking at mergers and 
acquisitions and suitable alliances possibilities wher- 
ever it fits its portfolio. To this effect Schubert 
explains: “Our investment programme is well on 
track and has started yielding positive returns. We 
recently acquired 77 per cent stake in iMetrix 
Technologies, a strong player in 
the domains of electronic secu- 
rity and fire safety solutions.” 

A recent report by Edelweiss 
Research says: “Strong tailwinds in 
core businesses (power and au- 
tomation) are likely to drive Siemens 
India’s growth in the future.” While 
Schubert did not divulge details on in- 
vestments, he informed that the com- 
pany has outlined an ‘investment- 
led growth strategy’ with thrust on 
organic growth to increase their value 
added structure. “We see a lot of 
potential in doing more of ‘local 
value adds’ while at the same time, 
targeting the global markets with the 
goods made here,” says Schubert. 
After all, 10 per cent of Siemens’ 
global development happens out of 
India at present. 


ABB INDIA 


T'S NO ORDINARY MNC. ABB INDIA’S 
| pec is matched by its posi- 
tion as one of the leading players in 
power and automation technologies. 


It’s hardly surprising then that ABB Jordan 
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m Rs 289-crore order from Delhi 
Metro Rail 


ш Rs 186-crore order for 
integrated power distribution 
management system from ABB 


m Rs 311-crore contract from 
Grasim Industries for providing 
power and automation product 
systems for the cement division 


ш Rs 512-crore order from JSW 
Group to provide turnkey power 
& automation solutions for their 
Steel and power plant projects 


ш Rs 93.3-crore order from KHD 
Humboldt Wedag GmbH for a 
5,000 TPD capacity greenfield 
cement plant at Katrana in 


A Siemens’ plant: Export 





India is all set to be one of the key purveyors of the par- 
ent, Switzerland-based АВВ Group's global plans. 
Already, India is among the top seven key priority 
markets for ABB Group, which con- 
trols 52 per cent in its Indian coun- 
terpart that currently contributes 7 
per cent to the group volumes. 

The Indian operations are strate- 
gically important to the parent for 
two reasons: India is a fast growing 
domestic power market as well as a 
low-cost manufacturing base. ABB 
follows a global sourcing model in 
which India acts as a global factory 
for high and medium voltage cir- 
cuit breakers and other sub-assembly 
components. 

Biplab Majumder, Countrv 
Manager & Managing Director, ABB 
India, explains: *The ABB Group 
views India as a *high focus' country, 
both as a market and as an important 
regional and global resource base. 
In line with its global footprint ap- 
proach, ABB is increasingly leveraging 
India as a resource base for prod- 
ucts, projects, services and also for 
global engineering and R&D.” 

As part of ABB’s regional ap- 
proach, India has also been desig- 
nated as the hub for the South Asia 
Pacific region, which includes coun- 
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REDUCE GLOBAL WARMING 


The threat of global warming is looming large. Thanks to unbridled 
chemical emissions, heat emissions and depleting green cover. On our 
70th anniversary, we resolve to boost our CSR activities. Because, as a 
concerned global corporate, the world's well-being becomes our priority. 


www.cglonline.com 


Empowering the cause 
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across the world. EVERYDAY SOLUTION 
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ABB India’s Majumder: Т! 





tries ranging from Afghanistan, Pakistan, Singapore, 
Indonesia, Malaysia, Thailand, The Philippines and 
Vietnam to even Australia and New Zealand. 


Colossal CAGR 


With business volumes in excess of Rs 4,000 crore 
and a market capitalisation of over Rs 30,000 crore, ABB 
has clocked a CAGR of 40 per cent per annum during the 
past few years, growing ahead of the market. “While we 
focus on top-line growth, we have continued to lever- 
age operational efficiencies and are committed to man- 
aging growth in a profitable and sustainable way,” 
says Majumder. 

According to Majumder, India’s economic 
growth supported by double-digit industrial growth 
and the building of its power infrastructure are 
key drivers for the MNC's growth. Capacity additions 
(both brownfield and greenfield) are underway 
across sectors with metals, paper, cement, and con- 
struction leading the charge. Other encouraging 
trends include industry's increased focus on effi- 
ciency, productivity and quality improvements, 
global ambitions of Indian industry, higher scale of 
thinking, all driving home the need to leverage au- 
tomation technologies, he says. There is also an 
increasing realisation of the huge demand-supply gap 
and need for quality power. This in turn is leading 
to a renewed focus on power sector investments 
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across generation, transmission and distribution 
both in the form of new capacities and improvement 
of existing assets, he adds. 

ABB India maintained its revenue growth mo- 
mentum with cumulative revenues of Rs 4,136.6 
crore for the nine months ending September 2007, 
which is 42 per cent higher than the same period last 
year. Third quarter revenues at Rs 1,393.3 crore reg- 
istered a 27 per cent increase over 2006 Q3. The 
company also continued its profitable growth march, 
with a net profit for the nine months ended September 
2007 of Rs 310 crore compared with Rs 205.3 crore 
during the same period last year, registering a robust 
growth of 51 per cent. 

ABB India's current order backlog is over Rs 5,000 
crore. Over the last seven quarters, the order backlog has 
swelled 83 per cent on the back of strong power de- 
mand environment and accelerated industrial growth. 
*We believe business momentum is likely to stay intact, 
forecasting order intake CAGR of 27 per cent over cal 
endar year '08-'09," says the latest Edelweiss report on 
the company. 

As far as investments go, the company has com 
pleted $100 million capex programme and has com- 
menced further investment of another $50 million 
for further capacity and range expansion. "Our in- 
vestments are based on business needs and as long as the 
returns justify it,” says Majumder. 8 
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PRIVATE SECTOR COMPANIE 


AVERAGE MARKET CAP 
Rank 2006 


H1 2006 



































AVERAGE MARKET CAP 


2006-07 





2005-06 


























| 1 Reliance Industries 4g 1 14140144 | 169 98,819.40 
2 Bharti Airtel 1,60,742.39 4 7512145 9789111 57,833.39 
Eu Tata Consultancy Services 1 12,710.9 4 3. 92, 35. П 1,03,974.38 70,129.64 
`2 infosys Technologies 1,10,926.92 — 3 8942992 1,04,531.82 68,483.28 
"S pr + « 10657622 na _ a ° na n.a. 
Reliance Communications ** 1,04;685.02 9 37,20635 61,149.87 — 37,260.09 
ICICI Bank 92,977.49 8 50,738.73 63,486.08 40,346.58 
Wipro 74,441.35 5 71,631.21 77,685.54 4 57,406.80 
Larsen & Toubro 61,515.21 10 33,127.04 36,88447 2045921 
ITC 61,374.96 6 68,146.37 66,904.24 47,918.50 
: Ё _ Housing Development Finance Corporation 4s ‚38 861 13 30,950.05 35,065.12 25,308.77 
12 Reliance Petroleum 47,22: 939° 15 29,135.29 29,535.27 n.a. 
13 A Hindustan Unilever t 4440807 7 32731 — 51,052.01 38,876.58 
_ 14 | Unitech 41,125.34 32 1469817 24,320.90 1,091.77 
MIS) Sterlite Industries (India) 38,033.91 _ 21 23,604.30 2585821 9,856.65 
HDFC Bank 37,698.63 18 25,217.55 28,658.17 20,545.69 
Tata Steel 37,692.17 14 29,1037 28,370.58 21,170.16 
Suzion Energy 37,245.05 11  32,31694 33,968.40 27,560.76 
Satyam Computer Services 30,806.56 19 24,484.04 (27,130.83 19,040.24 
Idea Cellular + "" 23,832.71 n.a. 
Î Hindustan Zinc 9,673.0 29,677.07 9,806.61 
22 Tata Motors 159.2 32,303.79 20,832.44 
12300 Cairn India а- 701. 23,394.59 na. 
| 24 | Reliance Capital 25,696. 36 — 10,979.05 12,538.95 7,010.12 
SCC Grasim Industries 24,817.93 23 19,348.72 21,525.59 12,202.52 
Maruti Suzuki India 23,499,69 20 24,072.92 25,078.53 16,588.11 
“Bajaj Auto 23,440.42 16 27,938.18 27,770.31 17,515.77 
GMR Infrastructure 21,413.66 па. 7,188.05 10,838.18 п.а. 
Siemens 4 21,270.26 26 17,013.90 18,098.32 - 9,660.83 
| ABB ! 21,186.15 ^ 35 1143541 13,169.99 7,587.18 
(31 HCL Technologies в 2109104 25  17,60184 18,889.64 15,047.71 
E | Kotak Mahindra Bank 20,96 0.73 45 — 940777 | 1127026 5.957.20 
33 _ Sun Pharmaceutical Industries 19,827.36 28 15551600 17,026.00 11,796.01 
1d -Ambuja Cements ++ 1899673 33 1442565 1655751 9,841.69 
735. Hindalco Industries ` 18948.25 22 20,768.53 2002224 139723 
EN i-flex Solutions 18,641.25 43 9,700.86 2.11687: 7001292 
Axis Bank 18,242.40 48 8,911.63 11,072.95. 7,577.35 
Mahindra & Mahindra 17,941.44 31 15,013.82 17,470.33 | 9,272.87 
АСС! 17,697.51 27 16,102.06 17,287.42 — 8,903.18 
| Tech Mahindra 17,028.29 паа. 6,547.00 | 13,917.35 T TATS 
AE Jaiprakash Associates 16,558.68 - 49 8586.74 10,975.95 5,280.36 
42 Cipla 5,683.8! 24 1871936 1907255 11,493.88 
43 Reliance Energy 15, ) 72 10,839.17 11,568.63 
ET _| Sun TV Network 1,567.1 9,064.36 n.a. 
ÎÎ Ranbaxy Laboratories * 13,941.35 30 1529005 14,873.06 17,066.34 
Hero Honda Motors 13,496.51 29 15,357.91 14,926.94 14,256.96 
Motor Industries Co. в 13,152.88 46 9,353.39 10,163.52 7,763.86 al 
Tata Power Co. 13,147.20 41 10,157.76 10,586.56 8,570.29 
Zee Entertainment Enterprises 12,992.67 na. 10,733.46 11,680.15 6,798.62 
Videsh Sanchar Nigam 12,567.70 34 11,525.12 11,830.07 9,377.96 








[X] 18 months ended Sept 30, 2007 # 15 months ended Jun 30, 2007 О 9 months ended Mar. 31, 2007 ) 6 months ended Sept. 2007 
@ 18 months ended June. 30,2007 XX15 months ended Mar 31,2007 © 9 months ended Dec. 31,2006 88 6 months ended Маг 31, 2007 
x 18 months enced Sept 30, 2006 O 15 months ended Jun. 30,2006 € 9 months ended Dec. 31, 2005 + 3 months ended June 2007 
ROCE Баит! o 


H1. April September, 2007 
J FY ended Jun. 30, 2007 
8 FY ended Dec. 31. 2006 


@ FY ended Nov. 30, 2006 
A FY ended Sept. 30, 2006 
® ГҮ ended Jun. 30. 2006 


n.a.- Not applicable NLA.: Not available ROTA: Return on tota! assets capital employed All figures in Rs crore except ROTA, and ROCE, which are in per cent Source: CMIE 


1 89,127.46 
11,233.21 — 

14,942.00 10 11,236.01 

13,166.00 14 9,039.00 


1,133.48 


E —Á— 


953.46 


185 


А ——‏ مہ مب Erru‏ چ می 





4,220.92 


498 
13,191.30 13 1211679 
2,443.07 77] | 6534 


12,457.57 16 7,9231 


fa oxi 


EAD 





9221.35 24 4,340.56 d 


3111822 2 23,56837 


0.00 499 


888.07 234 670.81 
7,655.52 


11,677.00 


3,032.92 63 1,447.01 


1,707.75 129  1,01026 
122.3 124 1,354.21. 
7,032.40 . 32. 

19,880.48 4 1248343 





3,801.16 57 3,432.49 


3,656.92 60 3,103.62 
5,783.96 38 3,968.01 


676.95 279 32191 


4,188.62 .93 


eem three ои — M 





4-3 months ended Sept. 2007 *10 months ended March 31, 2007 + Unaudited results ФФ А5 of June 2006 
Y i4 months ended Dec 2006 Н 5 months ended Dec. 31, 2006 В As of Dec. 2005 на As of Mar 2005 
3€ 13 months ended March, 31,2007 ^. As of March 2006 ++ 18 months ended Dec. 31, 2006 ** Debuted in 2007 


Ай figures for 2006-07 are for 12 months ended March 31, 2007, unless otherwise mentioned Numbers in brackets ii 





heate they are negative 


VUM RIYE 













Aditya Birla Nuvo 1,997.28 0 S484 ST | | 

, 6,031.71 2,750.90 

9,441.79 2,183.53 
R4. ee: 


10,246.17 8,283.90 








Indiabulls Financial Services + 

Housing Development & Infrastructure "* 
Nestle India ! 
Dr Reddy's Laboratories 
Jindal Steel & Power 
Ultratech Cement. 














































Indian Petrochemicals Corporation (Merged) * _ 


JSW Stel | 


Aban Offshore 
GlaxoSmithKline Pharmaceuticals * — — 

















472293 2000068 à».  .| 
_ 999158 8,302.19 — 
6,182.60 3,820.99 — 0. 







Crompton Greaves — — 










Indiabulls Real Estate — —— 





Videocon Industries 4. 






Asian Paints 












Glenmark Pharmace 







Industrial Development Bank of India č 
BF Utilities а 


















..9,/28.8/ | 140518 &— 1 


,9,00595./066 (6 , 3,428.45 _ 








sesa Goa — 






Divi's Laboratories 
C 


Pantaloon Retail (India) 






ummins India 













Bharat Forge 






Patni Computer Systems! — — — 






Jet Airways (India) 






Punj Lloyd 





.5,984.48  — 5,086313  —D0. 
..8,978.31 1,448.07 — 
9,998.71 204920 
4,070.90 (. 2,243.63 — 


4,860.02 2,813.35 








United Breweries и 






Thermax — 






Centurion Bank of Punjab — — — 


Century Textiles & Industries 










Sobha Developers. 
Essar Oil 


Parsvnath Developers — 












United Phosphorus 








Reliance Natural Resources х и — — 











3,183.43 124855 — 
5,272.01 






Godrej Industries 








Tata Chemicals — — 






Tata Teleservices (Maharashtra) 










Titan Industries 







Deccan Chronicle Holdings — 
Colgate-Palmolive (India) 





n mm trem sa rnit rn a tne ttt tt ta eT verter P tr HR Hee E a ух ле avane чы anan ma NI ب سنه‎ anaanatae ا ا ا اشر واھ یہد پا‎ erri летата лыты илла атата 


H1: Apri-Septentber, 2007 € FY ended Nav. 30, 2006 (X) 18 months ended Sept. 30, 2007 # 15 monthis ended Jun. 30,2007 9 months ended Mar, 31,2007 00 6 months ended Sect. 2007 
Q FY ended Jun. 30, 2007 А FY ended Sept. 30, 2006 @ 18 months ended fune, 30, 2007 XX15 months ended Mar 31, 2007 © 9 months ended Dec. 31,2006 FB 6 months ended Mar 31, 2007 
8 FY ended Dec. 31, 2006 W FY ended Jun. 30, 2606 x 18 months ended Sept 30,2006 0 15 months ended Jun. 20, 2006 Ф 9 months ended Dec. 31, 200% + 3 months ended lune, 2007 


nmas Not applicable МА: Not available ROTA: Return on total assets КОСЕ: Reben on capital employed АН figures in Rs crore except ROTA, and ROCE, which are in per cent Source: CAHE 





5,669.98 








11.96 





































| 211.49 . 7426 15.54^ 
E 271194 70 3,599.35 5 42:04 14.5^ 
1,205.39 176 422.15 — 11393. 90.96 
| 1228; 2,944.20 64 — 2,643.96 1: 30€ 133.70. 
14 4.95 4,403.15 48 2,341.17 1,176.86 23 211.12 43.90 
E 7,633.49 1086 4,336.54 49 3,274.05 702.99 35 572.94 25.24 
| ... 4,669.81 cog 97 5,485.63 40 3,789.22 78228 34 22976 4340 | 
|  . 709.48 7.05 106.12 460 92.78 100.61 203 42.47 30.71 
10,631.77 9.18 12,129.00 17 12,372.52 1,032.00 27 1,157.79 35.01 
TM | 022 _ 948632 23 687653 85653 2625 
| 494.64 325 490.26 15.87 
NOSE 171370 127 160427 49.60 
| 370268 59 2,804.12 42.78 
IK 206 13.33 490 nma. See NA 
11,215.88 1370 | 7,607.11 29 5,667.04 818.80 31 430.04 14.90 — 
80199 ^ à 318 ÀXà 1,8208 121 1.372398 251.95 84 18929 68.40 
E - 3,352.29 — 10.40 1,554.39 141 1,127.40 322.39 65 183.78 ДАЙ 
1,554.85 5.72 3,389.79 62 2,807.05 272.05 80 186.78 57.15 
1,625.18 12.06 838.76 246 620.88 134.80 149 67.30 23.99 
16474 7,002.38 33 6,437.54 560.89 11.36 
а 12.75 491 16.46 ES олз 
Jem. 10,061.73] 21 9,336.47 Ий 24172 
2 2,042.88 101 1,793.60 - 69.28 
Е 209 144 73989 266 39353 j 979 4583 
1,377.44 5.69 2,086.38 96 1,656.52 242.05 86 175.70 40.11 
1,403.35 21.87 1,962.06 109 1,085.60 64.16 288 38.55 19.84 
Sse. — 1523 2,027.07 102 1,704.24 245.09 85 207.03 21.06 


2,737.12 13:30 à à 99783 207 87560 20576 96 19441 1642 



















|. 385.23 712149 31 5,683.01 27.94 — 412 452.04 1.04 
5045 | 229294 ва 142743 IUSSIT 1676 
~ 1481.80 149 906.14 1 19.70 

2,246.91 85 1,558.97 60.19 

1,682.58 130 1,035.11 57.33 


































н | 1177 358481 61 3,033.38 | | los 37.92 
2,034.52 12.60 119474 178 625.23 161.51 122 88.49 25.70 
15,610.71 __ (231.30 (| 47643 330 650.07 (67.49) 493 (93.68 (05) — 
Ber. 8395.52 1249 123882 170 64653 27178 81 10625 3004 _ 
3,895.98 36.40 148120 150 1,379.02 10704 191 113.92 844 — 
2,672.25 | | 150.68 447 000 _ 29.86 405 (2.91) 5.84 
КОШО 135137 159 96117» 3626 3235, 
О 15200 О 94087 216 802515 31.53 
didi О 63 170870 128 1,508.40 27.09. 
2,051.70 100 171743 B 2195 
um | 506 _ 72099 271 805322 BEG 
4785.31 1077 410708 54 3,638.23 44421 50 35303 21.68 _ 
2,859.98 (9.21) 1,420.48 153 1,096.01 (31061) 499 (541.00 (12.45) 
G 1,201.12 12.76 2,168.85 90 1,503.85 9413 215 73.62 37.86 
| 151684 940 552.78 307 33088 161.36 123 6786 2427 
721.68 4.51 1432.22 151 1,249.73 160.7 124 137.60 70.79 
Ф-3 months ended Sept. 2007 +10 months ended March 31,2007 + Unaudited results @@ As of June 2006 
V 14 months ended Dec 2006 B 5 months ended Dec. 31. 2006 $ As of Dec. 2005 Nl As of Mar 2005 
3¢ 13 months ended March. 31, 2007 ^ As of March 2006 ++ 18 months ended Dec. 31, 2006 ** Debuted in 2007 


Ai ELI. б» “UWE ۸7 سيد‎ Bee 9 79 aai ud BEN. FT WUD net eee editum em ماهس‎ Od. meee Bee ek 066 Be. coe eesti 


COMPANY 


AVERAGE MARKET CAP 


7006-07 Hill 



















































































































101 Amtek Auto ® EN d 1:90 370682 1401686 | 2,545.26 н 
102 Anant Raj Industries + Е | 161 182282 2596197 528.20 
i Ashok Leyland |. 63 5,0247 5.459.68 3,493.66 
HT Media ~ 133 228815 3,009.61 2,158.93 
India Cements Е 88 3,761.65 4,198.17 1,696.15 
MphasiS 489748 111 2,831.91 3,534.09 2,280.50 
_Lanco Infratech _ 4876.25 па. n.a. 4,906.69 — n.a. 
YES Bank 4,779.67 130 2,376.49 2,982.79 1,946.75 
Tata Tea — 4,764.73 73 4,382.29 423742_ 4,314.09 
Moser Baer India 4,741.77 136 2,239.94 2,726.08 2,391.93 
Biocon a j 3,877.79 3,929.00 — 4,563.42 
IVRCL Infrastructures & Projects 2,622.37 3,389.59 1,558.16 
Max India 2,673.23 3,031.93 2,053.04 
Great Eastern Shipping Co. 4,722.71 4,301.38. 374792 —— 
Alstom Projects India _ А 1,875.14 2,387.37 1,569.22 
Essar Steel 4,421.7 132 3,257.82 3,796.42 1,697.51 
Wockhardt t 4,356.45 76 4,322.09 #420086 | #$ 484408 | 
Kirloskar Brothers 4,284.64 78 4,169.53 4,159.93 2,135.08 T 
Dish TV India ” 4,223.88 п.а. na. Hd  *. уды) 
Cadila Healthcare 4,041.40 3,197.95 
Shree Cement = |. | 4,8575 3,826.52 1,641.67 
Maharashtra Seamless 2,513.64 1,326.57 
23 | Jubilant Organosys 3,337.22 . 2,756.79 
124 EH 3,53 3,728.08 2,538.14 
| Praj Industries 3,938.64 203 1,380.53 1,760.68 727.95 
Nagarjuna Construction Co. 3,906.08 105 3,142.50 (| 3,536.65 2,014.53 
Voltas f 3,865.61 108 2,967.17 3,147.96 1,562.66 
Madras Cements 3,827.20 99 3,229.53 3,538.97 1,710.45 
Kalpataru Power Transmission 3,820.36 169 1,711.00 2,192.58 816.35 
Exide Industries __ 3,813.45) 141 &— 2,195] ... 2,646.59 1,543.92 
Spice Communications 2**" ag 768.21 Е : n.a. n.a. n.a. 
132 Gujarat Fluorochemicats + 3,197.40 1,750.97 
133 Sterling Biotech s oa 3,043.39 2,268.93 
“134 United Breweries (Holdings) + 1,891.64 1,139.43 
135 Rolta Indias —— | 3,699.9% . 1,959.89 1,037.59 
Aurobindo Pharma _ 3,622.36 97 327873 3,384.84 206415 
Britannia Industries 3,606.04 102 3,174.77 2,995.47 2,837.97 
JM Financial 3,591.00 165 1,773.31 2,130.23 393.22 
Matrix Laboratories 3543.17 ^ 81 . 403705 3,781.42 3,117.37 
‘Educomp Solutions 3,520.77 675.88 — 981.31 531.36 
[| | Gammon India 3,519.55 | 3,542.97 3,458.46 2,917.48 
142 CESC 2,390.78 2,559.71 1,790.49 
143 | Marco _ 7 . 2,848.53 3,049.80 . 1,840.97 
144 | Lakshmi Machine Works E 2,533.98 3,278.59 1,697.59 
45 | Jai Corp Ж ла. 280.37 _ 878.20 92.35 
Torrent Power » 3,479.32 200 n.a. 3,377.49 n.a. 
Jaybharat Textiles & Real Estate 3,372.80 340 707.60 AX 914.36 293.42 
_Firstsource Solutions ** 3,596.91) ° Aa — — па; 3,075.69 АШ, S 
Pidilite Industries 3,298.00 125 2,490.72 2631 1,748.46 
Jammu & Kashmir Bank 151 1,964.09 2,395.14 2,144.07 





3,291.34 


DO 18 months ended Sept. 30, 2007 # 15 months ended Jun. 30,2007 © 9 months ended Mar. 31, 2007 
A FY ended Sept. 30, 2006 @ 18 months ended June. 30,2007 XX15 months ended Mar 31, 2007 © 9 monti ended Dec. 31, 2006 99 6 months ended Mac 31, 2007 
@ FY ended Jun. 30, 2006 ж 18 months ended Sept 30,2006 O 15 months ended Jun. 30,2006 € 9 months ended Dec. 31,2005 + 3 months ended June. 2007 


==.. = ~ ~ =. - s ^ 


H1; Apni-September, 2007 
J FY ended Jun. 30, 2007 
8 FY ended Dec. 31. 2006 


@ FY ended Nov. 30, 2006 > 6 months ended Sept, 2007 


882.58 235 655.53 














165.24 433 22.02 571^. 
8,517.59 26 6,200.54 23.34 
1,043.76 199 826.04 20.73 






261075 — 71 


,102.85 


1,829.44 










82 1,517.89 
424 150.83 
105 1,934.77 








1,538.20 144 1,338.80 
_ 1613.4 133 824.13 
1,519.61 146 1,076.95 
1,579.49 - 

















158.10 127 66.45 54.16 


1,514.93 
81 764.3 155.21 


1,459.07 y Poss 











"ET 661.49 286 NA 
Е 573.77 304 — Е 7.89^ 
605.85 297 181.8; 9.69 









960.74 | 892 2,319.98 83 1,821.17 10765 190 14643 1880 
40141- 1137 39.33 482 16588 3531 383 1527 11.96 


1,602.04 16.08 775.72 259 X 78848 99.61 206 182.38 10.55 
| 52.61 28.58 408 13.90 29.52 























1,866.03 112 147647. 20.22 
2,576.88 73 2,600.41 13.31 
1,376.07 158 1,047.04 48.40 
m 2,186.76 89 1,506.45 o 1444 59.91 
398 200.63 ` | HF SOF 5.56 
| 82.59 3. 155 3,883.85: 7176 264 179.27: NA 
264.78 8.34 24985 400 191.92 3176 397 24.97 28.34 


| 11993 170 90.68 31.28 


.- 
—— 


274.49 






$-3 months ended Sept. 2007 +10 months ended March 31, 2007 + Unaudited results - € As of June 2006 


У 14 months ended Dec 2006 8 5 months ended Dec. 31, 2006 8 As of Dec, 2005 ИИ As of Mar 2005 
X 13 months ended March. 31,2007 ^ As of March 2006 ++ 18 months ended Dec. 31. 2006 — ** Debuted in 2007 


Ali figures for 2006-07 are for 12 months ended March 31. 2007, unless otherwise mentioned Numbers in brackets indicate they are negative 


RANK 


=>. 


4 ч 
‘A 
F. 


Amm 
Г 52 IN 


тыг; 
۵ء‎ ^ (uw 


COMPANY 


Castrol India * 


India Infoline 





153 Godrej Consumer Products 
iv ~ id ӯ 


Ansal Properties & Infrastructure 
Akruti City 

Jain Irrigation Systems 
Welspun-Gujarat Stahl Rohren 
HCL Infosystems 9 

Great Offshore 

Aventis Pharma *- 


161 | Motherson Sumi Systems 


1 5252 > 
"Meo 
н - 
Р СЫ 
"t ae 
-= 4 Е 
"tri eis E A 


„ча Gau 
DEA М P 

ЕЗБЕ + 
== СЕ. Е 


Phoenix Mills 
Sintex Industries 


Hindustan Construction Co. 


1 > a 1 
165 | Jindal Saw 4 


EN "un 

X 7 

eM 

x 
e 

16 у 


улэ 
ҮЕ 


К s | 
171 
T 
172 
1/2 


toss 


Bhushan Steel 

Jagran Prakashan 

Gillette India @ 

Kirloskar Oil Engines 

Shriram Transport Finance Co. 
Shree Precoated Steels * 

AIA Engineering 

Nirma 


DC 2 
qm 7" Panacea Biotec 


7 ' 
jc 
lm 


H1: April-September, 2007 
J FY ended Jun. 30, 2007 
8 FY ended Dec. 31, 2006 


n.a: Not applicable N.A. o Not available 


| Mahindra Lifespace Developers 


MindTree Consulting 

Television Eighteen India 

Havells India _ 

Federal Bank 

Apollo Hospitals Enterprise 

GVK Power & Infrastructure * 

Procter & Gamble Hygiene & Health Care ® 


. PRIVATE SECTOR COMPANIE 


С 


79 
“4 


3,260.63 128 2,472.16 














Crisil ! 


IVR Prime Urban Developers *' 


| Opto Circuits (India) 
__ Patel Engineering 


GlaxoSmithKline Consumer Healthcare ® 
ABG Shipyard 

Pfizer € 

Blue Star 

New Delhi Television 








ı Bajaj Hindusthan 4 
| Info Edge (India) 
| Tulip IT Services * 


Network 18 Fincap 

ВІТ в 

Bombay Dyeing & Mfg. Co. 
Karnataka Bank 


Tanla Solutions ** 





@ FY ended Nov. 30, 2006 
A FY ended Sept. 30, 2006 
@ FY ended Jun. 30, 2006 


ROTA. Retum on total assets 





Dx 23 
ТЕ, 


CAP К - ۱ 
ты", а 
м \ 
Г "o ре ror 
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AVERAGE MARKET CAP 





























{002-00 























(X! 18 months ended Sept. 30, 2007 # 15 months ended Jun. 30,2007 О 9 months ended Mar. 31, 2007 
@ 1B months ended June. 30, 2007 XX15 months ended Маг 31, 2007 © 9 montis ended Dec. 31, 2006 ВӘ 6 months ended Mar, 31, 2007 
x 18 months ended Seot. 30, 2006 O 15 months ended Jun. 30, 2006 € 9 months ended Dec. 31, 2005 + 3 months ended June. 2007 


ROCE: Return on capital employed All figures in Rs crore except ROTA, and ROCE, which are in per cent Source: CMIE 








2,614.52 2,778.12 
3,204.97 348 675.56 1,016.94 560.61 
3,176.77 86 3,841.37 _ 3,691.34 2,550.29 
316788 166 181177 237625 522.82 
. 3,085.71 n.a. па. 2,853.13 п.а. 
3,031.39 198 1,426.96 1,795.11 1,000.20 
3,009.47 278 92186 108936 937.99 
3,005.50 122 2,556.30 2,576.93 3,545.77 
2,983.12 n.a. na > 2,574.94 n.a. 
2,971.53 89 3,765.40 3,516.78 3,454.40 
2,970.18 144 2,135.39 2,279.81 1,862.61 
2,967.24 294 86245 117127 678.70 
2,965.68 162 1,822.38 2,061.76 1,288.42 
2,952.51 100 3,205.36 3,302.14 2,237.50 
` 2946.28 179 1,587.24 178754 168370 
2,923.26 281 908.70 1,253.41 695.63 
2,923.11 216 1,319.74 1,600.80 1,368.02 _ 
2,915.08 119 2,632.65 2,726.27 E^ КҮ о. 
2,898.93 143 — 2,200.29  — 237339 1,488.40 
. 2,883.82 170 1,686.09 1,864.29 854.46 
2,805.26 186 1,531.51 2,434.24 622.51 
_ 2,732.24 . 240 114663 1,667.10 1,041.42 
2,698.82 96 3,351.30 3,114.13 3,499.70 
2,676.84 148 2,023.48 227441 1,366.91 
2,650:73 7070ж. тА а 2. 3,089.97 n.a. 
2,612.22 па. 1,250.98 1,459.14 744.01 
2,584.10 — 183 — 1,549.11 1.80527 735.44 | 
_ 2,562.00 177 1,601.37 1,755.77 1,212.28 
2,555.46 138 _ 2,211.21 | 2,293.52 208346 — 
| 2,554881 416 48384 — 570.25 658.71 
507.60. 2,842.88 2,514.22 
1,333.31 810.99 
n.a. n.a. 
1,537.11 526.41 
2,256.23 1,314.35 : 
2,390.80 — 135 227976 ^ 230827 ^ 204274 
2,386.83 192 1,493.77 1,499.74 1,701.48 
2,339.13 121 2,585.66 2,480.43 2,553.86 — _ 
2,323.22 235 1,189.36 143795 PES c 
2,318.11 229 1,235.42 1,3048 1,241.07 
2,290.68 na. 2,075.88 2,463.99 821.44 
| 2,28679 59 5,543.47 4,420.09 2,878.72 
79.10 па. n.a. 1,769.49 na. — 
2,257.40 300 825.41 1,126.94 707.09 
_ 2,238.43 Zeb. na. _ 1,773.79 n.a. 
2,221.03 154 1,900.44 1,912.39 1,872.11 : 
221172 127 247403 254156 140074 
2,193.2 231 1,201.29 1,473.64 Cason > _ 
_ 2,192.97 n.a. n.a. 1,778.80 n.a. 
2,471.77 223 1,280.89 1,336.94 858.59 


) 6 months ended Sept. 2007 






|. 94 170776 
397 45.75 
253 692.26 
268 33179 




















180 


— —— 





. 13277 X 2779 &— 























1,515.36 10.72 537.33 314 346.85 14142 141 91.80 17.64 
m 872.29 5.15 970.88 214 893.69 169.29 117 14508 45.06 
| | E 27.82 
к | 6315 475 .88 668 во 
E 121344 174 ; 8| 19.10 
1,820.18 117 1,518. 050. 100 — 
| 4,084.52 55 2,419.18 10073 2359 
L ç 5400.32  . 1724 & à 420205 52 3,007038 &. 31326 68 _ 15445 13.07 __. 
765.66 10.05 598.18 299 480.53 7622 253 3170 - 20190 - 
708.45 20.09 (683.04 277 409.85 142.36 139 70.32 47.87 
10840 93 1,5677 177.83 112 20058 2459 


1,719.51 





| C NAM 
1,070.79 _ B 1294^ 
304.59 3726 2935 
30.63 







451.88 T 37.86 


147.76 — 
201.64 
1,030.40 
з 1,243.18 | | 
E 16048 I ag? 274 66174. 11629 173 368 — 3724 — 
i | | 10573 193 67.84 39.06 
267 









1,545.46 
157.52 
840.79 








4 168.10 13.81 — 
61.34 6.42 
17603 75.12 
22.72 
NA 



















73.92 0 






Ф-3 months ended Sept. 2007 +10 months ended March 31, 2007 + Unaudited results @ As of June 2006 


" 14 months ended Dec 2006 8S 5 months ended Dec. 31, 2006 Ð As of Dec. 2005 ШИ As of Mar. 2005 
X 13 months ended March. 31,2007 ^ As of March 2006 ++ 18 months ended Dec. 31.2006 ** Debuted in 2007 


All figures for 2006-07 are for 12 months ended March 31, 2007, uniess otherwise mentioned Numbers in brackets indicate they are negative 


Global Broadcast News 









ING Vysya Bank 
Jindal Stainless 

SKF India * 

Atlas Copco (India) * 
KEC International 






















Entertainment Network (India) 
Everest Kanto Cylinder 
Peninsula Land 9 — 

NIT — 

ICI India 


Kesoram Industries 
ЗМ India t 





_Dishman Pharmaceuticals & Chemicals 


Mahindra & Mahindra Financial Services 




















Birla Corporation 
Shoppers' Stop 

Fortis Healthcare ** 
_Hexaware Technologies ! 





Subex Azure 

Ispat Industries 

Adlabs Films * 

Rajesh Exports 

KSL & Industries 
Allcargo Global Logistics © 
Jaiprakash Hydro Power 
Northgate Technologies 
NIIT Technologies 

Alfa Laval (India) * 
Hote! Leelaventure 











Raymond 
Torrent Pharmaceuticals 

S. Kumars Nationwide 
Gujarat Gas Co. * 

Redington (India) — 
Kansai Nerolac Paints 

GTL Infrastructure © 

Geodesic Information Systems 
Asahi India Glass 

CMC 

Balrampur Chini Mills * 
Punjab Tractors 

Kalyani Steels 

























1,496.45 RS Н 
Е 1,318.47 1,440.94 
35. 7 4 1.45572 1,256.50 —— 
| 21152 180 1,567.03 1,568.68 1,261.60 
. 240703 181 156712 1572596 121964 —— 
. 2,06.79 239 1,153.99 1,355.49 1,721.30 
. 2,099.82 n.a. 1,294.59 1,414.36 1,079.46 
2,066.87 254 1,037.72 1,158.43 1,101.84 
2,056.74 351 666.60 3396870 61958 _ —— 
2,052.38 152 70 2,070.02 | 54005  — 
` 2,05020 | 354 - 65610 811.19 504.05 
322.94 1.490.16 1,283.16 
56 385.80 1,990.43 2,076.44 
207 135796 1,785.33 684.57 _ 
2011.31 205  1,37473 1,550.93 956.74 
2,006.00 142 219924 229092 171465 — 
2,002.94 163 1,808.58 2,008.41 144950 
 , 1,995.14 n.a. n.a. n.a. n.a. 
| 1,995.03 155 1,890.99 2,082.70 1,456.82 
1,990.16 1,331.32 1,729.42 666.26 
1,981.56 167825 1613.05 (no trading) 
Е 199.82 1,412.65 951.62 - 
1,004.19 557.11 
1,355.98 1,355.93 
1,960.49 па 1237 181428 n.a. 
| 1,294676 202 1,386.50 1,457.01 ЕП 77 UN 


1,939.93 n.a. 610.67 1,102.12 (no trading) 








































Ipca Laboratories 








Asian Hotels 
Karur Vysya Bank 
_ Infotech Enterprises. 
Apollo Tyres 
Essar Shipping 
MRF 4 








H1: April-September, 2007 
J FY ended Jun. 30, 2007 
8 FY ended Dec. 31, 2006 


п.а.: Not applicable N.A.: Not available 


@ FY ended Nov. 30, 2006 
A FY ended Sept. 30, 2006 
8 FY ended Jun. 30, 2006 


ROTA: Return on total assets НОСЕ; Return on capital employed All figures in R$ crore except ROTA, and ROCE, which are in per cent 











1,929.]1 327 740.08 995.37 634.35 
. 191898 175 1,665.00 1,603260 1,570.66 
1913.17 131 234648 231713 1,836.69 
i | Ой; 273106 ^ 261059 2,376.38 
d 716.82 1,711.97 1,354.23 
1,116.20 634.97 
1,515.84 1,452.23 
1,8¢ п.а. _ Tinan 1,119.83 n.a. m 
| 1790.27 147 2,062.43 2,060.60 ren : 9" 
1.779095. "Na — ла 1,9904 `- n.a. 
. 176342 265 98341 113612 112384 
| 174176 196 1,467.15 1,742.91 1,448.66 
107.83 326 74086 1,018.94 762.32 
695.13 104 3,161.33 2,602.05 2,271.68 
1.a. 2 1,512.75 1,221.75 
| 1 1,512.08 93481 . 
— — 107128 982.65  . 
| 86.57 209 1,352.01 1,504.39 | 98057  — 
1,653.93: 262 99713 1416511 86440 — 
| 1,665013 296 85279 1,149.83 586.37 
p 1,641.15 251 1,068.66 1,276.53 1,065.90 
_ 1,635.11 238 1,154.97 _ 1,353.77 EGIT — 
1,628.10 210 1,346.81 1,537.79 1,188.48 


00 18 months ended Sept. 30, 2007 # 15 months ended Jun 30,2007 © 9 months ended Mar. 31, 2007 3 6 months ended Sept. 2007 
@ 18 months ended June. 30, 2007 XX15 months ended Mar 31, 2007 © 9 months ended Dec. 31, 2006 M8 6 months ended Маг 31, 2007 
x 18 months ended Sept 30, 2006 O 15 months ended Jun. 30,2006 € 9 months ended Dec. 31,2005 + 3 months ended June. 2007 


Source- CMIE 





76.86 471 5,92 (15.96) 




















1,593.46 137 1,378.70 44.65 
= 5,365.57 42 3,595.35 | 2149 
E 1,494.01 147 923.41 39.20 






40.36 











800.42 252 RAUS 91 






283.27 393 219.19 60.87 295 45.72 15.86 
67.20 117.52 | 
356.08 368 255.31 47.09 333 32.37 26.59 
942 i 272.36 © : 






8 189 1,089.36 
245 593.10 
75 189777 








32628 64 12577 7217 








OS — — | | 
547.90 20.91 899.91 225 678.36 26.20 420 2711 4313 
892.01 (18.32) 129.26 454 100.17 (48.69) 492 (27.95) 1.41 
808.06 6.81 415.42 349 358.39 118.66 172 77.54 20.17 


20.81 





82.12 211.86 412 181.22 








435 3915 4.18 











13,967.14 11 9817.54 11.56 
330.88 375 111.8 8.51 

к 6,598.94 34 5,283.15 31.39  — 
o 516.42 320 348.90 12.43 
8.8 225.62 409 270.42 42.9 348 8 48.62 2598 
2,062.56 10.34 33577 373 277.55 199.54 100 14568 1579 





261.24 5.13 80.57 469 81.92 50.88 321 24.14 31.22 





469.77 6.75 636.94 289 613.26 69.64 273 64.86 49.09 


1,331.10 162 1,369.47 ` 
228 —— 744.33 








| 102431 É и . 1,023.91 
1,138.09 184 795.27 





KL 1479001 _ 69248 100074 205 78618 16001 125 13535 6376 _ 





2,082.98 26.07 4,255.84 50 3,454.78 79.91 242 .40.31 10.57 


+-3 months ended Sept. 2007 +10 months ended March 31, 2007 + Unaudited results @@ As of June 2006 
"V 14 months ended Dec 2006 В 5 months ended Dec. 31, 2006 9 As of Dec. 2005 m" As of Mar. 2005 
X 13 months ended March. 31,2007 ^ As of March 2006 ++ 18 mons ended Dec 31, 2006 ** Debuted in 2007 


All figures for 2006-07 are for 12 months ended March 31, 2007, unless otherwise mentioned Numbers in brackets indicate they are negative 


COMPANY 





—251 | Indusind Bank 











H1 Ж... Rank 2006 


_PRIVAIE SECTOR COMPANI 


€ 4 М 
s. 
E 


ке ак r; 











AVERAGE MARKET CAP 


2006-07 


















































E 1,250.32 1,310.97 1,782.43 
Er 2 Sun Pharma Advanced Research Co. ” > end n.a. n.a. n.a. na. 
_ 253 | BL Kashyap & Sons 1617.88 249  1,08298 ^ 1.19098 1,132.82 
ad 4 | Gateway Distriparks 1 12.69 _ 164 1,810.11 © 1,722.92 1,690.43 
¥ 5 Зі Infotech 1,608.05 . 289 880.13 1,020.16 705.41 
Triveni Engineering & Industries 1,603.06 139 2,211.30 1,830.85 214987 
Elecon Engineering Co. 1,595.14 352 666.48 — . 887.76. 359.85 
Jyoti Structures 1,590:45. 345° 689.92 — 903.35 397.11 
Sundaram-Clayton 1,588.68 153 1,925.00 2,082.36 1,507.31 
Greaves Cotton ® 1,588.09 174 1,671.86 1,651.91 ` 1,040.03 
| 261 | Chambal Fertilisers & Chemicals 586.5 1,488.87 1,477.52 
| 262 | Orchid Chemicals & Pharmaceuticals j 1,495.02 1,385.16 
| 26: $! | Deccan Aviation S 1,076.21 n.a 
264 | Honeywell Automation India ® — 1,356.20 850.01 
265 Carborundum Universal 1,478.16 — 1,035.25 
Astrazeneca Pharma India ® 1,550.00 160 1,827.66 1,731.18 1,070.79 
Simplex Infrastructures 1,946.47 195 147751 1,514.86 893.25 
Gujarat NRE Coke 1,544.73 311 797.84 789.55 1,094.60 
LIC Housing Finance 1,53861 па 1,463.96 1,422.82 1,816.51 
12700. Amtek India в _ 1,535.29 338 71544 958.65 524.65 
_271 | Vishal Retail * í 6 n.a. n.a. 
2 2 Tata Investment Corporation 1,331.62 1,121.41 
273 | Radico Khaitan 1,481.85 1,113.15 
_274 | Advanta India © ~" . 1,501.98 n.a. n.a. 
275 Dalmia Cement (Bharat) C 149749 220 128703 1 564.05 
Gulf Oil Corporation 1496.00 167 172222 1,756.90 - 699.47 
Development Credit Bank 1,494.69 n.a. n.a. 931.64 BA 8 
TVS Motor Co. 1,488.49 114 2,777.62 2,429.06 _ 2,194.09 
Berger Paints India 1474.47 178 1,588.91 1,532.62 ° 1,242.27 
БОШ Nucleus Software Exports 1,466.90 384 _.. 1539.09 850.68 482.96 
_281 Polaris Software Lab 4641 . 1,295.14 1,199.15 
282 | Godfrey Phillips India 1.2 1,301.64 1,122.44 
283 Wire & Wireless (India) х 2,314.92 na. 
284 Balaji Telefilms 29 875.52 866.99 
(285 . Binani Cement (1,422.66 n.a. n.a. n.a. 
Asian Star Co. 1,406.43 n.a. 1,081.09 1,290.97 -1,336.95 
Bilcare * 1,404.87 364 627.49 702.85 645.60 
Sanghi Industries 1,404.01 201 1,384.89 1,355.48 821.43 
Bajaj Auto Finance 1,393.88 291 875.32 1,028.78 622.53 
Blue Dart Express # 2 392. Po Е 1,224.69 — 1,237.02 EE ss 
291 | Gitanjali Gems 1,389.98 258 1,014.77 1114486 973.6 
292 _| Ruchi Soya Industries 3 29 874.18 986.13 600.84 
293 IL&FS Investsmart 380 1,112.29 1,234.15 1,151.55 
294 Ў Bombay Rayon Fashions 374.) __ 81886 969.85 542.69 
295 сна хх 49: 1,492.53 1,562.24 877.76 
Prism Cement m 1,342.23 261 1,000.69 1,052.70 656.96 
Sterlite Technologies 1,339.90 307 811.69 1,007.61 . 489.90 
Shree Renuka Sugars 4 _ 1,336.80 140 2,193.06 1,658.96 1,692.83 
Finolex Cables 1,321.08 264 985.27 1,202.10 | > 829.22 
DCM Shriram Consolidated 1,315.58 182 1,560.79 1,590.04 1,258.93 


E 18 months ended Sept. 30, 2007 # 15 months ended Jun. 30, 2007 © 9 months ended Mar. 31, 2007 Э 6 months ended Sept. 2007 
@ 18 months ended June. 30. 2007 XX15 months ended Mar 31,2007 © 9 montis ended Dec. 31, 2006 фр 6 montis ended Mar 31, 2007 
x 18 months ended Sept. 30, 2006 O 15 months ended Jun. 30, 2006 ® 9 months ended Dec. 31, 2005 + 3 months ended June. 2007 


ROTA: Retum on total assets ROCE: Return on capital employed All figures in Rs crore except ROTA, and ROCE, which are in per cent Source- CMIE 


e FY ended Nov. 30, 2006 
A FY ended Sept. 30, 2006 
8 FY ended Jun. 30. 2006 


H1: April-September, 2007 
ЭРҮ ended Jun. 30, 2007 
8 FY ended Dec. 31, 2005 


n.à.. Not applicable N.A.: Not available 







1,715.19 






























126 


1,332.42 































































































99.98 




















. 000 500 000 (7.36) 
808.10 250 465.52 38.93 
91.93 463 80.31 13.85 
: ^3 1766 235776 367 28982 BEEN sc 
1291.18^ | 981^ 1,907.24 111 1,270.30 7543 255 131.50 3569^ 
745.31 __ 13.58 841.92 243 507.74 54.89 313 27.92 48.36 
uim 2. 4926 1,025.82 202 73894 54.54 315 27.65 5698 
733.41 8.00 97667 212 77328 9168 221 75.32 38.76 
510.37 6.00 939.60 217 730.22 85.09 236 6209 5138 
4.14 2,597.09 72 2,752.26 209392). 1461 
934.18 219 883.18 13.72 
1,335.69 161 307.55 (33.88) 
m 664.22 284 512.53 43.81 
ын = FH90 292 506.31 766) 240 
SX 243.06 | 499 294.35 391 247.09 48.74 330 43.06 5673 _ 
. 1,839.51] 45 1,717.28 125 à 1,3445 |. 53.71 317 &— 4164 a.1718 9 
1,646.63 29.55 444.83 343 52886 55.73 306 312.00 9.24 
18,675.09 66.90 1,732.61 123 1,362.34 27915 76 20857 9.73 
979.53 . 14.69 472.00 331 347.27 66.70 277 40.82 1909 _ 
| 17.52 603.53 298 288.85 1239 5287 
Е 20426 414 170.23 ES 2981 
977.68 211 829.30 17.13 
72.559 472 48.33 22.95 
|. 1049 1,118.99 188 65246 18485 1663 
589.80 25.63 704.40 273 513.87 23.0 428 2279 2072 
5,278.52 716.22 433.59 344 346.36 7.37 465 (85.26) 42.98 
2,266.78 34.20 447344 47 373175 66.28 279 12250 1072 
51 _ 1,322264 163 1111694 8307 238 70.29 41.62 
| 14653 450 94.37 42.90 350 2893 39.15 
904.30 224 683.94 EN — 1975 
1,597.59 135 1,433.51 MSS 270 
T 173.42 429 NA М м 
317.47 385 280.37 59.64 46.18 
784.76 258 58585 2966 22.04 
1,145.47 182 1,199.36 27.55 414 27.68 2756 
322.98 380 239.62 58.56 300 39.56 18.537. 
859.53 239 63600 14277 137 · 8156 1575 _ 
391.39 357 233.06 _ 4764 331 2108 16.79 _ 
668.02 283 415.09 50.23 Al BRO — 
2,220.34 87 1,621.66 780 1254 
8,485.40 27 7,296.13 282 2063 
О 25901 — 12693 456 22357 — 912 8.80 
1687 48990 326 19975 IIS 2047 
e : B 116563 180 52603 ЙЇ #1 2305 
56378 | 9.08 679.22 278 53102 62.08 290 25.82 31.32 
1,300.31 25.57 1,300.88 165 623.93 50.86 322 4077 - 1938 
725.01 13.05 890.30 231 724.13 55.57 307 3346 33.91 
125227 å 1822 1,185.92 179 861.53 6890 - 274 5537  . 1801 _ 
3,143.48 68.62 2,872.16 65 2,476.32 45.81 339 115.19 9.54 
Ф.3 months ended Sept. 2007 +10 months ended March 31, 2007 + Unaudited results @@ As of June 2006 


Y 14 months ended Dec 2006 В 5 months ended Dec. 31. 2006 р As of Dec. 2005 


X 13 months ended March. 31, 2007 ^ As of March 2006 


Wl As of Mar. 2005 
++ 18 months ended Dec. 31, 2006 ** Debuted in 2007 


All figures for 2006-07 are for 12 months ended March 31, 2007, unless otherwise mentioned 


Numbers in brackets indicate ney are negabye 


COMPANY 


AVERAGE MARKET САР 


"n 2005-06 




























































































Cranes Software International i 1,154.59 943.12 : 
Cambridge Solutions T 1,046.98 594.02 
ISMT * ) 225 126908 117945 692.64 
Emami 1,297.09 188 1,517266 1,533.52 685.54 
Ashapura Minechem 29091 - |. 721.04 785.94 — 454.18 
SpiceJet + 1275:76. 270 X 95738 980.59 1,209.14 
Sasken Communication Technologies _ 126625 280 90669 114815 100755 
Plethico Pharmaceuticals 4 1,258.86 247 . 109920 ^ . 198614 | n.a. 
Sundram Fasteners 1,255.90 па. 1,1721 1,503.89 1,506.31 
Monsanto India 1,254.38 217 1,312.06 1,310.35 1495.99 
Time Technoplast ** 1,253.51 1 ma. | n.a. n.a. n.a. 
312 | Zee News " 24516 na. na. 866.75 na. 
| Aptech ! . 123486 440 41836 531.70 338.62 
| Sundaram Finance ма, па. 1,146.56 n.a. 
Tube Investments of India LODS US 25/9157 — 149203 X 1,582.88 
Chettinad Cement Corporation 1,213.50 221 1,286.61 . 1,384.64 579.43 
Wyeth 1,186.26 224 1,270.38 1,222.57 _ 1,306025. 
Trent i . 1,162.08 236 1,5858 116794 107795 - 
Orbit Corporation — 1,161.4 n.a. n.a. n.a. n.a. 
Ess Dee Aluminium 1,156.36 па n.a. _ 721.23 n.a. 
Dabur Pharma 1.30 — 1041.06 826.43 
IOL Broadband + i 312.03 51.18 
Rei Agro 601.85 587.17 b 
! Usha Martin 795.28 577.06 
Bharat Віјіее E 20897 657.44 345.96 
. Shiv-Vani Oil & Gas Exploration Services ® = 110443:52 ES |. 59919 - . 76848 . - 40328 
Transworld Infotech > + 1,141.99 332 724.93 1,038.60 359.32 
Himatsingka Seide 1,140.06 243 1,136.51 1,182.90 1,036.51 - 
Nava Bharat Ventures 1.113981 . 336  . 71773 . . 76115 426.30 
i EID-Parry (India) . 113813 150 1,7141 161504 1,587.78 
331 flex 143749 па 319.15 580.67 373.21 
332 | Asian Electronics * 82.33 488.14 209.75 
_ KS Oils 340.95 60.05 
© Nagarjuna Fertilizers & Chemicals 568.50 632.81 
-335 Teledata Informatics + _ | na. 356.73 208.73 р 
Bharati Shipyard — 1,109.94 306 818.66 810.95 608.01 - ` 
JK Cement 1,109.52 241 1,145.84 1,199.79 804.68 
Madras Aluminium Co. 9 1,093.58 — 299. 82522 — 875.15 482.29 
Shaw Wallace & Co. _ 1,093.49 331 73020 716.14 816.27 
Om) Strides Arcolab* —— 1,023.77 1,096.42 1,005.67 
341 | Balkrishna Industries 1,199.31 1,113.99 1,479.98 
_ Lakshmi Energy & Foods | 984.84 985.64 459.11 
| Provogue (India) _ 9 566.10 340.77 
344 © Donear Industries — 365.87 609.88 222.24 
45 ҒАС Bearings India • 1,0€ | 79. 913.97 1,002.38 515.84 
UTV Software Communications 1,064.35 468 369.82 478.34 316.28 а 
Bata India 1,060.77 208 1,356.51 1,307.65 911.78. 
Novartis India * 1,060.00 190 1,498.49 1,359.41 1,697.47 
Техтасо 1 3087.55 321 - 70904 : __ 86441_-_`__ 475.14 
Kennametal India ® 1,055.37 293 862.30 900.19 851.10 





H1: April-September, 2007 @ FY ended Nov. 30, 2006 18 months ended Sept. 30. 2007 # 15 months ended Jun. 30, 2007 © 9 months ended Mar. 31, 2007 2 6 months ended Sept. 2007 
3 FY ended Jun. ЗО 2007 А FY ended Sept. 30, 2006 @ 18 months ended June 30,2007 XX15 months ended Mar 31, 2007 © 9 months ended Dec 31, 2006 ЮР 6 months ended Mar. 31, 2007 


8 FY ended Dec. 31, 2006 @ FY ended Jun. 30, 2006 x 18 months ended Sept 30, 2006 O 15 months ended Jun. 30, 2006 € 9 months ended Dec. 31, 2005 + 3 months ended June. 2007 
n.a. Not applicable N.A.: Not available КОТА: Return on total assets КОСЕ: Return on capita! employed All figures in Rs crore except ROTA, and ROCE. which are in per cent Source: CMIE 
















247.10 402 187.02 
170.91 430 164.85 
"X 119707 177 1,195.04 
а AB 519.25 319 307.38 
€ 251 906.25 22 68518 E 
1,307.70 (18.49) 656.47 287 200 
470.22 12.33 371.7 362 269.43 
575.66 6.69 320.93 382 224.12 
1,015.48 14.13 1,342.15 160 


532.90 332.76 








374 
352 





_ (70.74) 


38.13 
86.03 


1,182.04 _ 71.86 


353.24 
304.97 





407 


35.87 










































_70.53 















م —— 














495 

373 
234 
263 











467 100.30 (6.7. 
280 603.05 10. 0. 
LI E1 62622 ` 11471 17. 
318.62 384 315.74 . 92.36 220 : 
450.55] 342 343.23 9.99 
30.89 484 0.72 6.68 
yd: 15295 442 71.67 2993 — 
218) 322.0 381 270.44 10.63 
_ (54.0; 10.87 492 8.85 (7.94)^ 
. 20.6i 1,085.15 193 958.76 21.42 
20.81 1,573.74 139 1,377.20 15.78 
6.2 | 53960 2313 344.41 78.09 
730.58 28.47 205.15 413 175.54 10.98 
26.12 ** (2.59) ** 20.57 488 14.42 442 466 3.99 6.83 •• 
876.43 16.05 177.43 427 152.37 54.61 314 48.31 8.54 
1,032.53 7.34 711.00 272 58047 14063 144 5801 240] - 
7. 1050 58323 303 97846 - 5. 894 
O ИШ 1741.57 122 118318 733. 7.99 
All | 36745 365 16615 17.33^ 
i 797 1.08785 191 60820 72.01 
qu 616.: 4.05. 1,816.77 118 1,455.29 24 7.81 
1023. 829 1,077.54 194 565.58 316.1! _ 12237 ; 
1.202.23 16.43 453.49 339 275.69 73.18 259 107 19.59 
1,645.49 921 1,529.67 145 110868 17862 110 3257 3450 - 
594.74 4.39 468.96 333 42811 13536 147 4220 5276 
382.12 4.66 249.10 401 20424 82.08 239 46.86 4.99 
910.37 25.16 455.41 337 33125 36.18 380 4611 — 1201 -— 
| 11.6; 899.66 226 63281 33.( 16908. 29.08 
11.1 69627 275 558.39 4198 44.26 
un 238.67 406 156.41 [93 1520 — 
= Fosi | 16259 436 14195 i 426 1699 
358.42 ИШК 619.70 293 459 IMS 58 789 5238 _ 
382.36 1045 — 15245 443 3 17294 3659 379 ) 3300 3.33 — 
453.19 11.29 794.80 256 73466 40.15 363 12.49 1913 
492.36 5.56 563.46 305 543.23 88.55 231 10789 3627 
467.65 16.42 533.58 315 444.66 2848 409 1901 31.62 
247.60 5.65 368.24 364 312.87 43.86 34 4979 3731 
$-3 months ended Sept. 2007 +10 months ended March 31, 2007 + Unaudited results @@ As of June 2006 


У 14 months ended Dec 2006 
X 13 months ended March. 31, 2007 ^ As ot March 2006 


B 5 months ended Dec. 31, 2006 ® As of Dec. 2005 


All figures for 2006-07 are tor 12 months ended March 31, 2007, unless otherwise mentioned 


Il As of Mar. 2005 


++ 18 monts ended Dac 31. 2006 ** Debuted in 2007 


Numbers in brackets indicate they are negative 


RANK 


бу 


d 


ت 
Pod‏ 


ш 
^ бу 


TON 
— we 


i 


VM KA 
H^ rf 


E Ex Finolex Industries 
_373 | Prime Focus + 
374 | ICRA" 
375 Core Projects & Technologies 
Mercator Lines 
Alembic | 
\раїе Global Solutions 
Eicher Motors 
| SREI Infrastructure Finance 
` 381 Emco : 
38 74 Pyramid Saimira Theatre 
383. South Indian Bank 
384 - Vipul * 
385 _ KSB Pumps ! 
| Bank of Rajasthan 
Shriram City Union Finance 
HTMT Global Solutions 
Varun Shipping Co. 
: Unichem Laboratories 
(390. Voltamp Transformers 
392 НЕСІ Infotel + 
393 Sical Logistics 
394 Electrosteel Castings 
395 Î Everonn Systems India > + *" 


TEPES 


< 
4... 


® Ре cM 
X AO s К: a 


COMPANY 


| Alok Industries 
2 Himadri Chemicals & Industries 





. Monnet Ispat & Energy 
| Bayer Cropscience * 
| Essel Propack * 


SRF 

Micro Inks 9 

Coromandel Fertilisers 

Taj GVK Hotels & Resorts 
Ingersoll-Rand (India) 

KPIT Cummins Infosystems 


| Himachal Futuristic Communications * 
| PSL 


Tata Elxsi 


Hinduja TMT 


Arvind Mills 
Vardhman Textiles 
Thomas Cook (India) Y 


Bosch Chassis Systems India © 


ICSA (India) * 
Era Infra Engineering 





- PRIVATE SECTOR COMPANIES 























Escorts 4 


Deepak Fertilisers & Petrochemicals Corporation 


Madhucon Projects 
TV Today Network 


htl @ 





| Mi AVERAGE MARKET CAP 
H1 2007-08 Rank2006 НІ 2006-07- 2006-07 2005-06 
1,055.13 242 1,144.92 1,140.60 1,051.05 
1,047.78 450 401.11 619.41 194.53 
1,038.15 - 706.82 684.91 575.74 
1,032.82 365 622.76 774.95 878.94 
1,032.29 232 1,201.86 1,221.41 1,086.04 
. 1,030.23 185 1,538.61 1,416.76 1,587.80 
1,027.79 298 842.64 852.01 1,472.95 
1,026.76 276 927.63 __ 96988 _ 702.47 
1,010.33 204 1,379.92 1,364.52 U 86170 
1,006.80 280 915.87 986.14 | 1,025.63 
| 1,000048 382 588.33 754.03 347.24 
986.8 | 7. 1,087.99 730.84 
98646 341 709.50 694.03 632.37 
985.39 368 618.89 714.57 616.75 
398131 __ 134 227599 2349.68 1,456.83 
979.23 189 1,501.90 1,328.89 2,416.73 
977.46 158 1,836.96 1,665.24 1,670.66 
973.43 312 795.97 X 4 755.09 
969.18 267 973.43 955.77 805.61 
| 965.58 436 426.56 527.32 234.38 
961.552 377 597.03 686.93 194.83 
957.06 — 255 103526. 1,043.39 929.32 
954.03 па. 419.94 439.90 n.a. 
949.55 ВИСЕ" Кай п.а. п.а. 
948.83 па. 192.41 387.52 64.35 
948.78 330 730.75 732.00 822.64 
944.42 273 944.04 905.17 824.93 
926.86 367 620.53 784.88 1 69757 — 
921.86 329 731.90 859.51 781.66. 
918.24 402 52036 _ 537.87 572.66 
914.00 431 434.87 577.00 323.25 
906.74 паа. na. 2 818.51 n.a. 
902.87 427 444.47 520.59 334.13 
89875 па X 27506 - 596.16 69.80 
898.60 295 854.93 912.29 643.48 
889.56 458 392.47 408.34 — 560.06 _ 
886.08 484 340.05 423.31 256.52 
882.15 n.a. па. п.а. n.a. 
881.97 286 892.85 881.64 645.39 
880.06 285 899.26 916.75 834.04 
878.19 n.a. 444.06 592.77 n.a. 
875.776 272 946.16 970.55 1,492.28 
86894 271 948.70 793.90 835.33 
868.00 316 779.45. 810.49 757.55 
65585 — Mà — '"hn& n.a. n.a. 
84552 371 616.40 744.97 627.02 
842.62 325 749.53 756.83 738.15 
838.74 266 0 1,015.63 613.66 — 
833.12 412 499.84 516.86 535.64 
02^ 70 ^an TANT 14 адл 2A Kan AR 












































1,915.31 110 1,486.47 
..340 í 


269.53 






























317. 21 386 257.72 2S 
1,142.97 183 763.49 | . (31.57)^ 
138 1,539.6 | 49. 25.99 
388 . EE 8544 BG 
4.13 












0 377 81.14 
763.01 262 310.84 
1,208.10 175 865.49 











































wi 55.16 477 42.49 
39.83 481 33.30 
7 | 69.70 473 21.01 
2,009.11 28.22 79804 254 636.03 
919.44 13.01 721.84 270 665.91 
459.85 9.83 747.27 264 563.48 46.79 335 3.10 15.84 
1,200.77 19.60 2,239.74 86 1,873.50 61.26 294 216.88 1948 
id 4,018.42 — 50.71 398.74 354 226.84 7925 245 4842 12.42 
9.57 73227 267 ү 1907 3182 _ 
d 164.32 435 4.99 W2 2788 
1,047.17 198 808.64 : 0 8566 
198.72 417 143.00 585 ыо 
3 453.59 338 398.97 3775 43.40 
12,107.91 109.50 . 850.35 241 581.66 110.57 183 15.26 97.73 
2,281.20 4419 _ 344.29 372 20418 5162 320 3167; ^ 1879 — 
686.43 34.12 15225 444 0.00 20.12 438 (0.18) 10.61 
2,621.65 18.55 672.63 281 642.93 141.35 143 180.89 9.68 
530.19 5.89 562.97 306 477.88 90.08 226 8185 28.38 
4.31 485.08 328 300.15 23.02 75.95 
= 275.90 396 291.89 E (519^ 
E 999.07 206 971.37 B sr — 
1,217.14 173 1,049.31 — 15.08 
14.74 30.02 486 30.93 ҮҮ 24.31^ 
L—— 262123 137.96 1,796558 120 1,312.48 1900 443 39.09 4.35 





"EN 1204 12.97 905.79 223 61264 9293 217 7977 16.98 





Ф.3 months ended Sept. 2007 +10 months ended March 31, 2007 + Unaudited results ФФ As of June 2006 
" 14 months ended Dec 2006 8 5 months ended Dec. 31, 2006 гт отау ШИ As of Mar. 2005 
X 13 months ended March. 31,2007 ^ As of March 2006 ++ 18 months ended Dec. 31, 2006 ** Debuted in 2007 


All figures for 2006-07 are for 12 months ended March 31, 2007, unless otherwise mentioned Numbers in brackets indicate they are negative 


H1: April September, 2007 
3 FY ended Jun. 30, 2007 
8 FY ended Dec. 31, 2006 


п.а.: Not applicable NLA.: Not available 


Timken India ® 









Geojit Financial Services 
Marathon Nextgen Realty ° _ 
Hindustan Oil Exploration Co. 
Nesco 














MIC Electronics ® ** 
Astra Microwave Products 
Ganesh Housing Corpn. * 
_Ahmednagar Forgings ® 





Graphite India = 
Ratnamani Metals & Tubes 















Champagne Indage 

Southern Iron & Steel Co. 
Reliance Industrial Infrastructure 
Swan Mills 

Orient Paper & Industries 
Gokaldas Exports 

Clariant Chemicals (India) © 











Automotive Axles 4 

HEG 

Murli Industries 

Subhash Projects & Marketing 
Grindwell Norton ! 














900.94 940.51 




















Mysore Cements 9 
JBF Industries 
Inox Leisure. 

Elder Pharmaceuticals 


Sahara One Media & Entertainment * 

















Abbott India € 

Сай в — 

Prakash Industries — 
Arshiya International 
_Wartsila India ® 

Zylog Systems * + * 
BASF India 

Ceat 

Bannari Amman Sugars * 
Unity Infraprojects 

JK Lakshmi Cement 
Jindal Drilling & Industries 
Seamec ! 

Geometric 
Mahindra Forgings 





















Indo Rama Synthetics (India) 
Merck ! 

Ahluwalia Contracts (India) + * 
Sanghvi Movers 

Hikal 

















Sadbhav Engineering 
McLeod Russel India 





@ FY ended Nov. 30, 2006 
A FY ended Sept. 30, 2006 
® FY ended Jun. 30, 2006 


417.10 206.76 

586.18 16.96 

766.51 924.77 

629.8: х ____ 658.39 _ 281.22 

822.30 17 . FORE n.a. А п.а. 

. 816.97 257 1,018.54 8 — 1,028.52 

. 81695 ona 18643 . 32991  Á 51.33 
214.31. 360 |. 63461 — 752547 . — 07 . 

813.58 323 751.67 796.74 760.21 

81; LIE eA ee 394.17 178.58 

ss воб > REZ ARE 481.03 269.56 

565.55 551.76 

318 778.24 386.57 

7‹ у, 549.62 168.14 
791.93 362 628.44 — 712.13 /(— 286.306 —— 
785.33 252 1,061.08 1,039.23 | 103399  — 

781.58 324 747.68 790.10 356.63 

781.27 314 793.95 835.56 754.80 

623.62 628.09 

269.52 145.53 

` 58710. 292.22 

736.71 516.95 

699.91 236.13 

503.48 302.00 

N^ | 908.32 1,171.36 

752.69 390 55728 618.84 394.45 

750.21 347 674.62 747.37 548.06 

744.32 301 825.71 827.74 _ 1,022.54 

740.9) 369 61989 65763) 35243 

08.6 412.11 |. 251.35 

251.84 27.70 

422.61 510.18 

Ае. Bc.) n.a. n.a. 

.— 71834 373 60986 : 616.93 628.92 

717.45 453 398.78 482.90 313.50 

710.76 246 1,109.73 93518 803.44 

705.12 na. 573.58 666.91 па 

2703.01 350 666.70 716.30 393.95 

363.34 197.56 

565.80 290.81 

651.34 596.31 

675.81 МА 

к 727.41 958.60 

833.47 794.63 

-75 a. à à па.  ) 578.55 E 

676.74 406 511.60 533.89 265.07 

675.82 356 649.44 614.88 836.75 

OO . 447 HORLI = 49404 356.42 

668.27 309 810.21 897.08 458.73 


I] 18 months ended Sept. 30, 2007 # 15 months ended Jun. 30,2007 О 9 months ended Мас 31, 2007 
@ 18 months ended June. 30, 2007 XX15 months ended Mar. 31, 2007 © 9 months ended Dec. 31, 2006 
x 18 months ended Sept. 30, 2006 0 15 months anded Jun 30,2006 ® 9 months ended Dec. 31,2005 + 3 months ended June. 2007 


КОТА: Кет оп total assets КОСЕ: Retum on capital employed All figures in Rs crore except ROTA, апа КОСЕ, which are in per cent 





) 6 months ended Sept. 2007 
bP 6 months ended Mar 31, 2007 


Source: CMIE 





328.14 




















































































ROC 


30.06 






РЕР 458 87.86 33.17 
7588 f 51.13 
12214 Í | 459 
6970 474 4381 | 18 990 56.26 
101.82 462 25.25 15.45 450 2.14 41.84 
110.45 457 116.77 28.46 410 37.13 43.29 
45.77 480 30.68 32.97^ 390 14.47^ 33.43 
373.90 361 204.99 40.90 360 20.87 24.57 
908.83 221 653.67 193.87 101 62.95 18.43 
=a | 61473 295 349.93 3. 49.06 
128.12 455 72.63 21.48 
805.04 251 578.74 5.66 
58.86 476 63.22 8.4 14.44 
| 217 496 0.40 09 9.22 
1,290.08 167  1,03172 130.68 160 21.58 53.10 
802.57 1,032.29 200 883.53 70.28 271 60.88 20.76 
597.61 76428 261 941.46 32.86 392 40.39 20.85 
277.01 527.92 317 407.83 43.35 346 36.86 50.24 
98124 20 63717 7384 | 257. 38.93 16.62 
524.24 318 510.46 4 28. 20.67 
808.43 249 364.42 | 67.96 
424.05 348 361.50 36.97 
482.70 329 517.47 39.91) 19.16 
1,611.55 134 838.83 80.59 4 2.69 18.97 
35975 2141.07 452 108.16 2479 426 17.54 14.58 
679.49. 463.68 334 383.05 49.23 329 36.64 21.23 
s 213.97 ^ 191.29 420 20446 305 471 7.23 7.527 
341.82 542.62 310 471.69 59.86 297 59.16 36.53 
261.86 Э 485145 . 34i 355.67 2007 440 14.49 22.98 
ES 1,049.46 197 90306 [1182 18.58 
90.84 465 2.53 | 11.74 
265.47 399 281.21 10.51 
152.13 445 0.00 (0.19)^ 
6343 875.87 236 772.28 _ 50.09 26 4: 27.86 
1,428.9 2,397.25 79 1,958.08 3925 367 0.52 21.04 
658.94 ^ 792.87 257 647.14 9477 211 77.00 25.13^ 
619.03 542.86 309 328.74 3827 372 24.56 31.71 
1,359.43 97329 213 701.51 178.11 111 55.45 22.41 
: 191.87 304.49 389 223.83 17.95 — 445 6.98 32.76 
159.22 438 82.31 x : 19327 2885 
175.32 428 118.10 17.66 22.39 
245.88 403 231.60 H195) (2989 
2,209.25 88 2,164.73 51.83 5.13 
369.21 363 438.09 133.35 53 78.79 29.17 
163.72 m 668.40 282 415.71 31.39 399 19.35 39.31 = 
557.77 178.63 425 149.05 _ (64.30 285 32.18 25.15 
EE 48517 244.52 404 241.72 — 33.76 389 41.42 16.25 
484.06 488.58 327 290.63 26.38 418 13.85 26.04 
1,801.56 615.59 294 523.84 47.7 332 22.92 9.50 
#-3 months ended Sept. 2007 +10 months ended March 31, 2007 + Unaudited results € As of June 2006 


У 14 months ended Dec 2006 Ш 5 months ended Dec. 31, 2006 ® As ol Dec. 2005 lll As of Mar. 2005 
X 13 months ended March. 31,2007 ^ As of March 2006 ++ 18 months ended Dec. 31, 2006 — ** Debuted in 2007 


All figures for 2006-07 are for 12 months ended March 31, 2007, unless otherwise mentioned Numbers in brackets indicate they are negative 
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BOC India | jl |. 843.58 700.22 а 
Walchandnagar Industries д à 297.98: __ 152.15 E 
Esab India ! y 570.10 535.14 
OCL India 2 689.88 500.67 
Zensar Technologies 654.91 403 | 2 530.93 - 431.35 

HBL Power Systems - | 650.27 393 548.00 579.11 465.71 
Man Industries (India) _ 649.52 408 509.31 526.57 404.54 
Ruchi Infrastructure . 648.97 429 434.50 581.79 402.93. | 
Shree Ram Urban Infrastructure * 648.36 n.a. 794.68 851.93 1,125.56 
Cholamandaiam DBS Finance _ 640.19 374 605.49 562.80 591.21 
Transport Corporation of India ` 629.09 3 327. 5 408.55 233.15 
Oriental Hotels ep 654.67 493.49 4 
Mukand 654.10 613.18 
Supreme Industries 8 _ 537.05 410.46 
Hindusthan National Glass & Industries — 614.9] | 949.24 — 589.37 402.86 
JB Chemicals & Pharmaceuticals 611.90 303  à— 82126 — 79491 771.17 
Binani Industries . 51h64 С 297 |  B31.93 — .— 2172858 176.26 
FDC 606.75 302 824.52 772.81 935.68 
Aftek * oo 605.54 394 547.99 540.88 791.43 
House of Pearl Fashions "* 605.12 n.a n.a 745.77 P ak — 
Meghmani Organics ** 502.86 n.a. - n.a. 

Prajay Engineers Syndicate 460.89 94.38 
Khoday India + E 173.70 184.35 3 

Apar Industries E 495.49 397.69 | 
Kirloskar Pneumatic Co. 587. 439 4211 436.68 255.16 
Zuari Industries __ 583.58 378 596.93 560.50 348.78 
Sonata Software — — E |. “$83.33 n.a. 298.66 422.84 332.77 
Techno Electric & Engineering Co. 578.56 n.a. 306.22 429.78 133.62 
Amara Raja Batteries . 573273 na. jJ1i713 9 3. 381.08: 7 . 18388 
Navneet Publications (India) _ 572.31 = 572.45 557.88 522.33 M 
Shanthi Gears - 57204 3 4654| 55209 447.03 
Forbes Gokak 601.50 575.44 
VST Industries 613.78 621.03 | 
Kirloskar Ferrous Industries 340.27 266.44 

| Adhunik Metaliks — — 562. na 03.4 310.96 n.a. a 

Dynamatic Technologies 556.75 414 491.92 492.28 391.78 
Bombay Burmah Trading Corporation 556.69 417 475.05 475.82 A) O 
Allied Digital Services ** .' 555056. — INS: n.a. n.a. n.a. 

Vaibhav Gems 553.75 269 965.18 845.95 303.24 
Gruh Finance 537.04 494 330.19 388.90 195,34 
Noida Toll Bridge Company /^4389&31.- 319 Ek 702.45 369.42 
DS Kulkarni Developers (389 — 631.37 184.21 
Shasun Chemicals & Drugs 457.61 404.39 ЖЕ 
Federal-Mogul Goetze (India) © 806.72 544.94 
Nitin Fire Protection Industries ++ ** 58243 ha юш n.a. — _ 

Lloyd Electric & Engineering _ 53187 449 402.41 412.56 © 306.74 РЕР 

Prithvi Information Solutions = 524.14 376 600.47 606.04 648.19 

Rico Auto Industries ` 521.80 277 923.97 857.19 1,019.26 
Megasoft * 521.40 423 461.14 435.14 284.18 
Royal Orchid Hotels 515.95 433 432.80 479.71 545.97 


[X] 18 months ended Sept. 30, 2007 # 15 months ended Jun. 30,2007 О 9 months ended Mat. 31,2007 © 6 months ended Sept. 2007 
3 FY ended Jun. 30, 2007 A FY ended Sept. 30, 2006 @ 18 months ended June. 30,2007 XX15 months ended Mar 31,2007 © 3 months ended Dec. 31, 2006 09 6 months ended Mar. 31, 2007 
8 FY ended Dec. 31, 2006 @ FY ended Jun. 30, 2006 x 18 months ended Sept. 30, 2006 O 15 months ended Jun. 30, 2006 Ф 9 months ended Dec. 31, 2005 + 3 months ended June. 2007 


n.à: Notagolcable N.A.: Not evallable ROTA: Return on total assets КОСЕ: Return on capital employed All figures in Rs crore except ROTA, and ROCE. which are in per cent Source: CMIE 


H1: April-September, 2007 @ FY ended Nov. 30, 2006 


SALES 





504.62 323 563.58 — 
383.14 359 26979 
330.37 376 273.72 
930.28 220 701.66 
278.28 394 229.08 8i 5.12 
588.53 302 420.95 32.08 396 2625 22.81 


















































1,133.06 186 856.84 5529 309 3504 2879 

860.07 238 632.57 20.28 437 21.86 14.92 

23.36 487 9.73 3.67 469 0.12 3.74 

408.53 351 220706 3102 401 35.21 15.72 

1,086.28 192 904.94 71968 25.35 

193.08 419 164.87 25.53 

2,090.87 95 1,820.22 14.70 

| 113134 187 93213 15.59 

596.17 300 479.85 P; 386 ) 19.92 

547.10 308 481.02 71.00 268 7093 21.92 

1.90 497 2.80 16.25 448 14.85 (28.57) 

470.24 332 37873 64.33 283 69.44 24.14 

323.38 379 193.29 9164 222 67.39 17.12 

6.41 495 038 — 428 — 46] раб. 278 

541.57 311 437.69 18.08 

201.33 416 73.01 31.95 

78.14 470 143.59 (0.97)^ 

1,649.48 132 1,219.86 45.47 

ОЗ О 39287 356 338.85 44,58 

2,131.84 5.42 2,405.01 78 2,192.74 8.91 

EU ^ (дез 5.556 — 19635 418 16176 35.13 385. 7.78 2389 

352.65 369 250.64 2802 411 12.22 59.36 

753.20 263 451.10 47.04 334 23.85 26.20 

326.76 378 294.39 42.63 352 3548 28.03 

228.03 408 28 32.13 

643.59 288 6.71 

72529 269 38.39 

613.24 296 36.19 

811.54 248 24.20 

131.48 453 34.78 

22343 410 8.83 

156.03 440 75.35 

275.91 395 4.35 

2.5] 14503 451 9.48 

4711 479 4.4] 

30.34 485 16.69 

425.20 347 17.55 

463.63 335 6.20 

7.78 494 38.06 ^ 

497.35 324 19.19 

769.11 260 20.30 

891.47 230 78 13.66 

104.18 461 18.31 

81.14 468 27.39 
3 months ended Sept. 2007 410 months ended March 31,2007 + Unaudited results @@ As of June 2006 
У 14 months ended Dec 2006 ® 5 months ended Dec. 31, 2006 9 As of Dec. 2005 IM As of Mar 2005 


X 13 months ended March. 31, 2007 ^ As of March 2006 ++ 18 months ended Dec 31, 2006 ** Debuted in 2007 
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== HiS 15 THE 15TH EDITION OF 
BT 500, which means we've 
been publishing this listing 
pretty much ever since Business 
Today was launched. Needless to 
say, our methodology has evolved 
over the years. But for the last three 
years now, it has remained un- 
changed. The deciding metric in 
the ranking of the top 500 compa- 
nies is their average market capi- 
talisation on the Bombay Stock 
Exchange (BSE) for the first half of 
the current financial year—that is, 
the period between April 1 and 
September 30, 2007. Therefore, 
companies are ranked in order of 
their average market cap during 
that period. Private companies are 
listed separately from public sector 
units (PSUS), including public sec- 
tor banks and financial institutions, 
although the parameters and the 
method used to rank them are the 
same. There's a third category of 
companies: The Next 500, which 
includes companies with ranks be- 
tween 501 and 1,000 in terms of 
their market capitalisation. 


How We Did It 

To arrive at our listing, we began 
with a master sample of 4,916, be- 
ing the number of all listed compa- 
nies on BSE. Government-owned 
companies and banks were excluded 
and ranked separately. After this ex- 
clusion, we were left with 4,808 
companies. Companies that were 
not traded on a minimum of 20 per 
cent of the 126 days in the first half 
of the fiscal were excluded (that 
would explain why a company like 
Puravankara Projects is missing on 
our BT 500 list). This reduced the 
number of companies to 2,785. The 
companies' market cap were calcu- 
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lated on each trading day between 
April 1, 2007, to September 30, 
2007. The average market cap for 
these companies between April 1, 
2006, and September 30, 2006, 
were then calculated and these com- 
panies ranked on that basis. These 
values were then aggregated and di- 
vided by the number of days on 
which each scrip actually traded. 


THE ARITHMETIC 


formance, but also future prospects. 
Assets or sales or net profits, on the 
other hand, don't provide an idea of 
the company's future performance. 
Names of the companies in the BT 
1000 (BT 500 plus the Next 500) 
have been indexed alphabetically in 
a separate section for quick look up. 
Also, this year we have published 
an expanded BT 500 By the 


m Started with around 4,916 companies listed on BSE. 
Separated state-owned public sector companies, banks and Fls. 





m Of a master sample of 4,808 companies, only 2,785 traded on 
a minimum 20 per cent of the 126 trading days on BSE in the 


first half. 





regated the daily market capitalisation of each company on 
all traded days and divided the resultant figure by the number 
of days on which trading took place. 





m Ranked the 500 most valuable companies on the basis of 


average market capitalisation. 





ш Companies were also ranked on sales and net profit for the 


sake of comparison. 


Having thus arrived at the average 
market cap, the 500 most valuable 
companies were then identified 
and ranked. 


The Other Parameters 

Variables such as total assets, retum 
on total assets (ROTA), sales, net 
profits and return on capital em- 


ket cap. For most companies, the fi- 
nancial year ending is on March 
31. Where there are exceptions, we 
have mentioned so. The reason we 
have chosen average market cap 
over others as the deciding metric is 
simple: A company's market value is 
universally recognised as a variable 
that factors in not just present per- 


Numbers to give you further inter- 
esting insights into the market cap 
gains and losses. Data was sourced 
from CMIE's Prowess database. 


The Definitions 

SALES: Operating sales, excluding 
other income. 

NET PROFITS: Profits after tax, 
interest and depreciation. 

MARKET CAPITALISATION: Stock price 
multiplied by the number of shares 
outstanding. 

TOTAL ASSETS: Fixed assets plus 
current assets. 

ROTA: Net profit by total assets. 
ROCE: Profit (usually profit before in- 
terest and tax) as a percentage of the 
capital employed (fixed assets + 
circulating capital - current liabilities). 
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With more than 100 years of innovation, the expertise of 4,000 renowned researchers and the 
confidence of the world’s leading auto makers, MICHELIN tyres give you excellent grip to keep 
you safe from the first to the last kilometer. 


For more information visit your nearest MICHELIN dealer. Always insist on MICHELIN warranty cards. 


www.michelin.in 
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ONGC 1,89,331.04 1,74,796.37 146,264.50 











National Therma! Power Corporation 1,34,750.85 . 107,124.08 84,263.39 - 1 
Bharat Heavy Electricals 75,324.34. 54,610.82 30,551.51 

State Bank of India 74,871.99 52,482.12 42,718.23 

Steel Authority of India 59,984.89 35,436.52 23;631.49 

Indian Oil Corporation 50,32 2 85 р i Í Bh 54 SED 4 4116 _ 5598324 
National Mineral Development Corporation 42, 8 3.55 6 EG el ! ‚2 5.0. EAS 35, 09 79 | : | 






GAIL (India) 2609208 _ | 22,095.39 _ » 22,356.20 20958. 25 eee 
MMTC * 1919230 N E us Tg re dt 2 ng took place) 
Power Finance Corporation ** eese Er IC Vm 12,257.69. "oro С Э 
National Aluminium Со. 16,743.84 _ | 1476874 nm 
Punjab National Bank 16,017.88 14,351.83 13,256.31 4 
Infrastructure Development Finance Company _ 14,305.81 - 8,007.05 7,840.19 

Bharat Electronics 13,955.11 - | 9,834.00 6,961.66 
Container Corporation of India al шев E K Wo M 7,761.69 


Bharat Petroleum Corporation 











































Neyveli Lignite Corporation 
Bank of India 
Canara Bank 



























Bank of Baroca 








Mahanagar Telephone Nigam * 9. 836.86 8,311.66 
Hindustan Petroleum Corporation 9,611.10 10,754.42 
Hindustan Copper * _ 7,150.36 4,260.41 ^ 
Mangalore Refinery and Petrochemicals 7,150.82 8,420.43 
Union Bank of India 5,747.78. 5,520.98 


Indian Overseas Bank 








Indian Bank ** 






Shipping Corporation of India 
Oriental Bank of Commerce 


жж 


Central Bank of India 











4,548.09 5,316.30 





Corporation Bank 

BEML 3,925.02 3,396.70 
Petronet LNG 3,732.63 4,062.91 
Andhra Bank 3,937.54 4,006.38 











Syndicate Bank 
Allahabad Bank 
Chennai Petroleum Corporation 


3,873.76 


Industrial Finance Corporation of India 
HMT 3. 7 
Gujarat State Petronet ___ А 1,998. Та 
Engineers India 2 72140 - 3,064.14 3,190.69 
State Bank of Mysore 2,563. 83 1,942.51 1,264.78 
Gujarat Mineral Development Corporation 2,532.48 1,147.52 1,255.94 
Rashtriya Chemicals & Fertilizers 2,440.78 — 2,220.30 2,174.41 
State Bank of Bikaner & Jaipur 2,328.50 Sy = 1,734.10 1,378.70 | 
State Bank of Travancore | 2,293.80 — ,348.84 
Vijaya Bank = St 
Uco Bank 2,181.87 . 
Bank of Maharashtra | 2,117.89 50. 
Gujarat Narmada Valley Fertilizers Co. 1 810. oe | NA O 















е m 2,12 UD 


















42 174279 1,8897 






: FR 





H1 2007: April- Sept 2007 ^ ^ Aron Mat 2006 “Source CMIE 
H1 2006: April-Sept. 2006 * Debuted in 2007 Numbers in brackats indicate they 
ROCE as on Mar 2007 + Unaudited Results are negative 


N.A.- Not Available na: Not Applicable ROTA: Return on Total Assets ROCE: Return on Capital Employed All figures in Rs crore except ROTA, and ROCE, which are in per cent 






TOTAL ASSETS 
2006-07 







2006-07 



















SALES 


Rank 


2005-06 



















59,686.90 4 49,924.69 1 

5,566. 32,838.10 8 26,924.50 686470 3 
587. 19,195.21 12 14,894.59 2,414.70 6 
6,806. 45,946.42 5 42,033.73 4541.31 5 
5,324.3 41,288.89 6 34,288.05 6,202.29 4 
1,02,640.56 1369 25576407 120355620 749856 2 
7,467.72 3.22 4,185.84 28 3,710.92 2.320.21 9 
18,669.27 7.82 19,261.37 11 1677071 238667 17 
__3,679:06^ _ 33.97 ^ & 2320546 10 16,393.40 125.90 | 47 
46,703.28 47.36 3,841.13 30 3,187.17 986.14 18 
526.5 6,630.63 19 5,388.34 381.38 8 
529. 13,282.48 13 10,958.41 12 

2 1,500.62 46 1,000.85 4 
3,963.09 29 3,551.92 24 

x 3,037.29 36 2,126.30 25 
34,060.20 18.87 1,09,460.70 2 86,774.19 1,805.38 10 
13,130.99 23.20 2.116.73 43 2,209.49 566.00 28 

1,42,036.99 . 126.46 10,222.46 15 7,845.28 1,123.17 14 
1,66,099.08 ^ 116.90 12,207.22 14 9,469.51 142081 13 
146.18 139.46 10,136.69 16 7,951.25 1,02646 15 
. 21,689.46^ 4,923.40 26 5,568.42 64313 26 
` 31,781.80 — 9,9357.85 3 78,815.72 
1,563.22 45 1,061.87 
33,441.49 7 29,186.96 525. 3l 
1,02,779.67 8,341.74 17 6,521.24 | 845.3€ 20 
82,326.17 81.64 6,543.30 20 5,020.73 1,008.43 17 
56,148.66 —— 73.90 4,561.18 27 3,628.66 75977 21 
772841  — 7.62 3,703.48 32 3,531.57 1,014.58 
...73,936.(285 127.300 : à 5,604302 23 4,590.75 58081 27 
93,343.66 187.43 6,765.66 18 5,898.80 | 49801 32 
720. 3,803.76 31 2,966.31 536.14 30 
8 2,621.75 41 2,221.97 | 
5,561.31 24 3,880.81 
3,590.82 34 2,958.11 5. 

"- Зе 6,439.25 21] 4,407.77 716.06 
67,675.94 90.22 5,400.54 25 4,260.35 75014 22 
8,479.13 15.00 31,055.09 9 26,966.30 565.27 29 
15,553.95 17.80 2,193.65 42 1,790.36 873.71 19 

«9 1,949.37 35.90 261.38 50 282.59 54.30 50 

T 2,106.05 23.56 317.56 49 263.47 89.38 49 

‚950.6 571.20 48 794.05 2.99 46 

j 2,112.48 44 1,655.83 

601.19 47 ` 450.48 
3,597.41 33 3,134.25 45 
é 2,963.77 39 2,244.71 05. 4l 
38,049.19 116.62 3,135.60 35 2,623.40 326.28 37 
Б. 42,357.57 127.84 2,997.49 38 2,547.83 331.34 35 
. 7486391 23684 564963 22 464499 31610 38 
39,009.48 143.50 3,033.08 37 2,729.35 271.84 42 
3,384.88 10.37 2,956.74 40 2,289.17 326.47 36 














15,642.92 

























4,914.36 
1,827.80 
_ 2,310.07 — 
108.29 
970.95 





291.61 
702.08 
701.44 

1,343.22 
826.96 






783.34 


_ 504.48 — 


1,042.20 


557.16 


257.42 


706.13 _ 

480.96 

(178.10) 
13.27 
46.68 





258.68 
126.88 
196.65 

50.79 
294.72 


ROCE 


46.91 
14.26 
43.95 
41.87 
53.88 
16.52 
71.68 
23.93 
29.31 ^ 
9.92 
54.36 
50.84 
10.20 
46.22 
37.34 
24.05 
9.45 
46.27 
68.02 
51.52 
5.86 ^ 
21.57 
35.34 ^ 
24.20 
53.76 
65.83 
62.54 
15.38 








63.80 - 


78.29 
47.00 
33.97 
22.64 
60.77 
79.17 
80.41 
25.04 
16.56 

4.47 
11.12 
23.02 
58.45 
11.01 
18.56 

7.62 
57.14 
73.37 
66.60 
60.97 
34.97 





THE NEXT 500: COMPANIES 501-1000 


RANK COMPANY 


City Union Bank 

Atlanta 

Hindustan Motors 

Nahar Industrial Enterprises 

299 Zenith Infotech 

506 JMC Projects (India) 
507 Rain Calcining 
508 Рагу Agro Inds. 
.509 Action Construction Equipment 
510 — Welspun India 
McNally Bharat Engg. Co. 
Jindal Poly Films 
Indo Tech Transformers 


| 
| 


















514.23 260.43 
513.04 30814 
512.96 611.90 
512.09 647.96 
511.28 261.28 











Kei Industries 
Bajaj Electricals 
516  Spanco Telesystems & Solutions + 
517 PVR 

518 Macmillan India ' 

© Nitco Tiles + 

Karuturi Networks 

Om Metals Infraprojects * 
Kirloskar Electric Co. 
Geefcee Finance * 

Sarda Energy & Minerals * 
551 + 

Vesuvius India * 






482.49 28150 
482.45 | 552.92 
| 481.57 202.49 
480.40 336.61 
478.89 431.02 





46970 —— 284.96 
468.06 | 31310 
467.13 46.61 

` 466.05 129.61 
459.18 378.14 





Suven Life Sciences 
TRF | | 
Sona Koyo Steering Systems 





Hindustan Sanitaryware & Inds. 
Whirlpool of India * 

Mangalam Cement °° 
Electrotherm (India) 

Aurionpro Solutions 

GMR Industries 











936 __ Infomedia India 

537 МКВ Bearings 

538 Avaya Globalconnect ** 

539 A India Glycols _ 
540 Fedders Lloyd Corp. #* 

| Magma Shrachi Finance 
Page Industries ** 

_ Taneja Aerospace & Aviation * 








Jagatjit Industries 
| Rain Commodities 
| 546 Kothari Products 
547 Lakshmi Vilas Bank 
548 КІС Systel 
549 . Lumax Industries 
550 _ Eastern Silk Inds. 





Hl, April September, 2007 
2 FY ended Sept. 30, 2007 
B FY ended Jun. 30, 2007 
8 FY ended Dec. 31, 2006 
A FY ended Sept. 30, 2006 
XX FY ended Mar 31. 2006 


* 18 morths ended Sept. 30, 2007 
7 18 months ended Sept. 30, 2006 
© 9 months ended June 30, 2007 
W 3 months ended Mar, 31, 2007 
©©9 months ended Dec. 31, 2006 
@ 6 months ended Sept. 30, 2007 


451.38 115 SOMME ECT 
450.53 | 492.24 

. 34829 yS 
446.63 ESSO: o d MN 
446.47 599.17 





440.00 - 237.27 
438.60 PIN EL o 
436.42 3686 | 
433.47 EEE eae 
432.54 249.52 


* 6 months ended Sept. 30,2006 ! ROCE as on Sept. 2006 
OOG months ended Mar. 31, 2007 * ROCE as on June 2006 
У 20 months ended Mar. 31, 2007 
++15 months ended Dec. 31, 2006 
M 8 months ended March 31, 2007 
$ 3 months ended Sept, 30, 2007 


+ Unaudited Results 
** Debuted in 2007 


п.а.: Not applicable МА: Not available ROCE: Return on capital employed АН figures in Rs crore except ROCE, which (5 in per cerit 





^ ROCE às on March 2006 
# ROCE as on March 2005 


426.48 
271.91 
805.96 

1,155.28 

66.97 





51672 $ 


1,529.64 


_ 18811 


681.89 
1,114.57 


96.58 
618.67 
3627 
209.47 
2.97 


1,499.78 
261.27 
746.53 - 
27.85 
202.70 


277.17 
141.88 
_ 2097 
623.51 

0.00 





NER. 
ШЕ: 
24.30. 









RRON 
ey 


| 26.42 






19.73 
НА 07 
27.16^ 
SA So 
1.25 





WE. OCC 
tA TATA 
* 


CERTIFICATION 
EXCELLEN CE 





Mumbai 400 092. 
ds asrssnd. amd regnlered as meeting the requirrenenty ol 


ISO / IEC 27001: 2005 


ite Limited 


Bae mtm م‎ nde Pm | me n Фф 
ae e 4 4+ ym بار‎ шше م‎ э 
o + miens mb d mme ө h с=т» dete nd 


ner OR Priv: 


momi 


OO meme e 











Ф نف‎ $, 


~e- کے د‎ a o etn + o € a 
LL y ОЧА ELLE 





ThelSO 27001:2005 standard - an independent The ISO 9001:2000 system of quality 
assessment of the organisation's conformity to management focuses on processes. It enables 
the best practices in Information Security us to reach our goal of complete customer 
Management. satisfaction through superior quality. 


World's first multi-commodity exchange* to obtain 
dual ISO certifications on Quality Management and 
Information Security Management System 


The ISO/IEC 27001:2005 certification for information | 
security management and ISO 9001:2000 certification for 
process quality management since inception (2004) are 


testimony to the following facts: M CX 
e Our clearing & settlement, and trading processes are 


benchmarked to global standards Trade with Trust 


e Highest level of accreditation in the world for data security India's No.1 Commodity Exchange 
and data integrity 


e Weare not only exceeding regulatory requirements but 
creating global benchmarks 


Our pursuit of excellence continues... 














MCX is India's No. 1 commodity exchange. Source:FMC website (www.fmc.gov.in) based on turnover in terms of value for FY 07. * Source: www.iso27001certificates.com 
| т: MCX is proposing, subject to receipt of requisite approvals, market conditions and other considerations, a public issue of its equity shares and to file a Draft Red Herring 
s with SEBL 


THE NEXT 500: COMPANIES 501-1000 


RANK COMPANY 








Gujarat Ambuja Exports 421.75 291.73 1,403.29 26.09 
Nirlon * 420.73 . 140.74 7.52 NA 
IL&FS Investment Managers 420.54 300.36 50.18 85.10 эд 
| Assam Co." — a |. 41848 502.27 152.24 8.01 
Manugraph India 415.52 — 700.24 415.51 38.21 


Elgi Equipments - 





Phillips Carbon Black 
558 Ciba Specialty Chemicals (India) 
559 JK Tyre & Inds. * _ 

Country Club (India) + 

















National Organic Chemical Inds. _ | 408.11 387.63 350.23 |— 1471. 
Jindal South West Holdings 405.97 189.13 39.21 ` 6.88 
Cinemax India "" __ 40286 -— n.a. 69.66 £ 114 
Saregama India * 402.69 301.56 135.55 ‘36.20 
Goodyear India ' 401.36 201.85 941.40 | 3220 








Zenotech Laboratories * 
7 _ Suashish Diamonds ' 
Silverline Technologies в + 
Mascon Global * 
Godawari Power & Ispat 








Best & Crompton Engg. * 395.51 261.88 113.78 (251) — 
Force Motors = 895.39 757.25 1,143.84 И 0596) _ 
Venus Remedies 395.09 282.76 141.22 45.26 

BSEL Infrastructure Realty 394.35 |. 30547 78.43 2° 49.58 

KCP 394.04 N.A. 307.68 45.93 
Oscar Investments + 

Paper Products ' 

Rallis India 


| Solectron Centum Electronics + 





Ansal Housing & Construction 





Aztecsoft Es | 38527 72523 24144 35.56 
Eveready Industries (India) 383.75 711.54 873.87 309 <> 
Garware Offshore Services * | 98321 05 EUIS 5238 _ 10.83 
Godavari Fertilisers & Chemicals 381.24 | 219.82 1,805.08 c 8223707 
‘Phoenix Lamps | E 381.10 272.25 290.44 280,22: 








Dewan Housing Finance Corp. 
Genus Power Infrastructures 

_ Gemini Communication 
Savita Chemicals 











Jai Balaji Inds. 

Hindustan Dorr-Oliver un | "au ДЕ 358.67 214.59 — 23.33 

C&C Constructions в + + 370.64 IND. I NM ES 338.91 xo NACL EE 
Standard Industries + |. 369.52 172.15 42.58 — (2.29)^ 
 Abhishek Industries 368.52 . 473.08 985.98 9.00 
Morepen Laboratories * 367.58 16583 127.66 . (3.89^ — 








Diamond Power Infrastructure 7 
Uttam Galva Steels 

Bhansali Engineering Polymers 
RPG Transmission 

Indus Fila ** 


* 18 months ended Sept. 30, 2007 
7 18 months ended Sept. 30, 2006 606 months ended Mar. 31, 2007 * ROCE as on June 2006 
© 9 months ended June 30, 2007 У 20 months ended Mar. 31, 2007 ^ ROCE as on March 2006 
% 9 months ended Mar 31, 2007 ++ 15 months ended Dec. 31, 2006 # ROCE as on March 2005 
5459 months ended Dec. 31, 2006 00 8 months ended March 31, 2007 + Unaudited Results 
@ 6 months ended Sept. 30, 2007 $ 3 months ended Sept 30, 2007 ** Debuted in 2007 
r.a.: Not applicable N.A: Not available ROCE: Return on capital employed АЛ figures in Rs crore except КОСЕ, which is in per cent 

21 JAAT soon orm mmm arit immi mem) om e bowel ia dinên die: o 


AU Fon sem bee DANE AT جمد‎ dee T T) ome ەس‎ [E T - -—— Lm == ——— om e. = eer 


H1: April-September, 2007 
2 FY ended Sept. 30, 2007 
B FY ended Jun. 30, 2007 
8 FY ended Dec. 31, 2006 
A FY ended Sept. 30, 2006 
XX FY ended Mar 31. 2006 


* 6 months ended Sept, 30, 2006 ! ROCE as on Sept. 2006 


Я Hot nahin milawat 





TSPL/SCW-07-E 


COCONUT OIL 





THE NEXT 500: COMPANIES 501-1000 


RANK COMPANY 





GTC Industries 









Ramco Industries 

Vertex Spinning 
Century Plyboards (India) 
Mount Everest Mineral Water 
606 ИР Industries — 









362.13  — 





361.84 OR c 
361.28 24.32 
361.24 22.26 


360.39 








2607 ССІ Products (India) | 
1 608 Visa Steel 











60€ Natco Pharma 
Hanung Toys & Textiles 
Jaypee Hotels 
West Coast Peper Mills 


Chemplast Sanmar 











BAG Films & Media 
Navin Fluorine Intl. 
1 616 — Hercules Hoists 





618 | Ankur Drugs & Pharma + 















|519 Ruby Mills 

| 620 Arrow Webtex 

GL Hotels 

Ador Welding 
Maharashtra Scooters 








ЕСІ Oen Connectors ® 
| Tata Coffee 
| 526 Andhra Cements 2* 






354.96 | 42471 126.32 Git. — _ 
354.04 | — 33643 j= 619.43 mx 
348.43 EN 704.33 МАША 
347.3 ШОН 44.23 ЖАЛДОО 








337.65. ix. S 52.04 12.03 — 
335.98 507.90 — 31083 | 3655 
33530 375.39 9.82 _ 287. ^ 
332.01 RENE 2055 ИИ 








| 627 Еаѕип Reyrolle 
[628 Shree Digvijay Cement Co. 












629 Pratibha Industries 
630 Nahar Spinning Mills 











Tata Metaliks 
Agro Tech Foods 
Sharyans Resources 
Indoco Remedies #* 
JK Paper * 

| 636 | Jindal Worldwide + 

| 637 | Elantas Beck India ' 

| 538 | Lanes ABs" 














| 639 Bhagyanagar India 
| 640 SMS Pharmaceuticals 
Dhampur Sugar Mills 4 
Global Vectra Helicorp 
Classic Diamonds (India) 
Centrum Capita! в + 
Satra Properties (India) 
1646 | Raj Television Network * " 
1647 . Gujarat Sidhee Cement 
648 — Zandu Pharmaceutical Works 
| 649 | Sparsh BPO Services "" 
| 650 _ Mahindra Ugine Steel Co. 


H1: April-September, 2007 





J FY ended Sept. 30, 2007 7 18 months ended Sept. 30, 2006 
@ FY ended Jun. 30, 2007 

8 FY ended Dec. 31, 2006 X 9 months ended Mar 31, 2007 

A FY ended Sept. 30, 2006 869 months ended Dec. 31, 2006 


Ххх FY ended Mar. 31, 2006 


ә 18 months ended Sept. 30, 2007 


(9 9 months ended June 30, 2007 


@ 6 months ended Sept. 30, 2007 








32657 — ME 409.95 78175 _ 3029 
325.23 250.78 1,037.74 27-5). 
325.15 — 4 ZEN 1623 _/ 36:08:44 
323.55 366.37 __. 325.99 19.44* 
32053 39374 759.48 10.83* 






308.94 720.95 1,032.28 i51 ا‎ 
307.89 31846 149.37 2380 = 
30504 211.02 |. $6991 © 28.82 
303.78 107.78 2753 — EROR 
301.04 8099 _ 66.18 22.26 








* 6 months ended Sept. 30,2006 ! КОСЕ as on Sept. 2006 
ООб months ended Mar. 31, 2007 * ROCE as on June 2006 
У 20 months ended Mar. 31, 2007 ^ ROCE as on March 2006 
++15 months ended Dec. 31, 2006 # ROCE аѕ on March 2005 
00 B months ended March 31, 2007 + Unautted Results 
$ 3 months ended Sept. 30, 2007 ** Debuted in 2007 


п.а.: Not applicable NLA. Not available ROCE Retum or capital employed All figures in Rs crore except ROCE. which is in per cent 





Workshops Conference 
19 February 2008 20 - 21 February 2008 


Leading International and Indian Marketing and Retail 
thought leaders sharing their experiences and insights 


Contact Details 


Sunayana Shah 
sunayana.shah@technopak.com 


Nandita Pilania 
nandita.pilania@technopak.com 19 - 21 February, 2008 


Tel: +91 - 124 - 4541111, The Taj Palace 
Fax: +91 -124- 4541198, 4541199 Saree 2008 


Online registration & details on 


www.mrconclave.in 





Media Partners 


www.technopak.com | sp | тишин 


C —— eee ыз d чө е 
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RANK COMPANY 














| Shyam Telecom * 295.05 О 326.19 OAS 
| “Sujana Metal Products ®* — — 294.23 260.33 | 750.92 15.08* 

| Vimta Labs А 294.16 401.16 6025 | 10.84 

| Fortis Financial Services 292.52 ur 5€ yl 3.93 t (650 
| Indraprastha Medical Corp. 291.6 30298 |. 25004 16.95 


| 656 Webel SL Energy Systems 
| 657 | Nectar Lifesciences + 
658 | Bartronics India 

659 Triton Corp 

660 Marg Constructions + 














ANG Auto 287.81 ee = | 113.46 [eee 
Ennore Foundries 287.10 ASer o ee 462.41 1116.83 
Helios & Matheson Information Technology 286.56 314.86 178.64 | 29.52 
Riddhi Siddhi Gluco Biols 284.23 37087 TI 355.87 ла 21:97; 
JCT __ 28406. 321.69 554.83 |) 753 





666 | Allsec Technologies 
[667 Timex Group India 
669 








Viceroy Hotels * 








| Pricol 

| 670  Nelcast | 

Î Î Quintegra Solutions 278.66 ИАА 62.72 YT 

| _Garware-Wall Ropes — —— 27739 Î — 3397 13.23^ — 

| Shree Ashtavinayak Cine Vision 277.09 ЖИ? N 96.07 A JA А, 

| Shrenuj & Co. 276.91 ЮЕШ 881.08 ӘӘ 
Gayatri Projects — 276.49 31252. — 502.18 . 26.86 


| 676 Mcdowell Holdings 
| 677 | Greenply Industries 
| 678 он Country Tubular 
| 679 | Solar Explosives * 
| 680 Euro Ceramics — — 
P68) Subros 271.0 25174 | 754.92 o 27.99. 
| Vakrangee Softwares Е _ 27112 И 116.66 30.42 


= = == 0 w — u چ — ص‎ —— M س وو ی‎ ee ee 


Link House Inds. * 270.04 _ 2 9.47 EE 604* — 
Spentex Industries - 269.78 1.99000 —- 777.65 1043 . 
GIC Housing Finance 269.56 209.57 | 190 Б 

| 686 ITD Cementation India ' 
687 Panchmahal Steel + 
688 Henkel India" - 

| 689 Nalwa Sons Invsts. 


[690 Sakthi Sugars в+ 




















































Grabal Alok Impex | m 265.50 aT 9673 yS 
Century Enka —— ; А 264.53 geese, 10898 ЕШШ 
Paramount Communications * 263.87 ӘБҮ ҮҮ 318.32 

Zodiac Clothing Co. 263.85 182.77 214.01 





Ramkrishna Forgings 263.63 107.88 
Mirza International | : 

697 | BPL 

| Roman Tarmat 

_| Arihant Foundations & Housing ^_ 
| Kewal Kiran Clothing 








H1: April-September, 2007 * 18 months ended Sept. 30, 2007 >> 6months ended Sept. 30,2006 ! ROCE as on Sept. 2006 


J FY ended Sept. 30, 2007 7 18 months ended Sept. 30, 2006 — O06 months ended Mar, 31, 2007 * ROCE as on June 2006 
@ FY ended Jun. 30, 2007 © 9 months ended June 30, 2007 Y 20 months ended Mar. 31, 2007 ^ ROCE as on March 2006 
8 FY ended Dec. 31, 2006 X 9 months ended Mac 31, 2007 4415 months ended Dec. 31, 2006 # ROCE as on March 2005 
A FY ended Sept. 30, 2006 6199 months ended Dec. 31, 2006 09 B months ended March 31, 2007 + Unaudited Results 


XX FY ended Mar 31, 2006 @ 6 months ended Sept. 30, 2007 $ 3 months ended Sept. 30, 2007 ** Debuted in 2007 


E es 6 © فة‎ Eds naar Plakias == cem em E ا انەد‎ АН سس ندا‎ dem De cmm دمم‎ ГИСИЗ ca dem سا‎ bee مد‎ tmm 


ha 


This 
advertisement 
appears 


purely asa 
matter of 


public record. 

















Record value 
of IPO transactions 
led by us in 2007. 


The Rs.17,473 crore Kotak raised in the first 6 months of this 
financial year (April to September 2007) is the highest ever in the country. 
When it comes to IPOs, Kotak is the leader by far. 








Source: Prime Database. 


E 


Record for 
largest ever IPO 
in the history 
of India. 





No.1 in 
M&A transactions. 
With a record 
value of 

USS 13.3 billion. 


According to India Advisory Partners, Kotak led the M&A league tables with 21 deals worth 
US$ 13.3 billion in the first 6 months of this year: January to June 2007. 











kotak 


Investment Banking Think Investments. Think Kota. 





WWW.kmcc.co.in 
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AN 
RANK COMPANY SALES 
Nagarjuna Agrichem 260.09 Deae 1 RR 392.31 ni ЧӘЧ. 
EIH Associated Hotels | 259.74 2 170.58 | 159.04 0 MOSS. чү 
Mirc Electronics 259.60 | 26812 | 1,658100 / 1889 
Mangalore Chemicals & Fertilizers © — 259.12 ا‎ 0 1366.82 14.74^ 
Sunflag Iron & Steel Co. 258.77 238.7 954.22 14.02 





706 ` South Asian Petrochem 

| 707 | Uttam Sugar Mills 4 

| | ABG Heavy Inds. 

7995 Kernex Microsystems (India) — č 
710 Gremach Infrastructure Equipments & Projects ** 




















Heritage Foods (India) | 255.61 151.03 346.33 6.09 
Sanwaria Agro Oils * 255.33 | ALPES 2? 443.93 c3 231^ 

| Sangam (India) 254.27 250.16 554.55 11.30 

| GV Films 25374 2 17897 42.66 8.17 


| Hitachi Home & Life Solutions (India) 
716 Crest Animation Studios 


| 1717. Ramsarup Industries 





[718 | Micro Technologies (India) — — 
| 719 — Solvay Pharma India ' 
| 720 Technocraft Industries (India) 














HOV Services 251.84 22284 | 698 ЕПОХ 
Andhra Sugars — 248.68 ‚Г 273.92 649.74 TARGI- | 
_Еозесо India ' 248.56 _ 22501 —— 1466 Я 4834 
| Atul _ 248.16 369.83 97332 | 977 
| TIL 00.4 


| 726 Kemrock Industries & Exports 
727 | Confidence Petroleum India + 
728 Goldiam International 
729 . Saurashtra Cement +a 

730 Saint-Gobain Sekurit India * 























| Sharon Bio-Medicine +® 245.19 . 97.20 _ H7 Tê — 
| Kalindee Rail Nirman (Engineers) * | 244.70 6211 188.81 43.92^ — 
| Disa India | 240.31_ ЕИ |. 76.29 52.88 

| Ray Ban Sun Optics India ' 238.97 22193 66.27 200% 


GE Capital Transportation Financial Services 
736 | Advani Hotels & Resorts (India) + 
| 737 English Indian Clays 
738 ECE Industries 
739 | Denso India 
740. Mid-Day Multimedia _ 











Blue Bird (India) 232.90 261.34 453.83 | 3870 
Garden Silk Mills 232.78 20529 — 1,500.26 11.20 
| KRBL 232.55 324.14 919.16 28.64 
| Aarti Industries 23201 33916 _ 753.63 | 1 315.84 
| Месо 9o 231.97 216.53 — 66.13 10.04 








| 746 Revathi Equipment 

| Supreme Petrochem ® 
Aegis Logistics 

[749 Universal Cables 

[750 Liberty Shoes 








© 6 months ended Sept. 30, 2006 ! КОСЕ as on Sept 2006 


H1: April-September, 2007 * 18 months ended Sept. 30. 2007 


Q FY ended Sept. 30, 2007 7 18 months ended Sept. 30, 2006 O06 months ended Mar. 31, 2007 * ROCE as on June 2006 
@ FY ended Jun. 30, 2007 © 9 months ended June 30, 2007 Y 20 months ended Mar. 31, 2007 ^ ROCE as on March 2006 
8 FY ended Dec. 31, 2006 % 9 months ended Mar 31, 2007 ++15 months ended Dec. 31, 2006 # ROCE as on March 2005 
А FY ended Sept. 30, 2006 19 G9 manths ended Dec. 31, 2006 09 8 months ended March 31, 2007 + Unaudited Results 

XX FY ended Mar 31, 2006 @ 6 months ended Sept. 30, 2007 $ З months ended Sept 30, 2007 ** Dehuted in 2007 


п.а.: Not applicable N.A.: Not available ROCE: Return on capital employed All figures in Rs crore except ROCE, whieh is in per cent 


THE NEXT 500: COMPANIES 501-1000 





RANK COMPANY 
| DCW 229.97 214.73 
| Empire Industries 228.56 - 12700. 
| Shreyas Shipping & Logistics 227.93 379.41 
Nicco Corp. Е 227.06 80.99 
D-Link (India) 226.43 269.18 


| 
| 
| 
| 
756 Emkay Share & Stock Brokers 
757 . Asian Granito India + * "" 





758 Logix Microsystems 
_ Ramco Systems | 
SEL Manufacturing Co. + @ ** 






































—— Lok Housing & Constructions — — 
| 767... Maxwell Industries + 
Dhanalakshmi Bank 











776 | Four Soft 
| 777 Fulford (India) * 
| 778 Кајагіа Ceramics + 
| 779 . Pennar Industries ^ 


| 780 Numeric Power Systems _ 














786 Carol Info Services 
787 КСР Sugar & Inds. Corp. 
| 788 Jayaswal Neco Inds. Y 
| 789 Valecha Engineering 


790 Marksans Pharma 








- Polyplex Corporation | _ 203.11 178.12 
Datamatics Technologies * 202.46 224.19 
Fairfield Atlas ки 201.70 — 198.81 
Gabriel India 201.30 eo — 
Mukta Arts — 201.22 101.64 


Kojam Fininvest 

797  RSWM 

798 ZF Steering Gear (India) 
799 Мип|а! Showa 

800 Lloyds Steel Inds. 


į i 
; 
; 
| 
. 


9 18 months ended Sept. 30, 2007 
7 18 months ended Sept. 30,2006 ФОБ months ended Mar 31, 2007 
© 9 months ended June 30, 2007 
X 9 months ended Mar. 31, 2007 

909 months ended Dec. 31, 2006 
® 6 months ended Sept. 30, 2007 


H1: April September, 2007 

J FY ended Sept. 30, 2007 
B FY ended Jun. 30, 2007 
8 FY ended Dec. 31, 2006 4-415 months ended Dec. 31, 2006 
A FY ended Sept. 30, 2006 09 A months ended March 31, 2007 
XX FY ended Mar. 31, 2006 В 3 months ended Sept. 30, 2007 


na. Not aoolicable N.A.: Not avallasie ROCE: Return on capital employed All figures in Rs crore except ROCE, which is in per cent 


+ Unaudited Results 


Autoline Industries — o. "Eee 305.07 
Wheels India 220.98 249.112 
Su-Raj Diamonds & Jewellery 220.78 219.67 
IFGL Refractories 220.26 mov ns A 
Zicom Electronic Security Systems 218.95 164.63 





Honda Siel Power Products —  ž< 21440 . 13929  . 
Southern Petrochemical Inds. Corp. 4 * 214.21 _ 721314 
Saksoft | 213.40 88.34 
Dolphin Offshore Enterprises (India) 211.74 |. 151.55 p 
Kamat Hotels (India) 211.52 216.75 


Mather & Platt Pumps ' 207.84 161.16 — 
Swaraj Engines А 207.78 № _ 17919: 1) 
Asian Cerc Information Technology p 20127 41.98 
Crew BOS Products 206.55 Co ROT | 
Clutch Auto 206.03 179.02 


9 &months ended Sept. 30, 2006 ! КОСЕ as on Sept. 2006 
* ROCE as on June 2006 
" 20 months ended Mar. 31, 2007 ^ ROCE as on March 2006 
# ROCE as on March 2005 


** Debuted in 2007 


753.28 7.48 
97.80 | 2422 
134.93 11.59. 
436.29 A819 
308.34 14.51 





210.03 " 
114748 [eo 





1570.96 | 1302 
160.3; aon 
155.03 а 





25348 — NISI 
1,231.88 | 43610- —_ 
36.63 NU: NES 
205.81 EL. LS 
112.15 13.54 





141.25 Ux BOB? > 
_ 150.01 759 85:81: =з; 
13.97 33.12 
205.39 3024 51 2A 
245.36 3440 








214.65 Ж ИШ 
68.42 10.12^ 
118.53 ELA 
607.65 ИЛО 
96.74 - 1128 9% 





а. 
S " 
H 
- > 4 
- r 
¢ oo 


JK TYRE 
DRIVES TECHNOLOGY 


All THREE NEW “WORLD CARS” 
DRIVE EXCLUSIVELY ON JK TYRE 





Maruti Suzuki SX4 Zxi on 205/60 R16 Vectra, Mahindra Renault LOGAN & Swift Zxi 
on 185/70 R14 Vectra, Maruti Suzuki Swift (Lxi & Vxi) on 165/80 R14 Tornado 





THE NEXT 500: COMPANIES 501-1000 


RANK 











COMPANY 
Ferro Alloys Corp. 197.87 © 
Indian Hume Pipe Co. 19449 
XL Telecom & Energy ® 197.12 
 Aarvee Denims & Exports + 195.95 
Tata Sponge Iron 194.41 





[| 806 | LG Balakrishnan & Bros. 
| 807 Omnitech Infosolutions ** 
| 808 Banco Products (India) 


Steel Strips Wheels 
Jupiter Bioscience _ 





190.94 












_Suprajit Engineering 


Pioneer Investcorp 

Bellary Steels & Alloys 190.61 
GMM Pfaudler 189.87 
IT People (India) 188.86 
Eimco Elecon (India) _ 187.94 








Tantia Constructions 
Prime Securities 

TCI Industries 
Shringar Cinemas _ 





lon Exchange (India) 
Media Video m+ 














Suraj Stainless - 





ОК Play India * — — 
Glodyne Technoserve 





Surana Industries _ 

IKF Technologies 
Temptation Foods 

Rama Newsprint & Papers 
Batliboi 
Sagar Cements _ 










_177.92_ 





_Mudra Lifestyle 
Krishna Lifestyle Technologies 
Indo Asian Fusegear 






177.15 
177.11 
176.74 





Andhra Petrochemicals 
836 Manali Petrochemical 
837 Sulzer India ' 









176.16 





838 | Alphageo (India) 
839 Rap Media - 















840 Ambalal Sarabhai Enterprises _ 
| Gujarat Apollo Inds. 
Deep Industries 





172.77 
172.22 — 





IG Petrochemicals 
Rajapalayam Mills 
Cosmo Films 

| 846 Pioneer Embroideries - 












| 847 . Kanoria Chemicals & Inds. 
848 Капе Engine Valves 





|. 172.09 


= 171.85 
_170.86 








| BAS Seshasayee Paper & Boards | 
| 850 Отах Autos 


H1: April-September, 2007 * 18 months ended Sept. 30, 2007 
Q FY ended Sept. 30, 2007 7 18 months ended Sept. 30, 2006 
® FY ended Jun. 30, 2007 © 9 months ended June 30, 2007 

8 FY ended Dec. 31, 2006 % 9 months ended Mar. 31, 2007 

А FY ended Sept. 30, 2006 909 months ended Dec. 31, 2006 
XX FY ended Mar 31, 2006 @ 6 months ended Sept. 30, 2007 


na.: Not applicable N.A.: Not available ROCE: Return on capita: employed Ай figures in Rs crore except ROCE, which is in per cent 


* 6 months ended Sept. 30, 2006 
O06 months ended Mar. 31, 2007 
У 20 months ended Маг. 31, 2007 
++ 15 months ended Dec. 31, 2006 
09 8 months ended March 31, 2007 
® 3 months ended Sept. 30, 2007 














127.03 195.44 24.73 
132.35 348.22 16.65 
2,192.26 529.81 31.09 
178.97 249.19 42.13^ 
186.17 315.43 14.85 











42.13 
39.81 36.10 
192.22 128.48 
17.51 
184.87 97.17 








104.40 —— 439.67 14.17 
9400 23663 E 
36.10 232.93 36.70 
142.45 42.81 47.21 ^ 
68.54 133.10 49.84 





247.14 





67.43 68.83 
167.92 163.86 —— 1879 | 

98.02 264.66 0.97 
226.39 224.97 27.23 

89.42 309.83 4726 . 











109.15 < 15634  — 45.53 
63.04 9.79 20.92 

115.24 607.43 _ 2044 

201.07 203.81 1124. 


176.68 | 571.16 19:57. 





! КОСЕ as on Sept. 2006 

* ROCE as оп June 2006 
^ ROCE as on March 2006 
# ROCE as on March 2005 
+ Unaudited Results 

** Debuted in 2007 


E WORLD LEADING FLEET AND VEHICLE MANAGEMENT COMPANY 
Plan india Limited 


3 91 (124) 280 6161. Ipininfo@leaseplan.co.in L ease Pia n 


leaseplan.co.in 


Bangalore Chennai Gurgaon Hyderabad Kolkata Mumbai Pune є a 


npredictability. Something you'll 


Our fixed Operational Lease rental means you get just one 

convenient monthly invoice, helping you budget your cars Enjoy the advantages of Operational Leasing 
accurately, down to the last rupee. This cost is fixed for the Outsource your cars to the experts 

entire duration of the lease contract for a given term and à; 
mileage, making fluctuating annual budgets redundant. Benefit from higher productivity and efficiency 
Since all fleet operating expenses are included, you also Enjoy a single-point contact for all mobility needs 
eliminate risks of unpredictable maintenance costs, as Be assured of accurate budgeting 

well as low car resale values due to variable market Take advantage of customised solutions 
conditions. 

So ost brio PEN К copvenient totsing рой ЫК Avail short and long term car rental services 

by our global expertise of managing over 1.3 million cars 

across 29 countries. 





THE NEXT 500: COMPANIES 501-1000 


RANK COMPANY 








51 Group-India — 168.15 | 15047 + 69093 |. 1090 
Sutlej Textiles & Inds. 167.90 ШИА 736.24 ШИ 
Borosil Glass Works 167.87 40.34 7371] ee 
Lloyds Metals & Engineers Nl |. 16752. 5372 . 336.660 (13.86) 
Precision Wires India 167.11 00: 704.65 21.53 





| 

| 856 Thirumalai Chemicals 
| 897_ Balasore Alloys ++ 
| 858 

| 

| 

| 





Flat Products Equipments (India) 


























Hindustan Composites 
Murudeshwar Ceramics 








Sunil Hitech Engineers . 16186 ШЕШН изо ШШДЕ 
Shilpa Medicare 161.12 68.96 Н 
Bilpower | |. 160.61 61.93 245.44 45.9] 

Vijay Shanthi Builders * 160.37 RUE ^ d 108.52 ые 12.79% © 


Panoramic Universal 
| Alps Industries 
| 867 Wanbury 
868 К Systems International ' 
Suryachakra Power Corp. + ** 

Galaxy Entertainment Corp. | \ 
U P Hotels 157.96 122.13 54.22 49.03 
Milkfood 157.83 5056 О ә 31131 |. 1749 
Millennium Beer Inds. — 157.72 73.92 _ 17863. — 63.11 
Gwalior Chemical Inds. 157.71 194.33  — 227.43 20.77 

Lanco Industries — 70 - 
876 Tamilnadu Petroproducts 
| 877 Everest Industries 
878 Brushman (India) — 

879 — Shah Alloys 
| 880 PTL Enterprises 
Fomento Resorts & Hotels 153.97 10572 — 42.25 38.31 

India Steel Works a o 14.89 || 8425 — (4.94) 

ABC Bearings 152.14 _ — 144.85 |. 213.56 . 52.44 
Wendt (India) 151.59 1 2,129.29 75 57.48 37.59 

RPG Cables | 24) 
886 Nilkamal 

















BBB ^ Sunteck Realty & Infrastructure 
889 . Tinplate Co. of India 

890 ^ Modison Metals г 
Minda Industries 148.84 17503 449.88 | 28.18 














Bajaj Hindusthan Sugar & Inds. ® || 14879 13226  — 43.78 2.54 
ORG Informatics — 148.33 20 ШШЕ 
TTK Prestige 148.23 133.08 — 29325 | 3123 
Enkei Castalloy — 147.96 ` 16668 270.62 20.04 





896 Ankit Metal & Power 
897 Саргіһапѕ India 

898 Shri Lakshmi Cotsyn B+ 
899 Radha Madhav Corp. 

900 Рите Property Devp. Corp. 


H1: April-September, 2007 * 18 months ended Sept. 30, 2007 5© 6months ended Sept. 30, 2006 ! ROCE as on Sept. 2006 








J FY ended Sept. 30, 2007 7 18 months ended Sept. 30, 2006 — 006 months ended Mar. 31, 2007 * ROCE as on June 2005 
Bg FYendec Jun. 30, 2007 G 9 months ended June 30, 2007 У 20 months ended Mar. 31, 2007 ^ ROCE as on March 2006 
8 FY ended Dec. 31, 2006 X 9 months ended Mar, 31, 2007 ++15 months ended Dec. 31, 2006 # ROCE as on March 2005 
А FY ended Sept. 30, 2006 909 months ended Dec. 31, 2006 00) 8 months ended March 31, 2007 * Unaudited Results 

XX FY ended Mar 31, 2006 @ 6 months ended Sept. 30, 2007 $ 3 months ended Sept, 30, 2007 ** Debuted in 2007 


n.a. Not applicable N.A: Not available ROCE: Return on capital employed All figures in Rs crore except ROCE, which is in per cant 














Power transmission products 


from the brand you trust 


You've always counted on SKF bearings and the support of your SKF 
Authorized Industrial Distributor to keep your equipment running. Now 
you can count on us for something else that's critical to your operation: 
a new line of power transmission products including: V and wedge belts, 
pulleys and sheaves, couplings and U-joints, synchronous belts, 
sprockets, keyless bushings, special belts, chain drives, and smart tools 
These new power transmission products are delivered with the same 
speed and accuracy that is the hallmark of our industry-leading 
logistics. 


Which means you get just wFat you need, just when you need it. 
Ask your SKF Authorized Industrial Distributor for more details. 


SKF India Limited pt 
Mahatma Gandhi Memorial Building, Netaji Subhash Road, Mumbai - 400 002 | 
Phone : +91 - 22 - 66337777. Fax : +91 - 22 - 22819074 

Email : sbuindia@skf.icom 


www.skf.com www.skfindia.com 


























THE NEXT 500: COMPANIES 501-1000 


RANK COMPANY 





Selan Exploration Technology - 


Torrent Cables 

Premier 

Setco Automotive — 

Zenith Birla (India) 
906 Granules India + 











1907 | Jhagadia Copper 4 
908 Vindhya Telelinks 
| Vishnu Chemicals 








Jyoti 
Surya Roshni 





Mawana Sugars 4 
Fem Care Pharma 







India Nippon Electricals 
National Peroxide 
Kanishk Steel Inds. 



















} 917 | International Travel House 
918 Goodricke Group * 
| 919 Lokesh Machines 
Chowgule Steamships 





Energy Development Co. 
Jolly Board 

_ Goldstone Technologies 
NCL Industries 








Hyderabad Industries 





Petron Engineering Construction + 
















Venky'S (India) 





Accel Frontline 

Sundaram Brake Linings 
Evinix Accessories * 

39 . Maharaja Shree Umaid Mills 
Nippo Batteries Co. 






132.21 116.54 











 Piramyd Retail 

946 | Indianivesh + 

947 Hind Rectifiers 

948 Twilight Litaka Pharma 
949 Birla VXL 











1302.64 
537.77 
69.94 
166.37 
73.83 








Western India Shipyard + 136.17 |— 42.91 53.34 (ere 
Thiru Arooran Sugars 4 135.97 365.21 324.56 TIERE ee 
Rane Holdings 13555 [090992 18.68 | 20.07 
Themis Medicare 135.49 126.39 173.69 ix. 439487 —_ 





Ind-Swift Laboratories 134.09 18128 356.10 14.45 
Tricom India 133.57 104.90 30.23 39.39 
Aksh Optifibre * 13277. 137.74 |. 46.17 27.45^ 
Fiem Industries * 132.71 nort oH 167.99 35.27 








Sujana Universal Inds. _ Fo €3013« = 89.04 .. 909.08 92971] 74^ 
Broadcast Initiatives * | le «12970 128.98 13.46 |. NA 

 Bannari Amman Spinning Mills 129.65 152.93 108.52 || 6.52 
RPG Life Sciences 129.53 . 188.97 130.25 15-11415 


16098 — — (1828) __ 


950 Rajshree Sugars & Chemicals 


H1: April-September, 2007 * 18 months ended Sept. 30, 2007 ә 6 months ended Sept. 30, 2006 | ROCE as on Sept. 2006 
J FY ended Sept. 30, 2007 ^| 18 months ended Sept. 30, 2006 OOG months ended Mar. 31, 2007 * ROCE as on June 2006 
@ FY ended Jun. 30, 2007 © 9 months ended June 30, 2007 У 20 months ended Mar. 31, 2007 ^ ROCE as on March 2006 
8 FY ended Dec. 31, 2006 X 9 months ended Mar. 31, 2007 ++ 15 months ended Dec. 31, 2006 &* ROCE as on March 2005 
A FY ended Sept. 30, 2006 599 months ended Dec. 31, 2006 09 8 months ended March 31, 2007 + Unaudited Results 

XX FY ended Mar 31, 2006 @ 6 months ended Sept. 30, 2007 $ 3 months ended Sept. 30, 2007 ** Debuted in 2007 


n.a. Not applicable NLA. Not available КОСЕ: Return on capital employed All figures in Rs crore except КОСЕ, which is in per cent 











Scaling New Heights... 
Setting :NewGoals- 6 


` Mt. Everest Ж 
June 5th, 2007 ^ Ж 
Y ^ — ~~ me Û 





^  Recordgrowth in Turnover of over 1700 per cent during the last 3 years. 
^ Projected Turnover for 2007-08, Rs.4,000 crores. 


a Focus on Infrastructure Development in Industrial Parks Creation of 
Annual Maintenance Fund & Environment Management Fund. | 


a A Additional area of over 25,000 acres towards Land Bank for Industrial | 
Parks / SEZs during last 3 years. | 


~ Implementation of ERP for better customer-interface. | 


^ Creation of Welfare Fund for industrial workers: launching of Mobile | 
Clinics in Autonagars. 


o £m» Www OVS мәе з. SBF, a3 вла 65976060 э BB. 8:8 OO 96,0. €*$-O0' 5 в" GOERS т.е. еш ва 4$^am b.a as OB bd e'"s ees. a Wis aae as 


Andhra Pradesh Industrial Infrastructure Corporation Ltd 
А. 6th Floor, Parisrama Bhavan, Fateh Maidan Road, Hyderabad, A.P., India. | 
Z2 BN Tel + 91-40-2323 3596, 2321 2798 Fax *91-40-2324 1385 / 0205 | 
APIC e-mail: hydl apiicGsancharnet.in, www.apiicltd.com | 


The Future is Mere 


THE NEXT 500: COMPANIES 501-1000 


RANK COMPANY 


Ultramarine & Pigments 
MSK Projects (India) 
Sandesh 














MSP Steel & Power 








128.59 | 117.51 86.31 33.14 
128.50 121.03 83.68 13.92 
128.30 91.95 | — 190.95 10.29 
i 12805 188.51 |. 346.76 11.11 
127.69 ` 64.99 239.40 22.44. 











956 | Orient Abrasives 
957 | SAL Steel 
958 | Igarashi Motors India 
‘DIC India ' 
Bihar Caustic & Chemicals 


Siyaram Silk Mills 





524.84 





Raghav Industries * 
Harrisons Malayalam 















“МЕРС India а 95 

Pentamedia Graphics * 
9 | Srinivasa Shipping & Property Devp. — — 
967 | Lotte India Corp. 
968 Rohit Ferro-Tech 


966 








2653 С^ 258.73 14.54 
126.12 104.61 43.34 0.05% 
126.03 187.00 204.77 11.55 
126.02 152326 0 9.16 _ (970) 
125.59 10368 1243 ee 








969 | IST Е 
970 | Hi-Tech Gears 
 Ashiana Housing 

































Visaka Industries 
Khaitan Electricals 
Astral Poly Technik 
Sharp India 

976 
977 


Kale Consultants 
Ricoh India 
978 Supreme Yarns 
979 | Alchemist Realty * 
980 | Kohinoor Foods 
Celebrity Fashions 
 Vijayeswari Textiles 
Sterling Holiday Resorts (India) — - 
SPEL Semiconductor 
Rane Brake Linings 











Entegra 

7 Mold-Tek Technologies 
Jindal Photo * 

Stone India * 

Modern India 

Vivimed Labs * 

Jay Shree Tea & Inds. 
JMT Auto 

Jeypore Sugar Co. 
Futura Polyesters 
996 Transgene Biotek 
997_ FCS Software Solutions 
998 JK Investo Trade (India) 
999 РВА Infrastructure 
1000 Tayo Rolls 


H1: April-September, 2007 

J FY ended Sept. 30, 2007 
8 FY ended Jun. 30, 2007 
8 FY ended Dec. 31, 2006 

















s 18 months ended Sept. 30, 2007 
^) 18 months ended Sept. 30, 2006 
© 9 months ended June 30, 2007 
% 9 months ended Mar. 31, 2007 
69099 months ented Dec. 31, 2006 
@ 6 months ended Sept. 30, 2007 


A FY ended Sept. 30, 2006 
XX FY ended Mar. 31, 2006 











123.07 108.99 49.75 37.37 
122.89 12653 403.50 20.16 
122.69 _ 90.03 | 30127 _ 21.00 

122.57 105.68 25.22 











116.62 132.31 101.97 39.43^ 
11656 | 1427272 24114 4.19 
116.43 140.24 19585 —— 14.02 
116.32 18486 —— 287.24 40.87 
116.06 | 85.89 563.28 15.27 





> 6 months ended Sept. 30, 2006 
O06 months ended Mar. 31, 2007 
Ww 20 months ended Mar. 31, 2007 
++15 months ended Dec. 31, 2006 
$’ B months ended March 31, 2007 
$ 3 months ended Sept. 30, 2007 


! ROCE as on Sept. 2006 

* ROCE as on June 2006 
^ ROCE as on March 2006 
€ ROCE as on March 2005 
+ Unaudited Results 

** Debuted in 2007 


na.: Not apolicable N.A.: Not available ROCE: Return on capital employed Ali figures in Rs crore except ROCE, which is in per cent 
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Time to switch to 


an Ozone-friendly option, 





inne 


in India 








Refex HFC R134a cans 


With a clientele spanning the entire nation and 
our innovative approach to the ozone-friendly 
refrigerants trade, we've clearly established 
ourselves by marketing ozone-friendly HFCs. The 
environments’ rehabilitation is a cause close to 
our hearts and hence we're determined to replace 
all CFCs with HFCs; the future of refrigeration. 


Be an ozone friendly citizen... 
Be a part of Refex. 


Product features 

e Ozone friendly 

e One step application 

e Cost effective 

e Easy to use 

e Contains no solvents 

e Available all over India 


e Available in 340gms and 500gms can 


The future of mobile air conditioning 
and refrigeration 


AVAILABLE ALL OVER THE COUNTRY 


Que 





Refex Refrigerants Limited 


Corporate Office: New No. 67, Bazullah Road, 
T.Nagor, Chennai - 600 017. India 

Ph : +91-44-42694111. Fax: -91-44-426941 12. 
http://www.refex.co.in/ admin@refex.co.in 


Allegro 








Special Advertiser's Feature 


| * Preserve the C 
Protect the Eut 








mg 





Е 


| » d |. 


The depletion of the ozone layer is increasing at an alarming rate. World over, environmentalists and socia 
responsible corporate citizens are forging ahead in adopting norms that would preserve the ozone layer. 


REFEX- Striving to serve a cause 


As a part of this growing genre of corporate citizens, Refex 
Refrigerants Limited (RRL) strives to safeguard the 
ozone by promoting non ODS Refrigerants. Refex has 
also adopted high levels of standards in 
environmental policies that have 

Y ^N resulted in the development of 


f 


environmentally quality products. 


business environment for the 





[ 1 a Additionally, RRL provides a secure 


protection of its employees, clients, | А 
Industry. It has planned a strategy to set its footprints 
shareholders and the community 
T» " globally by setting up and acquiring companies world over. 
MA at large. i | 
е It is gearing itself to occupy the top slot in the Refrigerant 


REFEX- Global industry internationally 


Footprints.. REFEX- Customise solutions, always 


RRL SRN BOE ODE А MANE Refex has developed customized 


leader in refrigerant solutions to suit different 


manufacturing and supply Tn industry needs. It has, with the 


India. With branches a 

| launch of small cans targeted |, 
рати  панотану and the end users of Refrigerants. 
GXports growing ах ап Its massive infrastructure has 





exponential pace, Refex given it a leading edge over the 


| ! 
strives to become the leader industry. RRL is present pan 


| | 
in the Global refrigerant India and is manned by Industry 








professionals who understand the needs of 
every client and offers customized 
solutions. Promising service and delivering 
accurately is a commitment of RRL. ‘On 
time, every time’ is the goal at every step. 


REFEX- Quality @ source 


Refex has scripted impressive figures and 
is poised for rapid expansion with the 
acceptance of towering standards by the 
leading OEM's. RRL has acquired 
ISO 9001-2000 certification by TUV-SUD, 
Germany. Refex also provides test 
certificates that conform to International 
standards. 





The Future and Beyond... 


RRL Introduces 
INDIA's First Refrigerant cans 


Credited for many industry firsts and as a part of our 
incessant innovation; REFEX has introduced the Refex 
134a refrigerant cans which has stormed the Industry 


and been widely appreciated by end users nationally. 


At source, Refex ensures 


› Moisture free filling to retain the 
quality. 


» Cleaning of cylinders on every 
Rotation 


› Corporate colored Cylinders. 


>» Multiple Packaging Options to 
Suit customer needs 


» Dedicated storage facility for 
each product to avoid any kind 
of impurities 


With the sales up by 38% and profits escalating at the rate of 320%, RRL is all 
set with the establishment of their new capcity plant of 3000 MT and moving 


towards becoming the largest refiller in the region and subsequently aiming 
to be the largest in the world. This ambitious task can only be fulfilled by 
aggressive growth plans and prospective mergers and acquisitions. 





Crystal Gaze: Growing 
Market and Future 
Plans. 


With the ongoing surge in the Indian 
economy and investments by Foreign 
Institutions continuing to increase 
along with their expansion, growth 
seems inevitable. Consequently, RRL 
believes that the air conditioning 
markets are slated for an 
unprecedented growth supported by 
the figures as under: 


» Car Production to increase from 1.1 
million to 2.8 million by year 2010. 


» Refrigerators Production to 
increase from 2.6 million in 2006 
to 6 million in 2010. 


» Air-conditioner markets growing at 
1896 p.a. From Current levels of 
production of 2 million poised to 
reach 5 million by 2010. 


» The phaseout of CFC's by the year 
2010 


› HFC's to replace all current CFC's 
thereafter 


» Educating the consumers to adapt 
to environmentally friendly 
initiatives 


Anil Jain, 

M.D - RRL: 

" Being the BEST 
means being 
dynamic. At RRL, 
we are committed 
to move ahead, enhancing both the 
value of the investors and making the 
world a better place for the future 
generations to come" 





What a year it has been for India Inc. Reliance Industries is up in value 

by a whopping Rs 1,04,082 crore; Bharti Airtel has vaulted to the #2 
position with a market cap of Rs 1,60,742 crore and, overall, the BT 

500 companies have enriched their investors by a whopping 

Rs 11,29,822 crore. Anyone complaining? 


2 
BHARTI AIRTEL 

1,60,742 à 

TOP 15 BY e 
MARKET CAP 

RIL 
2,45,483.3 
(MARKET CAP* IN Rs CRORE) 
11. HDFC 49,389 
12. REL PETRO 47,224 
13. HUL 44,408 
14. UNITECH 41,125 


15. STERLITE 38,034 
* Average market cap for H1 2007 









THE SMALLEST 15 BY MARKET CAP — 
556.69 
555.66 
553.75 


13. AERA re es 7: 821.80 


14. REGGE A 521.40 
15. RoyalOrchidHotels = 1 515.95 


Average market cap for H1 2007 
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MAPPING THE BT500 
BEJE cs 


4 5 
HINDALCO TATA STEEL 
ICICIBANK 19880 1977; 6 
29,53 






2 
TATA MOTORS 
31,118 


TOP 15 BY 
SALES 










DID YOU KNOW? 
the newly listed companies have (RANK) 
Rs 2,69,975 crore to the RIL 
Т 500 market cap in H1 2007 1,18,354 


(SALES” IN Rs CRORE) 


fhe top 10 companies by revenue 
ae рн кат 500 














14 
6 15 
TCS 7 11. ISPAT INDS 13,967 
5 3,737 ICICI BANK 12. WIPRO 13,758 
INFOSYS 3,110 13. HUL 13,191 
3,782 dts 14. INFOSYS 13,166 
2,842 15. RELIANCE COMM 12,756 
4 
BHARTI AIRTEL 9 
4,033 ITC 
TOP 15 BY 2,700 
PROFIT 
10 
3 1 HINDALCO 
` ТАТА STEEL (RANK) 2,564 
4,222 RIL 
(PROFIT* " Rs CRORE) 
11 
2 11. RELIANCE COMM 2,409 
"КР, ZINC 12. TATA MOTORS 1,913 


13 13. HUL 1,855 
15 14 14. HDFC 1,570 
15. MARUTI SUZUKI INDIA 1,562 


"Figures are for 2006-2007 




















28,388.17 
26,427.17 
21,497.00 
20,575.75 
18,438.56 
im 18,088.63 
al 14,717.40 
istries 14,429.61 
cture 14,225.61 
12,481.08 
indra Bank 11,582.96 


Figures are market cap gains in Rs crore 
for H1 2007 over H1 2006 


15 BIGGEST ABSOLUTE LOSERS 


-6,771.41 
-4,593.05 
-4,497.76 
-3,256.68 
-3,035.47 
—1,861.40 Hero Hc 
—1,820.28 Hindalc 
-1,466.20 Balrampur С 
—1,348.70 Rank 
—1,294.68 Hinc 
-1,289.12 TVS 
-1,026.17 Bhara 
~ 859.50 Vardhman Te 
— 856.26 Shree Renuka S 


Figures are market cap erosion in 
Rs crore for H1 2007 over H1 2006 





15 BIGGEST ABSOLUTE GAINERS 


42,238.75 
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MAPPING THE BT500 
RSV OS 


1,04,081.81 , 





85,620.93 

67,478.67 

15 BIGGEST 

PERCENTAGE GAINERS 
1. | Jai Corp. 1,145.47 
2. | IOL Broadband 829.40 
3. | Arshiya International 587.12 — 
4. | KS Oils 474.32 
5. Teledata Informatics 452.11 
6. GVK Power & Infrastructure 428.03 
7. | Educomp Solutions 420.91 
8. | Murli Industries 401.84 
9. | Core Projects & Technologies 393.13 









10. | Jaybharat Textiles & Real Estate 376.60 
11. | India Infoline 374.42 
12. | Ganesh Housing Corp. 338.22 ` 
13. Walchandnagar Industries 298.91 
14. | Uflex i 256.41 
15. Phoenix Mills 244.05 
15 BIGGEST LOSERS 
BY PERCENTAGE 
1. ! Bajaj Hindusthan -58.75 
2. | Hinduja TMT -56.88 
3. | Vardhman Textiles -46.79 
4. TVS Motors —46.41 
5. | Balrampur Chini Mills —— —46.38 
6. | Rico Auto -43.53 
7.) Vaibhav Gems —42.63 
8. | EID-Parry -42.27 
9, | Shree Renuka Sugars -39.04 
10. | Bannari Amman Sugars -35.95 
11.) Arvind Mills -34.80 
12.) SRF -33.04 
13. | Raymond -30.80 , 
14. | Noida Toll Bridge -29.94 
15. | Novartis India -29.26 


Figures are in per cent, and gains and 
losses are for H1 2007 over H1 2006 





Rediscover Profitability 
through Customer 
Centricity 


Learn new rules of the game 
with global thought leaders 


AMP-2007 showcases three 
distinguished and globally acclaimed 
thought leaders from two of the ivy- 
league B-Schools who will provide 
global insights, approaches and 
methodologies to deliver superior 
customer value with a strategic focus on 
global competitiveness and profitability 
to equip the participants with key 
execution skills in customer strategies. 


Al 








All India Management Association brings you 
the best-in-class learning opportunity 


AMP2007 


Advanced Management Programme 2007 





| Лата 2.76 

“Customer Centricity 

for Profitable Growth: 
Strategies for Global Competitiveness” 


— — ج س ee‏ ————— — —— — 


AMP Chairman Mr N R Narayana Murthy, 
Chairman and Chief Mentor, Infosys Technologies Ltd. 


Date & Venue 


س س а‏ و M‏ ل ا ل — — 


December 16-22, 2007 
Golden Palms Hotel & Spa, Bangalore 





The programme follows a unique pedagogy encompassing collective experiential learning 
tools, global cases, an interactive exposure to state-of-the-art concepts, experience 
sharing, presentations, application exercises and special interactive sessions with today's 


business icons. 
Programme Fee: 


Rs. 2,50,000 per individual (Includes boarding & lodging) 


Rs.6,50,000 for a team of 3 participants 


For registration and further details: 


Pioneered by 


Enriched by 


Global 


Aseem Kumar, Head-MDPs, ALL INDIA MANAGEMENT ASSOCIATION Thou g ht 


Management House, 14 Institutional Area, Lodhi Road, NEW DELHI-110003 


Tel: 011-24635544 (D), 24617354/55 Extn. 230 Mobile: 9811893190: Fax: 011-24626689 Leaders. 


E-mail: amp € aima-ind.org Website: www.aima-ind.org 





PUBLIC SECTOR UNITS 


Not all public sector units are a drag on the government's treasury. At least 15 of them have 
enriched their principal shareholder (at least notionally) by a cool Rs 1,78,390 crore. 


TOP 15 BIGGEST ABSOLUTE GAINERS 



































1. 34,257.64 , 
2. 29,395.53 
3. 28,099.17 
4. 23,450.47 
S. 19,999.84 
6 8,212.21 
z (edis TOP 15 GAINERS BY 
8. 4,839.85 PERCENTAGE 
9. 4,783.76 1.) IFCI 463.50 
3,996.69 2. | Gujarat Mineral Devt Corp. 136.93 
orp. of India. 3,615.15 3. | IDFC 111.28 * 
3,065.02 4. Bank of Maharashtra 94.43 
2,932.35 5. [SAIL 88.12 
al Mineral Devt Corp. 2,624.50 6. | Bank of India 80.72 
an Overseas Bank 1,583.56 7. |MMTC 74.79 
Fiqures are market cap gains in Rs crore for H1 2007 over H1 2006 8. SBI 64.64 
9. | Gujarat State Petronet 60.16 
10. Bharat Electronics 52.16 
11. | Bharat Heavy Electricals 45.21 
12. | State Bank of Bikaner & Jaipur 44.29 + 
13. State Bank of Mysore 40.28 
THE TOP ABSOLUTE LOSERS 14. | Shipping Corp. of India 37.26 
15. Container Corp. of India 35.58 
TOP 15 LOSERS/ LEAST 
Figures in Rs crore for H1 2007 over H1 2006 GAINERS BY PERCENTAGE 
1. | Engineers India -17.21 
2. IOC -8.13 
3. МТМ. -7.56 
4. HPCL -5.924 
5. | Hindustan Copper 1.53 
6. | MRPL 3.53 
7. | Neyveli Lignite Corp. 5.91 
8. | National Mineral Devt Corp. 6.53 
9. | Bharat Petroleum Corp. 6.56 
10. | Rashtriya Chemicals & Fertilizers 8.68 
11. | Canara Bank 8.79 
12. | Syndicate Bank 8.99 
13. | Oriental Bank of Commerce 9.26 
14. National Aluminium Co. 9.71 
15. | Corporation Bank 10.47 


Figures in per cent for H1 2007 over H1 2006 
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Welcome to the most tourist-friendly National Parks. 


Bandhavgarh, Kanha and Panna have won “Best Maintained Tourist Friendly National Parks’ award*. The much 


loved story of Mowgli, of The Jungle Book fame, was inspired by the rich wildlife of Pench. Madhya Pradesh 





is also called the "Tiger State of India’ and its beautiful National Parks are home to an amazing varicty of mammals 





and birds. Give yourself an unforgettable break and explore the timeless magic of its jungles. To know more The heart of 
visit us al www.mptourism.com Incredible India 


“National Award given by Government of India, Ministry of Tourism. 


ihya Pradesh State Tourism Development Corporation Ltd., Paryatan Bhawan, Bhadbhada Road, Bhopal: 462 003. Tel: 0755-2778383/2774340/42. Email 
@mptourism.com. For attractive packages, call or meet us at: New Delhi: 011-23366528, 23341187, 32599000. Email: delhi@mptourism.com; Mumbai: 022- 
37603, 32539000. Email: mumbai@mptourism.com; Ahmedabad: 079-26462977, 32939000. Email: ahmedabad@mptourism.com; Kolkata: 033-22833526, 32979000 
ul: kKolkata@mptourism.com; Hyderabad: 040-32939000. Email: hyderabad@mptourism.com; Nagpur: 0712-2442378, 3259000. Email: nagpur&imptourism.com 





TOP 15 BY 
MARKET CAP 


1 
(RANK) 
ONGC 


1,89,331 
(MARKET CAP* IN Rs CRORE) 







TOP 15 BY 
REVENUE 





1 SAI 
(RANK) 41,289 


INDIAN OIL CORP 9. MMTC 19,192 
255,764 7 10. POWER FINANCE CORP. 18,259 


(REVENUES * IN Rs CRORE) MRPL 11. NALCO 16,744 
33,441 12. PNB 16,018 
13. IDFC 14,306 
14. BEL 13,955 


15 9 \ 32838 ma 
9. CHENNAI PETRO CORP. 31,055 А Ed 
10. MMTC 23,205 | 6 
541 
11. GAIL 19,261 CS * BHEL 
' : 4 7 
12. BHEL 19,195 2,41 GAIL 
13. PNB 13,282 > T 
14. CANARA BANK 12,207 x NALCO 
15. BANK OF INDIA 10,222 ? 221 
* Figures are for 2006-2007 NTPC 







6,864 TOP 15 BY 9 
PROFIT 


9. NATIONAL MINERAL DEVP. CORP. 2,320 
10. BPCL 1,805 





11. HPCL 1,571 t ^41 
12. PNB 1,540 dapi 

ONGC 12 
13. CANARA BANK 1,421 15,643 
14. BANK OF INDIA 1,123 (PROFIT* IN Rs CRORE) 3 


15. BANK OF BARODA 1,026 
*Figures are for 2006-2007 
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see what life can be. 
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As one of India's leading real estate developer undertakes its = 
dream project, together with some of the top architectural firms. а 

As India's most ambitious residential project takes shape, get Te G R А ND Е 
ready to experience life beyond anything ever imagined. Noida, Delhi NCR 


Spread over 347 acres of prime land in NOIDA e With 8 iconic towers ¢ Apartments with plunge pools * Diverse range of Super-luxury 

apartments and penthouses • Integrated sports center e Clubs and fitness centres e State-of-the-art security e 100 acres of landscaped 

greens • 12landscaped gardens • Habitat Center with art galleries, library, meeting facilities, restaurants and cultural and retail facilities 
* Modem educational and medical facilities e All designed by the world's top architectural firms 


For details, please contact us at: Unitech Ltd, Unitech Signature Towers, Gurgaon Tel: «91 124 455 2000 OR 6, Community Centre, Saket. New Delhi 
Tel: +91 11 4166 4040 OR P7, Sector 18, Noida Tel: 491 120 401 6800 OR SMS Grande «space» Name «space» Convenient time to contact to 
53030 (for India only) OR e-mail: grande@unitechgroup.com www. unitechgrande.com. Customer care: +91 124 455 2103, 
customer.relation@unitechgroup.com Offices open 7 days a week, 











BT 500 OVER 
THE YEARS 


For the last five years Reliance 
Industries has been the 

undisputed #1, while Bharti 
Airtel has been steadily 
climbing up. 













COMBINED 
TOP 10 BY 
MARKET CAP 


1 
(RANK) 
RIL 
2,45,483 


(MARKET CAP* IN Rs CRORE) 


2 
ONGC 
1,89,331 





* Average market cap for H1 2007 


TOP 10 THROUGH THE YEARS: MARKET CA 


1998" 1999 2000 2001" 2002 2003 2004 2005 2006^^ 2007 RA! 
HLL HLL HLL Wipro HLL Reliance Reliance RIL RIL RIL 4 
Reliance | NC | Wipro | HLL | Wipro | Hi TCS TCS TCS BHARTI AIRTEL @ 
ITC Reliance HCLTech Infosys Reliance Wipro Infosys Infosys Infosys - TCS a 
Tata Motors Wipro Infosys Reliance Infosys Infosys Wipro Wipro Bharti INFOSYS 4 
Bajaj Auto Bajaj Auto ITC RPL ITC ITC HLL Bharti Wipro | DLF E 
Hindalco Infosys Reliance ITC RPL Ranbaxy Bharti ITC ITC | RELIANCE COMM € 
IDBI Tata Motors | ZeeTele HCLTech Ranbaxy HDFC ITC HLL HLL ICICI BANK a 
Tata Steel Nestle India | RPL ZeeTele HDFC ICICI Bank ICICI Bank ICICI Bank ICICI Bank WIPRO d 
L&T NIIT Satyam Satyam Satyam Bharti Ranbaxy HDFC Reliance Comm L&T a 
HDFC L&T Ranbaxy HFCL Dr. Reddy's Dr. Reddy's Tata Motors Tata Steel L&T ITC Я 


4- Based on average market capitalisation between April 1, 1997 & March 31, 1998 * Based on average market capitalisation between April 1, 1998 & March 31, 1999 
ж Based on average market capitalisation between April 1, 1999 & March 31, 2000 # Based on average market capitalisation between April 1, 2000 & March 31, 2001 
X Based on average market capitalisation between April 1, 2002 & Sep. 30, 2002 ж Based on average market capitalisation between April 1, 2003 & Sep. 30, 2003 
lll Based on market capitalisation between April 1, 2004 & September 30, 2004 ^ ^ Based on H1 2006-07 RIL: Reliance Industries RPL: Reliance Petroleum 
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Corporate Office: B-404, Shivalik Plaza, Opp. АМА, 
4 Eie ala 2| Panjrapole, Ahmedabad - 380 015. India. 
ae. м Tel.: +91 79 30013333 Fax: +91 79 30013300 
| E-mail: corporate@intellicon.in 
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BT 500 OVER THE YEA 


COMBINED 
TOP 10 BY MOTOR 
SALES ки 


1 
(RANK) 


INDIAN OIL CORP. 


2,55,764 
(SALES* IN Rs CRORE) 


2 
RIL 
1,18,354 


*Figures are for 2006-2007 


TOP 10 THROUGH THE YEARS: SALE‘ 

1998" 1999" 2000° 2001" 2002" 2003" 2004" 2005 2006 2006-07 RANI 
Reliance | Reliance ^ Reliance RPL RPL Reliance Reliance RIL RIL RIL З 
HLL** Н” HLL'* Reliance ^ Reliance ни?" Tata Motors Tata Motors Tata Motors TATA MOTORS a 
Tata Motors ITC Tata Motors HLL” HLL” ITC Tata Steel Tata Steel ICICI Bank ICICI BANK € 
Tata Steel L&T ITC ITC L&T ICICI Bank HLL” L&T Tata Steel HINDALCO 4 
IDBI Tata Steel Tata Steel Tata Motors Tata Motors Tata Motors L&T ITC ITC TATA STEEL 5 
ITC Tata Motors L&T L&T Tata Steel Tata Steel Maruti Maruti L&T ITC 6 
ICICI M&M Grasim Tata Steel VSNL IPCL ICICI Bank ICICI Bank Maruti L&T Ж 
L&T Grasim M&M Grasim ITC Maruti Udyog IPCL HLL* Hindalco BHARTI AIRTEL 8 
Grasim Bajaj Auto Bajaj Auto M&M IPCL L&T TCS Hindalco HLL MARUTI SUZUKI 9 
M&M ACC ACC Bajaj Него Honda Hindalco ITC Grasim TCS TCS 10 


# For year ended March 31, 1998 жж For year ended December 31, 1997 * For year ended March 31, 1999 ж-ж For year ended December 31, 1998 
® For year ended March 31, 2000 ## For year ended December 31, 1999 * For year ended March 31, 2001 >> For year ended December 31, 2000 
¥ For year ended March 31, 2002 Жжж For year ended December 31, 2001 X For year ended March 31, 2003 XX For year ended December 31, 2002 
Bi For the year ended March 31, 2005 # For the year ended December 31, 2003 @ For the year ended December 31, 2004 

RIL: Reliance Industries RPL: Reliance Petroleum Trading (Export/ Import) firms not included 
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Those who seek out standby and prime power solutions rely on 
.. partners who are up to speed. Who stand ready with ideas. Who 
` are, in a word, "on." Kohler, is that partner, on because the 
people behind the name аге оп. Always. 


- And whether we're providing a tumkey system to protect your 
most critical applications or thinking through an eminently effective 
solution to a unique challenge, you'll know the power will be on, 
guaranteed. 


Come to Kohler and tell us what you need. We'll bring it. 


Marine Generators 


KOHLER KohlerPower.com 


Kohler india Corporation Pvt. Lid. Power Systems South Asia, 138/6, 6" A Cross, RMV Extensior 
Bangalore : Мг. Manu Ramakrishna - 99800 62702 / Chennai : Mr. < 


Delhi : Mr. Sudeep Рай - 98713 47782 /Pune : Mr. Dinesh Pat 





BT 500 OVER THE YEARS 
PATE MN: 





TOP 10 THROUGH THE YEARS: NET PROFIT 


1996-97 1997-98 1998-99 1999-2000 2000-01 2001-02 2003-04 2004-05 2005-06 2006-07 RANK 
Reliance Reliance Reliance Reliance ONGC Reliance Reliance Reliance RIL RIL a 
IDBI IDBI HLL HLL IOC Reliance Petro. HLL | Tata Steel Tata Steel HINDUSTAN ZINC (B) 
ICICI Bank ICICI Bank ITC ITC SBI HLL Tata Steel | ITC TCS TATA STEEL 8 


TELCO HLL Hindalco Bajaj Auto MTNL VSNL ICICI Bank ICICI Bank ICICI Bank BHARTI AIRTEL 
TISCO L&T Bajaj Auto Hindalco HP ITC TCS Infosys Infosys INFOSYS 
Bajaj Auto ITC L&T TISCO GAIL Wipro ITC TCS ITC TCS 


L&T Bajaj Auto ТІЅСО L&T BP Hindalco Wipro Hindalco Bharti WIPRO 
Tata Chem. IFCI BSES Infosys IDBI HDFC HDFC Tata Motors Hindalco ITC 


HLL Hindalco HDFC HDFC VSNL Infosys Infosys Wipro Wipro ICICI BANK E 


Hindalco Tisco M&M BSES BHEL Bajaj Auto Hindalco Bharti Tata Motors HINDALCO 






NET PROFIT 


1 
RANK 
ONGC 
15,643 


NET PROFIT* IN Rs CRORE 





COMBINED E 
TOP 10 BY 


"Figures are for 2006-2007 
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ADVANTAGE TAMIL NADU 








aL: well established 
IIT, 266 Engineering Colleges, 230 Polytechnics and 626 
Industrial Training Institutes. 600,000 IT ready students every 


year, trained by the best teachers spread across 
Rapid Infrastructure Development E 
Infrastructure development rated better than other 
states/cities by independent international investor studies. offering distinct advantages to 


Tamil Nadu has second largest power generating capacity of 
13,362 MW as on 31.03.07. 3000 MW surplus and 
uninterrupted power; additional 6,000 MW in the pipeline. 
No power cuts at all. Dual grid power supply for I T Industries 


First in Bandwidth availability Wea 


13.5 terabit- largest in India Dae 
46. 1% software export growth, Current cau 5049 Mn USD 











CHENNA; 
SEZ I&i a47 















2900 + FDI proposals valuing USD 6.50 Bn - 
9.20% share of FDI to India 








The state has three modern sea sut» Chennai, Ennore 
(Chennai) and Tuticorin 







\ 








270+ international passenger and 28 cargo flights per week- 
largest in South India 

Tamil Nadu offers the best healthcare facility in India. Multi- 
speciality healthcare facilities available in Chennai, Madurai, 
Coimbatore, Tiruchy, Salem and Tirunelveli 
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Tamil Nadu offers the highest loyalty of the employees as > | "TE 
compared to other states in India — Tuticorin Port 
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Not even a single man day lost due to labour unrest in the I T 
industry of Tamil Nadu 

1 

Tamil Nadu police is equated to Scotland Yard of UK - there is 
huge disincentive to crimes and law & order problems 


Pro-active Government suppe Е | TAMILNADU A 
| pro-activebureaucracy  ăć< ® 1 
< 


Industry friendly IT Policy and single window clearance 7 THE GLOBAL 1.T DESTINATION 


Electronics Corporation of Tamil Nadu Ltd. (ELCOT) 


(A Government of Tamil Nadu Undertakina 

692, Anna Salai, Nandanam, Chennai 600 035, Tamil Nadu, India. 
Adding Value through iT iy AR ET NC Myx Mt) RCE КККК: 

E-mail: md@elcot.in; info@elcot.in Website: www.elcot.in 











All the Top ten IT companies operate in Tamil Nadu 





DIPR/1945/DIS/2007 





















THE 
NEXT 500 


Tomorrow's Reliance, Bharti 

or TCS may come from one 

of the companies in BT 501- TOP 15 BY 

1000. But for now, they are MARKET CAP 
1 


rather small-any which way 
RANK 


one looks. 
CITY UNION BANK 
514.2 





11. MCNALLY BHARAT ENGG. CO. 482.5 
12. JINDAL POLY FILMS 482.4 

13. INDO TECH TRANSFORMERS 481.6 
14. KEI INDUSTRIES 480.4 

15. BAJAJ ELECTRICALS 478.9 

* Average market cap for H1 2007 


2 
UTTAM GALVA STEELS 


TOP 15 BY 
REVENUE 
1 


RANK) 
JK TYRE & INDUSTRIES 
2,81 
REVENUES” IN 


CRORE 


13. MANGALORE CHEMICALS 
& FERTILIZERS 1,367 


14. SHAH ALLOYS 1,366 


15. RAMSARUP INDS. 1,306 
“Figures are for 2006-2007 
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THE NEXT 500 
DSLR I, 






SARDA ENERGY 

2 & MILLS 

KARUTURI NETWORKS 336 
383 












VE. 4 je 
Es AURI ONE 
| SOLUTIONS 
TOP 15 BY | 333 E. 
ABSOLUTE GAINS 
8 1 
10 KLG SYSTEL (RANK) TN 
BAG FILMS 309 GEEFCEE FINANCE Ад 
& MEDIA 420 EA 
289 (GAIN* IN Rs CRORE) ‘= é 
ELECTROTHERM 
11 INDIA 
LUMAX 320 - 
INDUSTRIES 7 : 
PHILLIPS 6 
CARBON BLACK bag eas ^ 
317 5 
12 
NIRLON 13 
13 


13. INDO TECH TRANSFORMERS 279 
14. TRITON CORP. 277 
15. DIAMOND POWER 


INFRASTRUCTURE 267 
2 *Gains for H1 2007 over H1 2006 


CONFIDENCE 
PETROLEUM INDIA 
4,821 


8. BA G FILMS & MEDIA 500 
9. KARUTURI NETWORKS 427 
10. BALASORE ALLOYS 422 
11. GOLDSTONE TECH 418 


TOP 1 2 BY 12. SURAJ STAINLESS 404 
PERCENTAGE GAIN 13. ASIAN CERC INFOTECH 394 
1 14. BELLARY STEELS & ALLOYS 379 
id 15. G L HOTELS 365 
TEMPTATION FOODS *Percentage gain for H1 2007 over H1 2006 


ғ 
(GAIN* IN PER CENT) 








Tadia о Pride since [ОГИ Hlovember 1958 


India's largest Iron Ore producer e R&D Centre is ISO 9001 : 2000 
certified and it has been declared 


Enriching lives since 50 years 
"Centre of Excellence". 
50 years of Nation building through 


service to India's Core Sector e Recorded Profit After Tax 


Production units are ISO 9001 : 2000 (PAT) of Rs.2,320 crore for 
and ISO 14001 : 2004 certified the year 2006-07. 


tom Erd i 


National Mineral Development Corporation Limited 


(A Govt. of India Enterprise 
Regd. Office : 10-3-311/A, Khanij Bhavan, Castle Hills, Masab Tank, Hyderabad - 500 028. A.P. India 
Tel : +91-40-23538713-21. Fax: +91-40-23538711. Website : www.nmdo-india.com 


NMDC : Eco-friendly Miners 











BT 100 BY 


The top 100 companies 
account for almost 80 per 
cent of the combined 
market cap of BT 500 
companies. 












5.03 Automotive 
2 Cements 
8.5 Real Estate 
2 Infrastructure 
3.1 Pharma 
1.36 Power 
COMPOSITION OF m e 
pr 3.5 Non-Ferrous Meta 
MARKET CAP E 
0.42 Chemicals 
0.6 Consumer Durable 
Ne 6.42 Diversified 
NS 1 Liquor 


2.37 Steel 


ET. ы 2 Wind Energy 


2 Others 


Figures in per cent and are 
based on average market 
; сар for 41 2007 

Wind Energy 1 


Steel 5 
Liquor 0.6 













ct COMPOSITION 
Durables OF 2007'S 
wei 2 e BT 100: 
FMCG 3 BY SALES 


4 Cements 

2.74 Real Estate 
0.63 Infrastructun 
4 Pharma 

2 Power 


0.66 Media & 
Entertainmer 


8.68 Non-Ferrous 


Non-Ferrous 6.24 — 

Metals | 

Media & 0.32 GF 
Entertainment 

Power 1.88 

Pharma 3 

Infrastructure 2 

Real Estate 1.23 

Cements 2.9 


Figures in per cent and are based on sales for 2006-2007 










Metals 
BT 100: 2.9 FMCG 
BY NET PROFIT 0.58 Chemicals 
1.01 Consumer 
Durables 


6.5 Diversified 
0.62 Liquor 

7 Steel 

1.2 Wind Energy 
2 Others 


Figures in per cent and are based on net 
profit for 2006-2007 
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INDICATIVE LIST 
2005-07 BATCH 
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ADMISSION NOTIFICATION 
Applications are invited from students appearing in CAT / MAT / XAT 2008 for AVON 
admission to the following two-year, full-time programme: 
Post Graduate Diploma in Management 
XIII batch 2008 - 2010 (Approved by AICTE) CH 


TEREMETTTIG 
СА ААА m Cf rr ngon, 


Deutsche Bank 
gibility : Graduate/Postgraduate in any stream from a recognised university. Candidates in the final year of their graduation may also apply. 


SAI Lih 
iplication Procedure : The Prospectus and application form can be obtained from the Admission Office on Payment of Rupees 1200 numm On. 
velve hundred only) in cash or by post Rs. | 250, a demand draft drawn in favour of Asia-Pacific Institute of Management, payable at New Delhi. d 









ES 






T 


` 
wu. е 





Important Dates: HSBC «> 
Date of MAT Test : 2-Dec-2007, Date of XAT Test : 6-Jan-2008 PPM 
Last Date of submission of AIM's form : 31-Jan-2008 


NOD 





е Centurion 





e driving spirit: The spirit of Dynamic environment: The Placement Status 2007: AIM observed yet 





ation that founded the Asia-Pacific latest state-of-the-art campus adds another excellent placement season. Many students Quite = 

itute of Management (AIM) in1996 drives comfort to learning by integrating achieved multiple offers. And many good companies 

institute even today. It offers a distinctly * Centrally-air-conditioned lecture returned without getting any student. | 

aborative experience, unparalleled class room with latest teaching The highest package of Rs. 13 lac was offered for O 

demics and career resources and a aids. international placement and Rs. 6.4 lakh for domestic Mahindra 2 
mitment to learning and persona! . Wi-Fi Campus and Digital placement. Average salary has gone up to Rs. 4 lac. 

vh. Library AIM started receiving enquires for the batch 2008 from (magma SB RELIGARE 
' the Asia-Pacific region, AIM draws its — . Big Auditorium, Conference Hall the companies visited last year and many from other 

er from a paradox itis a place for * Hostel & Cafeteria equally reputed companies for final and summer 4 

mary pragmatists for hands-on thinkers, , р, Facility placements, stipends being offered to students has icici sans 

for people who dream of changing the — — Ou Cir just doubled. AIM extends its sincere thanks to all — 
d and have the plan and the passion to real Career Opportunity recruiters for supporting in the Institute's placement Fò + 


e it happen with creativity, passion, ® Education loan available 
nsity and playfulness that drive through Punjab National Bank 
ything at AIM. across India. 


programme last year and is extending an invitation to 
all companies to make PPT (Pre placement talk) to 
discuss the job profile with AIM's final year students. 


= À P 





Asia-Pacific Institute of Management 


Satyam 


3, Institutional Area, Jasola, New Delhi 110 025 
Ph: 011-4209 4800 Í 818 / 819, Toll-free No.: 1800 113334, Fax: 011-2695 1541 
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| 





255 31 Infotech 
215 3M India 

^ 

744 Aarti Industries 


804 Aarvee Denims & Exports 174 


62  Aban Offshore 

30 ABB 

429 Abbott India 

883 ABC Bearings 

708 ABG Heavy Inds. 
187 ABG Shipyard 

594 Abhishek Industries 
39 ACC 

936 Accel Frontline 


509 Action Const. Equipment 


73 Adani Enterprises 
485 Adhunik Metaliks 
51 Aditya Birla Nuvo 
222 Adiabs Films 
622 Ador Welding 


736 Advani Hotels & Resorts 


274 Advanta India 

748 Aegis Logistics 

469 Aftek 

632 Agro Tech Foods 
446 Ahluwalia Contracts 
409 Ahmednagar Forgings 
172 AIA Engineering 
155 Akruti City 

933 Aksh Optifibre 

979 Alchemist Realty 
377 Alembic 

229 Alfa Laval (India) 
36* Allahabad Bank 


225 Allcargo Global Logistics 


488 Allied Digital Services 
666 Allsec Technologies 
351 Alok Industries 

838 Alphageo (India) 


171 














RANK COMPANY 

866 Alps Industries 

115 Alstom Projects India 
479 Amara Raja Batteries 


| 840 Ambalal Sarabhai Ent. 


34 Ambuja Cements 

101 Amtek Auto 

270 Amtek India 

102 Anant Raj Industries 
34* Andhra Bank 

626 Andhra Cements 

835 Andhra Petrochemicals 
769 AP Paper Mills 

722 Andhra Sugars 

661 ANG Auto 

896 Ankit Metal & Power 
618 Ankur Drugs & Pharma 
580 Ansal Housing & Const. 


154 Ansal Properties & Infra. 


474 Apar Industries 

179 Apollo Hospitals Ent. 
248 Apollo Tyres 

313 Aptech 

91 Areva T&D India 
699 Arihant Foundations 
620 Arrow Webtex 

432 Arshiya International 
366 Arvind Mills 

239 Asahi India Glass 
305 Ashapura Minechem 
971 Ashiana Housing 
103 Ashok Leyland 

783 Asian Cerc Info Tech 
332 Asian Electronics 
757 Asian Granito India 


| 245 Asian Hotels 


69 Asian Paints 
286 Asian Star Co. 
554 Assam Co. 


407 Astra Microwave Products 


974 Astral Poly Technik 


PAGE 
176 


140 | 


154 
174 
136 
140 




















DECEMBER 16 2007 


| RANK COMPANY PAGE 
266 Astrazeneca Pnarma 146 
502 Atlanta 160 
205 Atlas Copco (India) 144 
724 Atul 171 
534 Aurionpro Solutions 160 
136 Aurobindo Pharma 140 
761 Autoline Industries 172 
419 Automotive Axles 152 
538 Avaya Globalconnect 160 
160 Aventis Pharma 142 
37 Axis Bank 136 
581 Aztecsoft 162 
B 
614 BAG Films & Media 164 
27 Bajaj Auto 136 
289 Bajaj Auto Finance 146 
515 Bajaj Electricals 160 
192 Bajaj Hindusthan 142 
892 Bajaj Hindusthan Sugar 176 
284 Balaji Telefilms 146 
857 Balasore Alloys 176 
341 Balkrishna Industries 148 
241 Balrampur Chini Mills 144 
808 Banco Products (India) 174 
20* Bank of Baroda 158 
18* Bank of India 158 
49* Bank of Maharashtra 158 
386 Bank of Rajasthan 150 
943 Bannari Amman Mills 178 
437 Bannari Amman Sugars 152 
658 Bartronics India 166 
435 BASF India 152 
347 Bata India 148 
830 Batliboi 174 
354 Bayer Cropscience 150 
812 Bellary Steels & Alloys 174 
32* BEML 158 
279 Berger Paints India 146 
571 Best & Crompton Engg. 162 
| 72 BF Utilities 138 





| 639 Bhagyanagar India 
| 598 Bhansali Engg. Polymers 
| 325 Bharat Bijlee 


14* 
78 


Bharat Electronics 
Bharat Forge 


| 3* Bharat Heavy Electricals 


16* Bharat Petroleum 
336 Bharati Shipyard 
2 Bharti Airtel 

166 Bhushan Steel 





| 960 Bihar Caustic & Chemicals 180 


287 Bilcare 

863 Bilpower 

196 BILT 

285 Binani Cement 


| 467 Binani Industries 





111 Biocon 

216 Birla Corporation 
949 Birla VXL 

253 BL Kashyap & Sons 
741 Blue Bird (India) 
290 Blue Dart Express 
189 Blue Star 

451 BOC India 


| 487 Bombay Burmah Corp. 
197 Bombay Dyeing 
294 Bombay Rayon Fashions 


853 Borosil Glass Works 
369 Bosch Chassis Systerns 
697 BPL 


| 137 Britannia Industries 


942 Broadcast Initiatives 
878 Brushman (India) 
574 BSEL Infrastructure 
C 

592 C&C Constructions 
120 Cadila Healthcare 
23 Caim India 

302 Cambridge Solutions 
19* Canara Bank 
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146 
176 
142 
146 
154 
140 
144 
178 
146 
171 
146 
142 
154 
154 
142 
146 
176 
150 
166 
140 
178 
176 
162 


162 
140 
136 
148 
158 
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RANK COMPANY PAGE 
897 Caprihans India 176 
265 Carborundum Universal 146 
786 Carol Info Services 172 
151 Castrol India 142 
607 CCL Products (India) 164 
436 Ceat 152 
981 Celebrity Fashions 180 
30* Central Bank of India 158 
644 Centrum Capital 164 


84 Centurion Bank of Punjab 138 
692 Century Enka 166 
604 Century Plyboards (India) 164 
85 Century Textiles & Ind. 138 
142 CESC 140 
261 Chambal Fertilisers & Chem. 146 


412 Champagne Indage 152 
613 Chemplast Sanmar 164 
37* Chennai Petro. Corp. 158 
316 Chettinad Cement Corp. 148 


460 Cholamandalam DBS Fin. 154 
920 Chowgule Steamships 178 
558 Ciba Specialty Chemicals 162 














563 Cinemax India 162 
42 Cipla 136 
501 City Union Bank 160 | 
418 Clariant Chemicals 152 | 
643 Classic Diamonds (India) 164 
785 Clutch Auto 172 
240 CMC 144 
100 Colgate-Palmolive (India) 138 
727 Confidence Petro India 171 
15* Container Corp. of India 158 
375 Core Projects & Tech. 150 
358 Coromandel Fertilisers 150 
31* Corporation Bank 158 
845 Cosmo Films 174 
560 Country Club (India) 162 
301 Cranes Software Inti 148 
716 Crest Animation Studios 171 
784 Crew BOS Products 172 
182 Crisil 142 
64 Crompton Greaves 138 
76 Cummins India 138 
‚ —— 

67 Dabur India 138 
321 Dabur Pharma 148 


275 Dalmia Cement (Bharat) 146 
792 Datamatics Technologies 172 


300 DCM Shriram 146 
751 DCW 172 
263 Deccan Aviation 146 
99 Deccan Chronicle Hold. 138 
842 Deep Industries 174 
397 Deepak Fertilisers & 

Petrochem Corp. 150 
739 Denso India 171 


277 Development Credit Bank 146 
586 Dewan Housing Fin. Corp. 162 


641 Dhampur Sugar Mills 164 
768 Dhanalakshmi Bank 172 
596 Diamond Power Infra. 162 
959 DIC India 180 
733 Disa India 171 
119 Dish TV India 140 
207 Dishman Pharma & Chem 144 
75 Divi's Laboratories 138 
5 DLF 136 
755 D-Link (India) 172 
774 Dolphin Offshore Ent. 172 
344 Donear Industries 148 


56 Dr. Reddy's Laboratories 
492 DS Kulkarni Developers 
486 Dynamatic Technologies 
E 


138 
154 
154 


550 Eastern Silk Inds. 160 
627 Easun Reyrolle 164 
| 738 ECE Industries 171 
140 Educomp Solutions 140 
379 Eicher Motors 150 
330 EID-Parry (India) 148 
124 EIH 140 
702 EIH Associated Hotels 171 
815 Eimco Elecon (India) 174 
637 Elantas Beck India 164 
427 Elder Pharmaceuticals 152 
257 Elecon Engineering Co. 146 
394 Eiectrosteel Castings 150 
533 Electrotherm (India) 160 
556 Elgi Equipments 162 
304 Emami 148 
| 381 Emco 150 
756 Emkay Brokers 172 
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RANK COMPANY PAGE 
752 Empire Industries 172 
925 Energy Development Co. 178 
41* Engineers India 158 
737 English Indian Clays 171 
895 Enkei Castalloy 176 
662 Ennore Foundries 166 
986 Entegra 180 
208 Entertainment Network 144 
371 Era Infra Engineering 150 
453 Esab India 154 
396 Escorts 150 
320 Ess Dee Aluminium 148 
87 Essar Oil 138 
249 Essar Shipping 144 
116 Essar Steel 140 
355 Essel Propack 150 
680 Euro Ceramics 166 
582 Eveready Industries 162 
877 Everest Industries 176 
209 Everest Kanto Cylinder 144 
395 Everonn Systems 150 
938 Evinix Accessories 178 
130 Exide Industries 140 
345 FAG Bearings India 148 
793 Fairfield Atlas 172 
624 FCI Oen Connectors 164 
997 FCS Software Solutions 180 
468 FDC 154 
540 Fedders Lloyd Corp. 160 
178 Federal Bank 142 
494 Federal-Mogul Goetze 154 
913 Fem Care Pharma 178 
801 Ferro Alloys Corp. 174 
934 Fiem Industries 178 
59 Financial Technologies 138 
299 Finolex Cables 146 
372 Finolex Industries 150 
148 Firstsource Solutions 140 


858 Flat Products Equipments 176 


881 Fomento Resorts 176 
482 Forbes Gokak 154 
572 Force Motors 162 
654 Fortis Financial Services 166 
218 Fortis Healthcare 144 
| 723 Foseco India 171 





RANK COMPANY PAGE 
776 Four Soft 172 
777 Fulford (India) 172 
995 Futura Polyesters 180 
G 
794 Gabriel India 172 
8* GAIL (India) 158 
870 Galaxy Entertainment 176 
141 Gammon India 140 
` 408 Ganesh Housing Corp. 152 
742 Garden Silk Mills 171 
583 Garware Offshore 162 
672 Garware-Wall Ropes 166 
254 Gateway Distriparks 146 
430 Gati 152 
675 Gayatri Projects 166 
735 GE Capital Transportation 
Financial Services 171 
523 Geefcee Finance 160 
588 Gemini Communication 162 
587 Genus Power Infra. 162 
238 Geodesic Info Systems 144 
402 Geojit Financial Services 152 
442 Geometric 152 
295 GHCL 146 
685 GIC Housing Finance 166 
168 Gillette India 142 
291 Gitanjali Gems 146 
621 GL Hotels 164 
186 GSK Healthcare 142 
63 GlaxoSmithKline Pharma 138 
70 Glenmark Pharma 138 
201 Global Broadcast News 144 
642 Global Vectra Helicorp 164 
825 Glodyne Technoserve 174 
813 GMM Pfaudler 174 
535 GMR Industries 160 
28 GMR Infrastructure 136 
584 Godavari Fert. & Chem 162 
570 Godawari Power & Ispat 162 
282 Godfrey Phillips India 146 
153 Godrej Consumer Prod 142 
95 Godrej Industries 138 
417 Gokaldas Exports 152 
728 Goldiam International 171 
927 Goldstone Technologies 178 
918 Goodricke Group 178 





| 565 Goodyear India 
| 691 Graba! Alok Impex 


| 906 Granules India 


| 410 Graphite India 

25 Grasim Industries 

114 Great Eastern Shipping 
159 Great Offshore 

260 Greaves Cotton 

677 Greenply Industries 


| 710 Gremach Infrastructure 
| 423 Grindwell Norton 


490 Gruh Finance 
601 GTC Industries 
| 237 GTL Infrastructure 


| 200 GTL 


551 Gujarat Ambuja Exports 
841 Gujarat Apollo Inds. 
132 Gujarat Fluorochemicals 
234 Gujarat Gas Co. 

| 43* Gujarat Mineral 

50* Gujarat Narmada Valley 
268 Gujarat NRE Coke 

647 Gujarat Sidhee Cement 
40* Gujarat State Petronet 

| 276 Gulf Oil Corporation 

| 714 GV Films 

180 GVK Power 

874 Gwalior Chemical Inds. 
H = 

610 Hanung Toys & Textiles 
963 Harrisons Malayalam 
177 Havells India 

456 HBL Power Systems 

| 158 HCL Infosystems 

| 31 HCL Technologies 

16 HDFC Bank 

420 HEG 

663 Helios & Matheson 
688 Henkel India 

616 Hercules Hoists 

711 Heritage Foods (India) 
46 Hero Honda Motors 
219 Hexaware Technologies 
392 HFCL Infotel 

448 Hikal 

362 HFCL 





RANK COMPANY 

352 Himadri Chem. & Ind. 
947 Hind Rectifiers 

35 Hindalco Industries 
365 Hinduja TMT 

859 Hindustan Composites 
164 Hindustan Const. Co. 
23* Hindustan Copper 

591 Hindustan Dorr-Oliver 
503 Hindustan Motors 

404 Hind. Oil Exploration Co. 
22* HPCL 

530 Hindustan Sanitaryware 
13 Hindustan Unilever 

21 Hindustaninc 


136 


465 Hindusthan Nat. Glass 154 


715 Hitachi Home 

970 Hi-Tech Gears 

39* HMT 

771 Honda Siel Power Prod. 
264 Honeywell Automation 
230 Hotel Leelaventure 
470 House of Pearl Fashions 
54 Housing Devt & Infra. 
11 HDFC 

721 HOV Services 

104 HT Media 

388 HTMT Global Solutions 
930 Hyderabad Industries 

| 

212 ICI India 

7  ICICI Bank 

374 ICRA 

370 ICSA (India) 

20 Idea Cellular 

764 IFGL Refractories 

36 i-flex Solutions 

843 |G Petrochemicals 
958 Igarashi Motors India 
378 Igate Global Solutions 
827 IKF Technologies 

553 IL&FS Invest. Managers 
293 IL&FS Investsmart 
105 India Cements 

539 India Glycols 

152 India Infoline 


171 
180 
158 


RANK COMPANY 

914 India Nippon Electricals 
882 India Steel Works 

52  Indiabulls Fin. Services 
65 Indiabulls Real Estate 
27* Indian Bank 

68 Indian Hotels Co. 

802 Indian Hume Pipe Co. 
6* Indian Oil Corporation 
26* Indian Overseas Bank 
60 IPCL 

946 Indianivesh 

834 Indo Asian Fusegear 
444 Indo Rama Synthetics 
513 Indo Tech Transformers 
634 Indoco Remedies n 
770 Indo-Pacific Software & 
Entertainment 

655 Indraprastha Corp. 
931 Ind-Swift Laboratories 
600 Indus Fila 

251 Indusind Bank 

71 IDBI 

38* IFCI 

193 Info Edge (India) 

536 Infomedia India 

4 Infosys Technologies 
247 Infotech Enterprises 
13* IDFC 

202 ING Vysya Bank 

360 Ingersoll-Rand (india) 
426 Inox Leisure 

917 Intl. Travel House 
322 IOL Broadband 

821 lon Exchange (India) 
244 Ірса Laboratories 
303 ISMT 

221 ispat Industries 

969 IST 

814 IT People (India) 

10 ITC 

686 ITD Cementation India 
183 IVR Developers 

112 IVRCL 

J 

544 Jagatjit Industries 
167 Jagran Prakashan 
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142 


136 


RANK COMPANY 

590 Jai Balaji Inds. 

145 Jai Corp. 

156 Jain Irrigation Systems 

41 Jaiprakash Associates 

226 Jaiprakash Hydro Power 

150 Jammu & Kashmir Bank 

992 Jay Shree Tea & Inds. 

788 Jayaswal Neco Inds. 

147 Jaybharat Textiles & 
Real Estate 

611 Jaypee Hotels 

466 JB Chemicals & Pharma 

425 JBF Industries 

665 JCT 

80 Jet Airways (India) 

994 Jeypore Sugar Co. 

907 Jhagadia Copper s 

440 Jindal Industries 

988 Jindal Photo 

512 Jindal Poly Films 

165 Jindal Saw 

562 Jindal SW Holdings 

203 Jindal Stainless 

57  Jindal Steel & Power 

636 Jindal Worldwide 

337 JK Cement 

998 JK Investo Trade (India) 

439 JK Lakshmi Cement 

635 JK Paper 

559 JK Tyre & Inds. 

138 JM Financial 

506 JMC Projects (India) 

993 JMT Auto 

926 Jolly Board 

61 JSW Steel 

123 Jubilant Organosys 


976 Kale Consultants 
732 Kalindee Rail Nirman 
129 Kalpataru Power 
243 Kalyani Steels 

775 Kamat Hotels (India) 
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RANK COMPANY 

916 Kanishk Steel Inds. 
847 Kanoria Chemicals 
236 Kansai Nerolac Paints 
198 Karnataka Bank 

246 Karur Vysya Bank 
520 Karuturi Networks 
575 KCP 

787 KCP Sugar & Inds. Corp. 
206 KEC International 
514 Kei Industries 

726 Kemrock Industries 
350 Kennametal India 
709 Kernex Microsystems 
214 Kesoram Industries 
700 Kewal Kiran Clothing 
973 Khaitan Electricals 
473 Khoday India 

118 Kirloskar Brothers 
522 Kirloskar Electric Co. 
484 Kirloskar Ferrous Ind. 
169 Kirloskar Oil Engines 
475 Kirloskar Pneumatic Co. 
548 KLG Systel 

980 Kohinoor Foods 

796 Kojam Fininvest 

32 Kotak Mahindra Bank 
546 Kothari Products 

361 KPIT Cummins 

743 KRBL 

833 Krishna Lifestyle Tech. 
333 KS Oils 

385 KSB Pumps 

224 KSL & Industries 

L 


342 Lakshmi Energy & Foods 
144 Lakshmi Machine Works 


547 Lakshmi Vilas Bank 
875 Lanco Industries 

107 Lanco Infratech 

638 Lanxess ABS 

9 Larsen & Toubro 

806 LG Balakrishnan & Bros. 
750 Liberty Shoes 

269 LIC Housing Finance 
683 Link House Inds. 
496 Lloyd Electric & Engg. 
854 Lloyds Metals 


RANK COMPANY 

800 Lloyds Steel Inds. 

758 Logix Microsystems 
766 Lok Housing & Const. 
919 Lokesh Machines 

967 Lotte India Corp. 

549 Lumax Industries 

94 Lupin 

M 

518 Macmillan India 

398 Madhucon Projects 
338 Madras Aluminium Co. 
128 Madras Cements 

541 Magma Shrachi Finance 
21* MTNL 

939 Maharaja Shree Umaid 
623 Maharashtra Scooters 
122 Maharashtra Seamless 
38 Mahindra & Mahindra 
213 M&M Financial Services 
443 Mahindra Forgings 
191 Mahindra Lifespace 


650 Mahindra Ugine Steel Co. 


457 Man Industries (India) 
836 Manali Petrochemical 
532 Mangalam Cement 


704 Mangalore Chem. & Fert. 


24* Mangalore Refinery 
555 Manugraph India 


162 


403 Marathon Nextgen Realty 152 


660 Marg Constructions 
143 Marico 

790 Marksans Pharma 
26 Maruti Suzuki India 
569 Mascon Global 

400 Mastek 

781 Mather & Platt Pumps 
139 Matrix Laboratories 
912 Mawana Sugars 

113 Max India 

767 Maxwell Industries 
676 Mcdowell Holdings 
450 McLeod Russel India 
511 McNally Bharat Engg. 
822 Media Video 

499 Megasoft 

471 Meghmani Organics 
376 Mercator Lines 
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166 


RANK COMPANY 

445 Merck 

406 MIC Electronics 

357 Micro Inks W 

718 Micro Technologies 
740 Mid-Day Multimedia 
872 Milkfood 

873 Millennium Beer Inds. 
891 Minda Industries 

175 MindTree Consulting 
703 Mirc Electronics 

696 Mirza International 

9* MMTC 

990 Modern India 

890 Modison Metals 

987 Mold-Tek Technologies 
353 Monnet Ispat & Energy 
310 Monsanto India 

595 Morepen Laboratories 
110 Moser Baer India 


161 Motherson Sumi Systems 142 


47 Motor Industries Co. 


136 


605 Mount Everest Mineral Water 164 


106 Mphasi 

250 MRF 

952 MSK Projects (India) 
955 MSP Steel & Power 
832 Mudra Lifestyle 

463 Mukand 

795 Mukta Arts 

799 Munjal Showa 

421 Muri Industries 

860 Murudeshwar Ceramics 
424 Mysore Cements 

N 

701 Nagarjuna Agrichem 
126 Nagarjuna Const. Co. 
334 Nagarjuna Fertilizers & 
Chemicals 

504 Nahar Industrial Ent. 
630 Nahar Spinning Mills 
689 Nalwa Sons Invsts. 
609 Natco Pharma 

11* National Aluminium Co. 
7* NMDC 

561 National Organic Chem. 
915 National Peroxide 

2* NTPC 


RANK COMPANY 

329 Nava Bharat Ventures 
615 Navin Fluorine Intl. 
480 Navneet Publications 
928 NCL Industries 

657 Nectar Lifesciences 


| 670 Nelcast 


745 Nelco 

964 NEPC India 

405 Nesco 

55 Nestle India 

195 Network 18 Fincap 
190 New Delhi Television 
17* Neyveli Lignite Corp. 
754 Nicco Corp. 

93 Nicholas Piramal India 
211 NIIT 

228 NIIT Technologies 
886 Nilkamal 

940 Nippo Batteries Co. 
552 Nirlon 

173 Nirma 

519 Nitco Tiles 

495 Nitin Fire Protection Ind. 
491 Noida Toll Bridge Comp. 
227 Northgate Technologies 
348 Novartis India 

537 NRB Bearings 


160 


280 Nucleus Software Exports 146 
780 Numeric Power Systems 172 


0 








454 OCL India 

678 Oil Country Tubular 
824 OK Play India 

521 Om Metals Infraprojects 
850 Omax Autos 

92 Omaxe 

807 Omnitech Infosolutions 
1* ONGC 

184 Opto Circuits (India) 
319 Orbit Corporation 

262 Orchid Chemicals & 
Pharmaceuticals 

893 ORG Informatics 

956 Orient Abrasives 


416 Orient Paper & Industries 


29* OBC 
462 Oriental Hotels 





Presenting Birla White Glass Fibre 
Reinforced Concrete (GRC). 

Now you can turn 
your living space 
into a magnificent 
* palace too. Be it the 
magnificent pillars 


and sculptures or the intricate lattice work and 





carvings, this wonder material can recreate it all. 
Just the way you want. Extremely lightweight, 
GRC combines the moulding properties of cement 
with the tensile strength of glass fibre. And it's such 
unique qualities that have made it one of the most 


versatile, most preferred architectural tools in the 


For further information contact: Birla White (Division of Grasim Industries Limited), 1st Floor, Ahura Center, Mahakali Caves Road, 
Andheri (E), Mumbai — 400093. Tel: (022) 66928303/10. Plant address : Birla White G R C, Plot no 14, G.I. D. C. Estate, Village Manjusar, 





Arches & columns like The Leela 
Fins like The ITC Sonar Bangla 
Domes like The Nareli Temple 
Shouldn't your living 


space get that feel too? 


world. Having opened up a whole new world of 
opportunities for modern architecture, GRC can 
even mould a design of 
yesterday, today. Want an 
Egytian cavetto- and- fillet 
comice at your entrance? Not | 


a problem. All you need is | 





your imagination, a design іп 
your mind and you can leave the rest to GRC. 


Amazing, isnt it ? 





Taluka Savli, District Vadodara-391775, Gujarat. Tel.: (02667) 264380, Fax.: (02667) 264381. Or write to pdasgupta@adityabirla.com 


Visit www. birlawhite.com 
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RANK COMPANY 

576 Oscar Investments 
P 

542 Page Industries 
174 Panacea Biotec 
687 Panchmahal Steel 


865 Panoramic Universal 


77 Partaloon Retail (India) 


577 Paper Products 
693 Paramount Comm. 
508 Parry Agro Inds. 


88 Parsvnath Developers 
185 Patel Engineering 


79 Patni Computer Systems 


999 PBA Infrastructure 
210 Peninsula Land J 
779 Pennar Industries 
965 Pentamedia Graphics 
929 Petron Engg. Const. 
33* Petronet LNG 

188 Pfizer 

557 Phillips Carbon Black 
585 Phoenix Lamps 

162 Phoenix Mills 

149 Pidilite Industries 
846 Pioneer Embroideries 
811 Pioneer Investcorp 
945 Piramyd Retail 


162 
166 
160 
138 
142 
138 
144 
172 
180 
178 
158 
142 
162 
142 
140 
174 


174 
178 


308 Plethico Pharmaceuticals 148 


281 Polaris Software Lab 
791 Polyplex Corporation 
10* Power Finance Corp. 
125 Praj Industries 

472 Prajay Engineers 
431 Prakash Industries 
629 Pratibha Industries 
855 Precision Wires India 
903 Premier 

669 Pricol 

373 Prime Focus 

900 Prime Property 

818 Prime Securities 
296 Prism Cement 

497 Prithvi Info. Solutions 
181 Procter & Gamble 
343 Provogue (India) 
363 PSL 


PAGE 
162 
160 
142 
166 
176 
138 
180 
162 
| 
| 
| 
146 | 
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RANK COMPANY 

880 PTL Enterprises 

81 Punj Lloyd 

12* Punjab National Bank 
242 Punjab Tractors 

517 PVR 


382 Pyramid Saimira Theatre 


Q 
671 Quintegra Solutions 
R 





899 Radha Madhav Corp. 
273 Radico Khaitan 

962 Raghav Industries 
507 Rain Calcining 

545 Rain Commodities 
646 Raj Television Network 
844 Rajapalayam Mills 
223 Rajesh Exports 

950 Rajshree Sugars 
578 Rallis India 

829 Rama Newsprint 
602 Ramco Industries 
759 Ramco Systems 
695 Ramkrishna Forgings 
717 Ramsarup Industries 
45 Ranbaxy Laboratories 
985 Rane Brake Linings 
848 Rane Engine Valves 
923 Rane Holdings 

839 Rap Media 

44* Rashtriya Chemicals 


868 R Systems International 


158 


411 Ratnamani Metals & Tubes 152 
734 Ray Ban Sun Optics India 171 


231 Raymond 
235 Redington (India) 
323 Rei Agro 
24 Reliance Capital 


136 


6 Reliance Communications 136 


43 Reliance Energy 

414 Reliance Ind. Infra. 

1 Reliance Industries 
90 Rel. Natural Resources 
12 Reliance Petroleum 
746 Revathi Equipment 
498 Rico Auto Industries 
977 Ricoh India 
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664 Riddhi Siddhi Gluco Biols 166 


887 RM Mohite Textiles 
968 Rohit Ferro-Tech 
135 Rolta India 

698 Roman Tarmat 

500 Royal Orchid Hotels 
885 RPG Cables 

944 RPG Life Sciences 
599 RPG Transmission 
797 RSWM 

619 Ruby Mills 

458 Ruchi Infrastructure 
292 Ruchi Soya Industries 
S 

851 S | Group-India 
233 S. Kumars Nationwide 
449 Sadbhav Engineering 
831 Sagar Cements 

428 Sahara One 

730 Saint-Gobain India 
773 Saksoft 

690 Sakthi Sugars 

957 SAL Steel 

953 Sandesh 

713 Sangam (India) 

288 Sanghi Industries 
447 Sanghvi Movers 

712 Sanwaria Agro Oils 





524 Sarda Energy & Minerals 


564 Saregama India 


307 Sasken Communication 
645 Satra Properties (India) 


19 Satyam Computer 
729 Saurashtra Cement 
589 Savita Chemicals 

441 Seamec 

760 SEL Manufacturing Co. 


901 Selan Exploration Tech. 


74 Sesa Goa 

849 Seshasayee Paper 
904 Setco Automotive 
879 Shah Alloys 

481 Shanthi Gears 

731 Sharon Bio-Medicine 
975 Sharp India 

633 Sharyans Resources 


176 
180 


RANK COMPANY 

493 Shasun Chemicals 
339 Shaw Wallace & Co. 
862 Shilpa Medicare 

28* SCI 

326 Shiv-Vani Oil & Gas 
217 Shoppers' Stop 

673 Shree Ashtavinayak 
121 Shree Cement 

628 Shree Digvijay Cement 
171 Shree Precoated Steels 
459 Shree Ram Infrastructure 
298 Shree Renuka Sugars 
674 Shrenuj & Co. 

753 Shreyas Shipping 

898 Shri Lakshmi Cotsyn 
820 Shringar Cinemas 

387 Shriram City Union Fin. 
170 Shriram Transport Fin. 
651 Shyam Telecom 

393 Sical Logistics 

29 Siemens 

568 Silverline Technologies 
267 Simplex Infrastructures 
617 Simplex Projects 

163 Sintex Industries 

961 Siyaram Silk Mills 

204 SKF India 

640 SMS Pharmaceuticals 
86 Sobha Developers 

679 Solar Explosives 

579 Solectron Centum Elect. 
719 Solvay Pharma India 
529 Sona Koyo Systems 
477 Sonata Software 

706 South Asian Petrochem 
383 South Indian Bank 
413 Southern Iron & Steel Co. 
772 Southern Petrochem. 
516 Spanco Telesystems 
649 Sparsh BPO Services 
984 SPEL Semiconductor 
684 Spentex Industries 

131 Spice Communications 
306 SpiceJet 

380 SREI Infra. Finance 
356 SRF 


166 


164 
142 
154 
146 
166 
172 
176 
174 
150 
142 
166 
150 
136 
162 
146 
164 
142 
180 
144 
164 
138 
166 
162 
171 
160 
154 
171 
150 
152 
172 
160 
164 
180 
166 
140 
148 
150 
150 


OMENS 
Tora conronae SLUT 


What’s incomplete can be of little use. 





Presenting Total Corporate Solutions’ from IDBI, 
a complete bouquet of Corporate Banking Services designed to meet your 
specific needs. For more details, please email us at corpsolutions@idbi.co.in. 


= Project Finance в Infrastructure Finance в Syndication а Underwriting 
= Corporate Advisory в Carbon Credits = SME Financing = Working Capital Aao Sochein Bada' 


= Cash Management в Trade Finance в Tax Payments «s Derivatives 
(T) IDBI BANK 
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RANK COMPANY 

966 Srinivasa Shipping 
525 SSI 

593 Standard Industries 


45* State Bank of Bikaner & 


Jaipur 
4* State Bank of India 
42* State Bank of Mysore 


46* State Bank of Travancore 


5* Steel Authority of India 
809 Steel Strips Wheels 
133 Sterling Biotech 


983 Sterling Holiday Resorts 
15 Sterlite Industries (India) 


297 Sterlite Technologies 
989 Stone India 

340 Strides Arcolab 

567 Suashish Diamonds 
220 Subex Azure 

422 Subhash Projects 

681 Subros 

652 Sujana Metal Products 
941 Sujana Universal Inds 
837 Sulzer India 

252 Sun Pharma 

33 Sun Pharma Industries 
44 Sun TV Network 


937 Sundaram Brake Linings 


314 Sundaram Finance 
259 Sundaram-Clayton 
309 Sundram Fasteners 


705 Sunflag Iron & Steel Co. 


861 Sunil Hitech Engineers 
888 Sunteck Realty 

816 Suprajit Engineering 
464 Supreme Industries 
747 Supreme Petrochem 
978 Supreme Yarns 

763 Su-Raj Diamonds 
823 Suraj Stainless 

826 Surana Industries 
911 Surya Roshni 


869 Suryachakra Power Corp. 


852 Sutlej Textiles & Inds. 
527 Suven Life Sciences 
18 Suzlon Energy 

415 Swan Mills 

782 Swaraj Engines 


178 
176 
176 
160 
136 
152 
172 


RANK COMPANY 
35* Syndicate Bank 
T 


158 


359 Taj GVK Hotels & Resorts 150 
876 Tamilnadu Petroproducts 176 


543 Taneja Aerospace 
199 Tanla Solutions 
817 Tantia Constructions 
96 Tata Chemicals 
625 Tata Coffee 

3 TCS 

364 Tata Elxsi 

272 Tata Investment Corp. 
631 Tata Metaliks 

22 Tata Motors 

48 Tata Power Co. 

805 Tata Sponge Iron 

17 Tata Steel 

109 Tata Tea 


97 Tata Tele (Maharashtra) 


1000 Tayo Rolls 
819 TCI Industries 
40 Tech Mahindra 


478 Techno Electric & Engg 


720 Technocraft Industries 
335 Teledata Informatics 


176 Television Eighteen India 


828 Temptation Foods 
349 Texmaco 

924 Themis Medicare 

83 Thermax 

922 Thiru Arooran Sugars 
856 Thirumalai Chemicals 
368 Thomas Cook (India) 
725 TIL 

311 Time Technoplast 
667 Timex Group India 
401 Timken India 

B89 Tinplate Co. of India 
98 Titan Industries 

902 Torrent Cables 


232 Torrent Pharmaceuticals 


146 Torrent Power 
996 Transgene Biotek 


461 Transport Corp. of India 


327 Transworld Infotech 
318 Trent 
528 TRF 
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160 
142 
174 
138 
164 
136 
150 
146 
164 
136 
136 
174 
136 
140 


RANK COMPANY 

932 Tricom India 

659 Triton Corp 

256 Triveni Engineering 
894 TTK Prestige 

315 Tube Invest. of India 
194 Tulip IT Services 
399 TV Today Network 
278 TVS Motor Co. 


948 Twilight Litaka Pharma 


U 

871 U P Hotels 

954 Ucal Fuel Systems 
48* Uco Bank 

331 Uflex 


951 Ultramarine & Pigments 


58 Ultratech Cement 
390 Unichem Laboratories 
25* Union Bank of India 
14 Unitech 

82 United Breweries 
134 United Breweries 
89 United Phosphorus 
53 United Spirits 

438 Unity Infraprojects 
749 Universal Cables 
324 Usha Martin 

597 Uttam Galva Steels 
707 Uttam Sugar Mills 
346 UTV Software 
Communications 

V 

489 Vaibhav Gems 

682 Vakrangee Softwares 
789 Valecha Engineering 
367 Vardhman Textiles 
389 Varun Shipping Co. 
935 Venky'S (India) 

573 Venus Remedies 
603 Vertex Spinning 

526 Vesuvius India 

668 Viceroy Hotels 

66  Videocon Industries 
50  Videsh Sanchar Nigam 
864 Vijay Shanthi Builders 
47* Vijaya Bank 

982 Vijayeswari Textiles 
653 Vimta Labs 


152 
171 


171 


(Ww 





RANK COMPANY PAGE 
908 Vindhya Telelinks 178 
606 VIP Industries 164 
384 Vipul 150 
608 Visa Steel 164 
972 Visaka Industries 180 
271 Vishal Retail 146 
909 Vishnu Chemicals 178 
991 Vivimed Labs 180 
391 Voltamp Transformers 150 
127 Voltas 140 
. 483 VST Industries 154 
452 Walchandnagar Ind. 154 
867 Wanbury 176 
433 Wartsila India 152 
656 Webel SL Energy Sys. 166 
510 Welspun India 160 
157 Welspun-Gujarat Stahl 
Rohren 142 
884 Wendt (India) 176 
612 West Coast Paper Mills 164 
921 Western India Shipyard 178 
762 Wheels India 172 
531 Whirlpool of India 160 
8 Wipro 136 
283 Wire & Wireless (India) 146 
117 Wockhardt 140 
317 Wyeth 148 
 -— 
803 XL Telecom & Energy 174 
Y 
108 YES Bank 140 
2 - 
648 Zandu Pharma Works 164 
49 Zee Entertainment 136 
312 Zee News 148 
905 Zenith Birla (India) 178 
505 Zenith Infotech 160 
566 Zenotech Laboratories 162 
455 Zensar Technologies 154 
798 ZF Steering Gear (India) 172 
765 Zicom Elec. Security Sys. 172 
694 Zodiac Clothing Co. 166 
476 Zuari Industries 154 
434 Zylog Systems v 152 


*indicated under the PSU listing rank 


LO/S L/Wev/Q31vIDOSSY 


ТИТИ ҮТТЕ ТЕУ 






OOE 0059 110 0N әш јән  шоэ-чзләңзейүелмеЗе ои! : үеш-ә u02"eIpulS4p"MAVA : 93/5q9A. 
SOWZIA * AHOL УГ. * LYYNS * HTTYS * ЧПЧУНОПНЧ * LONON3 * #ПАГУН *3Nnd *AYIHJIONOd * YNdOWN * HOSA * IWEWOW * WHONHOYW ° 
MONJXOMI * VIWITON * YNdHAO! * YNdAVHSIWYÍ * undTvaví * unaiví * vOalON * ХУМ * YNVIHGM1* 3HOONI * Qvavii3aAH * NSNH * ШУНУЛАПО * NYOSYND *МОУОЗНОО * YOO * NOTA *33093 ° 
IH130 *NNOVYHIG * 39vLLOD * FWOLVEWIOD * NIHDOD * HYVDIGNVHD * IVNN3HO * 34YO1v5Nv8 * TWdOHS * uvAHS3NYSnHS * VOOUVE * hH3HONY * YWMSVTISYNY * GVEVYOWSHY * S3211430 HONVHS 


‘Buysnoyssem | oae any | [|924ed ssesdxyg | эиәшәлор JING : s921A495 49430 


(Buap әзојәд Ашо aya jo spo» 015 9434) [рр 0909 : TIVO NO 9NILJIHSHOJ anos 


sad 
€ 


(0H) ANVdWO) 314113) 0007:1006 OSI NY 
5 U- 3- A O 
8 SYN OVd 


aWVMHWVOWV 








'Buijjius jo jno esues әуеш OM 





aM PaPlAlP (ID aM patum 





bt finance 





Providing financial services to loaded Indian consumers Is 
cool. What's even cooler is distributing financial products — 
and every bank and broker worth its net worth is aiming for 
а slice of the estimated Rs 20,000-crore ple. anann abHıkakı 


ERTIFIED FINANCIAL 

Planners (or CFPs as 

they are known in 

Western markets) 

are a much sought- 
after breed in the global finan- 
cial services market. This com- 
munity, almost 500,000 in num- 
ber at last count in the us, charges 
a flat fee for the financial advice it 
provides, not too different from 
the way a doctor charges for writ- 
ing a prescription. The fee starts 
from $100 for an hour of con- 
sultation, and can go to as high as 
$500. The crps find plenty of 
takers (most of them on week- 
ends). The ‘manufacturers’ of fi- 
nancial products (as such 
providers are known in the West) 
don't pay anything to the CFPs. 
Many СЕРѕ also stay away from 
the execution part, and it is up to 
the client to directly buy the 
product based on the advice of a 
planner. What's more, the inter- 
net has spawned a number of 
web-based advisors, who charge 
for online advice, depending 





upon the nature of the advice 
and the amount to be invested. 
Things are a bit different in 
India. In the fast-growing do- 
mestic market for financial prod- 
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ucts, the scenario looks opaque. 


There is absolutely no concept 


of approaching a financial plan- 
ner; manufacturers of mutual 
funds and life insurance plans 


end up shelling out hefty com- 
missions (as high as 40 per cent in 
the case of insurance) to the dis- 
tributors’ community. This di- 
rectly impacts their ability to gen- 


Еч TNI 


erate higher returns for unit holders. 
Unlike in the us or the UK , the 
Rs 20,000-crore distribution in- 
dustry—that number takes into ac- 
count just commissions—is more 
like a sales pitch. 

Undoubtedly, the Indian finan- 
cial services industry is a long way 
away from the CFP model. Yet, sub- 
tle changes have begun to take 
place. In the last five years, which 


coincide with a high GDP growth 
of over 8 per cent, the financial 
services distribution industry has 
seen an emergence of a new set of 
players—players with scale and 
stature. These include the big com- 
mercial banks, stockbroking houses, 
distribution houses from the stable 
of manufacturers as well as newer 
delivery channels like web-based 
portals and kiosks. *The approach 





to distribution is certainly shifting to 
customers from products," says 
Hitungshu Debnath, Director 
(Wealth Management Group), 
Motilal Oswal Securities. 

The entry of new players is mak 
ing the whole buying experience 
better, thanks to sophisticated mod- 
els that address the needs of in 
vestors of all ages and classes (see 
Гре Distribution Dynamics). Leading 


Ем ВІ 
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THE MOVERS IN MOBILISATION 


Banks dominate the mutual 


fund segment ... 
Regional National Direct 
distributors distributors manufacturers 


- 






Figures in per cent 


that charge are the banks, foreign 
and Indian private sector banks. 
Rahul Rasal, Director (Distribution), 
Citibank India, says: *Banks are well 
positioned in the distribution busi- 
ness of wealth management as they 
possess the demographic as well as 
financial behaviour of customers." 


Citibank, Standard Chartered, ICICI 





.. individual agents lead in life 
insurance ... 


National 
distributors 


Regional 
players 





Bank and HDFC Bank have emerged 
as the big distributors of third-party 
products. Bankers say it's a logical 
extension for banks as they are in 
continuous interaction with cus- 
tomers to better understand their 
needs. And they can avail of a stable 
fee-based income without any ad- 
ditional overheads. 


"Technology has multiplied our distribution 
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.. and brokers have a chunk of the 
IPO pie. 


National 
distributors 


Individual Banks 


agents 


30 


Stockbrokers 


90 


Source: BT Research 


In the late '90s, the banks were 
worried that the MFs would eat away 
their deposits. But, over time, as 
deposit rates started plunging, banks 
had no option but to look for MFs as 
a new source of income generation. 
Bhaskar Ghosh, CEO, IndusInd Bank, 
says: “It’s not all about fee income, 
as a bank gets lot of other business 
out of this relationship.” 

Yet, banks have not even scrat- 
ched the surface of distribution. 
Many public sector banks (PsBs) with 
large branch networks are yet to go 
the whole hog. Technology is some- 
thing that many PSBs are still working 
on. And that’s the vital edge that 
the private and foreign banks have 
over their public sector counter- 
parts. “Over the years, technology 
has multiplied the bank’s distribution 
reach, thereby contributing to dras- 
tically diminishing acquisition ex- 
penses,” believes Citi’s Rasal. 

Along with the banks, stock- 
broking houses, too, are eyeing the 
dough in distribution. “We were 
amongst the first few equity broking 
merchant bankers to diversify into 
distribution of mutual funds as a 
full-fledged business vertical as early 
as in 2003,” says Lokesh Nathany, 
National Head (Distribution & 
Wealth Management), Almondz 
Global Securities. Today, broking 
majors like Motilal Oswal, Religare 
and Sharekhan are in the distribu- 
tion race, offering customers an 
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National Mineral Development Corporation Limited 


Moving Towards Greater Transparency 
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In keeping with the standard international practice and with a view to 
maintaining greater transparency in all its dealings with Contractors 
and Vendors, NMDC has implemented the “Integrity Pact" 
Programme in cooperation with the Central Vigilance Commission 
(CVC) and Transparency International (India) (TII). 


. Expected Benefits: 
Greater Transparency and Integrity in dealings between buyer and seller. 
Improved sense of ethics in NMDC and among the contractors / vendors. 





Enhances public trust in Government contracts. 
Helps in speeding up and streamlining Contract Management Process. 


10-3-311/A, Khanij Bhavan, Castle Hills, Masab Tank, Hyderabad - 500 028. 
www.nmdc-india.com 


NMDC : Eco-friendly Miners 
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entire basket of products. Wealth 
management as a concept is rap- 
idly developing, both in terms of a 
customer need and as an area of 
expertise, especially for banks and 
big broking houses. “The role of 
distributors, whether individual or 
corporate, is shifting from pure 
sales to advisory,” says Prasad 
Chitnis, Head (Sales & Distri- 
bution), SBICAP Securities. Bankers 
might feel they have an edge over 
brokers in distribution as customers 
perceive banks to be more trust- 
worthy. However, as Debnath of 
Motilal Oswal puts it: “The financial 
services distribution industry is so 
large that every player will have its 
own space.” 

So with banks and brokers ruling 
the roost, the future doesn’t appear 
too bright for stand-alone distribu- 
tors. Although individual agents are 
still a force to reckon with in in- 
surance, in mutual funds the days of 
the individual distributor might just 
be numbered. What makes their 
task that much more difficult is the 
manufacturers themselves, many of 
whom are eyeing the distribution 
pie by floating separate companies 
to market third-party products. 
Take, for instance, Reliance Money, 
a distribution arm of the Reliance- 
Anil Dhirubhai Ambani Group, 
which today garners more money 
for SBI and uri Mutual Fund than 
their respective parent companies. 
Similarly, Rahul Bajaj's Bajaj Group, 
which has life and non-life insurance 
entities in its fold, has also floated a 
distribution company. 

As manufacturers spin off their 
own distribution arms, this trend 
provides an opportunity for other 
service and product providers to 
shave off costs by relying on third- 
party distribution, rather than adding 
on agents and distributors and bloat- 
ing up its workforce. À captive agent 
force works out expensive in terms 
of training and other related costs (in 
addition to the wage bill). And the 
numbers can be huge. For instance, 
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c 


ICICI Prudential Life will overtake 
its parent ICICI Bank in terms of 
manpower strength in the next 
two years. 

Meantime, the regional majors 
(see Big Regional Daddies) will soon 
feel the heat from distributors with 
a pan-India footprint. One such gi- 
ant is Reliance Money. Says its CEO, 
Sudip Bandyopadhyay: "There 
exists a lacunae in the system where 
traditional distributors sell a finan- 
cial product with a very short-term 
outlook." Reliance Money is eyeing 
country's 5,165 talukas by the end 
of the current financial year. ^We al- 
ready have a presence in more than 
3,000 places," adds Bandyopadhyay. 
Also keeping pace are the electronic 
channels, which could threaten the 
brick-and-mortar model in the not 
too distant future. 

ICICIdirect.com has already 
emerged as a big mobiliser of IPOS 
and Mrs through its web. However, 
a section of experts feels that due to 
the advisory nature of the business, 
it will take a good number of vears 
for pure online models to eat into 
the offline variety. *Both the mod- 
els can go hand in hand,” believes 





Nathany of Almondz. 

Foreign interest in retail 
distribution may also change the 
landscape going forward. Big names 
like Goldman Sachs, Nomura 
Securities, E-trade, and Smith 
Barney are already flexing their 
muscle on domestic soil, and once 
they firm up their strategies, the 
distribution space will witness plenty 
of more action. 

But there are also tense times 
for the industry, with market regu- 
lator, the Securities & Exchange 
Board of India (SEB), recently float- 
ing a discussion paper on ‘no-load’ 
MF schemes, If this becomes a real- 
ity, it will come as a big blow to dis- 
tributors. Similarly, the insurance 
regulator, the Insurance Regulatory 
& Development Authority (IRDA), is 
also making noises about “mis-sell- 
ing”, what with commissions soar- 
ing to as high as 40 per cent in the 
first premium. If both the regulators 
have their way, the financial services 
distribution industry may be set 
back in the short term. But over 
the long term, this may be just the 
trigger to hasten the industry’s move 
towards a CFP model. Ш 
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A large population and pent-up demand are fuelling the growth 
of health insurance in India, but commercial health insurance is 
still some way from becoming a profitable business. «api ваја) 


HAHID NAZIR (35), MARKETING HEAD IN A DELHI- 
based consulting company, had his family’s 
health insured for Rs 4 lakh. So, when doctors 
advised bypass surgery to treat his mother’s 
heart condition, he did not worry about the Rs 
2.5-lakh price tag. But in the days that followed the sur- 
gery, he had plenty to worry on account of post-oper- 
ative complications and ‘authorisations’ (money sanc- 
tions) from the TPA (third-party administrator of the in- 
surer) that came in little instalments after stressful delays. 
The ТРА took seven hours to give the final authorisation, 
the hospital tab being Rs 4.7 lakh—Rs 70,000 more than 
the sum insured. Nazir settled the extra amount on 
discharge, heaving a massive sigh of relief. 





But Nazir’s experience is hardly reflective of the 
myriad issues that face commercial health insurance in 
India. It is, in fact, a happy-in-the-end story. But it does 
underscore the vulnerability of the country’s teeming 
millions in the face of spiralling healthcare costs, given 
the fact that industry is just beginning to get serious 
about creating financially sustainable ‘third-party pay- 
ment systems’ for health—such as insurance. 

Commercial health insurance in India is still in its 
infancy, having begun in 1986 with Mediclaim, the first 
hospitalisation cover introduced by four public-sector 
non-life insurance companies. (Mediclaim and its pri- 
vate sector look-alikes make up 90-95 per cent of the 
total policies sold today.) 


Health Insurance 





Fast Growth 
Things started changing from 1999 when insurance was 
opened to the private sector under the supervision of the 
Insurance Regulatory and Development Authority 
(IRDA). In the last three years, health premium col- 
lected by the general insurance industry has been 
growing by at least 30 per cent per annum. Total 
health premiums grew 44 per cent to Rs 3,198.83 
crore in 2006-7 from Rs 2,222.09 crore in 2005-06. 
The growth seems to have accelerated this year to 
over 50 per cent. In fact, health, along with motor in- 
surance, is now one of the two fastest growing businesses, 
thanks to the booming retail market for individual poli- 
cies (as opposed to group health plans). *Last year saw 
over 3.8 million health policies being sold, over 16.3 mil- 
lion people insured, and over one million claims filed," 
points out D.V.S. Sastry, Director General (R&D), IRDA. 
Currently, insurance contributes only about 2 per 
cent of India's health expenditure and less than 15 per 
cent of Indians enjoy some form of ‘third- -party payment 
system’ (which subsumes ‘health insurance’ but can 
also mean a free/cheap benefit provided by an em- 
ployer) for their health spends, says Aloke Gupta, a 
Delhi-based insurance consultant. But Kartik Jain, 
Head (Marketing), ICICI Lombard, says he sees the 
contribution of insurance in total healthcare-spend 
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“п FY 2007, we insured about 3.3 
million lives through various state 
government and group health 
Insurance schemes" 


KARTIK JAIN/ Head (Marketing)/ ICICI Lombard 





PSUs PREVAIL 
ICICI Lombard is taking on PSU incumbents; others 








are picking up. (Rs cr) 
New India Assurance Company (NIAC) 765.29 
ICICI Lombard 735.85 
Oriental Insurance Company (OIC) 440.53 
United India Insurance Company (UIIC) 434.64 
National Insurance Company (NIC) 333.12 
Bajaj Allianz General Insurance 158.26 
Royal Sundaram Alliance 97.45 
IFFCO Tokio General Insurance _ 71.89 
Reliance General Insurance 67.69 
Tata AIG General Insurance 45.35 
Cholamandalam MS General Insurance - 38.60 
HDFC General Insurance — 10.18 


Figures represent gross health premium underwritten in fiscal 2006-07 Source: IRDA Journal 
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HARDLY PROFITABLE 
More health policies are being filed and claims sold... 


i Litt 





Figures are in Rs crore 


going up to at least 10-12 per cent in the next 10 
years. Jain’s optimism stems from the ongoing phase- 
out of the regulated tariffs in the general insurance in- 
dustry, which promises to dis-entangle health from 
other lines of business. 


Health’s ‘General’ Problems 
“Group health insurance has historically been held 
hostage by general insurers’ other lines of business. In 
selling fire and other policies to their corporate clients, 
insurers were not allowed to offer any discounts on reg- 
ulated tariffs. So they would offer group health policy 
as a cheap add-on. That turned health into an ‘ассот- 
modation' business even though it was outside regulated 
tariffs,” explains Gupta. This ‘cross-subsidisation’ of 
group health policies with other businesses (and not ra- 
tionally assessing the risks in health) has meant that 
health remains to this day a loss-making business for all 
general insurers. The typical loss ratios of the health busi- 
ness have been more than 100 per cent, meaning that 
just the claim pay-outs—not to mention operational ex- 
penses—have been wiping out all premium income. 

All that is set to change with the ongoing 'de-tariff- 
ing’; general insurers now have the 
freedom to set their own premiums 
in all lines of business as well as de- 
sign their own policy contracts by 
next fiscal. “Since January 2007 
there has been correction in premi- 
ums—freshly de-tariffed lines like 
fire and engineering are going down 
and group health going up,” says 
Shreeraj Deshpande, Head (Health 
and Travel Insurance), Bajaj Allianz. 
This trend is only going to 
strengthen; all insurers will want 
their health portfolios to become 
independently sustainable businesses 
through better risk assessment and 
rational pricing, he adds. 

There are already voices sup- 


porting stand-alone health insur- figures in Rs cr 
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TOP HEALTH PROBLEMS 


Circulatory ailments top the insured 
healthcare market in 2005-06. 


CIRCULATORY | 2049 
اا‎ 
UROLOGY 12049 
INJURY 11008 

EE — — 94 

NEOPLASM 93.07 
ARTHROPATHIES 82.15 
OTHERS 38557 





“The insured patients now make up 
18-19 per cent of our admissions and 
this share will only grow" 


SANJAY RAI/ Director (Marketing)/ Max Healthcare 





ance companies, encouraged by Chennai-based Star 
Health and Hyderabad-based Apollo pKv—both li- 
censed as general insurance companies—which be- 
gan operations recently. “Standalone health insurance 
business can be one of the biggest drivers of access to 
healthcare in India. It's too important a business to 
be relegated to the ‘miscellaneous’ portfolio of a gen- 
eral insurance company,” says Vishal Bali, CEO, 
Wockhardt Hospitals Group. IRDA is looking at reg- 
ulations for health insurance companies, including 
lower initial capital requirement (Rs 30-35 crore 
rather than Rs 100 crore as stipulated for non-life 
companies), says IRDA’s Sastry. 

Star Health, which entered the market in May 
2006, collected Rs 20 crore in premiums in the 
first year, but hopes to close the second year with Rs 
200 crore, says V. Jagannathan, Managing Director. 
“We have already insured one 
lakh people and built a network 
of 3,000 hospitals and 10,000 
agents. And it’s a profitable busi- 
ness for us,” he adds. 


Turnaround Time? 

Sanjay Rai, Director (Marketing), 
Max Healthcare, says he would like 
his hospitals to be on the network of 
all TPAs, the IRDA-licensed entities 
that build such hospital networks 
for insurers, process claims and fa- 
cilitate ‘cashless’ hospitalisation for 
insured patients. “The insured pa- 
tients now make up 18-19 per cent 
of our admissions and this share will 
only grow,” he adds. Agrees Anas A. 
Wajid, Head (Marketing), Artemis 
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“Standalone health insurance business 
can be one of the biggest drivers of 
access to healthcare in India” 


VISHAL BALI/ CEO/ Wockhardt Hospitals Group 





Medicare that recently opened a 260-bed facility in 
Gurgaon (Haryana): “No large private hospital can ig- 
nore the growing stream of insured patients.” 
Insurers are also trying to address the problem of 
‘claims leakage’—wasteful or fraudulent use of the 
policies by the insuree—by capping room rents and 
introducing co-payments (the insured person pays a 
part of the cost). Growing competition is also lead- 
ing to product diversification (diabetes care, sen- 
ior citizen plans, student plans, NRI products, etc.). HOTEL KA 
Sniffing the retail opportunity in individual health | 
policies, insurers are beefing up their marketing GU U 
and distribution—from Web presence to enrolling 
more agents and bancassurance arrangements. TRAVELGU RU 
“Bancassurance today has the largest contribution to 
our retail health insurance portfolio, though we've 
also been distributing policies through agents, brokers, 
alliances, telesales, direct feet-on-street, shopassurance 
and the Internet,” says ICICI Lombard’s Jain. 
The efforts to build financially sustainable mod- 
els of health insurance are also raising hopes that the 
coverage will gradually spread to large semi-urban 
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and rural populations; many state governments are resorts, palaces, houseboats and on hotels, fights 
already tying up with insurers to extend health cov- more. From Jaipur to Hyderabad, E 
erage to rural areas, including BPL families. “In fiscal Shimla to Pune, get your hotel 
2007, ICICI Lombard insured about 3.3 million lives rooms instantly confirmed. 


through various state government and group health Even i peak talit tol Ca YO 
insurance schemes reaching out to the underserved still available. 

segments," says Jain, adding that participating in 

government-sponsored plans helps insurers gain 


valuable experience in serving the mass market. 
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Adds Bali: *The more people you cover, the more af- 
fordable premiums will become. India has such a Fori coda travel uru 


huge scale that health insurance has no reason to be www.travelguru.com India's Largest Hotel Network 
а loss-making business." Makes sense. 8i 
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BARRY BATEMAN 


Vice Chairman, Fidelity International 








EN YEARS AGO, BARRY 

Bateman, then a 

sprightly 52-year-old 

President of the UK- 

headquartered Fidelity 
International Ltd (FIL), made an in- 
teresting observation in leading Us 
business magazine, BusinessWeek. 
There are just two global brand 
names in consumer finance: 
Citibank for banking and American 
Express for charge cards, offered 
Bateman. There was space for one 
more. "I would like tbe global mu- 
tual fund brand to be Fidelity," de- 
clared Bateman. A decade down the 
line, Fidelity International basn't 
done too badly for itself, managing 
assets of $299.4 billion outside tbe 
Americas (FIL was spun off in 1969 
from parent company Fidelity 
Investments; the Boston-headquar- 
tered Fidelity Management & 
Research LLC serves the North 
American market). More impor- 
tantly, Fidelity has a sizeable pres- 
ence in Asia-Pacific and, as Bateman 
explains, India and China will be 
Fidelity’s growth drivers over the 
next 15-20 years. As a mutual fund, 
Fidelity has completed three years in 
India, although it’s been investing in 
domestic equities as a foreign insti- 
tutional investor for the past 15 
years. In this exclusive interview 
with Executive Editor Brian 
Carvalho and Assistant Editor 
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г “We Will be in 
Investing Mode for the 
Five Years" 








Mahesh Nayak, Bateman explains 
why he expects plenty from India, 
and China. Excerpts: 


Fidelity's entry into the asset manage- 
ment space more or less coincided 
with the beginning of the India growth 
story. Was this sheer coincidence or 
should you be taking some credit for the 
timing of the entry? 

l'd like to say it was pure brilliance, 
but actually it was pure luck. The 
time was right for us. We had got 
our back office processing and sys- 
tems development centre set up in 
Gurgaon (in 2001). It seemed to 
be working. And it seemed a natural 
progression to move into the asset 
management business. When we 
launched our first fund, we were 
a bit worried that the Indian market 
was hot—in hindsight that seems 
so ridiculous—but the point is that 
the timing wasn't necessarily good. 
It was just an internal strategy per- 
spective that suggested it was the 
right time to set up an asset man- 
agement business in India. Also, be- 
ing a private company allows us to 
take very long-term decisions. Our 
decision was: We wanted to build 
an asset management operation in 
India with a 10-year view, like most 
of our developments. India was be- 
ginning to get its act together, it 
was set for a long period of growth, 
and this growth would, like in any 





place in the world, be volatile. There 
would be dips, but we were pretty 
certain that India was one of those 
countries, which—if you looked at 
it with a long-term view—would 
grow substantially. Also, its sub- 
stantial population with a rapidly 
developing middle class with a 


reasonably high savings rate is a 
good setting for the mutual fund 
industry. The mutual fund industry 
is essentially a middle-class industry. 
It’s the middle class that is buying 
mutual funds. High net-worth in- 
dividuals go to the investment banks 
and such firms. It was the right time 


to set up a mutual fund business. 
And it was a long-term view. 
Looking back, we’ve probably done 
better in a shorter period of time 
than we thought we would. We've 
obviously been helped by very 
buoyant stock markets over the 
past few years. We also have a 





"PHOTO! RAPHE BY RACHI 

good team under Ashu (Suyash, 
Head, Fidelity Fund Management 
India) that’s helped us. We do want 
to participate on both the equities 
and fixed income sides. You wil 
see more resources going into fixed 
income in the next few years, and 
hopefully see some interesting 
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products coming from the fixed 
income side as well. 


How would you rate Fidelity’s fund 
business in India over the past 3 years? 
We're $2.5 billion (assets under 
management) now, and a million in- 
vestors or accounts. | would have 
been happy if our assets would have 
been a billion dollars by this stage. 
But then we didn't predict that the 
stock markets would be as buoy- 
ant as they were, and for as long as 
they were. As an equity manager 
we're now at number seven. Our 
long-term ambition is to be in the 
top three (in India, in both equity 
and fixed income). I don't have a 
date for that. It partly depends on 
markets, it partly depends on our in- 
vestment performance. We have 
made a good start, and this is a 
market into which we can 
bring in some innovation in 
the next few years. 


Fidelity prides itself for its bot- 
tom-up strategy of stock-picking. 
At a time when markets almost 
everywhere—and specially India 
—are arguably richly valued, 
how relevant is this investing 
strategy? 

If you look at a spectrum 
of investing, from bottom- 
up stock-picking at one ex- 
treme to very much top- 
down asset allocation at the 
other extreme, we’re very 
much at the bottom-up 
stock-picking end of the 
spectrum. Even our asset al- 
location is driven very much 
by bottom-up stock-picking 
rather than economic analy- 
sis top-down. We're always 
asking ourselves: “Where 
can we find value?” At times 
like these—we're seeing it 
in India, and in China—you 
do get a lot of momentum 
investing. And, in a way, it 
becomes harder for us to 


achieve success when Гар! 
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markets are moving away from 
fundamentals. But the good thing is 
that markets always come back to 
fundamentals. We have to make 
sure that we do not too get car- 
ried away with it (the momentum). 
What you tend to notice about us is 
that before a market peaks we tend 
to underperform for a while. That’s 
because we have to get the timing 
right of moving back to funda- 
mentals when momentum investing 
goes too far. So we'd rather leave 
some profit for the next guy and 
get out at the right time rather than 
be in the wrong stocks at the top of 
the market. When markets get very 
hot, you will see us underperform- 
ing for some time but then when 
markets crack you will see that 
we're not so badly hit. 

We enjoy bull markets, but as a 





“The MF industry is for the 
middle class, which is. 
dly emerging in India" 


company we make more progress 
against the competition in bear mar- 
kets. We always come out of a bear 
market stronger than when we went 
into it. | don't want a bear market 
here, but we will actually gain on 
the competition in a bear market. 
We always do. So a bear market 
doesn't worry us. It is one of the in- 
evitabilities of our industry. It ac- 
tually makes the industry fun. If 
stock markets just kept going up it 
would be a very boring industry. 


Is it that kind of a time now—when 
some bubbles are poised to burst? 

[ honestly don't know. Markets by 
nature will eventually get hot. But at 
this time I would worry more about 
China than India. Some of the val- 
uations there (in China) are very 
very very high. Yet personally I am 
a firm believer in the China 
growth story than in the 
India growth story. If I had 
to tell my son or daughter- 
in-law where to invest, on 
a 10, 15, 20-year view, I 
would say that if you were to 
invest in China or India you 
would do very well. But if 
you're asking me whether 
it's the right time to invest 
now, there's a huge ques- 
tion mark about that. I do 
think that China and India at 
some stage have to crack. 
How big a crack it will be I 
don't know. 


India is still a massively under- 
penetrated market as far as 
funds go. Do you see yourself 
eventually getting into rural 
areas? 

I suppose the first thing is 
that one needs to have 
enough cash for a rainy day. 
Because stock markets are 
volatile, you don't want to 
attract investors who have 
very little savings. They 
shouldn't be in equities but 
in cash products, at least 


initially. I'd like to see our 
penetration in the Indian 
market go up further. We 
still have to work out ways in 
which we could do that 
cost-effectively. 


What are the more sophisticated 
products in the Fidelity armoury 
that India appears ready for, 
and are likely to be launched 
in India in the near future? 

I wouldn't want to do very 
sophisticated products that 
are very complex for people 
to understand. As an industry 
we do sometimes develop 
products that are too com- 
plex. I worry whether clients 
in some countries will unde- 
rstand them. But I do believe 
that India is ready for what 
we call lifestyle-type funds. — 4? 
We have to move people | 

away from buying a hot fund 
in a hot market—and this is 
true for many markets globally—to 
investing in mutual funds as a 
medium to long-term savings ve- 
hicle. Lifestyle-type funds is one 
of the best ways to do this. These 
are funds in which the asset allo- 
cation changes during the life of 
the fund. So when you’re in your 
20s, you (as a fund investor) would 
be fairly aggressive in equities, in 
your 40s it would be more fixed in- 
come, in your 50s it would be 
more of fixed income and cash, 
and so on. So it's basically one 
fund that fits an entire person's 
lifecycle. Га like to see us devel- 
oping these lifestyle-type of funds 
in India. 

We're not terribly keen on struc- 
tured products as, to be honest, we 
don't think they work across all 
market cycles. I do think there is a 
risk that the mutual fund industry 
runs of over-complicating what 
should be a pretty simple product. 
And if we over-complicate prod- 
ucts, the ultimate investor will not 
know what he is buying. And I 
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believe that India 






funds” 


always worry when the ultimate 
investor does not know what he 
is buying. 

In some countries we do multi- 
manager products, where we de- 
sign a mutual fund product that in- 
volves buying well-performing mu- 
tual funds from our competitors. 
Pd like to see us develop such prod- 
ucts in India as well. I don’t know 
how many mutual fund products 
are there in India, but in the UK for 
example there are some 2,000 mu- 
tual funds—there are more mutual 
funds than there are stocks quoted in 
the stock markets. It’s crazy—be- 
cause the idea of a mutual fund is to 
make things simple for the investor 
and give him a diversified portfolio. 
Now he’s got more mutual funds to 
choose from than stocks! The ideal 
product | would like Ashu to do 
in India is a multi-manager lifestyle 
fund. That can work as a one-stop 
shop for investors. 


Currently, Asia-Pacific is a significant 
contributor to your total assets under 


for what we call 


management, although Europe is 
the largest contributor. Do you 
see this region eventually emerg- 
ing as the largest contributor in, 
say, 10 years? 

I certainly see a faster rate 
of growth from Asia-Pacific. 
To my mind, Japan has got 
the potential to be our largest 
single country in the next 10 
years in terms of assets under 
management (currently it is 
the UK). We have a very 
strong brand in Japan, we 
have the largest equity fund 
in Japan. We’re doing well 
in Korea, and Taiwan (where 
we've been since the mid- 
80s). Singapore and Hong 
Kong are nice markets but 
they're very small. At the end 
of the day, the real asset 
growth is going to come from 
countries where you have 
large populations. Japan with 
a population of 120 million is 
attractive to us, but obviously India 
and China will be very substantial 
markets for us in the next 
10-20 years. 





How close—or far—is Fidelity from 
breaking even in India? 

If we wanted to break even today in 
India we could. But we are in no 
hurry to as we want to launch new 
products and new services. We can 
break even in the next 12-18 
months. But I don't think we want 
to as we want to keep investing in 
India for the next few years, al- 
though we've made the bulk of our 
investments. We're actually not 
that far from profitability and could 
get there if we wanted to. But | 
want to do many things—multi- 
manager funds, and other such in- 
teresting products and services; | 
want to build our equity research, 
our fixed income research. We will 
be in investing mode in India prob- 
ably for the next five years. It’s 
worth it, if you take a 10-20 year 
view on India. 8 
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Adopting Solar Energy - 
just a matter of time 


t is not just our president's call for 'energy independence’ 

through greater use of renewables but issues of global 

warming and international pressure through Kyoto protocol 
that will see greater use of renewables in coming years in India. 
Europe is already moving towards generating 20% of its energy 
from RE by 2020 and India as the world's 5th largest polluter will 
soon see pressure from international community to go green. 
Given our power scenarios and growing awareness, we will see a 
dramatic shift over the next 5 years towards renewables. 

Today solar systems from Tata BP Solar are already powering 
applications in India that were once thought impractical. Defence, 
railways, oil & gas, telecom, banking are some of the sectors 
generating electricity successfully with solar photovoltaic 
solutions. Many nationalised banks in India are powering their 
rural branch operations with solar energy. 
Solar road safety products such as 
signalling systems, flashers, arrow boards 
are helping millions of customers navigate 
safely. Industrial solar water heating 
systems are supplying hot water to many of 
the prestigious hotels and resorts. Some of 
the villages of India's most backward states 
are entirely powered by solar energy 
providing clean, green and efficient energy 
to people who had never seen electricity in 
their lives. However, with all these 
applications, we are just scratching the 
surface when it comes to potential for solar products & solutions. 

There's a perception among many that solar systems are very 
expensive. However this is only a perception. In reality one needs 
to understand the entire life cycle cost to drive home the point. 
Solar photovoltaic systems for generating electricity need a high 
initial investment but (more importantly) very low or negligible 
running cost. A solar module has a life of 25 years and delivers 
reliable performance throughout its life. But when one looks at 
alternatives such as Diesel Generators that are dependent on a 
regular supply of fuel + maintenance + transportation + cost of 
replacement + noise & smoke pollution, one begins to understand 
the 'Total life cycle cost' of a system and thereby the cost 
advantage of solar systems. 

In case of a solar water heater, a household can completely 


recover the initial investment in 3 - 4 years time through 





savings in electricity, after which it can enjoy free hot water for 
the next many years. In addition to a similar ROI, an industrial 
water heater enjoys 80% depreciation in the Ist year thereby 
making it commercially attractive too. Hence solar energy is 
not only an environment friendly source of energy, but also is 
commercially viable. 

What then are the reasons for lower penetration of solar 
energy products and solutions in our country? What would it take 
to make them more popular? 

It is a question of awareness and availability of the right 
product for appropriate market that will see solar products 
penetrate deeper into the urban Indian market. For example, 
solar water heaters are extremely popular in Bangalore and 
with an aerial view of city, one can see thousands of water 
heaters installed on rooftops of houses. 
With improved awareness and support 
from governments, other cities and towns 
of our country can also witness 
widespread usage of solar systems, both 
photovoltaics and thermal. Government 
policies will be a key driver in the growth 
of this technology and many state 
governments have already woken up to 
the potential dangers arising out of 
incessant use of fossil fuels. The recent 


announcement of Rs.6,000 subsidy by 


K.Subramanya, CEO 
Tata BP Solar India Ltd. 


Delhi govt. for households purchasing 
domestic water heaters or making solar water heaters 
compulsory in Pune apartments are the kind of triggers that 
will accelerate use of this technology. 

By 2020 the Kyoto Protocol would be in its 3rd phase which 
is when India would have to start compulsorily reducing its 
emission if not earlier. Also a combination of factors such as 
escalating oil prices and improved technology leading to lower 
prices for solar products would make the market dynamics totally 
opposite of today's scenario. The period from 2010-2015 is when 
the tables will turn and global markets will see a dramatic shift in 
the energy use pattern. Renewable energy, and solar energy in 
particular, would be setting a new trend, giving hope to this 
energy-starved world. Hence it's just a matter of time for solar 
energy to be powering our daily lives. 

Mr K. Subramanya, СЕО, TATA BP Solar, сап be reached at tatabpatatabp.com 
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RAMEN SARKAR 


HEN THE RELIANCE 
Petroleum stock 
was downgraded 
by CLSA in early- 
November, its price 
tumbled by more than 20 per cent. 
The November 3, 2007 report titled 
Barrels and Bubbles observed that 
the stock was trading at a “50-70 
per cent premium to even the most 
expensive refinery new-builds 
quotes,” at the then price of Rs 
269. Similar companies were trading 
at almost half the valuations in the 
us. Ever since then, the market has 
been grappling with the big question 
of valuations: what is fair value? 
There have been three gut- 
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It’s a Roller 
Coaster Ride 


Riding the bull will not be a 










cakewalk as stocks don't come cheap 


anymore. What should you avoid now? 
TEJEESH N.S. BEHL AND CLIFFORD ALVARES 


wrenching corrections of over 
1,000-points each since October 9, 
2007, when the market first crossed 
the 18,000 mark. In fact, this 
18,000-20,000-band is turning out 
an extremely volatile one. Both for- 
eign and domestic investors have 
been booking profits. Yet, even af- 
ter the correction, the current mar- 
ket is trading at a lofty 25.07 times 
earnings and, by historical yard- 
sticks, appears overstretched by 47 
per cent from the market’s seven- 
year average. Wherever you look in 
the market, the signs of over- 
stretching are visible. Last month 
saw 143 companies hit 52-week 
highs out of 3,065 actively traded 


stocks. Even now, more than one in 
four stocks (about 28 per cent or 
863 stocks) are trading within 10 
per cent of 52-week highs. 

The valuation numbers coming 
out of the market suggest that there 
are more areas than one where the 
stock prices have run ahead of their 
fundamentals. Brokerages have al- 
ready begun to call some stocks 
overvalued and some are even re- 
ducing stock price targets. Recently 
listed brokerage company, Motilal 
Oswal, said that in its universe of 
stock coverage, the engineering and 
capital goods space appears to be 
the most overvalued. Says Manish 
Sonthalia, Vice President (Equity 


Strategy), Motilal Oswal: “Though 
the space appears most promising 
from a 3-5 year perspective, prices 
have run up too soon too fast and it 
will be some time before these val- 
uations can be justified.” 


The Runaways 

A bulk of the valuation run-up has 
been in the fancied sectors of re- 
cent times—real estate, oil and gas, 
engineering, metals, sugar and real 
estate. Large investments from for- 
eign investors have chased stocks 
from these growth sectors over the 
past several months. In the capital 
goods and engineering space, for 
instance, profit growth rates have 
been in excess of 40 per cent, but 
stock prices have more than dou- 
bled, thus, increasing faster than 
their growth rates. The price earn- 
ings ratio of ABB has increased from 
48.2 to 77.98 times, an increase of 
61.78 per cent in one year. This 
suggests that investors are willing 
to pay more for some high growth 
stocks. But if the stock is to com- 
mand the same valuation as a year 
ago, the profits of the company will 
have to grow even faster over the 
next twelve months. 

Among the other sectors, some 
power ancillary stocks have also 
moved up faster than the earnings 
growth can justify. The increasing 
liquidity in the stock market has 
been the main reason for the rising 
valuations. The power ancillary sec- 
tor is expected to do well as invest- 
ments in power distribution spur 
demand for transformers, towers, 
power cables. Adding to their appeal 
has been the increasing investments 
in capacities and the improving ef- 
ficiencies. But this growth is ex- 
pected to materialise over the next 3- 
5 years and not immediately. The 











The Biggies Fly Higher 


The market capitalisation of the top 6 companies has increased. 
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Manish Sonthalia 
Vice President (Equity Strategy), Motilal Oswal 
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"Though the space appears most promising from a 3-5 year perspective, prices have run up too 
soon too fast and it will require some time before these valuations can be justified" 


market is beginning to pay too early 
for this growth. It's not to say that 
the entire power ancillary space is 
overvalued. There are pockets where 
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the price is still below the average 
sector valuation. Yet, if there's a 
consolidation in the sector, the pric- 
ing of the entire sector can correct, 


Solid research. Solid advice 
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Wobbling at the Top 


Some stocks are on a correction course after 
a runaway rise in the markets. 


Sensex 


— 


Nov. 21, 2007 





224.8 
Nov. 21, 2007 


GMR Infrastructure 





*Unconsolidated 





Sales, net profit in Rs crore 


Admittedly, many of the growth 
companies have been the favourites 
in the market as investors look for 
scalability and improvement in mar- 
gins for an upside. But when there's 
plenty of liquidity chasing a handful 
of growth stocks, the valuations 
tend to get overpriced. Says R. 
Sreesankar, Head of Research, IL&FS 
Investsmart: “When there's a lot of 
liquidity chasing stocks, and partic- 
ularly if they chase one segment, 
the prices tend to overshoot." 
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The Other Side of the Boom 


The current earnings scenario is stretching far into the future. 





e VALUATIONS: The price earnings ratio of many companies in the fancied sectors 
have increased by 50-60 per cent over the last one year, suggesting that the market 
is willing to pay a higher price for their earnings growth. But by historical standards, 
these valuations are at their highest levels. 


e EMBEDDED EARNINGS: In many frontline stocks, the market is valuing “embedded 
assets’. These assets are expected to contribute to the earnings in future, but in 
many cases, their valuations are opaque and disclosures inadequate. 


@ EARNINGS GROWTH: The earnings growth of the Sensex is expected to reduce from the 
high 30-35 per cent growth rate seen in the past three years due to the higher base 


and an expected tapering in demand. 


@ FUND FLOWS : The fund flows into the market has been exceptional in the last three 
years. But with new restrictions on P-notes, it may take a while for 


fund flows to resume. 


What’s more, some stocks 
tend to run up faster than others 
because of stories running around 
them. Much of the stories revolve 
around the future growth poten- 
tial of the companies. These com- 
panies tend to have assets—such 
as a new discovery or an alloca- 
tion of an oil or gas block—that 
are expected to generate profits in 
future. Market watchers reckon 
that companies will take a while 
before they can monetise these 
assets, especially as they will re- 
quire investments in production 
and distribution. Many of these 
stories will fructify only in the 
next 2-3 years. Experts also admit 
that in such a scenario pinning 
down the exact potential is of- 
ten speculative, and, more often, 
than not, the market rumours 
tend to exaggerate the short-term 
potential. It’s only after the actual 
discoveries that the true potential 
of these assets are possible. 

This market is also seeing a di- 
vergence in valuations of growth 
stocks, so unless you are a very 
long-term investor it will be diffi- 
cult for many to justify the invest- 
ments. Some stocks in the same 
sector are highly valued, whereas 


others are trading at lower valua- 
tions. Concept stocks are a case in 
point. Consider this, the Rs 160- 
crore Educomp Solutions, a com- 
pany that is into teaching solu- 
tions, has a market valuation of 
Rs 5,686.08 crore, which is more 
than 35 times its revenues. The 
company, however, enjoys high 
operating profits as the margins 
in the education business are huge, 
and the potential for this sector 
is huge. But the valuation the com- 
pany commands now is similar to 
what IT companies enjoyed early in 
their growth cycles. 

Much of the high valuation is 
because investors have been looking 
at earnings growth over a longer 
period of time. Even within sectors, 
some stocks trade at premiums to 
their peers even though their growth 
rates are similar. Says Sreesankar: 
“Such a dichotomy will exist as there 
are different views in the markets.” 
In the short run, the liquidity flows 
create a valuation gap. And experts 
reckon that the market has been 
optimistic too early and at such 
times, it’s better to keep an eye on 
the stock price before jumping in. 
Says Sonthalia: “The market is pay- 
ing excessively for growth. And the 


key question investors must ask is: at 
what price? A correction is needed, 
if not of the price, then of time.” 

A time correction can see the 
stock market con- 
solidate over the 
next one-two 
months and hover 
around the 18-21k 
mark. As of now, 
big investors have 
been booking profits 
and foreign in- 
vestors have pulled 
out more than Rs 
5,000 crore. The 
liquidity that chased 
very few stocks has 
paused for now, and 
if the time correc- 
tion carries on, the 
markets could move 
sideways. Says Sont- 
halia: *This leaves little or no 
scope for appreciation in prices in 
the immediate future. The exces- 
sive liquidity syndrome is showing 
on stock prices, and the PE ra- 
tios, which depend on money 
supply, is catching up. It’s a dif- 
ferent question, whether these PE 
ratios are justified or not." Some 
of the stocks that outpaced others 
a little too fast, Sonthalia feels, are 
ABB, Alsthom Projects, Crompton 
Greaves, Cummins India, Larsen 
& Toubro, Siemens and Suzlon 
Energy. In the metals space, 
JSW Steel and Bhushan Steel are 
overvalued. In the cement space, 
ACC is quite overvalued. In 
the oil and gas space, MRPL is 
grossly overvalued. 


What Next? 

With the stock market pausing 
for a breather, investors must take 
a focussed approach. It’s better to 





Gurunath Mudlapur 
Managing Director, Atherstone Institute of Research 


“There are overvalued counters, yes, but 
| am optimistic over the long term" w 





look for stocks that have cor- 
rected by at least 15-20 per cent 
and where the earnings potential 
has improved. As valuations come 
down, investors can get an op- 
portunity to buy. Says Gurunath 
Mudlapur, Managing Director, 
Atherstone Institute of Research: 
"There are overvalued counters, 
yes, but | am optimistic over the 
long term." For the year 2008-09, 
the Sensex is trading a PE of 
around 17 times earnings, which 
is reasonable, say experts. Some 
of the mid-cap companies that 
are just beginning to get discov- 
ered by the research houses have 
genuine potential. 

Look for stocks with better per- 
formance records and for smaller 
companies where the potential is 
higher. Besides, don't rush in to 
this market. If you are comfort- 
able with the volatility, take vour 
chances, though, but keep an eye 
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R Sreesankar A 
Head of Research, IL&FS Investsmart 


"When there's a lot of liquidity chasing stocks 
and particularly if they chase one segment, 
the prices tend to overshoot" 


on valuations. Go for companies 
where there's a significant valuation 
discount to peers. 

A short-term investor, how- 
ever, will have to tread cautiously. 
Sonthalia recommends that short- 
term investors should pull out 
some profits, and only if you are a 
long-term investor should you hold 
on to the markets. Also, avoid the 
stocks where the valuation is too 
high. Foreign investors have been 
active investors in many of these 
counters and even a small un- 
winding can put a lot of pressure 
on their prices. Avoid stocks where 
the peer comparison appears un- 
reasonable. These stocks might 
perform in the short-term, mak- 
ing investors feel that they missed 
a genuine opportunity. But when- 
ever there's a speculative excess, it's 
the retail investors who usually en- 
ter at a late stage and pay the price. 
So, watch your next step. 
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Description: Provides i insurance a critica ines (free o of cost), permanent disability and/or death due to 
accident; maximum cover is for Rs 10 lakh 
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Cover for accidental death is linked to investment levels: The lue cover is for 
Rs 50,000 on investments of less than Rs 10,000, and the maximum is for Rs 5 lakh on an investment 
of Rs 5 50, 001 and above; all have a lock- in period of three Yeas 


SBI Magnum Income Plus Fund-Saving Plan P 10 60. 
NRI investors are also eligible. for cover; the cover is valid only till the age of 55 | 


SBI Magnum Children's Benefit Plan 2 |. 1& 43 


Cover for parents against accidents or the Magnum- holder against accidental death or permanent 
disability. Sum insured: Rs 3 lakh; an additional 10 per cent of the claim amount is paid to the child for 
education if either parent dies Е 
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Provides cover against accident for a sum equal to ten times the face value of the units or 
à maximum of Rs 3 lakh; the AMC pays the | insurance premium | СНИ 


HSBC Children’s Gift Fund-Savings Plan 16.53 


Provides cover against accident for a sum equal to ten times the face value of the un 
Rs 3 lakh; the AMC pays the i Insurance premium | ME C PRO ODOT aK ы 
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Free life insurance cover up to twice the amount invested 


Kotak Тах Saver-Growth . 1972 
Free life insurance cover up to twice the amount invested — — — — — — 
DSP Merrill Lynch Equity Fund (Growth) 166.31 

SSIP investors geta life cover of Rs 20 lakh И 


DSP Merrill Lynch Тор 100 Equity Fund (Growth) 86.65 —— 
SSi ЇР investors get a life cover of Rs 20 lakh 


DSP Merrill Lynch Balanced Fund (Growth) - 5174 — 
SSIP im investors get a life cover of Rs 20 lakh 


DSP Merrill Lynch India T.L.G.E.R. Fund (Growth) - 9310 .— 
ЗІР investors get a life cover of Rs 20 lakh — — — — h— ^ — 
*NAV in Rs as on November 13, 2007 
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ding at Rs 3, 000 m 


|. Pros The upside is profitable in Investir Direct Investing 
e Allows an investor to buy more shares than his Investment 
financial capacity < Margin: funds — — 


Offers leverage to investors in terms of high | Investor's investment - 


: | Interest on margin* 
returns on personal capital Investor's total cost (A) 


Cons |. investment value (increase of 25%) _ 
Interest costs on loans too high——eats into |o Netprofit(B) — 00 
gains and adds to losses „| Investor's returns 


High-risk strategy means losses will also р е 
high—can wipe out personal capital invested . The downside hits hard Margin Investing Direct Investing 


In case stocks fall by more than 30 per cent,  lwestment — 

brokers will trigger margin calls by liquidating — | — Margin funds (50%) 

stocks and recovering cost-—without @ ee i eir 

ООО ЗИНИН НЕА Investor's total cost (A) 

It's a short-term investment option— i: Investment value (decrease of 25%) —— 
disadvantageous for the investor in Net loss (B) 


the long run Investor's S loss S (B/A) 





loses Rs 50,000, wiping out 33 per 
cent of his gains. If the price drops 
more than 50 per cent, an investor 
stands to lose his entire capital. 


But it Costs, Too 


In both the above examples, the 
interest component has not been 
factored in the calculations. Broker- 
ages charge anywhere between 15 
and 20 per cent per annum on the 
amount they fund you. Some bro- 
kers are known to charge higher 
rates, making it more expensive for 
your trades to turn profitable. 

That’s not all. In case a stock is 
seeing wild swings, the broker will 
ask you to fund your account with 
more investments. “Apart from the 
interest cost on the money 
borrowed, brokers will sell the 
shares to recover their money if 
they feel that the investor may not 
be able to cover his position in a 
bear-grip or does not provide fur- 
ther collateral,” says Kapil Krishen, 
CFO, India Infoline. 

Typically, margin credit is given 





“Investing for the long term through margin 
credit requires higher returns to break even 
as the interest cost adds up” 


Gagan Banga/ CEO/ Indiabulls Security Services 


assuming that an investor will in- 
vest 50 per cent and the balance is 
funded by the brokerage. There is, of 
course, the SEBI caveat that pro- 
scribes more than 50 per cent fund- 
ing by the brokerage. The investor, 
for his part, has to pledge collat- 
eral, either as shares or cash, to the 
lending brokerage. And given the 
complexities of margin funding 
through shares, cash and interest 
calculations, more often, this leaves 
the task of keeping a tab on the 
margins on the individual investor. 
Besides, investors have to keep a 
daily watch on the markets for any 
adverse movement. Investors also 
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have to keep a strict investing disci- 
pline and maintain stop losses so 
that there’s no huge collateral dam- 
age on one’s capital. “An investor 
should keep track of the market po- 
sition of his investments and have a 
strict stop-loss price, so losses can be 
limited," advises Krishen. 

)rokerages say that margin fund- 
ing should be used for short-term in- 
vestment. Thev, however, admit 
that margin funding is a high-risk 
strategy to profit from the mar 
kets—best left to high net worth 
investors or those with substantial 
risk capital. "Investing for the long 
term through margin credit requires 
higher returns to break even as the 
interest cost adds up," says Banga, 
adding that the odds on making a 
profit are definitely stacked against 
the retail investor. 

jut if you are inclined to invest 
in the market through margin credit 
for the prospect of better returns, 
don't overstretch your limit and 
keep a close watch on the market's 
unpredictable movements. 
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- Small Schemes, 


vine Big Tax Savers 


The post office schemes help 
Save your tax. 


' | i . National Savings Scheme 
ts TENURE: 6 years 


MINIMUM INVESTMENT: Rs 500 


E MAXIMUM INVESTMENT: No limit 


- — RETURNS: Rs 1,000 grows to Rs 1,601 in six i ^ к 


ce увагз (at approx. 8 per cent p.a.) 

of рр: Allowed — pee 
ised тах status: Tax breaks u/s 80C; gains - 
cial. — taxable on maturity; no TDS 


Public Provident Fund 80 


Tenure: 15 years — 


` MINIMUM INVESTMENT: Rs 500 p.a. 


T pi MAXIMUM INVESTMENT: RS 70 TT px 


RETURNS: 8 per cent p.a. 


- ..- PLEDGE: Loan available from third year 
`. WITHDRAWALS: After seven years, subject to d 
certain conditions _ E 
тах status: Tax breaks u/s 80C: interest 
income is tax-free 


Bank FDs 

TENURE: D years — 

MINIMUM INVESTMENT: Varies between banks 
RetueNs: 7-8 per cent p.a. = 
PLEDGE: Allowed o К 
тах status: Tax breaks u/s 80C; subject to — 
TDS every year | 
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NEWS ROUND-UP 


A Shot for the Markets 


SEBI has given its nod for new derivative products. What does it mean for you? 


CLIFFORD ALVARES 


AST MONTH, SEBI 
approved the 
launch of a wide 
range of new derivative 
products aimed at in- 
creasing the market's 
depth and providing in- 
vestors a slew of risk- 
reducing products that 
will help create a healthy 
and vibrant domestic 
market. The new prod- 
ucts are based on the 
recommendations of a 
SEBI Committee on 
Derivatives headed by 
M. Rammohan Rao. 
Among the products 
mooted is mini-contracts 
on options, which will 
allow small investors to 
participate in the stock 
market. As of now, the 
size of an options con- 
tract is about Rs 2 lakh, 
but if that comes down 
to around Rs 50,000, it 
will allow small investors 
to hedge their positions 
in the market. 
Moreover, other in- 
vestors will be able to 
hedge their positions 
more effectively up to 
the precise amount of 
exposure. For example, 
an investor with a port- 
folio of Rs 3 lakh was 
able to cover only about 
two-thirds of his invest- 
ments with options. 
With smaller contracts, 


an investor will now be able to 
hedge 100 per cent of his portfolio 
and, thus, have a perfect hedge. 
Besides, longer-tenure options, 
unavailable in the market, will 
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ө Mini-contracts: In the options market, currently the 


minimum transaction allowed is to the tune of Rs 2 
lakh, which has kept many small investors away. If 
the contract size comes down to Rs 50,000, small 
investors can participate better in the options 
market and hedge their positions effectively. 


Longer options: Currently, the options are of a maxi 
mum of three months duration. Longer option tenures 
will help increase the depth of the capital market and 
allow investors to hedge for longer periods. 


Volatility index: This index will help investors measure 
the volatility of a particular index. The calculations of 
this index is complex as it measures the difference in 
prices of put and call options, but a higher index sug 
gests that the market is going to get more volatile 
going forward. 


soon be introduced in the stock 
markets. Now, a maximum of 
three-month contracts are allowed, 
but once the longer contracts are 
introduced, long-term investors 
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can hedge their longer 
positions. This will also 
help provide more liq- 
uidity and depth to the 
stock market. 

Another key prod- 
uct SEBI has cleared is a 
volatility index, which 
will measure the im- 
plied volatility of both 
put and call options and 
calculate a value. A 
higher value will sug- 
gest more volatility, 
and, therefore, an in- 
crease in the options 
premiums. This suggests 
that the writer is un- 
sure about the market 
and is, therefore, charg- 
ing higher premiums. 
Fund houses have wel- 
comed the initiative. 
Says Sanjiv Shah, 
Executive Director, 
Benchmark Mutual 
Fund: *It's a good 
move. It will help in- 
vestors gauge the 
volatility of the market 
will be in the near fu- 
ture." Another product 
likely to see the light 
of the day is options on 
futures, and it will help 
investors hedge their 
futures positions. 

These products are 
still in the design stage 
and it could be a few 
months before they are 
ready for launch. Yet, 


all these new products will prov- 
ide a wider range of risk mitiga- 
tion products and create more ac- 
tivity in the Indian markets. The 
earlier they come, the better. 
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NEWS ROUND-UP 


Trend Spotting 
By Design 


A new ELSS fund will use 
software to allocate assets 


after assessing market 
movements. 


NITYA VARADARAJAN 


ORLD OVER, QUANTITATIVE 
fund management models 
that identify trends and 
use them to make investment deci- 
sions have been gaining popular- 
ity; and India is no exception. 
Already, investors have found a few 
quant-funds, as they are popularly 
called, coming their way. A latest of- 
fering from Lotus India Mutual 
Fund, the Agile Tax Saver fund, 
however, is an ELSS fund where the 
investments will be eligible for a 
tax deduction under Section 80C of 
up to a maximum of Rs 1 lakh. 
This quant fund will allocate 
and re-allocate assets, if necessary on 
a monthly basis, after identifying 
new trends in the market. Earlier 
too, Lotus India introduced an Agile 
Saver fund that closed for sub- 
scription only recently. In both the 
newly introduced quant funds, 
AGILE is an acronym for Alpha 
Generated from Industry Leader’s 
Fund. Fund managers try to gener- 
ate Alpha, which essentially means 
out-performance, by investing in 
stocks that beat the market or rise 
faster than the market. The AGILE 
Tax Saver Fund will invest in the 
same stocks as the AGILE Saver Fund 
with no difference in the asset allo- 
cation mix, but the target audience 
for the tax saver funds are long- 
term investors looking for tax sav- 
ing. “We are just targeting different 
segments of investors,” says Rajiv 
Shastri, Head, Business 
Development and Strategic 
Initiatives, Lotus India AMC. 
The ELSS AGILE Tax Fund is a 
close-ended scheme for 10 years, 
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The Agile Tax-Saver 


The model-based fund manager will make the investing decisions. 


OPENED: NOVEMBER 15, 2007 
CLOSES: February 15, 2007 
TENURE: 10-year closed-end fund 





FUND MANAGER: Mathematical mode! to decide fund allocations 
TAX BENEFITS: Tax benefits u/s 80C with lock-in 


with a lock in period of three 
years. However, if you withdraw 
after a three-year period, the re- 
maining unamortised issue ex- 
penses will be deducted from your 
redemption proceeds. Never- 
theless, the AGILE Tax Saver works 
out easier on the purse—with tax 
benefits and absence of loads over 
a 10-year period. This fund, like 
its predecessor, will invest 9 per 
cent of the corpus in 11 stocks 
and 1 per cent will be kept for 
the money market instruments. 
The stocks are picked based on 





their large market capitalisation, 
easy liquidity and minimum float. 

Tax saver funds eliminate con- 
cerns of fund manager movem- 
ents as it does not require discre- 
tionary investing. However, quant 
models have yet to be tested in 
real market conditions. You can 
wait till February for cues on the 
first AGILE Saver fund's perform- 
ance before you invest in the Tax 
Saver fund. There's a caveat, 
though: three months may not 
really bring out the best out of the 
quant fund. Ш 
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Jobs 1 oday 


GLOBAL MOVES 


China Calling 


Chinese companies are hiring Indian managers—in China. SAUMYA BHATTACHARYA 


HEN 24-YEAR-OLD ARVIND 

Nagasayanam preferred 

Huawei China over a stint 
in the us in 2001, most of his peers 
raised an incredulous eyebrow. Not 
without reason, though. Those were 
the heady days of a hot scramble 
for H-1B visas. Seven years and an 
impressive career growth later, a 
vindicated Nagasayanam, now 31, is 
having the last laugh as he finds his 
peers in India and the us looking 
at the extensive China experience on 
his CV with awe and admiration. 

A 1999 batch computer science 
graduate from what now is IIT- 
Roorkee, Nagasayanam had envi- 
sioned a trend that others are wak- 


ing up to now. Destination China is 
the latest lure for Indian profes- 
sionals and the Chinese companies 
are equally quick in lapping up the 
Indian talent. Says Nagasayanam, 
Senior Marketing Manager, Huawei 
China: *The primary incentive for 
me was the voung company that 
looked very dynamic, had good 
products and good vision. I first 
joined the R&D office of Huawei 
at Bangalore and within months 
decided to move to China." What 
clinched the China foray was 
Huawei's Next Generation 
Network (NGN) project. “I did not 
want to miss the opportunity of 
working on such an ambitious R&D 





project," he says. 

That's a sentiment echoed by 
many professionals. Research areas 
across sectors and opportunities in 
supply chain, manufacturing and 
financial services are attracting a 
lot of Indian talent to China. 
Undoubtedly, India has emerged as 
a market for talent across the world. 
And now, Chinese companies are 
leveraging this talent to their ad- 
vantage. The China experience for 
Indian professional centres on three 
C's—the (red) carpet, the carrot 
and the challenges. 


The Red Carpet 


Indians bring a lot of value to a 


Chinese companies are now leveraging 
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Anjali Bansal, CEO, Spencer Stuart 








“Indians have a long exposure to global business practices” 


Chinese company, starting with 
their exposure to the challenges of 
emerging markets and the ability 
to communicate well in English. 
India has high quality education, 
thus can provide a big talent pool, 
which is very useful for Chinese 
companies with global ambitions. 
Andrew Tsui, Chairman 
(Southern China), Korn/Ferry 
International, Hong Kong, lists the 
pluses Indians bring to the table: 
“Through the MNC executive cir- 
cuit, Indian executives have good 
exposure to modern management 
principles; are exposed to the chal- 
lenges of emerging markets and can 
communicate well in English.” 
This is especially the case in fi- 
nance and consumer sales and dis- 
tribution. An example is financial 
services firm PPF Home Credit, 
which prefers Indians to their China 
counterparts, as there are more of 
them who have been exposed to 
global business practices longer. 
Some prefer to call it an exten- 
sion of a global trend. Says Anjali 
Bansal, CEO, Spencer Stuart: “Indian 
professionals are being sought after 
not only in China but all over the 
world. Indians have a long exposure 
to global business practices. Global 


Indian is no different from his 
European and Us counterparts and 
may be rounded off better.” 

Add to this the fact that Indians 
have been phenomenally successful 
in bridging the culture and language 
gap with the English-speaking coun- 
tries of the world. Therefore, hiring 
experts believe that Chinese com- 
panies are increasingly hiring Indians 
at senior levels to help them ‘crack’ 
the English-speaking markets. 

Reasons Lin Yan Qing, Director 
(Marketing), Huawei Telecomm- 
unications India: “At Huawei China, 
Indians play an important role be- 
cause they help to build up a multi- 
national, cross-culture company 
presence, which is very important to 
be a global company." 


The Carrot 


The main incentive for most Indians 
moving to China is the exposure. 
“You get a bigger platform in terms 
of value proposition with China 
experience in your biodata. Also, 
it's not too difficult to work in 
China because of their thrust on 
entrepreneurship and similar core 
values," says R. Suresh, Mp-India, 
Stanton Chase International. 
Indians working for Chinese 
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Here's Your Primer for a 
Made-in-China Career 


Who's hiring? 

Companies in life sciences and bio- 
technology research, pharma research, 
clinical, new drug recovery, supply 
chain, manufacturing and financial 
services companies. 


Who are they signing up? 

Senior level scientists, senior man- 
agers, finance and accounting profes- 
sionals—specially those who under- 
stand USGAAP. 


Why are Indians sought after in China? 
Mainly for two reasons: First, they are 
exposed to the challenges of emerging 
markets and can communicate well in 
English. Second: The value systems 
in China and India are similar. Indians 
adapt faster to local work conditions 
vis-à-vis westerners. 


Why should you go? 

Indian professionals are paid well: com- 
pensation is up to 50 per cent higher 
than in India. For R&D professionals in 
supply chain and manufacturing, 
China's infrastructure is light years 
ahead of India. The cutting edge of 
science is yours for taking. 


What are the challenges? 

The challenges are at the cultural level. 
Language is the main challenge. Food, 
especially vegetarian food, is still not 
readily available. Indians are not yet 
there in large numbers. That restricts the 
community interaction, resulting in 
homesickness. 


the Indian talent to their advantage 
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companies are no less impressed 
with the growth they suddenly find 
themselves in. The reason: 
Infrastructure in China in areas like 
pharma R&D is “light years ahead” 
of India. These professionals say 
they want to work in new areas in 
their specialised fields and the lo- 
cation becomes irrelevant. The cut- 
ting edge of science excites them; so 
does scale and size—as turned out 
to be the case with Deepak Hegde. 

The offer to work as a Vice 
President of pharmaceutical serv- 
ices at Shanghai-based Wuxi 
PharmaTech had the 38-year-old 
Hegde do some serious research 
on the company as well as the coun- 
try. Hegde, now at Wuxi for over 
four months, right away noticed 
the company’s strong chemistry 
background and saw a potential to 
“synergistically use” his experience 
in the field of formulations devel- 
opment. He was also fascinated by 
his exposure to a new culture. “Back 
in India, many friends were scepti- 
cal about my choice of China in- 
stead of the 15 or Europe. But І re- 
ally admire the drive and motivation 
that is prevalent throughout the 
company, and I think that can be 
said for all of China as a whole." 

Suresh's special tip to Hegde 
and others like him: If you get into 
the trust loop, you can make it big 
in China. 

Compensations are competitive 
but are not the primary deciding 


Andrew Tsui, Chairman (Southern China), Korn/ 
Ferry International, Honk Kong 


"Through the MNC executive circuit, 
Indian executives get a good exposure" 


factor yet. “Financially, the savings 
potential for Indians in China is no 
different than in Singapore or Hong 
Kong. The expat packages are com- 
petitive but there is disparity with 
western expats," says K. Pandia 
Rajan, CMD, Ma Foi Consultants. 


The Challenge 


The big challenge in the Dragonland 
is working across cultures. One 
needs to understand how the 
Chinese think, behave and react. 
“Chinese by nature do the work 
which is prescribed and defined, 
role taking and initiatives do not 
come naturally to them. For this 
reason, many Chinese companies 
prefer senior managers from coun- 
tries that have good track record 
in management skills," says Rajan. 

Aditya Mishra, 37, describes 
himself as *an Indian working for 
an American MNC with Chinese 
colleagues serving global cus- 
tomers" and finds his role chal- 


Aditya Mishra, Finance Director (Asia Start-up), at a US Fortune 100 company, Shanghai 





"There are a lot of inter-linkages in the Indian and Chinese economy " 
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Deepak Hegde, Vice President, Wux 
PharmaTech, Shanghai 


"| admire the drive and motivation 
that is prevalent throughout China” 


lenging. Ask him why he moved to 
China, he says: “I moved to China 
in January 2005. The timing was 
just right. Two things were most 
important—the start-up nature (of 
the work) and the opportunity of 
working in a cross-cultural envi- 
ronment.” Mishra is a Finance 
Director (Asia Start-up) at a US 
Fortune 100 company in Shanghai. 
“The whole idea was to specialise 
in Asia-Pacific region. There are 
a lot of inter-linkages in the Indian 
and Chinese economy.” 

While the professional objec- 
tives have been taken care of, 
Mishra and most Indian profes- 
sionals find language the biggest 
challenge in China. How do they 
tackle this challenge? Well, it’s 
strictly—to each his own. While 
Mishra learnt mandarin for one 
year and “сап manage”, 
Nagasayanam has not been able to 
learn the nuances of the language in 
seven years. 

Vegetarian food can be another 
problem; that, however, gets dealt 
with at the level of the employer. 
Huawei China has an Indian kitchen 
(it serves rice, sambar, roti and sabzt) 
for its employees, including Indians 
on deputation. 

But as Mishra says, “We have 
adapted.” The 1,500-strong Indian 
professional community in 
Shanghai had its first Durga Puja 
this year—they even got a priest 
from Kolkata. Seems like time for 
an auspicious beginning for desi 
professionals in China. 
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450 million sq. ft. of luxury. 10,000 customers. 6 countries. 1 name. DAMAC Properties. The largest 
private master property developer in the Middle East and part of DAMAC Holding, the 
multi-billion dollar conglomerate. To know more about us log on to www.damacholding.com & 
www.damacproperties.com 


SENIOR VICE PRESIDENT - FINANCE REF: SVPF/IND/BT/NOVO7 


You will be a CA/MBA, preferably with additional professional qualifications and at least 15 years overall experience in 
managing Finance & Accounts related to progressive & large entities. Managing a team of over 50 direct & indirect 
reports, you will be responsible for strategic planning, budgeting, compliance and all other finance and accounts 
aspects. A key aspect of your experience should also include development of MIS and management of a 
multi-location enterprise. Experience in formulating, recommending and implementing internal controls, liaison with 
bankers, dealing with statutory auditors; will be some other key aspects of your role. Excellent leadership and man - 
management skills with a positive attitude and a "hands on" approach are desirable qualities. 


FINANCIAL CONTROLLER REF: FC/IND/BT/NOVO07 


You will be a CA, preferably with additional professional qualifications and at least 10 years overall experience in 
managing Finance & Accounts with entities having very large volume transactions. Exposure to ERP systems 
(preferably Oracle), production of financial and management accounting reports with a focus on development of 
internal controls are key aspects of your current responsibilities. The role requires excellent man management skills in 
monitoring and mentoring a team of junior managers and their subordinates. 


The positions are based in Dubai and offer an excellent and competitive compensation package, negotiable for the 
right candidate. If you feel you have what it takes, to take on these challenging positions and join DAMAC's growing 
family, please email your CV to jobs@damacgroup.com with the position reference mentioned in the subject bar. 


Other employment opportunities at www.damacholding.com/careers.htm 
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Procuring Careers 


Procurement outsourcing industry seeks talent. 


HE PROCUREMENT PROCESS OUTSOURCING MARKET 
j India, growing at a rate of around 22 per cent, 
has spawned a fresh set of job opportunities. “We see 
a growth of 30-50 per cent every year for the next few 
years,” says Rakesh Mittal, President and COO, Corbus, 
a procurement specialist. The demand is in profiles, in- 
cluding category or commodity specialists, procure- 
ment managers, accountants and engineers across 
procurement outsourcing processes. Getting the right 
talent is a challenge. “Indian universities do not have 
a procurement-focussed curriculum. It’s a specialised 
kind of a skillset,” says Saurabh Gupta, Research 
Director, Everest Research Institute. A lot of people 
with experience in manufacturing will have a big 
opportunity in the segment, adds Mittal. m 

SAUMYA BHATTACHARYA 


FACT BOX 


WHO'S HIRING: Outsourcing biggies like Accenture, Capgemini; 
IT outsourcing companies like Infosys, Wipro; and pro- 
curement specialists like Ariba, Corbus, among others 





WHO'RE THEY HIRING: Mid-career engineers and graduates, 
preferably with experience in procurement. Professionals 
with experience in | supply chain management - 


AT WHAT LEVELS: Across all levels—fresher's, mid- level 
(four-to-five years of experience), and senior level 
(more than 10 years of experience) 





AT WHAT SALARIES: Remuneration varies significantly in 
different skills, regions, etc. It is often comparable 
to software industry 





WHAT ARE THE NUMBERS LIKE: Around 2. 000 REE 
in two-to-three years 





COUNSELLING 


HELP 
TARUN! 


Q: | am doing my graduation in environmental management 
and want to pursue a career in the field of carbon trading. 
Do | need to get a specific qualification? If yes, which 
institutes are offering such specialised courses? 

First, you should ensure that you are not limited in 
your (chosen) field. And as far as specific qualifications 
go, | don’t think you need any for carbon trading. 
However, experience in a reputed company at the 
initial stages will definitely help you. 





Q: | am a 40-year-old entrepreneurial consultant with 16 
years of work experience. | have a Master's degree in 
Civil Engineering. | now wish to start a consultancy of my 
own, but don't know how to go about it. Please advise. 
With the kind of background you have, there is no 
stopping you. You could do various types of con- 
sulting. But first and foremost, you need to find 
your core area of strength and achievement. Focus on 
providing services in areas you are most comfortable 
and networked in. Next, start researching your clients 
and customers and anticipate their needs. Finally, 
you should pitch to those companies that would 
need your niche services. But don't forget, you will 
need to have some initial capital to pay for infra- 
structure, office space, etc. 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 
C/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 


Search for a job with a Monster 
by your side 


Monster has the best employers hiring online... 
Post your Resume for FREE Today 


© monster.com 


Sharp search. Right jobs. 
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obseekers - To apply for above jobs 





Employers - To buy Monster products and services 


Call us at 6000 - 6678 


OF 


|. Logon to www.monster.com 

2. Type the Job ID in the “Search Jobs” box on the 
homepage 

3. Click the “Go” button 
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Trekker Matthew Duffy sharing some light moments with the porters after a hard day's trek 









PHOTOGRAPHS BY ANUSHA SUBRAMANIAN 


On a trek in the Garhwal Himalayas, BTS ANUSHA SUBRAMANIAN comes 
back with lessons in micro-financing and community-owned tourism. 


b 


Lata Village, Niti Valley 


"Т STARTED OFF AS MY MUCH- 
awaited trek in the Garhwal 
Himalayas and turned into 
an impressive first-hand 
account of a small, yet smart, 

initiative. The setting: Nanda Devi 
Sanctuary Trek against the back- 
drop of the spectacular 7,816-metre 
Nanda Devi peak. 

But first, a peek into the his- 
tory of this trek that has a direct 
bearing on the present. The Nanda 
Devi Sanctuary Trek retraces the 
pioneering steps of mountaineers 
Eric Shipton and H. W. Tilman 
through the Garhwal Himalayas in 
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1934. It’s their exploration of the in- 
ner sanctuary that set the stage for 
all subsequent mountaineering ex- 
peditions. That was till 1982 when 
the region around Nanda Devi was 
declared a national park and all hu- 
man activity banned inside the inner 
sanctuary. The well-meaning con- 
servation efforts had a devastating 
impact on the local economy. 

In this backdrop, the Nanda 
Devi Campaign, led by the locals, 
was launched in 1990s. After a long 
struggle, in 2003, the region saw the 
opening of the Nanda Devi 
Biosphere Reserve (NDBR) for limited 
ecotourism activities. The people 
of Nanda Devi, however, faced the 
daunting prospect of managing a 


community-based tourism trade 
with few of the resources, experi- 
ence, and expertise enjoyed by the 
big tourist agencies. 

This struggle has now moved 
into its decisive phase. And the big 
challenge? Capacity building and 
training of local youth—to ensure 
that the gains of this labour are not 
lost on the community. 

Taking up this challenge is 
Mountain Shepherds headquartered 
at Lata village in Chamoli district— 
a cooperative initiative that was born 
out of the Nanda Devi Campaign. To 
begin with, Mountain Shepherds has 
taken upon itself to train the local 
youth from Uttarakhand Himalayas 
at the prestigious Nehru Institute of 
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No state election has quite the same intensity. And no опе else covers it better than IBN 7 and Divya Bhaskar. | 


With exclusive programming, live discussions, campaign trails with candidates, daily political debates and exit | 


polls, it's the place for the most accurate end-to-end coverage of the most eagerly awaited elections. | 
————————————————————————————————————————— ——————— ——————————— — 


Special Programming 


Kaun Kitne Paani Mein. 
An all-encompassing analysis of the Assembly elections and the likely results 
based on the most widespread exit poll across the state 


Dec 11 & Dec 16 at 8:00 pm 


All the action from up-close of the D-day as the political drama unfolds followed 
oy a петата ] analysis Of the D ub С vera t 


Dec 23 at 8:00 pm 


X Counting Day Special. 








When all the leaders are busy making lofty promises, who should be trusted? Who 
deserves the vote? What is the nght choice? АЛ this, in 14 city-centric debate show: 


from Gujarat. Nov 26 - Dec 13 at 5:30 pm (Mon - Fri) 


Election Special: Janta Maange Jawab. 


B t went unanswered 


big promises that remained unfulilled! important questions t? 





are once again raised and captured in bytes from the publi 


Nov 26 — Dec 13 at 8:30 pm (Mon — Fri) 


Election Special: Campaign Trail. 
The quotes, the catch phrases, the war cry – IBN 7 brings you a complete byte-by 
byte coverage, straight from the battiefwid 


Nov 26 - Dec 13 at 8:30 pm (Mon - Fri) 







A peak into the lives that were left shattered in the nots five y 


y Election Special: Show on Riot Victims. 


relive the trauma with Rajdeep Sardesai, Prabal Pratap, Sumit Awasthi and other 


eminent journalists. Nov 26 ~ Dec 13 at 8:30 pm (Mon - Fri) 


For detailed coverage read 


ivya Bhaskar 
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bt reporter’s diary 


Mountaineering (NIM), Uttarkashi, to 
become local guides, porters and 
technical experts in search and rescue 
operations during trekking expedi- 
tions in the Garhwal Himalayas. 
Leader of this initiative, Dr Sunil 
Dutt Kainthola, says: “We are trying 
to evolve a model of community- 
owned tourism where the commu- 
nity is not a mere beneficiary but 
among the main stakeholders in the 
tourism enterprise of the region.” 
To this end, Mountain 
Shepherds also directly plans treks 
to the sanctuary and takes care of 
your trip right from the time you 
land in Delhi. Thus our trip to the 


lines in 2001. Says Kainthola: “The 
boys, who currently operate under 
Mountain Shepherds, will eventually 
become partners in the coopera- 
tive initiative.” 

During the trekking season (June 
to October), the local boys earn 
about Rs 20,000-25,000 through 
portage. Their families earn similar 
amounts through selling carpets 
and about Rs 10,000 through 
homestays. Of this, Mountain 
Shepherds—which will soon be 
converted into a private limited 
company—earns a minimal profit, 
which it then gives back to the locals 
in the form of micro-financing. One 


km to Lata Summer village, the tra- 
ditional gateway to the Nanda Devi 
trek. After getting a taste of the lo- 
cal hospitality, we head into the 
forest above, frequently snatching 
views of the now diminishing village 
below. Kanuk is our first camp at 
10,640 feet; then is Lata Kharak 
at 12,174 feet. The boys then walk 
us up to the view point 'Saini 
Kharak’, which gives us a splendid 
view of the peaks of Dronagiri, 
Bethartoli, Nanda Ghunti, Trisul, 
and Devisthan. The Rishi Ganga 
gorge below is one of the most for- 
midable gorges in the Himalayas; 
we keep walking along the ridge 


The writer (right) warming up with a hot cup of coffee at Lata Kharak before hitting the trekking trail 


sanctuarv was also ensured in asso- 
ciation with Mumbai-based Odati 
Adventures. 

From our first halt at Rishikesh, 
we are driven to Joshimath where 
Mountain Shepherds has a homes- 
tay facility. Here, we are introduced 
to our trek manager, Mangal, and 
his team of three main leaders— 
Lakhpath, Hookie and Govind. 
These local boys were among the 
first batch of 38 boys to get trained 
at NIM, through Mountain 
Shepherds initiative. The trained 
boys have pledged that they will 
develop tourism as envisaged in the 
Nanda Devi Declaration, which 
chalked out the biodiversity con- 
servation and eco-tourism guide- 
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such local boy, Mukesh, drove us 
from Rishikesh to Joshimath and 
thereafter, to Lata village in his own 
vehicle that he had bought through 
micro-financing. 

After an overnight stay at 


Joshimath, we are driven 25 km to 


Lata Winter village. At Lata, we 
also meet our 15-member porter 
team. Among these are experienced 
expedition porters like Kundan 
Singh, who has walked with the 
renowned author Bill Aitken (who 
wrote Nanda Devi Affair) and 
trained local boys like Sandeep, 
Gautam and Sidhu, who accom- 
pany us on the trek. 

We immediately organise our 
backpacks and do a short trek of 1.5 





over broken boulders. After a short 
walk, we can see Nanda Devi in its 
full glory. The next morning, our 
forward journey to Dharansi Pass is 
cut short as the weather turns 
wicked. We are forced to return to 
our camp Lata Kharak. 

It’s time now to start our steep 
descent towards Kadvi Chaun 
through thick forests of Birch and 
Fir to our last camp Tolma, a small 
village on the slopes of the valley. 
Tolma is our porter Govind’s home- 
town and he has organised one-day 
homestay for us, thus ensuring that 
Tolma's locals have an equal op- 
portunity to earn through tourism. 
The lessons of community tourism 
have been learnt well, surely. в 


bt bookend 


A Book of Small Things 


An American pollster number-sifts to zero in 
on some interesting trends. R. SRIDHARAN 


MICROTRENDS OPULAR WISDOM TELLS US THAT IN A ‘FLAT WORLD’, 
Mark J. Penn with people everywhere are more similar in their as- 


E. Kinney Zalesne pirations and behaviour than ever before. 
Allen Lane (Penguin) Products are launched simultaneously around the 


Pp: 425 world; thanks to the internet and satellite Tv, the 
Price: Rs 515 


same news can be delivered and consumed anywhere 
in the world; movies, books, music, issues, concerns, 
fears spread with similar ease. Yet, the world, 
Microtrends tells us, is getting fragmented. Within 
the same country, city, or even neighbourhood or 
across countries, some people are very different from 
others. Analysing data from various sources within and 
outside the Us, Mark Penn, CEO of PR firm Burson 
Marsteller and also the President of a polling firm, 
points out 75 microtrends around the world that 
could, sometime soon, effect big changes. 

But what is a microtrend? As Penn and his co- 
author, a former counsel to Us Attorney General 
Janet Reno, define it, “it is an intense identity group, 
that is growing, which has needs and wants unmet by the current crop of 
companies, marketers, policymakers, and others who would influence 
society's behaviour." Some of the microtrends that Penn and Kinney 
Zalesne point out are fascinating, some others are worrying, and yet oth- 
ers just bizarre. For example, the number of *Cougars' (a term used to 
describe older women dating younger men) in the Us seems to have dou- 
bled between 1997 and 2003 to three million couples. In the Uk, there 
are one million couples that are LAT couples. That is, these are monog- 
amous couples who live in the same city but don't live under the same roof 
(“live apart together", or whatever that means). More scarily, a 2004 study 
of 400 global terrorists shows that three-fourths of them came from up- 
per or middle class families. 

The point to note is that since microtrends by their very definition 
are small, there are larger and counter trends under way as well. As 
Penn writes, *for every group of Gadget Geeks, there are people who 
say turn the technology off. Americans are dieting more than ever, but 
the steak houses have never been (fuller)." His argument: while 
there are others who say America is moving in a couple of big 
directions, he sees the country moving in *hundreds of small 
directions. At once. Quickly." These microtrends have important 
consequences for marketers and policymakers; new products and serv- 
ices (therefore, new opportunities) will be needed to cater to these 
minority groups; and policymakers will have to come up with new 
policies to deal with new social situations. 

Perhaps Penn, who coined the term Soccer Moms, could have refrained 
from dropping names as often as he does in the book (on second 
thoughts, he does head a PR firm, doesn't he?) and generalising (writing on 
the rise of Indian women, Penn makes sati look like an India-wide custom, 
which it was not), but there's no doubt that Microtrends is fascinating. It's 
a book you should be carrying on your next long haul. 








THE NEXT ASIA 
By Stephen S. Roach 
Morgan Stanley 
Pp: 202 

VER THE RECENT YEARS, STEPHEN 

Roach's has been one of the 
most important voices in Asia. 
For good reason. As Wall Street 
major Morgan Stanley's chief 
economist until recently (in June 
2007, he became Chairman of 
Morgan Stanley Asia), Roach's 
work has guided investors, gov- 
ernments, and policymakers 
around the world. 7he Next Asia 
is a compilation of 5O essays he 
wrote over 2006-07 on not just 
Asia, but its relevance to the rest 
of the world. "My basic prem- 
ise," writes Roach, "is that the 
‘Asia Factor’ is not a static con- 
cept—that, it is constantly chang- 
ing and evolving insofar as its 
impact on the rest of the world is 
concerned." Of particular note is 
Roach's view on America's evolv- 
ing trade policies versus China. In 
his Congressional testimony in 
May this year, Roach was rather 
blunt with the American policy- 
makers: "You have framed the 
debate as a legislative response to 
America's outsize bilateral trade 
deficit with China. This point of 
view is seriously flawed—under- 
scoring the risk of a policy blunder 
of monumental proportions. By 
going after China, you in the 
Congress are playing with fire." 
But it's not just bluntness that 
marks much of Roach's work; 
he's equally incisive and good at 
simplifying complicated economic 
issues. Finally, besides the Roach 
name, what adds to the book's 
pick-up value is its coffee 
table design. 
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Tarakki Ki Bhasha 


10% growth would mean more opportunities 
and an increase in incomes of our people. 


Sunil Bharti Mittal - CMD, Bharti Airtel Ltd. 


10% growth means more taxes for the government, which 
they in turn can spend in creating new schools, new hospita 
and providing better nutrition for our children. 


Narayana Murthy - Chairman & Chief Mentor, Infosys Technologies 


4 


10% growth means our standard of living will 
grow exponentially and every Indian will now 
get a chance to work and get ahead in life. 


KV Kamath - MD & CEO, ICICI Bank 


10% GDP growth would help in eradicating 
poverty and giving a chance to all in getting 
equal opportunities. 


Rahul Bajaj - Chairman & MD, Bajaj Auto 
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3 UT WHAT DOES IT MEAN FOR YOU? 


“. 


What does 10% GDP growth mean? Along with 
services and facilities, it means that more people w 
indian dream. It means equitable growth oppo 
indians. And CNBC AWAAZ makes sure that 
part of this new growth story. CNBC AWAAZ. 
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Landscaping gets a new twist with fully-grown anytime, anywhere trees. 
E. KUMAR SHARMA 








"Need 1,300 numbers of Roystonea 
regia. Minimum overall beight 3.5-4 
metres. Minimum grey wood trunk 
of 0.4-0.5 metre. Minimum trunk 
caliper (120-130 mm) at 0.1 metre 
from ground level" 


N CASE YOU ARE WONDERING 

what these measurements are, 

they are pointers to a new di- 

mension in landscaping: This 

is an order for 1,300 fully- 
grown Royal palms (Botanical name 
Roystonea regia). At their current 
price, this Royal palm order will 
be worth a cool Rs 26 lakh. 

Now picture this. At the new 
international airport in Hyderabad, 
five gigantic banyan trees (Ficus 
bengalensis) stand tall amidst the 
frenetic construction activity. All 
the trees have one thing in com- 
mon: they have been transplanted at 
the airport all the way from 
Kamareddy, little over 100 km from 
Hyderabad on the Hyderabad- 
Nagpur highway. 

The airport, which is expected 
to be up and running by March 
2008, is now in the process of plant- 
ing palm and other big trees spread 
across 500-odd acres earmarked 
for landscaping (of a total area of 
5,500 acres). The GMR Group, 
which is building the airport, is also 
replanting trees uprooted as part 
of a road widening exercise, as was 
the case with the banyan trees. 

And, GMR is not alone. "Over 
the last two to three years, probably 
driven by the growth of rr and other 
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Way to go: About 500 acres have been earmarked for landscaping at the upcoming intemational ain : 


industries, and increased buying 
power, one can notice an increased 
demand for instant gardens," says 
S. Geetha Reddy, Assistant Director, 
Horticulture, Government of 
Andhra Pradesh. “In fact, people 
have become very specific in their 
choice,” says M.M. Hussain (Vakeel 
to his customers and friends), who 
runs Plants Land nursery, citing the 
order tor 1,300 Roy al Palms 
(though, he is quick to add that 
while the clarity in demand is quite 
common, such huge orders are still 
not very frequent). 

Another case in point is L&T's 
housing project at Gachibowli in 
Hyderabad that has almost perfected 
the art of re-planting grown-up trees. 
In the last one year, it has re-planted 
300 trees and will add 4,500 more 
by August 2009 when the project is 
completed. The trees here include 
varieties like Palms and *Ficus 
Twisted’. “We wanted to provide in- 
stant forestation and green ambi- 
ence to people residing here,” says 
B.N. Ravi, Deputy General 
Manager, L&T Housing Project 
(Serene County), spread over 31 
acres. The landscaping on a total 
area of 10 acres involves investment 
of about Rs 4.5 crore. 

The scene is no different at the 


"m 
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Great view: Hill Ridge Springs, Hyderabad 
IT'S ALL ABOUT 'GREEN'BACKS 
Tree Estimated Price* 
1. Banyan Rs 20,000 
2. Phoenix palm Rs 5,000-10,000 
3. Royal palm Rs 5,000-10,000 
4. Fishtail palm Rs 5,000-10,000 


5. Camel Foot tree Rs 1,000-1,500 


1. 7-10-year-old tree and weighing about 3 tonnes 

2. 10 ft trunk height and about 10 years old 

3. Tree with trunk length of 1-3 metres 

4 12-15 ft tall trunk height | 

5. Trunk length of 1-3 metres *Per tree for a truck load 


n Hydera 'ahar 5 





IVRCL Group’s housing project Hill 
Ridge Springs, again in Gachibowli 
and right next to the Indian Schoo! 
of Business. It has planted seven 
date palms (each around five to 10 
years old) around its pool. “We 
wanted to give a readymade ambi 
ence to the people using the pot 1," 
says Ё. Sunil Reddy, 
Director, IVR 
Developers. 
Planted about 30 months ago. 
the trees have adapted fast and have 
even started bearing fruit. All of 
this, of course, came at a price of 
7.000 


Prime rban 


around Rs apiece. 


Managing 


"Other 


than providing the ambience, we 


also saw it as a useful experiment for 


our future ventures as this will now 
help us re-plant trees that could get 


uprooted,” Says Reddy. 


While the joy of possessing an 


aged tree is quite evident, the 


process of planting it is serious 


business. "It is not very eas 


and 


requires very careful handling,” 


cautions N. Chandra 
Reddv, 
Buddha Purnima 
Authority of HUDA (Hyder 
Urban Development Authorit 

The re-planting process 
anything but 
plant'. Typically, it starts with th« 


Prove CI 


‘a quick cut and 1 


ib ıdi 


Mohan 
Officer on Special Duty, 


1 


pruning of higher branches 
(called the crown portion) 
to ensure safe transporta- 
tion. While uprooting, the 
trench is dug around the 
base of the tree while 
keeping portion of soil 
around the root zone. At 
the time of digging the 
trench, the lateral roots 
have to be cut smoothly 
with a sharp instrument 
to avoid breaking of the 
bark and splitting of the 
root. Finally, fungicide is 
applied to the cut portion 
of the root along with a 
root hormone to encour- 
age root initiation. 

Now the tough part— 
replanting, which can be 
a major shock for any tree. 
Depending on the season 
and the species, the whole 
process of pruning the 
branches and roots, dig- 
ging and getting it ready 
for replanting could take 
up to 45 days. Once the tree is trans- 
ported in the new location, it would 
have to ideally stay immobile for 
about two months, informs Reddy. 

Equally important is the prepa- 
ration of the new location. Among 
others, sufficient drainage needs to 
be made available in the new loca- 
tion and the new pit has to be at 
least twice deeper and wider (than 
the original) for better development 
of root zone. The soil used around 
the root zone has to be porous— 
preferably with leaf mould or farm 
yard manure, he adds. 

Number-crunching doesn’t often 
work in instant greening because 
the cost of re-planting depends 
on the variety, availability of cranes, 
number of trees that need to be 
transported and the distance of 
transportation. For a banyan tree 
that is seven-to-10-year-old and 
weighs around 3 tonnes, the cost 
could be around Rs 20,000 but 
could vary depending on the 
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distance and logistics involved. 

However, not all varieties can 
take this shock and grow; some 
respond well and others don’t. For 
instance, Ficus (in this family are in- 
cluded trees like banyan and 
pipal), Asoka, most varieties of 
Palms, fruit and flowering trees 
like Mango and Gulmohar are all 
known to generally respond well. 
Neem and some exotic plants do 
not adapt as easily. Ideally, the time 
of sprouting of leaves needs to co- 
incide with the transplanting into 
the new location. 

The big and small nurseries have 
been quick to cash in on the latest 
trend. Says Mohid Khan, who has 
been running a nursery for the last 
32 years in the Jor Bagh area of 
New Delhi: *We have clients com- 
ing from corporates, hotels, malls, 
residential societies and private in- 
dividuals. Though the trend of re- 
planting of big trees (above 10 ft in 
height) is as old as 25 years, with the 


increasing climate con- 
sciousness of business 
community in India, the 
demand has shot up in the 
last 5-6 years." 

Khan has grown over 
1,000 species of trees 
(fruits and ornamental), 
shrubs, conifers, bushes, 
bonsai, and seedlings in 
his nursery. ^Among cor- 
porate clients, the demand 
is higher for trees such as 
Gulmohar (Royal poin- 
ciana), Champa (Michelia 
champaca), Astonia, Palm 
(bottle, fishtail, date) 
Bamboo (giant and 
golden), Brassia and 
Baobab. Depending upon 
the size and species of the 
tree, the price starts at Rs 
500 and goes above 
Rs 50,000," adds Khan. 

Khan, in the past, has 
set up instant gardens in 
places such as Radisson 
Hotel at Mahipalpur (at 
the cost of Rs 52 lakh, including 
1-year maintenance cost), Samsung 
campus at Noida (at the cost of 
Rs 10 lakh), Select City Walk at 
Saket, Delhi, among others. 

A lot of nurseries in Hyderabad 
have taken to growing trees in con- 
tainers so that there is no need to 
uproot them from the ground. 
Typically, they offer various types of 
Ficus and Palms other than fruit 
trees like mango and sweet lime. 
Vijaya Phyto Farms, near Hyde- 
rabad, for instance, which offers 
these trees to buyers in Delhi, 
Mumbai and Gujarat, has had to 
almost double supplies every vear 
for the past three years. 

Clearly, this fad is here to stay. 
And if you believe in the age-old 
adage—he who plants a tree, plants 
it for posterity— it’s time to tweak 
your belief. These are the times of 
anytime, anywhere greening. 

ADDITIONAL REPORTING BY 
MANU KAUSHIK 
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The Best Mouse Ever 


Logitech’s new MX Air takes the computer 


mouse to a hitherto unthinkable height. 


HE HISTORY OF THE COMPUTER MOUSE, 

and the Graphical User-Interface 

(GUI) is surprisingly short. The 
very first mouse was invented as late as 
1970 and the mechanical track-ball 
mouse was developed by Xerox in 
1972. Optical mice came in the early 
1980s and by 1998, the first laser mouse 
had hit the market. 

Incidentally, the first commercial laser mouse, 
the MX1000, was developed by Swiss peripherals com- 
pany Logitech, and it is this company's latest twist 
on the mouse—the MX Air—that has us stunned. At the 
outset, this looks like a very fancy wireless mouse, 
which it is, and, therefore, suffers from the biggest 
downside of wireless mice—the need to have a USB don- 
gle. But that is a different debate altogether. 

What makes the Mx Air special is the fact that it is 
a magic wand you can wave around in the air and con- 
trol a mouse on your screen, which technically could be 
as much as 30-feet away. Of course, to see a computer 
monitor at 30-feet—even a 20-inch widescreen one— 
is a bit far fetched, but you get the point. 

Just point the mouse in any direction you want 
the pointer to go, and it goes just there thanks to 
Logitech's Freespace technology. It is like controlling 
your mouse while performing a rather poor form 
of Tai Chi. 

The learning curve is fairly slight and you get an idea 
of what is going on within a few minutes, though the 
touch-sensitive scroll controls are a wee bit too sensitive, 


Find Your Way With the 


HE BLACKBERRY 8820 FROM AIRTEL, WHICH COMES A1 

Rs 31,990, can be loaded with Airtel’s ‘Wayfinder’ 
application which uses MapMylIndia (MMI) maps. 
Now, the maps are a constant download, 
and unlike the Nokia N95, which catches 
common maps onto the onboard mem- 
ory, the Berry uses the data connection to 
always download the map. The MMI maps, 
however, are a bit more detailed than the 
Navteq maps. We haven’t given the system 
a shakedown as yet, but the Nokia is a 
better device in simple feature-set terms. 












particu- 
larly if you are 
the sort who tends to 
treat his peripherals abusively. 
The Mx Air also comes with built- 
in media controls, which is great, because this effec- 
tively doubles up as a remote control for your 
media player. 

On the aesthetic side of it, the Mx Air looks like no 
mouse you've ever seen earlier. The sleek lines on the 
device remind one of the fuselage of a next-generation 
fighter jet rather than a pointing device. The MX Air 
comes with an equally sleek charging stand, and 
with regular use of around six-to-eight hours a day, 
the MX Air will last between three-to-four days 
between charges. 

The mouse has been one of the centrepieces of 
Human Computer Interaction (HCI) over the last 25 
years, but the Logitech Mx Air does give some sort of 
indication about the direction that the graphical input 
device will take in the future. The Logitech Mx Air costs 
Rs 8,995—double that of a standard cordless laser 
mouse—and almost 10 times that of a standard optical 
mouse. But, think about it: this is the coolest mouse 
ever, and that is a good enough reason to buy it. 

KUSHAN MITRA 





New 8820 


MMI also offers a standalone GPS navigator. This is 
available for Rs 21,000 but we would wait a while for 
GPS navigators to make it to a whole host of mobile de- 
vices. Plus, on high-end vehicles such as the 
BMW 5, 6 and 7-series, there is already talk of 
enabling the voice-navigation system that 
the cars come with. Middle-of-the-road cars 
are expected to start coming with sat-navi- 
gation options pretty soon (as early as next 
vear), but phone makers like Nokia, RIM 
and HTC will kill the standalone navigator. 

KM 
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Mobile Navigator 





The new Nokia N95 8GB comes with an AGPS-based navigation system built into it. 


О, WE HAVEN'T MIXED 

up our sections; we are 

reviewing the Nokia 
N95 8GB in the Drive section 
and before you ask why, let us 
explain. You see, we have con- 
tended that the Nokia N95 is 
the best phone on the market. 
Yes, it is better than the iPhone 
in terms of pure functionality. 
Now, the updated version of 
the device gives users a little bit 
extra—a fully-working Global 
Positioning System (GPS) receiver. 

But, a GPS receiver is point- 
less without maps, so Nokia, 
which recently bought over 
map provider Navteq for the 
minor amount of $8 billion (Rs 
32,000 crore), uses its maps in 
India, which are fairly detailed. 
We travelled to Mumbai and 
Jaipur using the device, and 
were pleasantly surprised at the 
level of detail, particularly in 
the Pink City, down to even 
the more dubious hotels. Of 
course, out on the highway, the 
maps still have a way to go, 
but if you were to get lost in the 
maze that is Fort in Mumbai, 
you can use this phone to nav- 
igate your way out. 

Then, there is the voice- 
assisted navigation system and 
the fact that the N95 8GB uses 
Assisted GPS (AGPS) instead of 
regular GPs. Okay, let us dejargonise that for you: 
there is no difference in how both systems figure out 
your location. The GPs receiver figures out where it is 
by using signals from at least three Gps satellites, but usu- 
ally uses data from five to make sure. 

Where AGPS has an advantage—and this is what 
makes this system potentially better than most other 
AGPS systems—is the fact that it uses your phone's 
data connectivity. This helps it to get a lock on its lo- 
cation faster when you start up the Gps, and more im- 
portantly, allows the phone to automatically update 
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maps by itself, and most im- 
portantly, it will allow Navteq 
to potentially transmit real-time 
traffic information to the device. 

But, we said potentially, be- 
cause the device does not have 
that layer just yet, so we were 
stuck with voice navigation. A 
warning will be in order here: 
we are not yet used to voice 
navigation systems in India, and 
the schoolmarm voice of the 
phone going, “At the next op- 
portunity take a left”, is a bit 
strange. That said, whenever 
Drive programmed a route on 
the phone, it plotted out the 
shortest possible way to get 
from Point A to Point B, but as 
all drivers in India know, the 
shortest route is not always the 
best onc. 

So, we disobeyed the voice 
once in a while, and the mo- 
ment you did that, the phone 
did not go crazy and scold you, 
but, instead, recalculated the 
route. Some of these new 
routes were a bit on the crazy 
side—one even tried to send 
us through a closed gate. But 
then again, that is a function 
more of the map than the 
Navigation system. 

The N95 8GB costs an arm 
and a leg, at Rs 36,000, but if 
you think of it, it also has one 
of the best cameras on any phone, 8 gigabytes of stor- 
age; it comes with Bollywood classic Sbolay preloaded, 
and it is a fairly good phone. The Navigation system is 
free for 90 days, and Nokia has not yet announced how 
much it will cost after that, but globally, annual navi- 
gation packages cost between Rs 2,500 and Rs 5,000. 
The system isn't a bad investment for those who are 
clinically awful with roads, but we would wait to see if 
the AGPs layer will support real-time traffic information. 
Now, that will be useful. 
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WITH LOWEST PRICE GUARANTEE OR MONEY BACK 


»liday package prices don't get lower than this! Log on to Yatra.com and book a True Value Holiday 
ckage backed by our Lowest Price Guarantee. And if you find a lower price*, we'll pay you the difference. 
) book today and turn your dream holiday into a reality. 


s and Conditions apply 
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r bookings and other exciting packages, log on to www.yatra.com or call 1800-1800-800 (toll free), 0124-3040600 (International). 


j yatra.com 


smarter way to travel E 











Of Twists, Tweaks and Spider Curls 


T'S INTERESTING WHAT A BIG DIFFERENCE SIMPLE TWEAKS TO AGE-OLD 
[== can make. In April this year, I had written about how 

George Zottman invented a form of dumb-bell biceps curls that not 
only added muscle to the biceps but also the forearms (see Treadmill, 
April 8, 2007). In another instalment, | also wrote about Arnold 
Schwarzenegger's trademark shoulder presses, which like the Zottman 
Curls also involve a little tweak to enhance an ancient exercise. 

Both the Zottman Curls and the Arnold Presses involve twisting 
the arms while doing the exercise that, in effect, have benefits not only 
for the muscle that is being exercised but also another one. For 
instance, as readers of Treadmill will recall, the Zottman Cs strengthen 
both—biceps as well as the forearms. 

Simple modifications can go a long way in the gym. For those who 
want to develop their biceps, besides the usual dumb-bell and barbell curls, 
there is an exercise that isolates the biceps muscles and, therefore, is very 
effective in stimulating growth. It's called the Spider Curl and you 
would need a preacher bench (the kind shown in the illustration) to do 
it. Using a regular preacher bench and either an Ez bar 
or regular barbell, rest your elbows on the straight side 
of the bench. In this position, your arms holding the 
barbell should hang straight down, perpendicular to the 
floor. Your feet should be on the ground, shoulder- 
width apart. Now, bring the bar up as you would in a 
preacher curl; pause at the end of the movement 
and then slowly go back to the starting position. 
That's one repetition. Do 10 for a set and three such 
sets. The Spider Curl, as you will find, isolates the 
biceps muscles and makes them do all the work when 
it is performed. Contrast that with simple standing bar- 
bell curls, where the entire upper body can help 
during the movement. 

There are many other ways to spice up tradi- 
tional exercises. One more way of tweaking the com- 
mon garden variety dumb-bell biceps curls is to do 
them while lying on an inclined bench. Your arms hang 
down straight on either side of the bench and the 
movement of curling is done without swinging your el- 
bows forward or backward. Done with proper form, 
these inclined bench dumb-bell curls also isolate the bi- 
ceps muscles well, aiding in stimulating them to grow. 

And, before I go, here's a small tip for smart 
work-outs. A cup of coffee before you train with weights can have a 
two-fold benefit: first, caffeine can trigger release of body fats into the 
bloodstream (thereby your body burns fats rather than carbohydrates first 
when you're working out); and, second, coffee can help reduce post- 
workout tiredness. Try it. 








MUSCLES MANI 


aaa aaa MR реннде тзлт та acd‏ فم واھ ی یھ شی “لر وس ممما ممع معدن ممت امعم سف وم ررر وور ہہ e A E‏ و ا و A‏ ا ی AAA PAAA E‏ مهي ومد چ م A‏ ی رمم موی 


| write to musclesmani@intoday.com 

Caveat: The physical exercises described in Treadmill are not recommendations. 
Readers should exercise caution and consult a physician before 

attempting to follow any of these. 
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PRO-AM OF CHAMPIONS 2008 


N ASSOCIATION WITH 


m AMAWA 
ITC-WELCOMGROUP | GLOBALCÖNNECT 


Hotels, palaces and resorts | INTELLIGENT COMMUNICATIONS 


The Pro-Am of Champions is India's only standalone Pro-Am. It, is an opportunity for the who's who 
of the corporate world to partner top notch professional golfers and stake 1heir-.claim- on new turf 
This coveted event will be played over three regional rounds in Bangalore, Kolkata and ЛТ РЕА which then 
culminates with the grand finale in Delhi. The business deals can wait, it's time to brush up your golf skills 


Kolkata: 15th Dec, 2007 | Mumbai: 2nd 2008 |Delhi: 


Schedule 
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ACUMEN 2007—WEST AND SOUTH ZONE 


Slugfest of the Minds 


The country’s best managerial talent-to-be jived their minds and skills with 
each other at the 6th Business Today-Aditya Birla Group Acumen 2007 West 
and South Zone finals. TEJEESH N.S. BEHL & RAHUL SACHITANAND 





| 
4 
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Winning Stroke: Saurabh Goel (IIFT), Cognizant, Alumni—West Zone winner; Vinamra Srivastava and Mohit Sadani 
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(IIM-A), Debate—West Zone winners; H.R. Shashikant, Sr. President, Group HR, Aditya Birla Group; Souvik Basu 
(Narsee Monjee Institute of Mgmt Studies), Quiz—West Zone winner; Pavan Varshnei, Publishing Director, Business 
Today; Govind Grewal (Narsee Monjee Institute of Mgmt Studies), Quiz—West Zone winner; Raktim Das, GM, Business 
Division, India Today Group; Harsha Bhogle and Rakesh Taklikar (FMS, Delhi), SCB, Alumni—West Zone winner 


SUNNY SATURDAY MORNING SAW THE AUDITORIUM 
Ae Mumbai’s Welingkar Institute of Management 

filled to capacity to watch the brightest B-school 
minds from the West Zone battle it out for a spot in the 
finals of the national B-school challenge. And right 
from the word go, 34 quiz and 28 debate teams went 
for the gold—to qualify for the semi-finals. 

Taking advantage of a partisan crowd and the 
home ground, Welingkar’s Deepak Verma and Raj 
Singh Chauhan breezed through to the finals after 
overcoming the challenge from Pune’s Symbiosis 
Centre for Management and Human Resources, rep- 
resented by Navtej Singh and Ashwin Jain. Their topic: 
‘Economic reforms in India have benefited only the 
rich’. Slugging it out in the other semi-final was the 
country's numero uno management school, ПМ-А, with 
its duo of Vinamra Srivastava and Mohit Sadani, 
locked in an intense battle with Giridhar Gopal Bagri 
and Nayana Renukumaran from the Institute of Rural 
Management, Anand. Both teams debated whether 
‘An MBA is the most hyped qualification in India today’. 
пм Ahmedabad triumphed in the end to set up a battle 
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with Welingkar in the zonal finals. 

After a brief break, both finalists squared up to 
argue whether ‘Soft skills, more than technical profi- 
ciency, are what separate the great managers from 
the good ones'. Welingkar's Verma and Chauhan ar- 
gued convincingly for the motion, but their arguments 
were quickly offset by IIM-A’s Srivastava and Sadani who 
were adamant that technical skills were what mat- 
tered when push came to shove in the corporate world. 
And while it must be said that Welingkar's stand did 
hold water, it was better articulation by the itM-A duo 
that saw both judges—H. R. Shashikant, Senior 
President, Group Human resources, Aditya Birla 
Group, and Pavan Varshnei, Publishing Director, 
Business Today—awarding them the title. That allows 
them a shot at winning the national debate champi- 
onship in the Grand National Finale to be held in 
Mumbai on December 15, 2007. 

But the fireworks weren't limited to teams match- 
ing their debating skills; they were also on display as 
four teams reached the zonal finals of the quiz round to 
match their wits and knowledge. It was a contest 


royale of seven rounds be- 
tween Souvik Basu and 
Govind Grewal of Narsee 
Monjee Institute of 
Management Studies; 
Prashant Sampath and 
Chaitanya Marathe from SJM- 
SOM, IIT Bombay; Tanmay 
Kumar and Alok Dattaray 
Malshet of Symbiosis Institute 
of Business Management, 
Pune; and Srinath T. B. and 
Abid E.H. of IIM-A. The vic- 
tors: Basu and Grewal from 
Narsee Monjee. 

But what really stole the 
show was the B-School 
Alumni quiz in which alumni 
from various institutes were 
randomly paired into four 
teams. M. Suresh Kumar of 
TCS and an alumnus of IIM-C 
joined forces with Tushar 
Chaudhary—an alumnus of 
IIM Kozhikode—working 
with Axis Bank. Others in 
the fray included Saurabh 
Goel of Cognizant (ПЕТ) and 
Rakesh Taklikar of SCB (FMS, 
Delhi); Vishwajeeth P. of Sun 
Microsystems (IGNOU) paired 
with Samrat Sengupta of 
Capgemini (IIM Lucknow); 
and Prasan Potdar of ICICI 
(NITIE) with S. Sathi Aseelan 
of Netcribes (Bharatidasan 
Institute). 

Of course, the questions 
thrown at both the teams and 
the audience were aimed at 
the recipients’ intelligence 
and ingenuity. Sample this: 
What is the angels’ share in 
the alcohol trade? While 
Kumar of TCS wasn’t sure of the answer, he hazarded a 
guess—the content in the barrel lost to evaporation— 
and won some handsome points for his team to even- 
tually finish as the 2nd runners up. 

The quiz rounds—named after Business Today's de- 
partments like Cover Story, Back of the Book, Current, 
Trends, Features, etc.—saw a heated contest among the 
four teams, two of whom were ousted in the penulti- 
mate round. The eventual winners: Goel of Cognizant 
with his team-mate Taklikar of SCB who came from be- 
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West Zone debate winners: Vinamra Srivastava 
and Mohit Sadani from IIM Ahmedabad 


ЄТ.” 


West Zone quiz winners: Govind Grewal and 
Souvik Basu from Narsee Monjee Institute 
of Management Studies 


Master Stroke: Harsha Bhogle with participants 


hind to prevail over 
Vishwajeeth P. and Sengupta. 

And it wasn’t just the par- 
ticipating teams that were 
drawing the audience’s ap- 
plause—Acumen host Harsha 
Bhogle and anchor Tarana 
Singh kept up the energy lev- 
els with audience questions— 
prizes for which ranged from 
Acumen T-shirts, Business 
Today diaries and mugs to 
Braun electric shavers, Nokia 
phones by Business Today 
and a year’s subscription of 
Harvard Business Review. 
And injecting some more fun 
into the audience round, 
РА Bhogle’s throwing of the au- 
dience prizes often had them 
landing in the wrong hands— 
though they eventually 
did find their way to deserv- 
ing persons! 


Southern Fire 

The scene of action shifted 
from Mumbai to Bangalore a 
week later for the southern fi- 
nals of Business Today 
Acumen 2007, in association 
with Aditya Birla Group. The 
verdant campus of the Indian 
Institute of Management, 
Bangalore, was set alight by 
the quiz team of Chinmay 
Mishra and Shamanth 
Madhava Rao from another 
IIM (Kozhikode, this time), 
as they lorded over the com- 
petition, winning the com- 
petition with a stunning 215 
points, nearly four times the 
second placed team. “When 
you have a quiz team like this you keep going on for 
many more rounds,” declared quiz master 
Harsha Bhogle. 

The quiz was spread across seven rounds, with 
four teams from IIM Kozhikode, им Bangalore and 
TA Pai Institute of Management, Manipal and 
Bharathidasan Institute of Management duelling across 
rounds named after cricket (what else) and ВТ own 
content, such as Straight Bat, Bookies Corner and, of 
course, Cover Story. IIM-K got into their groove straight 
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away, building up a com- 
manding lead over the next 
hour. The questions came in 
all shapes and sizes, from di- 
rect rounds, video and au- 
dio clues to seemingly ran- 
dom linkages. 

Some examples: In 17th 
century Japan, merchants 
stored rice in warehouses and 
in order to get liquid cash 
they sold receipts called ‘rice 
tickets’ against the stored rice. 
These tickets soon became a 
general currency. China is be- 
lieved to have done some- 
thing similar 6,000 years ago. 
The Japanese methodology 
is, however, remarkably sim- 
ilar to the current rules gov- 
erning which Us instruments? 
(Futures trading); which entity 
now owns more than half the 
hotel rooms on the Las Vegas 
Strip, including the hotel with 
the most number of rooms 
as certified by the Guinness 
Book of World Records? (MGM 
Mirage); and Frederick’s of 
Hollywood is a famous US re- 
tailer of lingerie with stores in 
many modern shopping malls 
across the Us. The business 
was started by Frederick Mellinger, who is also credited 
with which uplifting invention, which he called *The 
Rising Star’? (The push-up bra). In the end, Mishra and 
Rao cantered home and won themselves a place in the 
national finals to be held in Mumbai. 

It wasn't the quiz alone that kept the ПМ auditorium 
packed to the rafters, with both the semi-finals and fi- 
nals of the debate keeping the audience glued to their 
seats. In the first semi-final, the topic was ‘Profits will 
cease to be corporations’ raison d’etre’, with ISB 
Hyderabad (Aarti Kothari and Yuzdi Badhniwalla 
Navroz) out-arguing Loyola Institute of Business 
Management, Chennai (Soubir Ignatius Ghose and 
Shelton Shonit Wilfred Rego). Arguing that profits 
are at the core of all organisations, the duo from ISB con- 
tended that other initiatives related to people and 
processes were only the supporting cast in this act. In the 
second round, IIM-B (Sahil Barua and Sandeep Das) suc- 
cessfully argued that globalisation only benefits de- 
veloped countries, prevailing over a spirited team from 
IIM-K (Vikram Chandrashekhar and Kaustabh 
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South Zone debate winners: Sahil Barua & 
Sandeep Das from IIM Bangalore 






South Zone quiz winners: Shamanth Madhava 
Rao & Chinmay Mishra from IIM Kozhikode 


Alumni winners: Anish Raju & Tanmay Prusty 
with Acumen host Harsha Bhogle 


Bhatnagar). The winners suc- 
cessfully argued that globali- 
sation had only benefited de- 
veloped nations and in the 
process made millions of res- 
idents across under-devel- 
oped and developing nations 
poorer, 

[IM-B then did even bet- 
ter in the debate finals when 
Barua and Das defeated their 
opponents from ISB, by suc- 
cessfully arguing that 
“Leaders are born not made." 
The team convinced the 
judges that leaders had spe- 
cific character traits that were 
inborn rather than acquired. 
Citing examples of persons 
as diverse as Jeff Skilling of 
Enron and father of Pakis- 
tan's nuclear programme 
Abdul Qadeer Khan, the пм 
Bangalore students argued 
that they lacked specific in- 
born characteristics such as 
honesty and integrity and 
were, therefore, unsuitable 
to be long-term leaders. 

Before these events on an 
action-packed Sunday, over 
40 B-schools slugged it out 
for a chance to be in the quiz 
and debate finals on Saturday, with quizzers going 
through a written preliminary round. 

Bhogle and an enthusiastic M.C. Mary Ann kept 
the audience on their toes with snap quizzes, impromptu 
events (including a laughter competition) and many 
prizes. The audience proved up to the task every time a 
challenge was thrown at them, with half-a-dozen of 
them volunteering for the laughter challenge, and 
others taking part in a dance contest as well as the 
audience quiz. 

Apart from Business Today and the Aditya Birla 
Group, other sponsors and partners of the event are 
TravelGuru, Esprit, Aditya Birla Minacs and Birla 
SunLife Insurance (prize sponsors for the finals), 
Headlines Today (rv partner), Fever 104 FM (radio 
partner), Exchange4Media.com (media partner), 
PaGalguy.com (online media partner) and IM Bangalore 
(B-school partner). After the crackling southern round 
it’s now over to last of the regional round to be held in 
Kolkata and then the big one: the National finals 
in Mumbai. 8 
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Ga Ga Over 


Golf 






Corporates of all shapes, sizes and standings test their golfing as 
well as networking skills at Round One of the 13th Business Today- 
Honda Pro-Am Championship. K.R. BALASUBRAMANYAM 





in the corporate world would 

miss being part of. The annual 
Business Today-Honda Pro-Am has 
created such a buzz that they make 
sure they are there. Their excite- 
ment was visible on November 17, 
Saturday, when 80 of them de- 
scended at the Eagleton Golf Club 
on the outskirts of Bangalore to 
participate in the first of the three 
regional rounds of the 13th edition 
of the event. 

The day turned out to be just 
perfect, as some golfers told ВТ later. 
What better way to start off one's 
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weekend than to drive away from a 
concrete jungle and into a wooded 
world and lose oneself in the nature. 
Indeed, the golf course at Eagleton 
was an ideal place to chill out. 
Freshly showered after a game of 
over four hours, Ravi Naware, CEO, 
ITC Foods, exuded ample charm as 
he blissfully chatted away with his 
friends and colleagues. When BT 
caught up with him, he suitably 
warned that his comments about 
the Pro-Am, as usual, were going 
to be positively biased. “I wish I 
could play every weekend but that 
does not happen,” he said in a voice 








that longed for more golf. That was 
quite understandable of a man who 
last played the game some four 
months ago. “Today morning, the 
weather was wonderful. It's lovely to 
be into the nature in the morning." 

A visibly pleased Airtel's L.V. 
Sastry declared that he wouldn't 
have missed the opportunity for 
anything. A vice president at India's 
largest telco, Sastry said he always 
looked forward to the event. “We 


PRO-AM OF CHAMPIONS 200: 


consider it a prestige to be invited. 
Year after year, Corporate India’s 
most avid golfers look forward to 
the Pro-Am, which is by now a 
brand in its own right. The event 
also offers a great opportunity for 
business networking. One could see 
players from different companies 
and backgrounds bond so well.” 
Sastry, who heads Airtel’s op- 
erations in Karnataka, said: “вт Pro- 
Am is the largest, amateur and 
standalone event in India. But it is 
always conducted like a professional 
tournament”. This was Sastry’s fifth 
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consecutive outing at the Pro-Am. 

Honda's South Zonal Head A.V. 
Prabhu Kumar, whose company is 
celebrating its 10th anniversary in 
India, had to juggle anniversary re- 
sponsibilities with golf. He was busy 
addressing dealers in Coimbatore 
on Friday, but caught the first avail- 
able flight the next morning to be 
part of the event. “This time people 
enjoyed it thoroughly,” said the 
man, whose company organised 
the event along with Br. For Sanjay 
Diwan, Director, Global Accounts, 
Avaya, it was a great experience to 
be part of golf, which, he said, has a 
great position in market place. 

Post the game and a quick 
shower, as the participants gath- 
ered for drinks and a sumptuous 
lunch, they indulged in a friendly 
banter and a guessing game on who 
could be the lucky three to fly to 
Delhi for the grand finale. Finally, 
the organisers announced that Arjun 
Srivatsa had pipped former India 
International David D'Souza (MD, 
Garden City Fashions) to reach the 
national finals. Both Srivatsa and 
D'Souza had ended with 36 stable- 
ford points in the 0-8 handicap 
category. But Srivatsa pipped 
D'Souza on a count back of the last 
nine holes. 

The others who made it to the 
finals to be held in Delhi in February 
included Vishal Bhat (Mb, MNS 
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Exports), who pipped Raj Krishna 
(MD, SL Constructions) on count- 
back in the 9-16 handicap category 
after having logged 39 stableford 
points, and Vineet Kshirsagar 
(Director, Oracle) from the 17-24 
category after scoring 37 stableford 
points. The team honours went to 
the quartet of Shane O'Neil, Vishal 
Bhat, Sumit Rathor and H.W. Kim, 
who narrowly beat the team of G.S. 
Ravi, Nandan Heblikar, Desmond 
Rice and Vineet Kshirsagar. 

Business Today's Publishing 
Director Pavan Varshnei, Honda's 
Prabhu Kumar and Avaya's Diwan 
gave away the prizes amidst cheers 
from the crowd. The next regional 
round will be held at the Tollygunge 
Golf Course in Kolkata on 
December 15. 

At the end of the Bangalore 
round, Varshnei said he found the 
response from participants very en- 
couraging. "It's a pinnacle event 
for corporate heads across India. 
It's like a calendar event," he said, 
adding that the turnout this year 
was larger than in the past. “It (Pro 
Am) is gaining in popularity and 
stature along with the game. All 
the leading CEOs come. I see a lot of 
new faces," he said. Br Pro-Am was 
supported by rrc-Welcomgroup and 
Avaya Global Connect. The prize 
sponsors were South African 
Airways and Sun International. Ш 





EXPERTS CALL IT A DO-OR-DIE SITUATION. 
WE CALL IT THE FINAL INNINGS. ARE YOU READY? 


HARSHA BHOGLE 
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National B-School Challenge UTER 
ARE YOU SHARP ENOUGH ? 


WATCH OUT FOR THE NATIONAL FINALS OF 
ACUMEN 2007 ON 15" DECEMBER, 2007. 


B-School Partners 
The stage is set, once again for a thrilling contest. Presenting 
Business Today - Aditya Birla Group Acumen 2007, India's only 
National B-School Challenge. This is where you get to witness an 
unusual display of debating & quizzing skills and an intense battle of 
wits, strategies and reflexes. The winners take away mega prizes 
and a rare distinction of being India's best B-School debaters & 
quizzers. The sharpest in the audience also get to win exciting prizes. 
So what are you waiting for? Grab your moment on centre stage! 
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Date B-School partner 
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Oct 26, 27 5 Welingkar Institute, Mumbai Welingkar Auditorium 
Nov 03, O4 South IIM, Bangalore ПМ В Auditorium 


East ПМ, Calcutta ПМ С Auditorium 


NATIONAL FINALS: DECEMBER 15, 2007. 
ITC HOTEL GRAND CENTRAL, MUMBAI. 
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Eyeballing Microsoft 


NEARLY A DECADE AFTER JOINING ADOBE, SHANTANU 
NARAYEN, the company’s India-educated President 
and coo, has been elevated to the top job at the 
desktop software publishing company. A graduate 
in electronics engineering from Osmania University, 
Hyderabad, Narayen, 44, has been at the centre of 
Adobe’s expansion, most notably its $3.4-billion deal 
for Macromedia last year. Now, Narayen will have 
his hands full not just growing his business, but 
also keeping a guarded eye out for Microsoft, 
which has been slowly moving into this market. 
“Around 98 per cent of computers (with an internet 
connection) run our Flash software and we're con- 
fident of maintaining our lead over the competition,” 
Narayen had told вт. Happily for him, India has 
evolved into a key product development base for 
Adobe. With another Indian-American Naresh 
Gupta running Adobe’s global R&D operations, it 
looks likes it is ‘India shining’ at Adobe. 
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Effervescence Rules 


INDRA NOOYI, 52, HAS ADDED YET ANOTHER FEATHER 
to her already impressive cap. One of the most 
powerful businesswomen in the world, Nooyi 
has recently been anointed a director on the 
board of us-India Business Council. She brings with 
her a highly-valuable perspective as the Chief 
Executive of a corporation spanning nearly 200 
countries. Incidentally, PepsiCo is a Chairman's 
Circle member of USIBC, the highest level of mem- 
bership, and is a longtime supporter of expanding 
business ties between the US and India. Nooyi, who 
was a bit of a rule-breaker in her conservative, 
middle-class days at Chennai, is also on the boards 
of the Federal Reserve Bank of New York and the 
Lincoln Center for the Performing Arts, New 
York. With a string of career highs in tow, the 
non-conformist Nooyi seems set for another act- 
ion-packed stint at the council. 





Adding Fizz to Farming 


SCFT DRINKS GIANT PEPSICO INDIA HAS ROPED IN AN ECONOMIST AND EXTERNAL AFFAIRS EXPERT TO DRIVE ITS AGRICULTURE 
initiatives. It has appointed vivex BHARATI as Executive Director for External Affairs to replace Abhiram 
Seth, who is retiring after a 15-year stint at the company in February. In his new role, Bharati, 52, will 


manage the eclectic agricultural projects, crucial to company's India scheme of things after its image 
took a hit over the pesticide controversy. What clinched the job in Bharati's favour is his 
deep understanding of the economic policy coupled with considerable skills in policy di- 
alogue. An ex-journalist, who began his career as a lecturer in Economics at Delhi 
University, Bharati was Advisor (National Policy and Programmes) at Federation cf Indian 
Chambers of Commerce & Industry (FICCI) prior to joining PepsiCo. 
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Stepping into Iconic Shoes 


SUCCEEDING THE ICONIC TECHNOCRAT R.A. MASHELKAR 
is a tough act to follow. SAMIR K. BRAHMACHARI, 55, 
the new Director General of Council of Scientific 
and Industrial Research (CSIR), however, has the 
credentials. This biophysicist is credited with bring- 
ing about Genomed, a first-of-its-kind alliance in 
India between a government institute (Institute of 
Genomics & Integrative Biology) and a pharma 
company (Nicholas Piramal) in the area of gen- 
omics, pharmacogenomics and bioinformatics. He 
is also coordinating a national network project in ‘In 
Silico Biology’ for drug target development. Plus, 
Brahmachari is enthusiastic about India's freer econ- 
omy bringing more investments into science and 
technology. At CSIR, a set-up of 38 R&D centres, he 
has his task cut out—to make Indian science achieve 
more commercial success in the years to come. 
Das Ca pital Time for Brahmachari to take centrestage. 

SET. d 
FOR TARUN DAS, THE CHIEF MENTOR OF СІ, LIFE 15 i S: P 
“beginning afresh at 68”. An exuberant Das is ES | 
thrilled about his recent month-long stay at the ao ij 
Harvard University in November. The agenda: 
Helping students understand the India growth story 
better. On his first visit to Harvard, Das fielded a vol- 
ley of questions from over 150 students. No prizes 
for guessing the most-asked question: How long will 
the high growth rates in India sustain? “Everything 
in India is like a Bollywood movie—full of twists and 
turns. But we are going to stay above 10 per cent 
(growth rate),” an emphatic Das told his audience. 
That’s not all. The interaction thread is being carried 
forward—Das is looking at increased industry in- 
teractions at Harvard. And perhaps as a pre-cursor 
to that, a persuasive Das has roped in Nobel laure- 
ate Amartya Sen to be the key speaker at a confer- 
ence on education in Delhi in December. Sounds like 
the perfect icing on the cake for now. 











Economist for All Seasons 


VUAY KELKAR 
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AGE: 56 
DESIGNATION: CMD 
COMPANY: The Videocon Group 


BHASKAR PAUI 


Big Brand, Big Ideas 


l'S ALL ABOUT THINKING BIG. THAT'S WHAT DRIVES VENUGOPAL DHOOT, CHAIRMAN 

and Managing Director of the Videocon Group, who is in the race to acquire the 

London-based Burren Energy, valued at nearly $4 billion. Videocon made a name for 
itself in the consumer durables segment, making Tvs, refrigerators, air-conditioners, 
VCRs and audio systems. For Dhoot, 1985 was Ground Zero. That was the year he started 
buying picture tubes from the international giant Thomson. He tried, unsuccessfully, to 
buy out Thomson’s Videocolour division the same year. He would have to wait 20 more 
years before he acquired Thomson’s colour picture tube business in 2005. 

Even though things weren’t easy initially, Dhoot has done exceptionally well 
over the last 15 years. Despite CRT CTVs being on their way out, Dhoot believes there’s 
life in them yet. Possessing proprietory CRT technology, and brands such as Kenstar and 
the Indian rights to brands like Akai and Sansui definitely helps. When dealing with LCDs 
and Plasma, Dhoot seems to be sticking to a sound strategy—possess the technology. 
Videocon currently owns more than a 100 Plasma patents. The group’s turnover from 
Consumer Electronics has also been steadily increasing—from Rs 6,140.92 crore in 2005 
to Rs 1 k; $23.96 crore last year. This has allow ed Videocon to venture into other ar- 
eas, most notably in the oil and gas sector. 

Of all Videocon’s new ventures, this is where future growth is expected to come from. 
The group extracts oil from the Ravva oilfields off the coast of Andhra Pradesh, producing 
50,000 barrels a day. With crude oil prices hovering at around $100 (Rs 4,000) a barrel, 
the group has reason to feel bullish. It is currently vying for the London-based Burren 
Energy, which produces oil in Congo and Turkmenistan. Videocon already has exploration 
and production assets in Oman, Australia, Canada and East Timor, and recently acquired 





Log on to Airtel Live! | the Brazilian facilities of Canadian gas producer EnCana Corporation. As of now, 
(http://live.airtelworld.com) Videocon's core consumer electronics business contributes almost 89 per cent to revenues, 
Available only on GPRS enabled phones | but Dhoot expects that to shrink to 40 per cent with another 40 per cent of revenues com- 


ing from oil and gas in a few years. So, where does Dhoot see his globe-straddling 
bition base group in five years? As a group worth $10 billion, that's where. m 
Rs. 25 per week BIBEK BHATTACHARYA 
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From The Editor 


AST SUMMER, WHEN MARKET RESEARCH VETERAN 

Raghu Roy, who founded and heads Monitoring 

and Research Systems (MaRS), came to us with a 
proposal to launch a joint survey of the Indian male, we 
readily agreed. After all, an extensive and large-scale sur- 
vey of men’s habits and attitudes towards buying, work- 
ing and living, among other things, had probably never 
been done in India. Men account for more than half the 
population and a survey of their attitudes and habits, we 
reckoned, would probably be of interest to companies and 
professionals, particularly those who are active mar- 
keters. So, we decided to do it on a big scale. Our sam- 
ple size was 11,370 men from across 35 Indian towns and 
the survey, commissioned in June 2007, took nearly 
five months to complete. 

The results of the survey, we believe, capture the cur- 
rent state of mind of the Indian male. Being the first sur- 
vey of its kind, there are, sadly, no precedents to compare 
the findings with. But many of these findings have come 
as quite a surprise. You may not raise an eyebrow if we 
said 50 per cent of men in northern India would like to 
be rich enough to buy anything they want, but would you 
have expected the most brand con- 
scious Indian males to be living in 
Chennai, a city that is stereotyped as 
being ultra conservative? 

As well as finding how materialis- 
tic or price sensitive Indian males are, 
our survey also digs under the skin to 
find out about their anxieties. An 
overwhelming three-quarter of mid- 
dle-aged men that we surveyed said 
they cannot be sure of what support they can expect from 
their children. As much as 64 per cent of married men 
said they worried about their job security, while just 9 per 
cent of them cared about their own physical appearances. 
There are dollops of cynicism too in our survey results: 
80 per cent of men in the North felt hard work is no 
guarantee for success. As there is deep-rooted conser- 
vatism: more than half the men we surveyed said 
arranged marriages were the best, while almost the 
same proportion believed women should stay at home! 

Our package, beginning on page 67, starts with an 
infographic representation of the study's findings and 
then explores some of the most important themes 
that the survey has brought to light: how the young 
Indian male prioritises his work and life; why many 
men think nothing of frequent job- hopping and relo- 
cation; how the affluent 40 plus Indian men are living 
it up trying to catch up on lost time; how obsessed 
most Indian men are with their careers; how, contrary 
to what you may have thought, things are swingin’ in 
the south; and, of course, what the Indian male buys, 
how he buys and why he buys. 


музу Garrgan 


SANJOY NARAYAN 








imagine a colour laser printer 
big on colour, small on size. 


CLX-2160 5 Imagine having the choice of two colour laser printers small enough to fit 
an ч АС ues on your desktop. The CLP-300 is a small, standalone colour laser printer, 
om, whilst the CLX-2160 has the added advantage of fast, full-colour copying 

and high-resolution scanning. Imagine colour this vivid in printers this 
small. With the Samsung CLX-2160 and CLP-300, it’s not that hard to 


ica Рин ЖА imagine. To learn more, visit www.samsung.com 








(sisi: das Other Network Ready Colour Lasers also available: 


vupenüntaguamungsem OLX-2160N, CLX-3160FN, CLP-300N and CLP-600N ` 
SAMSUNG INDIA ELECTRONICS PVT. LTD., 6" & 7 FLOOR, IFC! TOWER, 61, NEHRU PLACE, NEW DELHI. РН: 41511234, 42521234.www_samsung.com 


i! 





business |today 





COVER STORY 


Subscription Service: 


To begin or renew your subscription, 
please contact the customer services. 
Please have your credit card number 
and expiry date ready. 


@ 120-2479900 | 
(Monday - Friday; 10 am - 6 pm) 


@ Call Customer care: Toll free no.1800 
1800 100 (from BSNL/ MTNL Lines) 


€ wecarebg@intoday.com 





An exclusive survey of Indian 
males—their habits and attitudes 
towards buying, working and 


У) www. businesstoday.in living, among other things. 
120-4078080 oin 
Subscription for 1 year (26 issues): Rs 390 | nam 


Subscription for 3 years (78 issues): Rs 1,170 


Alternatively you can subscribe by 


The best rides in town 


Mind Over Marketing 


completing and mailing the form below to: Tracking advertising and marketing 


Living Media India Ltd., 13th Floor, 





Policy Watch 
Videocon Tower, E-1, Jhandewalan What palicy planners think 
Extension, New Delhi-110055. 
Treadmill 
For the fitness seeker 
EET e BRUN EE EN Ea E SINN IERI E E REA | "E 
FOG TESEI A EOE Printed Cir cuit 
The cutting edge of tech 
vo o o — —— ETE BT MORE 
S Ema Eo BEES S raVEL EE he 
Russi sasaki asta SE OFEN: 
RG 
PT TTT RY OOO OC OER 
Please find enclosed Cheque/DD No.:........... 
| SSK T E Cis Dis s adv desi e eva ERN drawn on 
| (specify bank & һгапсһ)............................... 
од. Rare CPST a 


: Favouring Living Media India Ltd. 
¦ (Please add Rs 10 for non-Delhi 


TO RECEIVE BT'S TIP OF 
| payment). Or please charge my card THE DAY 


i 1. Go to “Write messages” on your 

к... OOOOH mobile phone 

SY Dali = ео ненин ее е ме еее меннн 2. Type "BTTIP" on the message 
screen. 

¦ Member's о, саас Ae] the message to the number 

My subscription number: ............................ 4. You will receive the hot management 


tip for the day in a return message. 


FFP O RETR C EEO T EHH TETHER EEE OOOO enka HEHEHE SBOE OBESE EES 


: (In case of renewal) 
: * Terms & conditions apply 


"a^" "AR AT. TEE TS OEE SESS """"""-"""ssssteeceeel 


NOTE: Available with all cellular operators 
Regular SMS charges apply 


www.businesstoday.in 


The online edition of Business Today 





а 
thr 





Free 


Access 











m UTI Strikes Back 

m 60 Minutes: Bart Becht 
m Jobs Today 

m Reporter's Diary 


UTILITY TOOLS@BTONLINE 
» Risk Calculator 

» Future Needs Calculator 
» Tax Calculator 

» Education Plan 

» Retirement Plan 

> EMI Calculator 

» SIP Calculator 

> Business Tips 


BT SPECIALS 


You'll find all our surveys and 
listings online too. 


As we analysed 
the market cap 
of the BT 500 
companies (as 
well as the next 
500) some 
distinct trends 
emerged, 
which our 
special package of eight stories 
will help you discern. 


BT-ON-THE-MOVE 


Now, get a hot new management tip for the day every day, and participate in opinion 
polls through SMS on your mobile phone 24 hours a day. 


| TO ANSWER THE BT-ON-THE-MOVE 
QUESTION 


ndia's growth likely to slow down over the next 
ee years? 
1. Go to "Write messages" on your mobile phone. 


| 2 Type “BTPOLL Y” for Yes. 


Type "BTPOLL N" for No. 


3. Send the message to the number “2424”, 


| Readers can aiso participate in the poll a! www business-today.com 
Powered by ActiveMedia Technology www.activemediatech.com 


HSBC Investments 


Some five year-olds 
perform well in school. 


And some, in the 
world of finance. 


HSBC Mutual Fund and its flagship HSBC Equity Fund 
complete five successful years. 





[ ` د‎ ۹ С 2 P T "3 = Е nla , 1" ^ m 7 = F > > +$ 2 . ' , 
rive years ado, HSBC Mutual Fund. embdarked à nev Ifi lia. And 3 5! 3 | 
‚сул Гу r tco “IAS wre T 7. ~ į "occ mi itc tia = mum ^f „+ LICO " 4 ғ * $ $ 
Wea i 1 tor | 5 invest j 5 ne SULA co. L ` aus! I e QU r noD. Е lu Ly f i 4 | t ] e y 
4 ^? r3 "ҮТ Та f с ( alala " Г "^ff? 1а T "4 r "^ 4 $ g 1 " 7 * 
fact, an investment ої Rs 100 000 in Dec 2002 Would Nave ун ideg an amour Г DI, tog | 
فی‎ m^ <a ^ mar Art "ту" ^ im eh 6 tora e TY E. + 4 4 4 $ ` " + } 
pertormance may or may not De Suid neg пе тшш AS the very ті П e noi 31216 
^ ^ \ a C£ v!) ex > Ame A? ¢ — - * ^ ^ c Г m~ ^ =з a - + * 
helped prope! HSBC Mutual Fund into one of the top 10 fund houses in India today hat mak 
noteworthy s the fact that this performance comes in the face of increasina competitio ind thi $ 
a7 I tt \ I 112r wart + t! c , 7 i 1 T f vr f 1 T cc t! Ac 1 ir Ї ТИ 1 + 
] t HH C иа 3 | ! d eir Ј „ Cy uc Ri Vid ] t Wary 
? 2 Tnm 1 f) mi Р, c , thc t nec a i + +, Ф y * ( г+ * ry ۴ b r { 
"n JJ P зү! ә і cuu и у { ree ү t y 1 


sms INVEST to 56767 HSBC Mutual Fund 


Issued bv HSBC Asset Management (India) Private Limited www.hsbcinvestments.co.1n 

* 4t the time of the HSBC Equity Fund (HEF) NFO (14 No 2002 to 3 December 2002) with К. І lakh an invest wuld have purchased 10,000 uni 

Octaber 2007 the NAI f HEF (Growth) was Ks 106.1677 per unit. At Rs.106.1677, an investmu nt of Rs.l lakh in tiu HEF NFO had grown to K AIO / 

October 2007. a return of 62.06% CAGR compar d to 45.84% for BSE 200 since inception. “Source: www.mutuaifun Isindia.com as on 31 October 200 

Investors may obtain Offer Documents and Kev Information Memorandums along with application forms from the office of HSBC Mutual Fund, 314 D. N. Koad 

Mumbai 400 001. Tel: 022-6666 8819, Statutory Details: HSBC Mutual Fund has been set up as a trust by HSBC Securities ind. Capital Markets lia) Privati 

Limited (liability restricted to the corpus of Rs.1 lakh). The Sponsor/associates о! the Sponsor/ Asset Management Company | AMC) are not responsibli Die 1 

loss or shortfall resulting from the operation of the Schemes The Trustees of HSBC Mutual Fund have appointed HSBC Asset Management (India) Pris 

the Investment Manager. Risk Factors: All investments in mutual funds and securities are subject to market risks ind the Net Asset Value (NAV) of the Se! п 

up or down depending on the factors and forces affecting the securities markets. There can be no assurance that the objectives of the Scheme will ос аспі 

performance of the Sponsor, АМС. Mutual Fund or any associates of the Sponsor/AMC does not indicate the future performance of the Scheme of the Mutual | 

HSBC Equity Fund (HEF) is the name of the Scheme and does not in any manner indicate the quality of the Scheme or its future prospects or returns. P T 

of the Scheme may or may not be sustained in future. Scheme ( lassification: HEF (an open-ended diversified equity Scheme) aims to general lor | 

growth from an actively managed portfolio of equity and equity related securities. Terms of Issue: Units of the Scheme are being offered at NAV based prices, sut 

to the prevailing loads. The AMC calculates and publishes NAVs and offers for sale, redemption and switch outs, units of the Scheme on all Busines 

Applicable NAV of the Scheme. Load Structure (includes Regular HSBC SIP/STP): Entry - 2.25% for investments switch ins* < Rs 5 crores, otherwise Nil. ! 

1% for < Rs 5 crores, if redeemed/switched out* within 1 year from date of investment and 0.25% for > Rs 5 crores, if redeemed/switched | ы 

date of investment. No load in case of swit hes between equity 5 hemes of HSBC Mutual Fund. No load in case of investments by Fund-ol Fun & the 
e is subiect to change at the discretion of the AMC and such changes shall be implemented prospectiv ely. Mutual Fund 


sub-accounts. The entry/exit load set forth aboy 
investments are subject to market risks. Read the Offer Document carefully before investing. 





Vol. 16, No. 26, December 30, 2007 


12 Company Index 


EDITORIALS 
16 Southern Shock 


16 Be Aggressive 
18 It's About Soft Power 


TRENDS 


19 Rupee @ 30? Oh Dear! 
The government will need to take some tough calls 
soon to tackle the rising rupee. 


20 Q&A with Juliette Monmousseau of Bouvet- 
Ladubay, UB Group 


24 BSE Lags Other Asian Markets 
26 Top of Mind 


Junk Bonds Are Here; Miro Media Player for Free. 


28 Policy Watch 
À bird's eye view of what's hot and what's not on 
the government's policy radar. 

34 Newsmaker 

' This fortnight's star is Kapil Dev, Chairman, 

Indian Cricket League. 

40 Noted 

42 The BT 50 Index 


CURRENT 


46 Onthe Birla Bandwagon 
Why Ajay Srinivasan quit the global stage 
and headed home. 
48 Billion-Dollar Dream 
, Can Tejas Networks be Indian IT’s next big thing? 
50 Will Funny Get the Money? 
ICL tries humour to sell cricket to TV viewers. 
52 IFCI: Hard Road Ahead 
IFCI stake sale enters the last lap fraught with 
üncertainties. 
54 Escaping IT's Tier II 
MindTree revamps for a better future. 
98 On Verizon's Horizon 
US communications giant applies for 
ILD licence. 
60 School for Retailers 
Pantaloon has tied up with 11 B-schools to 
tram its staff. 
62 Staples' Diet 
Global giants in stationery are setting up shop. 


64 Northern Comfort 
J&K tops the list in VAT collections. 


66 Ваа Trip 


How significant is Ranbaxy's drug recall in the US? 


8 BUSINESS TODAY DECEMBER li 


И ДУР 


em 
bi 


THE 
INDIAN 


SURVEY 


2007 





Cover by Kapil 


FEATURES 


146 UTI Strikes Back 
UTI AMC is set to 
become the first 
Indian asset man- 
agement company 
to list on the stock 
exchanges, The 
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the pre-liberalisation days. But that’s okay: 
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should have been. 


110 Swingin’ in the South 
The image of the moustache-twirling, 
pot-bellied man from the South is fading away. 


118 In the Grey Zone 
Indian men over 45 seem to be facing many 
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Now for a Cover on SSIs 


BT 300 THROWS UP SOME NEW TRENDS. 


For example, there are 46 new en- 
trants this time, six of them from 
real estate. What is important is that 
they all add to the wealth of the 
country and also have made sev- 
eral individuals rich. At the other 
end of the spectrum are the small 


scale industries that are a lifeline | 


for people who are not technically 
skilled or highly educated. We need 
to promote 5515. Maybe, next time, 





Collector's item 
THE BT 500 LIST (DEC. 16, 2007) EST- 
ablishes the fact that our economy 
is growing at a brisk pace and that 
corporate India can take on global 
challenges. Fis are queuing up to 
register with SEBI and the Sensex, 
despite the occasional blips, is 
headed in only one direction, north. 
In fact, for a true picture of how 
our economy has changed and 
grown over the last decade, one 
only needs to look at the ar 500 lists 
that have been published over the 
years. Those old issues are 
indeed a collector's item. 

AKHILESH KUMAR SAH, through e-mail 


Rein in Rupee for Healthy Growth 
YOUR LAST ISSUE ON INDIA’S MOST 
valuable companies is very inform- 
ative. While the contribution of rr 
companies to the country’s GDP 
might have had come down, it is 
heartening to see that the loss has 
been made up by companies in the 
telecom and retail sectors. More 
proactive measures have to be taken 
by the government to stop the rise 
of the rupee, if it wants IT and [TES 
companies to do well in future. Job 
losses in the manufacturing and tex- 
tile sectors are also huge. These is- 
sues are likely to impact our growth. 
ALOK CHATTERJEE, through e-mail 
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BT could do a feature on them. 


A. JACOB SAHAYAM, through e-mail 


SBI Must Revamp to Remain #1 
SBI CANNOT AFFORD TO REST ON ITS 
past glory (Can spr Stay No. 1?, 
December 16). If it has to remain 
the leading bank, it has to devise 
new strategies to enhance its market 
share. ICICI Bank, the leading bank in 
the private sector, is growing at an 
astonishing rate, which is reflected 
in its market cap. SBI has an edge as 
it has seven well-established sub- 
sidiaries and an extensive network 
across the country. The bank must 
explore the inorganic option of 
growth by merging all its subsidiaries 
with itself to get a fairer idea of 
where it will stand, post-merger. 
Again, to unlock the true value of its 
subsidiaries, it is necessary that they 
are listed prior to merger. Capital 
then will get a big boost, while size 
would be automatically taken 
care of. 

$. UMASHANKAR, through e-mail 


High Taxes, Low Returns 

IT IS SURPRISING THAT INDIANS PAY 
such high taxes (December 16, 
2007). At least, there is no octroi in 
Gujarat and Punjab. This is a good 
step as the root cause of black 
money is multiple taxes. Toll tax 
throughout India must also go. 
According to one estimate, the total 
tax burden on a person is about 65 


per cent of his/her total income. In 
return, what services/benefits do 
individuals get from the govern- 
ment? Even basic services that the 
government must provide, like 
roads, electricity, water, education, 
etc., are unsatisfactory. It's time 
more people started paying taxes 
and the government used the money 
for the right purposes. 

MAHESH KAPASI, through e-mail 


China Bound 
CHINA CALLING (DECEMBER 16, 2007) 
shows how times have changed 
behind the Bamboo Curtain. The 
communist regime has, to a large 
extent, not let its ideology inter- 
fere with the country's economy 
and also does not seek to control 
every aspect of life or way of think- 
ing. China is now more accessible, 
which is reflected in the number 
of Indian professionals who are 
working in that country. And, in 
fact, it is doing our professionals a 
whole lot of good. A stint with a 
Chinese company can open doors 
for these executives in the Asia- 
Pacific region, like Malaysia and 
Singapore, where Chinese busi- 
nesses have a good presence. For 
fresh B-school graduates, it's time to 
brush up on Chinese. 

SHAHBAZ MIR, through e-mail 
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One of the 8 Global Challenger Companies in India” 


We might be one of the largest cement companies, but we believe this is just the beginning. Our counterparts at the world’s 
leading index provider Standard & Poor's, second our beliefs. And when they featured us in the S&P Global Challengers List", 
2007 as a "Global Challenger", they made it official. It's a distinction that portrays our true potential and marks our arrival at 
the international level. Moreover, what makes it special is we are the only cement company amongst eight Indian companies 
to bag an honour of such stature. 


As a "Global Challenger", we are poised to challenge the world. 


HANMER/M-80 


www.acclimited.com ‘S&P Global Challengers List", 2007 
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SK this hip bone is connected to the server. 


And the server is connected to a new healthcare initiative, one that will give doctors 
quick access to vital records. It's called the Nationwide Health Information Network 
IBM is leading a team working to bring medical record-keeping into the 21st century 
while protecting patient privacy. A secure digital network will give doctors a single, 
comprehensive view of patients. And it will help eliminate duplicate tests and forms, 
lowering costs. Prognosis: a better patient experience. Want innovation for health? Talk 
to the innovator’s innovator. Call оп IBM. To learn more, visit www.ibm.com/in/healthcare 


what makes you special? 
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FAWZAN HUSSAIN 


Southern Shock 


IEREOTYPES ARE EASY TO FORM BUT NOTORIOUSLY 

hard to break. So, when one thinks of the typical 
Chennai man, the image that most comes to mind 
Is of one dressed in vesbti, vibhuti smeared across 
his forehead, extremely conservative in his out- 
look and, of course, partial to rice—with sambar., 
ideally. As with most stereotypes, there is some 
truth in this, but most of it is gross exaggeration. In 
the case of Chennai man, that stereotype may have 
been truer two decades ago, but today it is less 
and less a reflection of what he really is. 
As our Indian Male Survey 2007 reveals, the 
Chennai man is turning out to be very different from 
his popular image. 

Take a look at what our survey, which covered 
11,370 working men across 35 towns, reveals. The 
man in Chennai is the most brand conscious; in fact. 
7] per cent of the men polled in the city claimed to be 
brand conscious—the highest across the country. 
Even Delhi, often considered a city of show-offs, 
pales in comparison. Again, the men in Chennai 
emerge as the most materialistic in the country. 
Whatever happened to simple living that the god- 
fearing men down south were known to practise? As 
we explain elsewhere in this issue, the three large 
southern capitals (Bangalore, Chennai, and Hyderabad) 
have been the drivers of the rr boom. Apart from 
creating unprecedented affluence in these cities, the IT 
boom has broken the relative insularity of these places. 
Software engineers from across the country have 
poured into the southern capitals, and have as much in- 
fluenced the local culture as they have been by it. 


be Aggressive 





RBI Governor Y.V. Reddy: Success comes at a price 
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Chennai men: Very different from their popular image 


A Us-educated engineer son setting up a tattoo shop 
would have been sacrilege even in the early "90s, 
and girls going out to learn salsa from a male in- 
structor even more so. Yet, if that's the new Chennai, 
then marketers must shed some of their old notions 
and look at it with a fresh set of eyes. Chennai is still 
not a city where the rich like to flaunt their wealth 
(most of the business families in Chennai have their 
passions but they tend to pursue them privately), so a 
Gucci or a Bulgari is not going to find a huge market 
for itself in the city. But there are several other neo- 
rich Chennai men who like to acquire all the good 
things in life, and who probably make a ready market 
for dozens of other marketers. 


UCCESS IS PROVING TO BE AS DIFFICULT TO HANDLE AS 
уша, India’s success at selling itself as a “hot” 
investment destination is giving Reserve Bank of 
India Governor Y.V. Reddy and Finance Minister 
P. Chidambaram headaches of the kind none of 
their predecessors has ever experienced. As billions 
of dollars chase the Indian growth story, the rupee 
continues to rise against the greenback. It's already 
trading below Rs 40 per dollar; there is near una- 
nimity among analysts and economists that it will rise 
to Rs 35 over the medium term; and some are pre- 
dicting that it will rise to Rs 30. 

Many people are viewing this as a crisis. Such peo- 
ple are both right and wrong. They are right because the 
Indian economy seems unprepared to deal with this 
massive inflow of dollars and the policy responses are 
inadequate, timid and even negative. Yes, small 
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exporters, especially in the textiles and handicrafts 
sectors, need to be protected, not least because they are 
among the largest employers in the country. But active 
intervention to keep the rupee value artificially low can- 
not be a long-term solution. The government esti- 
mates that Indian infrastructure alone will need in- 
vestments of $300-500 billion (Rs 12-20 lakh crore) 
over the next five years. A large part of this will have to 
come from foreign sources. The government should, 
therefore, do more to increase the absorptive capacity 
of the Indian economy. Bureaucratic red tape is still the 
biggest hurdle faced by foreign and domestic investors. 
Then, large investments are held up in the infrastructure, 
telecom, banking and insurance and manufacturing 
sectors because of policy issues. By dragging its feet on 


Its About Soft Power 


HE FIGURES ARE OUT, AND LIKE ALL STATISTICS, ARE 
{== to different interpretations. The Indian 
Cricket League’s inaugural tournament has delivered 
TRPs of 0.3-0.5. That, in itself, will not send advertisers 
into raptures; the ongoing India-Pakistan Test series is 
attracting at least five times as many eyeballs. But the 
real significance of those admittedly modest viewership 
figures lies elsewhere. 

They prove, beyond any doubt, that there is a sig- 
nificant market for cricket outside of official sanc- 


tioned matches. ICL’s “score” is all the more creditable 


because its tournament comes bang in the middle of an . 


Indo-Pakistani Test series—fast emerging as the gold 
standard of international cricket—in which India is ham- 
mering the stuffing out of its traditional rivals. It will be 
interesting to see if this figure changes in subsequent edi- 
tions of the league or when India is not playing inter- 
national matches. 

That cricket attracts eyeballs in India is old hat. But 
many advertisers find it a very expensive platform. 
What ICL does is: it provides advertisers, who may 
baulk at the ultra-expensive sponsorship and spot rates 
associated with India-centric international matches, 
with an alternative. 

The official Indian Premium League will kick off 
next year. It has the backing of the International 
Cricket Council and all the cricket boards around the 
world. So, it will get all the big stars from India, 
Australia, England, South Africa and the other big 
cricket playing nations. So, it's a no-brainer to predict 
that it will be much bigger than ICL. 

Together, these two tournaments will be unique, in 
the sense, that they will ensure that for the first time in 
history, India will be at the centre of an international 
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reforming these sectors, the government is actually 
ensuring that too many dollars are chasing too few 
growth stories. 

Then, the cheaper dollar is making it cheaper for 
Indian companies to acquire assets abroad. This should 
be actively encouraged. And finally, the government 
should immediately set up a sovereign fund with a 
part of its huge forex reserves. Apart from earning 
higher returns, it will also give the government crucial 
leverage in the invested companies. 

If China, with a trillion-dollar foreign exchange 
kitty, can effectively sterilise inflows and buy influence 
across the world, there is no reason why India can't 
do the same. All it needs is a little imagination and lots 
of aggression. 





ICL & IPL: Cricket isn't just about "official" matches 


sport. This country has been the game's financial engine 
for about a decade now. But these two tournaments 
will, for the first time, give international superstars a 
stake in the game in India. Just as county cricket— 
which, till recently, provided employment to the best 
players from around the world—gave England addi- 
tional clout in the game, IPL, and, to a lesser extent, ICL, 
will give the Indian cricket authorities unprecedented 
leverage in how the game is run internationally. 

Also, foreign superstars signing up with Indian 
sponsors will give this country a great opportunity to 
project its “soft power” into their home countries. 
An example of this was in evidence when Australian fast 
bowler Brett Lee defended the country in the face of an 
international media blitz on the alleged racist behaviour 
against his team mate Andrew Symonds. 

Yes, domestic matches they may well be. But their 
influence will, doubtless, be felt well beyond cricket and 
also beyond these shores. m 





Rupee @ 30? Oh Dear! 


The government will need to take some tough 
calls soon to tackle the rising rupee. KAPIL BAJA] 
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Feeling the pinch: IT firms are now trying to reduce their dependence on the US 


S THE RUPEE HIT A NEAR-DECADE HIGH OF 39.16 TO THE DOLLAR ON 
А х= 7 (it was at 39.49 on December 7), it is becoming clear 
that the Indian economy must learn to live with a stronger rupee over 
the medium term at least. Gerard Lyons, Chief Economist and Group Head 
(Global Research), Standard Chartered Bank, said recently that the rupee, 
driven by the continuous flow of foreign capital into the country, may well 
appreciate to Rs 30 against the dollar over the next five years. “There is near 
unanimity on the general upward trend of the rupee value,” says Shubhada 
Rao, Chief Economist, YES Bank, adding that the “fundamental issue” is that 
the economy’s “absorptive capacity” does not match the huge inflows. 
As this magazine goes to the press, the rupee was again buoyant on ex- 
pectations that the us Federal Reserve, at its meeting on December 11, will 
cut rates again by 25 basis points to 4.25 per cent, making Indian debt se- 
curities, bearing a higher interest rate, more attractive. Vivek Moorthy, 
Professor of Economics at IM Bangalore, says: “The RBI has no clue about 
how it wants to influence the exchange rate.” The central bank does not have 
the wherewithal to engineer the scale of intervention needed to cope 
with the huge capital inflows seen over the last eight months, adds D.K Joshi, 
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The fortnight’s burning question. 


IS THE GOVERNMENT 
DOING TOO LITTLE TOO 
LATE TO ARREST THE 
SLOWDOWN IN EXPORTS? 


Yes. Ganesh Kumar Gupta, 
President, FIEO 

Every exporter is facing acute pres- 
sure on account of the sharp and 
sudden rupee appreciation. The 
packages announced by the gov- 
emment to offset losses are grossly 
inadequate and remain mostly on 
paper. Then, the recommenda- 
tions of the Commerce Ministry 
are being turned down by Ministry 
of Finance, creating further un- 
certainty. 


Maybe. Ravi Sikka, Chairman, 
CII Northern Region Economic 
Affairs 

There is an urgent need for policy 
measures to temper the impact 
of the appreciating rupee. 
Reducing interest rates will not 
only help reduce costs, it will also 
reduce interest rate arbitrage op- 
portunities, thus, helping moderate 
inflows of dollars. 


No. T.K. Bhaumik, Chief 
Economist, RIL 
The government is providing cap- 
ital subsidies and interest reim- 
bursements. Now, exporters will 
have to redouble efforts to leverage 
advantages like the availability of 
low-cost and skilled labour, de- 
sign expertise and raw materials 
base into competitive advantages. 
COMPILED BY MANU KAUSHIK 
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Principal Economist, CRISIL. And though RBI has been encouraging 
greater capital outflows, the effect has not been significant, points out 
Samiran Chakraborty, Chief Economist, ICICI Bank. 

While RBI and the government pull different levers of an in- 
creasingly complex monetary policy, the economy is suffering, 
The export target for this year has been revised downwards from 
$160 billion (Rs 6.4 lakh crore) to $140-145 billion (Rs 5.6-5.8 lakh 
crore) amid a massive slowdown in the exports of textiles, leather and 
handicrafts. “The rise in the rupee value will adversely impact the en- 
tire economy and not just exports. A higher rupee will lead to 
cheaper imports, which will hit domestic industry and encourage 
higher consumption of oil,” says Rajiv Kumar, Director, Indian 
Council for Research on International Economic Relations (ICRIER). 

However, not everyone agrees with Kumar. “The impact of the 
rupee rise is sector-specific. The textiles, leather and handicrafts sec- 
tors suffer the most because they 
neither have a natural hedge 
against currency risk while im- 
porting inputs nor great power 
for price renegotiation. I do see a 
host of benefits of the rupee rise, 
such as cheap imports of capital 
goods,” says CRISIL’s Joshi. 

IT and ITES companies are al- 
ready trying to reduce their re- 
liance on the us and the dollar 
and focus instead on European 
and Japanese markets. Some of 
these companies are also setting up 
centres in low-cost countries of 
Europe and Latin America, says 
Aneesh Jhaveri, Associate Director, 
KPMG. "Larger IT players are also 
renegotiating prices, asking for 9- 
10 per cent higher billing and of- 
ten getting 5-6 per cent. The rising 
rupee has also given rr players the 
incentive to improve their opera- 
tional efficiency on which they 
have never concentrated before," 
he adds. ICRIER’s Kumar favours 
more capital controls, especially 
to curb the “hot” ЕП money. “But 
most importantly, we need to 
boost the absorptive capacity of 
the economy before allowing more 
foreign capital inflows,” he says. 
YES Bank's Rao says the regulators have done well to usher in 
greater transparency in ЕП inflows and restrict access to external 
commercial borrowings (ECBs). But despite these, the inflows continue 
unabated, putting the rupee under further pressure 

The bottom line: the coming year will be difficult, and the 
government will have to calibrate its policy responses very carefully 
to tide over this development. 
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The French 
Connection 


ULIETTE MONMOUSSEAU, 30, IS A FIFTH- 
J generation member of the Monom- 
ousseau family, which runs Bouvet 
Ladubay, one of the oldest sparkling- 
wine producing establishments in 
France, now owned by Vijay Mallya’s 
UB Group. In Kolkata recently to pro- 
mote her wines, she spoke to BT's 
Ritwik Mukherjee. Excerpts: 


How does it feel to switch from films to the 
wine business? 

l'm really happy to be back in the 
wine business after a career in cinema 
where I had the opportunity to work 
with people from many nationalities. 
Representing Bouvet-Ladubay now of- 
fers a challenging assignment. 


Where does the Indian wine market stand 
vis-à-vis the rest of the world? 

The Indian market is at a nascent stage. 
But the potential is enormous, even 
more so with the UB Group joining 
the fray. Our priority is to launch 
Bouvet-Ladubay across all metros. My 
task is to create awareness about the 
brand and associate it with various 
lifestyle events. Last year, UB sold 
25,000 bottles of wine in India. This 
year, we hope to sell 40,000 bottles. 


Will the takeover by UB help Bouvet- 
Ladubay grow globally also? 

Certainly. We will use the network of 
UB Group’s Whyte & Mackay divi- 
sion to sell our products in the UK. 
We now sell 100,000 bottles in the 
UK and hope to increase it to 500,000 
bottles soon. 
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celebrities become brand 
ambassadors? Think again. In a 
move that appears worthy of 
emulation, HP's Imaging and 
Printing Group has roped in 
Deep Kalra, Founder & CEO, 
Makemytrip.com, to endorse 
its new range. HP India has been 
identifying key segments and 
identifying *heroes" in those 
segments as brand endorsers. 

Kalra fits the bill as CEO of a 
company that needs an IT backbone in its core function. On his part, Kalra 
feels the assignment made sense to him. *The concept is good. I felt the en- 
dorsement would help reinforce our brand," he says. It's not as if HP India 
has thought this up for the first time. Farlier, its Personal Systems Group has 
featured Dilip Chhabria, Mp, pc Design, as a model. 

The trend is not new. UB Group's brands have also used this to their ad- 
vantage in the past. More recently, the face of C.K. Ranganathan, 
Chairman & Mp, CavinKare, has been visible outside Chennai and 
Mumbai airports endorsing the shirt label Karlsberg. Ranganathan, how- 
ever, says he simply stepped in for a friend. With the asking rates of film 
stars and other celebs going through the roof, maybe this trend of CEOs 
endorsing other brands will grow. 
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Mobile Sales Reach a High 


THE NUMBERS SPEAK FOR THEMSELVES 
COMPANY SALES MARKET SALES MARKET 
SHARE 2006 SHARE 

Nokia 1101778 381 _ 

Ѕатѕипр 4177600 145 — 

Motorola 37,765.2 131 

- SonyEricsson 253916 88 _ 
LG 204991] 71 

Others 5239252 184 ` 

TOTAL 2889349 1000 


Figures in '000s for Q3 



















Source: Gartner 


OBILE PHONE SALES HAVE SKY ROCKETED. THE WORLDWIDE SALES TO END 
Ios in the third quarter of 2007 reached 289 million units, a 15 
per cent increase over the figures for the corresponding period last 
year. According to a survey conducted by Gartner, the top five vendors 
accounted for 81.6 per cent of the global market share. In Asia-Pacific, mo- 
bile phone sales rose to 101.8 million units, up 26 per cent from the third 
quarter of 2006. India saw the largest growth, reaching 24.5 million dur- 
ing the quarter. 

AMIT MUKHERJEE 
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IT LARGEST 





HIS IS FOR ALL THOSE WHO 
T that the IT sector just 

skims the surface of the 
"real" Indian economy and pro- 
vides jobs only to a handful of 
Indians. New estimates say the 
Indian IT sector is expected to 
overtake manufacturing as the 
largest employer in the organ- 
ised sector. According to Manish 
Sabharwal, Chairman, 
TeamLease, a leading staffing 
solutions provider, the IT and 
ITES sectors will employ about 
eight million people by the end of 
this year, compared to around 
seven million in organised 





The place to be in: Infosys office 


manufacturing. "Employment in 
organised manufacturing has been 
on the decline for the last couple 
of years," says Sabharwal. 

A large number of these em- 
ployees are engineers with non-IT 
specialisations, who have still 
chosen to work for infotech com- 
panies because of the higher pay 
packets and glamour quotient. 
As a result, many engineering 
and infrastructure companies, 
like L&T, for example, are un- 
able to recruit top-rung talent as 
they are unable to match the 
compensation packages offered by 
the IT sector. 

RAHUL SACHITANAND 
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‘India Most Dynamic Market’ 


ARPER COLLINS IS SHARPENING ITS FOCUS IN INDIA. “THIS IS ONE OF 
FL most dynamic markets in the world," says David Swarbrick, 
Group Sales & Marketing Director, Harper Collins UK, who was in 

India recently for a board meeting of the company. The three-mil- 
lion-copies-a-year market, which has doubled in size over 
the last year, is expected to grow at 30-40 per cent per annum. 

The company is now focussing, among other things, on 
creating a consumer brand in India. “We have taken several 
high quality Indian authors (writing in English) to the world. 
Now, we will do the same with English translations of great 
Indian works," he says. Also, Harper Collins is looking for an 

"Indian voice" in the books it publishes out of India. He 
admits that there is some truth in the charge that a 
majority of Indo-Anglican authors peddle *Indian 
exotica" to western audiences, *but that is 
changing". Result: an increased focus on authors 
who deal with everyday Indian themes. *Some 
books travel well, others don't, but our goal 
now is to make local publishing global," he says. 

India, he adds, is a “creative superpower”. 

To tap this market better, Harper Collins is un- 

leashing all its imprints—like Collins Business, 

Perennial, Fourth Estate—here. He's particu- 

larly excited by a couple of books that will be re- 
leased shortly—Arvind Adiga's White Tiger and 
Tarun Tejpal's The Story of My Assassins. These, 
says Karthika K.V., Publisher of Harper Collins 
India, will finally put to rest the theory that only 
Indian exotica sells. 



















ARNAB MITRA 
RAJKUMAR 






BSE LAGS OTHER ASIAN MARKETS 


The BSE Sensex ranks #5 in Asia in terms of returns this year. 

INDEX INDEX LOW 
Shenzhen A Index 502.57 
Shanghai A Index 

Hang Seng China Enterprises 
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NET'S SHARE OF 





HE INTERNET JUGGERNAUT HAS 

begun rolling and is set to 
cross major milestones as an 
advertising medium. According to 
a study by ZenithOptimedia, the 
internet is expected to overtake 
magazines to become the world's 
third-largest advertising medium 
in 2010. Before that, it is pro- 
jected to surpass radio adver- 
tising in 2008. In percentage 
terms, it is projected to corner a 
double-digit share of global 
advertising in 2009. 

The study also sees healthy 
growth in global ad spends de- 





spite the credit squeeze this year. 
The coming Olympic Games in 
Beijing, European football and 
the US presidential elections are 
expected to provide the boost to 
ad spends. Global ad expendi- 
ture is set to grow 6.7 per cent in 
2008, up from 5.3 per cent this 
year. Television and newspapers 
will continue to retain their #1 
and #2 positions. Much of the 
global growth is expected to come 
from the developing markets— 
China will be the fourth-largest 
advertising market, and Russia 
the sixth-largest. 

SHAMNI PANDE 


Tightening its Grip 


MBROILED IN A BATTLE FOR CONTROL WITH VET- 
| anm Delhi-based stock broker Harish Bhasin, 
Tilak Dhar and his family, promoters of DCM 
Shriram, are desperately trying to consolidate 
their control over the diversified conglomerate. 
While the Company Law Board (CLB) has given 
them relief by refusing to stay the preferential 
allotment of warrants convertible into equity 
shares to the promoters—that will raise their 
stake by 10 per cent from 32.54 per cent to 42.54 
per cent—the Dhars are digging in for a long 
battle with Bhasin in the days to come. 

But they are not alone. Promoters with rela- 
tively low holdings can no longer take their con- 
trol over their empires for granted. Many of them 
are raising their stakes in their companies, some- 


PREFERENTIAL PILL 


Promoter Inc. is raising its stake in several companies. 


Mukesh Ambani Reliance Industries From 50.62 per cent 


КЕЕ to 55 per cent 

Anil Ambani Reliance Energy From 35 per cent to 
eee 45 per cent 
Tata Sons Tata Steel Not Available 
Tilak Dhar & DCM Shriram From 32.54 per cent 
Brothers, Industries to 42.54 per cent 
KM. Birla Hindalco From 26.8 per cent 
to 35.1 per cent 

Source: BT Research 


times even when they are not at risk. Mukesh 
Ambani, Anil Ambani, the Dhars, K.M. Birla and 
the Tatas have all raised their stakes in their com- 
panies or are in the process of doing so. The pre- 
ferred method: convertible warrants and prefer- 
ential allotment of equity shares. 

What’s surprising is the timing of the moves. 
The stock market is trading near its peak, so the ex- 
ercise is an expensive one, but that is not dis- 
couraging them. “The entry of promoters at these 
(price) levels is a reflection of their confidence 
in the future business prospects,” explains S. 
Swaminathan, Vice President, IDBI Capital Markets 
(see Preferential Pill). For some, preferential offers 
are also a route to delist their company as regu- 
lations permit delisting if the public shareholding 
falls below 10 per cent. Essar Oil, in which the 
Ruia family holds 88 per cent, is considering a pret- 
erential offer that will pave the way for delisting 
the company from the bourses. 
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What is it? It is (yet another) media player 
for your computer. 


Miro 1.0 -Turn your computer into an internet TV 


~~ al! 


But why should one download it? First, it 
Dec t Is open source, and, crucially, it plays 
DIE back virtually every type of major video 


O ee ^ 


Q i re моне а К 
(З am 1 |` format without the need to maintain mul- 


tiple players on your computer. Miro also 
allows you to view online TV from a vari- 
Better than Joost. 

E ety of independent sources. 


How much does it cost? It's Freeware: 
that means you don't pay anything. 





Can | be sure that it won't load any malicious software? Miro is created by a 
community similar to the Firefox browser, and because they don't take any in- 
formation from you (to download), it is probably safer than products made by 
large tech firms. 


Will it work on my computer? Miro supports a range of operating systems, in- 
cluding Windows and Mac OS plus several flavours of Linux. 


Where can | get it? Download Miro from www.getmiro.com 


KUSHAN MITRA 
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ECONOMY 


STATUS: Rs 52,560 crore in Oct. '07. 


STAGNATING PIE = 


91,78 


49 898 
48 386 
90,494 
49,486 


46,414 


Apn| May June July Aug Sept 
2007 2007 2007 2007 2007 2007 
Export figures in Rs crore Source: RBI 
IMPACT: Export growth has been stag- 
nating in recent times. The appreciation 
of the rupee against the US dollar is the 
obvious culprit. Exports provide em- 
ployment opportunities in the domestic 
market, so an export slowdown has 
ominous portends for the economy. 


STATUS: Rs 1,11,055 crore in the 
first five months (April-September) 
of 2007-08. 


BUOYANCY UNLIMITED 


ce 
с» 
ч. 
m~ 
о 
сч 


1,05,090 
132,771 
1,65,202 
2,29,18 


83,085 


| 


2002-03 2003-04 2004-05 2005-06 2006-07 2007-08* 


* Projected; Direct tax collection figures in Rs crore 
Source: CBDT 


IMPACT: Booming collections under di- 
rect taxes reflect the buoyancy in the 
economy and augur well for it as more 
and more money can be channelised 
for developmental works. 

COMPILED BY ANAND ADHIKARI 
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P-WATCH 


А bird's eye view of what's hot and what's 


not on the government's policy габаг. — — 





SEZ AREA MAY BEUNBOUND 


QU COULD ASCRIBE IT TO THE LOBBY- 

ing power of industry or the 
evolving nature of government policy 
but SEZ norms are in for amendments. 
The prevailing norm, capping the size 
of SEZs, is up for review—the govern- 
ment now plans to do away with the 
5,000-hectare ceiling that was set ear- 
lier this year. 

The trigger: the newly-framed 
land acquisition policy. The gov- 
ernment feels that the possibility of 
farmers getting short-changed in 
the new policy framework has vastly diminished. 
Hence, civil unrest is unlikely if large tracts of land 
are acquired by private parties. 

Safeguards hold the key to interventions, it 
appears. Recently, the government effected a 


MULTI- BRAND RETAIL GATES MAY OPEN 


VEN AS POLITICAL PRESSURE IS MOUNTING AGAINST OPENING UP 
Es. retail sector, the government is once again trying to 
allow foreign direct investment (FDI) in multi-brand retailing. 

The proposal, if approved, will help giant retailers like Wal- 
Cc Mart Carretourdud Tesco; STHODP 
BRAND POWER | others, who are quite keen to enter 
a Кйшй: ThE country through joint venture 

head again partners. Presently, foreign retail 
оору е RUNS d LA gs C 0 m p a ni es are { O rce d t O ent e r i nt O 
mif cleared, Micah licensing agreements with Indian 
conditions on foreign companies to sell their products in 
India, as the existing rules only permit 
up to 49 per cent FDI in single-brand 
retail ventures. 

It is learnt that even if the govern- 
ment convinces its “difficult” allies, the Left parties, such invest- 
ments will come with strict conditions. 

There will be constraints on the role and functioning of the 
foreign partner in the Indian venture. The foreign partner will 
enjoy a very limited role in the management of the venture and 
its hands will be tied on several counts. Surely, foreign firms 





ш Retail chain size will be 
regulated 


don’t mind getting just a foot into the retail party. 
MANU KAUSHIK 
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Open sesame: SEZ land deals 


LINIOJ FYSIO 


significant amendment to the SEZ 
norms to allow for stamp duty 
exemption. This, however, happened 
only after developers furnished bank 
guarantees of equivalent amounts. 

The move is aimed at checking 
possible real estate irregularities, 
as the guarantees will be forfeited 
by the states in case the developer 
is unable to set up the SEZ before 
the deadline or fails to fulfil norms 
spelt out in the SEZ Act. 

Given the scope of the SEZ policy 


as well the projects mooted by industry, Commerce 
Ministry officials are unsure of the final picture, when 
the 34 recently-approved multi-product SEZs actually 
take of. Optimism never did any harm. 


AMIT MUKHERJEE 
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P-WATCH COLUMN 


The why, what and how-to of policy making. 





+ 
hg ues 
C 2t 1 


COLD FLUSHES 

VISITING THE LOO IS ONLY NATURAL 
before getting into a meeting. 
Especially one where you are 
fighting for a scarce commodity 
that fuels your business. So, 
when a CDMA telecom czar 
went to meet Telecom Secretary 


» У 


EE [1 





SATISH KAUSHIK 


D.S. Mathur on the issue of 
spectrum allocation, he felt like 
visiting the loo on the way. No 
problem. Except that he told a 
GSM czar who just then em- 
erged from his meeting with the 
Secretary in Sanchar Bhawan. 
Further, he prefaced the men- 
tion of his urge with a com- 
ment that met with a cold re- 
sponse from the GSM czar. 
Surely, the humour spectrum 
is warped in this business. 

BC 


LOSS OF POWER č 
DMK MINISTERS ARE A POWERFUL 
lot in the current regime. A. 
Raja is sitting on the fate of the 
telecom industry. T.R. Baalu 
oversees the mega highway pro- 
gramme. However, the latter 
has not been able to revive his 


110-MW power project in Tamil 


Nadu. The issue: gas shortages. 
Baalu claims that he was vic- 


timised by the earlier regime 
and denied supply despite being 
first in the queue. Petroleum 
Minister Murli Deora, however, 
has decided to play it safe— 
he has referred it to the Law 
Ministry. BC 
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EQUITABLE POPULISM, PLEASE 


HE RISING RUPEE HAS CERTAINLY NOT GONE DOWN WELL WITH INDUS- 

try. Recently, Commerce Minister Kamal Nath informed Parlia- 

ment that the problem was severe, having already scalped several 
thousands of jobs. A perfect preamble for his pitch with the Finance 
Ministry—the Rs 1,400-crore relief package in July this year is inade- 
quate; more needs to be done. Finance minister P. Chidambaram, on the 
other hand, made his displeasure well known in July itself when the sops 
were given—industry needs to derive its competitiveness from innova- 
tive methods and must not rely on currency differentials. 

No one can deny that exporters have a case—Rnhi has traditionally 
intervened when the rupee has appreciated. However, early this year, it 
let go without any warning. Worse, as the foreign currency regulator in 
the country, it did not develop a market for small businesses to hedge 
efficiently against currency movements. 

The question then is: to what extent should the sops be extended 
beyond which it will reek of populism? A merit-based solution is difficult 
to implement—each export sector has a different level of import content 
in the final product, and that is what determines the profit margin. For 
instance, the top exporter, petroleum sector, 
is least affected owing to the high degree of 
import content (crude oil). The second in 
line, jems and jewellery, however, has seen 
considerable job losses, even though the 
import content is very high— margins are 
squeezed and players lack scale for the most 
part. In the case of software sector, which 
takes the third spot and accounts for a fourth 
of the country's exports, the rising rupee has 
just about blunted profitability, notwith- 
standing the fact that two-thirds transaction 
are in dollars. In such a situation, Kamal 
Nath's pitch on job losses is a powerful catalyst to deliver further sops to 
the industry. If Chidambaram is protesting, it is because he needs to bal- 
ance his books against the onslaught of rising food, fertiliser and fuel 
subsidy bills, never mind rising revenues. Is then the story of the rising 
rupee and its impact complete? No. 

The entire debate thus far has been about the exporting community. 
In five months, they billed $60 billion (Rs 2.4 lakh crore) in exports. By 
induction, the annual figure would be in the region of $140 billion (Rs 5.6 
lakh crore). Contrast this with a force that has no voice—remittances of 
workers from overseas, which is expected to register as much as $30 bil- 
lion (Rs 1.2 lakh crore) this year. This account is a great leveller. As much 
as it meters the funds sent back by a Wall Steet banker to his parents in 
India, it also accounts for blue collar labourers working in West Asia, sup- 
porting their families back in rural India. While it does not hurt the 
banker to send back some more greenbacks, the labourer in Saudi Arabia 
has no further cash to send home. Yes, any remedy will be best described 
as populism. But, surely, it is no different in the case of the exports sector. 

BALAJI CHANDRAMOULI 
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KAPIL DEV NIKHANJ 
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APIL DEV MUST HAVE BEEN A SATISFIED MAN 

when the breakaway Indian Cricket League 
(ICL) successfully got underway on November 30 
in Panchkula near Chandigarh. Amidst much 
fanfare and energetic cheerleaders, the 
Chandigarh Lions, captained by Chris Cairns, 
defeated the Marvin Atapattu-led Delhi Jets by 9 
runs. As Chairman of ICL, it was a personal vic- 
tory for Dev after some very trying months. 

He fought a protracted battle of wits with the 
Board of Control for Cricket in India (BCCI), which 
banned the nascent ICL to preserve its national 
hegemony and later also sacked Dev as Chairman of 
the National Cricket Academy for his association with 
ICL. When BCCI first announced some months ago 
that young cricketers playing in ICL could never 
hope to play for the Indian cricket team, it only 
Strengthened Dev's resolve. As he keeps repeating at 
every press conference, ICL is really all about giving 
promising youngsters a chance to play. To be fair to 
him, this is something he has always believed in, ever 
since he accepted his new role under Subhash 
Chandra, Chairman of Zee Entertainment. 

A legend of Indian cricket, Dev, who was voted by 
Wisden as Indian Cricketer of the Century in 2002, has 
come a long way from the lanky teenager who first 
burst into intemational cricket in 1979. In an era when 
Indian bowling was ruled by the famous spin quartet, 
Dev gave fast bowling legitimacy and went on to es- 
tablish himself as one of the greatest all-rounders of the 
game. Yet, he reiterates time and again that special as 
leading India to World Cup success in 1983 was, the 
ICL is something more. And so it might well be. 

BIBEK BHATTACHARYA 


NUMBERS OF NOTE 


6.7 million: The number of subscribers who have 
listed their telephone numbers with the National Do 
Not Call Registry to avoid getting unsolicited calls 


Rs 8,800 crore: The size of the detergents 


market in India 


$743.29 billion: The market cap of 


PetroChina, China's biggest oil company, compared 
to Reliance Industries' $101 billion 


Rs 800 crore: The estimated amount the Indian 
economy stands to lose daily if it continues delaying 
a decision on allocating additional spectrum 

to telecom companies, according to a Frost & 
Sullivan report 


10 per cent: The proportion of female students at 
the Indian Institutes of Management, according to a 
survey by common admission test (CAT) coaching 
centre Career Launcher 


$6.5 billion (Rs 26,000 crore): Total expenses 
incurred by Harvard University, Yale University and 
Princeton University during 2006-07 on operations, 
an increase of 100 per cent from a decade ago 


1.3 billion tonnes: India's annual carbon dioxide 
emissions. The US is the world's largest emitter of 
greenhouse gases (6 billion tonnes), followed 

by China (5 billion tonnes), Russia (1.5 billion 
tonnes), India and Japan (1.3 billion tonnes each) 


54. The number of Indian billionaires in the world. 
Their combined net worth, according to US business 
magazine Forbes, is $368 billion 


$82 billion: India's expected trade deficit in 
2007-08, up from $64.9 billion in 2006-07 


$4 billion: The value of India's online tutoring 
industry, which is growing at an estimated rate 
of 10-15 per cent per annum 


1 0. Mishandled or lost baggage reported per 
1,000 passengers in the US during the first nine 
months of this year 


$ 1 00 million (Rs 400 crore): Estimated 
endorsement income of Tiger Woods 
this year 
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things that cannot 
be seen with the human eye. The feathers of a 
bird in flight or the individual hairs on the 
mane of a galloping horse. To capture all the 
magnificent details of this fast-moving world, 
you need the highest possible performance. 
The kind of performance 
that only Canon EOS Tech- 
nology can provide. Canon’s 
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super-sharp images. With Canon EOS Tech- 
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STAR 
BUCKS: 


Ever wondered how much the top film stars and crickete 
earn for endorsing products? We did, but to be hones 
couldn't find any reliable database for their rates. So; 

spoke to advertisers, agencies and analysts and гегоє 
in on ballpark figures for India's highest paid models 


Aamir Khan Amitabh Bachchan 
Rs 5-6 crore Rs 5 crore 


Hrithik Roshan Salman Khan 
r Rs 5 crore Rs 4 crore 


* NOTE: All figures are annual endorsement fees per brand source: industry estimates Compiled by Shamni P: 


Paying Taxes: obal Picture 


A recent study compares the tax regimes in 178 countries. Here's the lowdown: 





Business taxes lowest in Most tax reforms since 2004-05 occurred Time required to comply with all 
West Asia and North Africa , in Eastern Europe, Central Asia . taxlaws 

Total tax rate (% of profit) | Number of reforms in paying taxes since 2004-05 | Hours 

80 | | 3000 

60 | 2,500 

40 | 2,000 

20 " | 150 

0 


india Russia China Brazil 
c Corporate income tax time IIl Labour tax time 
Other taxes time 
Source: World Bank-PwC Doing Business databa 
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TO BE PRECISE 


“We reach more children than Coca-Cola and 
PepsiC о can ever hope to” 
Cyrus Poonawalla, Founder Chairman, Serum Institute 0 


“These brands (Land Rover and Jaguar) can be 
very valuable for someone who knows how to 

manage them, and a big problem for those who 
don’t” 

Christoph Stürmer, Senior Auto Analyst at 


“Chinese markets are driven by domestic liq- 
uidity. We are miles ahead of the curve. India 
has a fairly sophisticated equity culture” 


| Business). Kotak Mahindra Ban 


Paul Parambi, Head (Interna 


in Business Standard 


*Don't be prisoners of past successes. Build and 
move on" 
Jagdish Khattar, Managing Director, Maruti Suzuki India 
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“Nobody thought of this as a profit-and-loss 
(business). They thought of it as a cash flow 
(business). So, if a producer-director made a 
movie and it lost $5 million, but he got ad 
vances of $5 million to make his next movie, 
then (in his mind), he’d broken even” 


Ronnie Screwvala, CEO, UTV, in Newsweek 


“We are a large consumer of energy, so we are 
natural customers" 
Larry Page, Co-founder, Google, on devel: ит « heaper renewabl 


sources, ui The | nes Of India 





“To date we have not seen any impact that 
Highlights cannot be managed, in the sense that there is a 
small impact, but it’s getting replaced with new 
The results show that tax reforms is widespread. This year, business opportunities” 
31 countries improved their tax system and 65 have done S. Gopalakrishnan, Chief Executive Officer and Managing Director 
so over the past three years. da, Seana ШЫ aaa 
Reducing bi le wisdbs е companies, to Reute 
However, many countries have made changes to reduce the 
compliance burden by simplifying or eliminating other “А common error companies make is to assume 
business taxes. that competitors will stand still while the new 
Among BRIC nations, time to comply with the tax system entrant finetunes its product prior to launch" 
in\ndia is 271 hours (against 2,600 hours in Brazil) — z Ces: Dov. Profesor ar Wharton School Philadelphia U 
речено hours) ald  - 
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TIED UP: With 
TheOneAlliance Net- 
work of SET 


Discovery, the TV 
Today network, to distribute its chan- 
nels—Aaj Tak, Headlines Today and 
Tez. This will enable it to tap into the 
domestic subscription market. Says 
G. Krishnan, CEO, TV Today: 
"Subscription revenues will gather 
significant momentum in times 
to come." 


GREW: By 9.1 per cent, the Indian 
economy, in the first half of 2007- 
08, says the Mid-Term Review tabled 
in Parliament. Agricultural growth 
rose to 3.7 per cent, against 2.8 
per cent in the previous correspon- 
ding period. Striking a cautious note, 
the review said that managing copi- 
ous capital inflows without hurting 
growth will be a major challenge. 


ANNOUNCED: By the Ministry of 
Finance, tax incentives for senior citi- 
zens. Post office deposits will be eligi- 
ble for Rs 1-lakh income tax exemption. 
The senior citizens' savings scheme 
offered at post-offices and the five- 
year postal deposits have now been 
brought at par with five-year bank de- 
posits in terms of tax exemptions. 


JUST WONDERING ... 


LAUNCHED: By the Centre for 
Development of Advanced Computing 
(C-DAC) under the IT Ministry and 
Israel's FTK Technologies, Lekhika 
2007, a new software that is expected 
to enable the Indian masses, who do 
not know English, to gain computer 
skills in their native language, thanks to 
Its user-friendly, comprehensive, cost- 
efficient format. Lekhika will come in 
10 scripts and 3,000 characters and 
supports Windows, MAC and Linux. 


TOLD: AMFI, a trade body of Indian 
asset management companies, that 
PAN cards will be mandatory for mu- 
tual fund investors from next year. The 
finance ministry has said that every 
investment made in a fund will com- 
pulsorily have to be accompanied by a 
valid PAN card from January 1, 2008. 


Д PROMOTED: As 
CEO of global media 
giant News Corp's 
Europe and Asia op- 
erations, James 
Murdoch, 34, son of 
and likely heir apparent to media ty- 
coon Rupert Murdoch. Murdoch Junior 
will oversee Asian broadcaster STAR 
Group, UK newspaper unit News 
International, and Sky Italia 








INDIAN IT FIRMS 





S INDIAN IT COMPANIES CONTINUE TO 

move up the value chain, they 

are realising that it's no longer 
sufficient to have just a large India 
presence. To compete with technology 
behemoths such as IBM and 
Accenture, Indian vendors are now 
rapidly expanding their overseas hiring. 
“We don’t want to be seen as an 
Indian company out to take away local 
jobs. We want to hire locals to build our 
image in each country,” says Phiroz 
Vandrevala, Head of Corporate Affairs 


INDIAN IT FIRMS ON A 
GLOBAL HIRING SPREE 

GLOBAL HIRING STRATEGY 
Non-Indian employees to grow 
from 5 to 10 per cent іп 2 years - 
Increase non-Indian hiring from 
3 to 10 per cent by 2010 

China presence to double; hiring 
also in Latin America 
Focus on growing Chinese 
operations to get more business 
from that country and act as 
offshore location for Japan 

















for TCS. Virender Aggarwal, Director 
and Senior Vice President, Satyam 
Computer Services, says over 40 per 
cent of its Australian Development 
Centre comprises locals. 

Already, TCS is the largest IT 
company in Latin America with around 
5,000 employees and is expected to 
take this to at least 10,000 within two 
years. Others, however, point out that 
expanding overseas has a 
downside for Indian IT companies. 
"They need to be prepared for higher 
costs and lower margins," warns Sid 
Pai, Partner at TPI, a global sourcing 
advisory. 

But that's a small price to pay to 
blunt the backlash against outsourcing. 

RAHUL SACHITANAND 




















new lenses everyday. 
Now that’s what | call a healthy habit! 


nV еп 


со 


| Johnson & Johnson brings you 724 ACUVUE 


contact lenses. So healthy and convenient, 





you won't believe your eyes! No harmful deposits “DA Y ACU : 
No lens solution. No maintenance. In short, no «амо CONTACTO : 
hassles. All you get are the World's No. 1 selling* ў 

3 


daily disposable contact lenses, at your disposal 


"industry sources 





* WARNING UV-absorbing contact lenses are NOT substitutes for protective Uy absorbing eyrwear su t t 3c sungi jo n omg : 

ntinue 10 use UV-absorbing eyewear аз directed. NOTE: Long term exposure to UV radiation is one of the тж factors associated with Cataracts Exposure у based on a number of factors such as enmironme 
altitude, geography, Goud cover) and personal factors (extent and nature of Outdoor actvitie 'v-Blocking contact lenses help provide protection agant harmful UV radiabon. However, сепа studet have 
to demonstrate that wearing UV-Blocking contact lenses reduces the risk of developing cataracts or other eye бногбег Consult your eye care practiboner tor more informat 


Ае 





bt vital signs 


SHINOD AP 


THE BT 50 





INDEX 
Markets in choppy waters. 
BT 50 

















712.63 
477.59 : és 
Dec. 11, 2006 Dec. 10, 2007 
BT Auto 
feat 
Dec. 11, 2006 | Dec. 10, 2007 
BT BFI 1311.58 
737.57 
Dec. 11, 2006 © Dec. 10, 2007 
BT Pharma 
ftn у ГА | 
Dec. 11, 2006 А Dec. 10, 2007 
BT Telecom 683.82 
408.23 
Dec. 11, 2006 Dec. 10, 2007 
BT FMCG 471.16 
380.86 
Dec. 11, 2006 Dec. 10, 2007 
BT Tech 
309.68 
296.01 
Dec. 11, 2006 Dec. 10, 2007 


42 BUSINESS TODAY DECEMBER 10 200 


India's Infrastructure: The Road Ahead 


India's annual gross domestic product (GDP) growth could be 2 percentage points 
higher but for shortcomings in infrastructure. According to estimates, 

$450 billion (Rs 18 lakh crore) in investments is expected to flow into the sector 
by 2012. A snapshot: 


Planned Investment in Infrastructure in India Till 2012 
$ (bn) according to 11th Five-Year Plan 


775 и сес сту GM NUES 
Road Infrastructure* И 
Railway Infrastructure 0000 
Water** EN 
Telecommunications*** MM 
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* Costs of National Highway Development Programme till 2015 ** Water supply and sewage disposal 
*** Network transmission masts, Optical fibre cables: without customer premises equipment 
Sources: Government of India, appropriate ministries 


The Big Cities Will Get Even Bigger 


Inhabitants in million 
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Percentage values show the expected growth till 2015 
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Source: UN Population Division 


Economic Structure: India vs China 
Sector shares in 2006 





100% 
80% 
60% 
40% 
20% 
0% 
China India China India 
GDP 
Contribution Employment 


ша Agriculture WI Industry © Services Sources: The World Factbook and Deutsche Bank Research 


Te 
Na rA А " 
wA SS 


LV 


5. 


а India Warran 


Nok} 


Р 
— 
— 
<. 
- 
> 
~- 


ities 


„ЕЕЕ ЕЕ. T. 
JOE: 
pportun 


imported/manufactured by Nokia 


Allway ^ insisi 


r 


Work together. Smarter. 


www.nokia.co.in 


don't have to be 


VOU 
О 


your flight | 
30303838" 


has been cancelled 


NOKIA 


ире sor) NON 10 Sx itulaper] PAIDA 10 SNIPES азе 1193 pur ѕәизаѕ 3 "Чо bunpauuo) PYON CHRON 





The first generation farmers of Magarpatta City. 





It is existing and functional. See it to believe it: 


The Rs.4000 Crore integrated township built by 120 
farmer families isn't a miracle. Like all things great, 
Magarpatta City is the result of sheer hard work, 
perseverance and most importantly some seemingly 
impossible dreams. 

The 400-acre Magarpatta City, built on the eco-friendly 
concept of Sustainable Development is a landmark 
project for contemporary India. The integrated 
township is home to blue chip big wigs from across 
the world and thousands of families, living in the 


finest homes. Being the complete City it is 
inhabitants of Magarpatta City have discovere 
a new way of life. They walk to work, walk to shop 
walk to school and walk to play - a unique urbar 
revolution in today's age and time. 


As we look back at our achievements with pride 
and joy, we also take a pledge to strive in searct 
for a greater excellence. It's only the start of the 
"Movement called Magarpatta City." 


PARTNERS IN PROGRESS 
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LEGAL ADVISOR : Chandan M. Parwani - Advocate CHARTERED ACCOUNTANT : D.R. Barve & Company 





SERVICE PROVIDERS : BSNL, VSNL & Airtel 


















3rd December, 1999 - 2007 


Every farmer of Magarpatta 
village is today a part of 
Magarpatta City. The farmers 
continue to receive part of the 
income that Magarpatta City 
generates. Thus ensuring that 
the fruits of development, 
rising income and pride of 
achievement is shared by all 
proportionately, in what is truly 
“Inclusive Development” 
- a concept that will be spread 
by Magarpatta City in future 
ventures, in Pune and around 
the country 
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Noble Hospital with impeccable treatment & care facilities 


ırpatta City Public School has classes from KG to std. XII 
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ygen Zone the lush green, pure and fresh patch The pride of Pune Cl Gymkhana with Olympic size swimming poo 
Forthcoming Magarpatta City Projects : Featured as the role model for ‘Inclusive Development’ on 
300 room Deluxe Hote! & million sq.ft. Shopping Mall BBC, CNBC, Discovery, NDTV, CNN IBN, 


Sahara Samay, Star TV, Doordarshan 


Forthcoming Townships : Nanded City & Riverview City and in leading Publications. 


Winner of the ‘Best IT Infrastructure Award’ from Govt. of Maharashtra. 
Magarpatta Township Development and Construction Company Limited 


Megaspace, 13, Sholapur Bazaar Road, Off East Street, Pune - 411 001. 
Call: +91-20-26823900 E-mail: mpcity@vsni.net Visit us at: www.magarpattacity.com 
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On the Birla Bandwagon 


Why Ajay Srinivasan quit the global stage and headed home. ANAND ADHIKARI 


EW CAN BOAST A 

career graph that’s 

been as meteoric 

and at the same time 

as unpredictable as 
that of Ajay Srinivasan. Close 
to a decade ago he took charge 
of Prudential Plc's Indian asset 
management company (a joint 
venture with ICICI Bank called 
Prudential ICICI). When the UK 
financial services power house 
decided to cast its net across 
Asia (India was its first port 
of call in the region), it roped 
in Srinivasan, 43, to lead the 
charge. Result? The 13th floor 
of One International Finance 
Centre near Harbour View 
Street, Hong Kong, was 
Srinivasan's work place ad- 
dress for almost the last five 
years. As Chief Executive 
(Asia) of Prudential Plc, 
Srinivasan was in charge of 
assets under management of $60 
billion (Rs 2.4 lakh crore). 

Then, just when speculation be- 
gan to gain ground that the St 
Stephen's and IIM-A alumnus would 
be called up to Prudential's UK head- 
quarters, Srinivasan took a rather 
surprising about turn and returned 
home. "There's opportunity in India. 
These are exciting times," he gushes, 
in his first media interaction since 
landing in India. “Once I made up 
my mind, it was about finding the 
right platform," says Srinivasan. 

Srinivasan has taken charge of 
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Aditya Birla Group's Srinivasan: Opportunity in India 


the $24-billion (Rs 96,000 crore) 
Aditya Birla Group’s ample financial 
services portfolio as Chief Executive 
(Financial Services) and Director 
(Corporate Strategy and Business 
Development). Srinivasan, who 
joined in mid-July, will sit on the 
boards of Aditya Birla Management 
Corporation (the group's core strat- 
egy team) and of the financial serv- 
ices companies (insurance, mutual 
funds and distribution). 

The group has some aggressive 
plans in financial services. Group 
Chairman Kumar Mangalam Birla, 


when announcing Srinivasan's 
appointment, had said: 
“He will continuously identify 
emerging opportunities in the 
financial services sector and 
lead the Group's entry into 
new segments." 
Srinivasan is in sync with that 
statement. "There are a lot 
of opportunities in other non- 
deposit kind of activities," he 
says, albeit a bit guardedly. 
The group has already 
announced a private equity 
foray. When asked about the 
other new businesses, 
Srinivasan smiles: “They 
won't surprise you.” A few 
of the activities being con- 
sidered are general insurance 
and stock broking. And 
perhaps banking. “Our 
intention is to set up a bank if 
regulations permit industrial 
houses in the banking area,” 
says Srinivasan, but quickly 
adds: “Today it’s a hypothe- 
tical question.” 

What’s pretty certain, however, 
is that Srinivasan will have his hands 
full consolidating and scaling up 
the existing businesses. 

The six-vear-old life insurance 
firm and the 13-year-old mutual 
fund are currently languishing at 
the 6th position in their respective 
industries. Srinivasan prefers to 
look at the strong base that's been 
created. “These businesses are well 
established and we have seen mo- 


these 


mentum building up there. There ts 
huge headroom for growth in just 
these four lines of businesses,” he 
points out. 

Srinivasan will also be busy put- 
ting in place a new team. Some of 
the veterans have already headed 
out. S.V. Prasad, who headed Birla 
Sun Life Mutual Fund, left in early 
2006; he was followed by Nani 
Jhaveri, CEO, Birla Sun Life 
Insurance in August 2006; and 
more recently the 59-year-old S.K. 
Mitra, Director, Financial Services, 
Aditya Birla Group, called it a day. 
Enter Pankaj Razdan, who was ear- 
lier managing ICICI Prudential AMC's 
Rs 40,000-crore assets, as Deputy 
CEO, Financial Services, Aditya Birla 
Group. More high-fliers are ex- 
pected to join. “We have a team 
that is looking to win," says 
Srinivasan. He'll need all hands on 
deck, for sure. 


Power Shifts 


RIL departs from the tried and tested in its quest for global size. 


N MID-OCTOBER, AT THE ANNUAL 
е meeting (AGM) of 
Reliance Industries Ltd (RIL), 
Chairman Mukesh Ambani talked 
about five “fundamental strategic 
shifts” that were under way at this 
petrochemicals & refining Goliath. 
RIL will now pursue (global) ac- 
quisitions for global size and scale. 
That's the first major shift. The 
second big departure from the 
past is Ambani's willingness to ac- 
cept partnerships—primarily joint 
ventures—as a way of life. The 
other changes involve relying on 
agriculture and rural sectors for 
growth, focussing on research and 
innovation, and getting a global 
footprint in a bid to be recognised 
as a true Indian multinational. 


SHEI 





A couple of those shifts be- 
came more evident last fortnight. 
The head of и? global oil business 
let on at an investment summit 
that acquisitions of oil & gas assets, 
worth up to $15 billion, were on 
the anvil. Around the same time, 
RIL signed an initial agreement with 
the state-run gas transporter GAIL 
(India) Ltd to jointly set up petro- 
chemicals units in foreign markets. 
The shift towards Jvs became more 
apparent when reports surfaced 
that RIL and Kuwait Petroleum 
were in talks to set up refining 
and petrochemicals units in 
Kuwait. The shifts have begun. 
Time will tell how they change 
the paradigms at RIL. 

BRIAN CARVALHO 
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Billion-Dollar 
Dream 


Can Tejas Networks be Indian 
IT's next big thing? 


ANGANATH 'RANGU' SALGAME 

hit the headlines two years ago 
when, as the India head for Cisco, 
he persuaded his bosses to commit 
a massive $1.1 billion (Rs 4,400 
crore) investment to the country's 
operations and announced large 





Tejas' Salgame: Execution counts now 


expansions for the networking 
equipment maker here. Since put- 
ting in place that expansion, 
Salgame has moved on from Cisco; 
but rather than opt for the relative 
comforts of a multinational, he has 
opted to join a Bangalore-based op- 
tical networking start-up, Tejas 
Networks, as President and point- 
man for all the firm's market and 
customer-facing roles. Salgame, 
who's worked across the globe—in 
established markets like the us and 
Western Europe as well as in de- 
veloping geographies such as Latin 
America—now wants to use his 
wide and varied experience to take 
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Tejas to the next level of growth. 
“We expect to cross $100 million 
(Rs 400 crore) in revenues this year 
and the challenge is to grow this 
to a sizeable scale of at least $1 bil- 
lion (close to Rs 4,000 crore) in 
three or four years,” says Salgame. 

While Tejas was born from the 
ruins of the tech slowdown in 2001, 
it encounters markedly different 
conditions today. The company has 
bucked the current trend and fo- 
cussed on the local market for most 
of its revenues. “India is the third- 
largest spender on telecom equip- 
ment in the world after the Us and 
China,” points out Salgame. 
“Mobile and wired broadband in- 
ternet growth also has massive po- 
tential.” According to industry es- 
timates, Indian telecom companies 
will spend over $50 billion (Rs 2 
lakh crore) on their backbone and 
around five million new wireless 
connections are being added every 
month. “We built our products tar- 
geting the price-conscious Indian 
consumer who is also acutely tech- 
nology-conscious and this has 
helped us expand globally too,” ar- 
gues Salgame. 

Running this strategy for the 
last six years may have helped 
Tejas grow rapidly, but Salgame 
and Co are aware that to sustain 
this growth, global markets will 
be a key part of the firm’s evolu- 
tion. “The competition is intense 
globally; our rivals are larger, with 
well-recognised brands and larger 
budgets, but we believe that our 
India-led business model is com- 
pelling,” says Salgame. From being 
a company in start-up phase, he 
believes Tejas is now ready to be 
counted as India’s largest surviving 
software product company. “You 
can try several things at an early 
stage in evolution to see if they 
work, but at this stage, Tejas needs 
to firm up its strategy and focus on 
execution," he adds. The firm is a 
favourite of venture capitalists, at- 
tracting nearly $50 million (Rs 


200 crore) in backing from the 
likes of Mayfield, Battery Ventures 
and most recently Goldman Sachs, 
as it seeks to continue its evolution 
into a global software products 
player. “We have long-term in- 
vestors and they're in no hurry to 
exit," says Salgame. 

Besides worrying about his own 
company's strategy, Salgame will 
also keep a wary eye out on the 
fast-consolidating software prod- 
ucts market, where marquee names 
such as IBM, Oracle, Microsoft and 
SAP are aggressively buying their 
way into new and fast-growing 
markets. *Tejas is not here to be 
acquired; we're here for the long 
haul as an independent, stand-alone 
company," says Salgame. 

RAHUL SACHITANAND 


ABB: Awed 
By India 


The Swiss giant brings its global 
board to India for a dekko. 


T'S HUBERTUS VON GRUNBERG'S 
fifth or sixth visit to India, but 
his first as the Chairman of ABB 
and he clearly likes what he sees. 
And that is plenty of growth op- 
portunities. “Next five years, | 
clearly see India keeping its growth 
momentum,” says Grunberg, who 
was in India with the entire ABB 
global board for its first meeting in 
the country. For starters, ABB hopes 
to double its revenues in the coun- 
try by 2010, and is ploughing in 
$100 million (Rs 400 crore) to set 
up a new greenfield facility near 
Bangalore to manufacture low- 
voltage products and power elec- 
tronics. It is also setting up new 
units in Vadodara to make power 
and automation products. 
ABB's got another $100 million 
on tap for India. For good reason. 
Its India operations have been 


growing at a rapid clip. For the 
first nine months of 2007, ABB 
India’s revenues surged 42 per 
cent and net profit 51 per cent. At 
Rs 21,186 crore, its average mar- 
ket cap in the first half this finan- 
cial year (2007-08) was up 85 per 
cent over the same period last 
year. “The reason we got Ravi 
(Uppal, former Managing Director 
of ABB India and now Chairman 
ABB India) to Zurich is to show 
the others (in ABB) what’s possi- 
ble,” says Grunberg. Uppal is the 
head of global markets and 
operates out of ABB’s headquar- 
ters in Zurich. 

Apart from the opportunities in 
the domestic market, ABB hopes 
to tap India for its engineering 
skills. It already has a global 
“Operations and Engineering 
Centre” in Bangalore, but has set 
up another one in Chennai to sup- 
port its power systems and process 
automation projects across the 
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world. The local talent in India, 
Grunberg says, will help keep ABB 
competitive. “The top slot will be 
won by the best strategist and tal- 
ent will be the key issue here,” 
says Grunberg, also Chairman of 
German tyre giant, Continental. 
But Grunberg, 65, says ABB isn't 
just chasing growth. As its 
Chairman of 10 months, 
Grunberg, who has a doctorate in 
physics, says his job will be multi- 
ple. One, ensure that ABB continues 
to have great product portfolio in 
terms of innovative equipment; 
two, have its fair share of the mar- 
ket place; and three, play the role 
of a global citizen. “I believe that 
ABB has to set the direction in 
terms of clean technology and en- 
ergy conserving equipment," he 
says. As for India, Grunberg says 
this has been *my biggest trip for 
personal motivation". Uppal & 
Co. must be beaming. 
R. SRIDHARAN 


AMIT KUMAR 


Rolls-Royce 





ABB's Grunberg : Motivated by his India trip 
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Will Funny Get 
the Money? 


ICL tries humour to sell 
cricket to TV viewers. 


HALLENGER BRAND INDIAN 

Cricket League (ICL) from 
Subhash Chandra-owned Zee 
Sports may be struggling to con- 
vince advertisers and sponsors, but 
it seems to be scoring with its first 
rush of campaign spots unleashed 
on TV and radio that are now doing 
the rounds on YouTube. The series 
has been mandated to O&M, 
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Big boys play: O 


Mumbai, which has worked to 
bring out the local character for 
each of the six cities that have 
formed a team from local talent. 
Ergo, teams with attendant per- 


Bullish on India 


Accenture COO finds the country a great place for business. 


F A LIST WERE TO BE COMPILED 
E global business leaders who 
were most bullish on India, then 
Steve Rohleder, Coo of consul- 
tancy and outsourcing firm 
Accenture, would certainly be 
counted among the top. Such is 
the optimism of the man that 
despite acknowledging the 
talent crunch and infrastructure 
issues facing the country, he still 
thinks India is a fantastic place to 
do business and base outsourcing 
operations. 

“Accenture’s Global Delivery 
Network that allows us to meet 
our customer needs from any- 
where in the world has grown on 
the back of our involvement with 
India,” he acknowledges, adding 
that of the 75,000 employees in 
the network, 36,000 are based in 
Accenture’s five centres in India. 
“We hope to continue to grow 
apace in India,” Rohleder says, 
adding: “And we hope to become 
an employer of choice.” 

With Indian industry spreading 
its wings into new countries, 
Rohleder believes that Accenture 
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Rohleder: Only infrastructure bothers 


can help in that process as well 
as others. "We are doing some 
great work in the transportation 
sector (regarding the Air India- 
Indian merger and the Kingfisher 
-Air Deccan merger) and we are 
looking at other sectors as well," 
Rohleder points out. 

A word of caution: India’s 
biggest challenge, according to 
him, is not the rising rupee or the 
collapsing dollar but in closing the 
infrastructure gap. “The lack of 
infrastructure, roads, power, ports 
and mass-transport is a funda- 
mental risk to the country's fu- 
ture growth. But there is some 
progress happening on that front 
as well," he says. 

KUSHAN MITRA 


POORA SHEHAR HAI KOLKATA TIGERS KE SAATH 





3g "y X 


&M has worked to bring out the local character for the six cities 


sonifications: Chandigarh Lions 
that has a tagline Khello Te Tashhan 
Naal (play with attitude); Delhi 
Jets—Dum Hai Toh Aao (Come if 
you have the guts); Kolkata 
Tigers—Humse Bachke Rehna 
(Beware of me), Mumbai 
Champs—Bole Tob No. 1 (We are 
No. 1); Hyderabad Heroes— 
Cricket Ke Ustaad (Masters of 
cricket); and, finally, Chennai 
Superstars—Anything is possible. 

All these 60-second spots have 
found their way on to YouTube and 
are currently being forwarded among 
friends. This correspondent, who 
missed the spots on TV and radio, 
was actually forwarded a link. The 
result is only too visible as the hits 
are mounting in their favour. *The 
response has been really good, as 
we feel the right buzz is getting gen- 
erated,” says Anup Chitnis, Executive 
Creative Director, South Asia, O&M. 
Chitnis says that the agency worked 
hard to draw local flavours, nuances 
and the history of the game in each 
of these cities. “Also, we have sought 
to bring forth the local spirit, as ICI 
is all about building regional stars 
and talent,” he says. 

Satish Menon, President, Zee 
Sports, admits that advertisers are 
beginning to show interest where 
ground sponsorship is concerned 
and the series has attracted brands 
such as TVS, Spice Telecom, Oswal 
Group, Rashmi Builders and Rishi 
Cements, among others. Also, ac- 
cording to reports, ICL has man- 
aged to sell the global rights for 
$10 million (Rs 40 crore) to three 
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distributors. According to informa- 
tion available, there is also a nego- 
tiation that’s on to bring ICL on the 
competing TataSky DTH platform. 
To be sure, even the TAM ratings 
will begin to trickle in soon and in- 
dustry watchers aver that these, 
though not too high, may just pave 
the ground for bigger things in fu- 
ture. Even some prominent adver- 
tisers such as LG Electronics India 
admit that they would watch the 
progress of the ratings and keep 
Zee’s ICL on their radar—much like 
other programmes. With a slow 
build-up, this is proving to be the 
real dark horse of the media. 
SHAMNI PANDE 





IFCI: Hard 
Road Ahead 


IFCI stake sale enters the last 
lap fraught with uncertainties. 


OR IFCI, THE BELEAGUERED 

financial institution that over 
the years has made innumerable at- 
tempts to climb back into the reck- 
oning, help seems in sight. As this 
story went to press, the stage was set 
for potential investors to place their 
financial bids by December 14 for a 
26 per cent stake in the institution. 

IFCI is also negotiating with the 
World Bank investment arm, 
International Finance Corporation, 
for a minority stake. That, how- 
ever, is likely to work out in a few 
months time. Much will, of course, 
depend on the stake sale to the 
strategic partner. The sale process 
has broadly been on schedule de- 
spite several hiccups. “Momentum 
has been maintained in the process 
so far,” says CEO, Atul Kumar Rai. 

When expressions of interest 
were invited in September, there 
were 10 parties in the fray. Rising 
stock market valuations, coupled 
with several uncertainties led to a 
reduction in the list of suiters. 
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IFCI's Rai: Some hiccups 


Those that withdrew included the 
likes of private equity player, 
Blackstone Group and French bank 
Natixis. Others such as GE Capital 
and IDFC did not turn up for the 
due diligence. 

The remaining four players con- 
ducted the due diligence in 
November. These were the consortia 
of Sterlite Industries and Morgan 
Stanley; WL Ross, US Capital Partners 
VI Fund, Standard Chartered Bank 
and HDCF; Cargill Financial Services 
Corporation and Texas Pacific 
Group, and finally Shinsei Bank, PNB 
and jc Flowers and Co. 

It has been a tough and eventful 
ride. And not just because IFCI's 
precarious recovery could easily fal- 
ter, but also because contentious 
issues did not receive early clarity. 

Take the case of optionally con- 
vertible debentures worth Rs 1,479 
crore held by banks and financial 
institutions as part of a bailout 
package in 2002. These instruments 
carried with them clauses related to 
convertibility and recompense, 
which became relevant for the 
strategic sale plan. 

This issue was resolved in early 
December via a partial conversion 
for insurance companies, which 
retained their stake at existing lev- 
els. The banks chose to convert 
their entire holding into equity. 
The conversion date for around 
Rs 1,300 crore debentures was 
fixed as December 17. A related is- 
sue still persists less than a week 
away from the financial bids— 
whether the government will con- 
vert its loan of Rs 923 crore into 
equity. Though the bidders have 
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been asked to work on the as- 
sumption that the government will 
not seek conversion, it is an issue 
that causes significant concern. 

The public financial institutions 
will hold a sizeable chunk of votes 
on the revamped board after the 
debenture conversion. “Bidders 
may not want to contend with the 
might of the sovereign on top of the 
already strong shareholding of pub- 
lic institutions. Then the invest- 
ment will not be commensurate 
with the risk,” says a person close to 
the deal. Unless clarity emerges, 
the financial bids may well be a 
non-starter. 

A smaller irritant is the status of 
the Rs 1,300 crore promised to 
IFCI in Budget 2007. Since this 
money, which was to be a grant, 
could easily add value of almost 
Rs 20 per share, clarity on whether 
it will be coming forth or not will 
certainly refine the price bids. That 
when the stock has been on a spec- 
tacular run on the bourses in the 
last year. From a low of Rs 10.29 
on December 12, 2006, the share 
price rose to Rs 110.90 on 
December 6 this year. 

The financial institution, mean- 
while, is proceeding with the stake 
sale under the assumption that gov- 
ernment support will not be needed 
following the entry of a strategic 
investor. “There are no surprises 
or shocks for the bidders,” says Rai, 
who is betting his career on a suc- 
cessful stake sale. A government of- 
ficer for almost two decades, Rai re- 
cently quit and took charge at IFCI in 


July. He believes that “there is no 


future for IFCI unless there is a 
breakthrough of the kind that can 
happen with a strategic sale.” 

And there is reason to be hope- 
ful of the future. After all, irci's sale 
will provide the successful bidder 
an entry point into an economy 
that is growing at over 9 per cent 
and IFCI freedom from repeated 
bailouts to the government. 

SHALINI S. DAGAR 
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Escaping 
IT’s Tier I 


MindTree revamps for 
a better future. 


YEAR AGO, THE TOP MANAGE- 
Ament of IT services vendor 
MindTree Consulting, led by 
Ashok Soota, met at the firm’s 
headquarters in the primarily resi- 
dential borough of Banashankari in 
south Bangalore to discuss the fu- 
ture path for the mid-tier player. 
Over the next 12 months, different 
parts of this strategy will come to- 
gether as the company puts to- 


gether an action plan to separate it- 
self from the other players (not 
just smaller, but larger, too) in this 
fast-growing industry. 

A key part of this strategy was 
unveiled in late November, when 
MindTree announced sweeping or- 
ganisational changes that saw the 
wizened Soota move on from his 
day-to-day responsibilities to a more 
strategic role as Executive Director; 
he will be assisted by Salil Godika, 
the newly appointed Chief Strategy 
Officer. Curiously, Subroto Bagchi, 
the firm's COO, has been re-desig- 
nated as ‘Gardener’ while 
Krishnakumar Natarajan has been 
elevated as Chief Executive, re- 


“Most IT Projects Don’t Pay” 


Absence of baseline data makes comparisons difficult. 


gs: IMPLEMENTATION OF IT 
projects leaves a lot to be de- 
sired, feels John Roberts, Research 
Vice President, of Information 
Technology (rr) and Research 
firm, Gartner (Asia-Pacific). But 
why does Roberts reach this damn- 
ing conclusion? It's because, ac- 
cording to published data, over 
50 per cent of IT projects imple- 
mented by corporations are failures 
or delayed. And, there is often no 
empirical evidence to prove the 
benefits that companies imple- 
menting these projects receive 
from technology. 

Roberts does not argue that all 
IT is bad, but he thinks it can be 
done a lot better than it is. *Many 
companies like quoting strings of 
three-letter IT acronyms to impress 
people, but when you ask them 
how these IT projects actually help 
them, they will mumble stream- 
lined processes or productivity en- 
hancements," Roberts says. 

According to him, herein lies a 
problem. *When companies say 
that an IT project has saved time or 
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Roberts: Not impressed by IT 


money, they very rarely have a 
baseline measurement before the 
project was implemented. More 
than 90 per cent of companies do 
not take a base-line measurement 
of their business processes before 
implementing a project," he says. 
Roberts argues that companies 
can benefit more if they measure 
processes before implementing 
them. *This can lead to better util- 
isation of IT funds, targeting ar- 
eas where companies can actually 
see improvements. This will also 
help rr vendors and consultants 
because they can actually enter 
revenue share agreements if certain 

criteria are met." 
KUSHAN MITRA 





MindTree's Soota: Strategic role 


placing Soota. While S. Janakiraman 
remains CEO of MindTree’s R&D 
business, he will now have a co- 
CEO in Vinod Deshmukh. 

“This is our first major reor- 
ganisation since we started in 1999 
and reflects the changing require- 
ments of our business,” Natarajan 
says, adding: “We wanted to give 
our younger leaders much more 
autonomy with this new structure.” 
While MindTree was the fastest 
among, IT companies to cross the 
$100-million mark, it has now set it- 
self much loftier targets: it plans to 
become a $1-billion firm in the next 
few years. “As the IT market ma- 
tures, we want to focus on building 
our expertise in specific industries 
such as manufacturing, financial 
services and travel,” says Natarajan. 
Simultaneously, MindTree ts look- 
ing to expand into newer markets 
such as remote IT infrastructure 
management, which could be a 
$150-billion opportunity. 

Inorganic growth will be a key 
component of MindTree’s evolu- 
tion as it seeks to morph from just 
another Tier II player into some- 
thing not necessarily much larger 
but specialised. “We don’t do 
everything for everyone. We have 
our specialisations and in each of 
those segments, we’re among the 
top few players globally,” claims 
Natarajan. While MindTree won't 
buy or merge (at least for now) 
with a company purely for scale, it 
may opt to acquire smaller, tech- 
nology specialists in future, he 
adds. While the company most re- 
cently bought Purple Vision, the 
chip design arm of French elec- 
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tronic design solutions firm TES 
Electronic Solutions, it has previ- 
ously acquired Linc Software and 
ERP solutions vendor ASAP Solutions. 

Besides this restructuring, 
Natarajan wants to ensure that 
MindTree version 2.0 also derisks 
its business and looks beyond its 
staple North American market for 
growth. For example, Asia-Pacific 
today contributes around 16 per 
cent of the company’s revenues 
and the company is also preparing 
to tap the burgeoning domestic 
market. “The rupee appreciation 
is a constant worry in the IT indus- 
try and we need to find innova- 
tive fiscal (currency hedging, for 
instance) and operational measures 
to tackle this problem,” says 
Natarajan. He also points out that 
MindTree has been multi-cultural 
“in its DNA,” given the mix in its 
senior management, but the firm is 
also looking to diversify its presence 
with centres overseas. 

Industry watchers and competi- 
tors point out that while the initial 
growth for MindTree was scorch- 
ing, the next couple of years will tell 
if the firm is really a long-term 
player. “Indian companies need to 
build scale quickly to start compet- 
ing for large global contracts, but 
MindTree is just starting off on 
this,” says the Head of Marketing at 
a large Indian IT services company. 
Others point to hurdles MindTree 
could face—a constantly appreci- 
ating rupee and the escalating war 
for talent. “A company like Infosys 
lost nearly Rs 300 crore in a quarter 
from rupee appreciation; MindTree 
will have to be wary of this trap,” 
says a Mumbai-based IT analyst. In 
addition, with the rr industry facing 
a shortfall of around 500,000 
trained people over the next two 
years and Tier I players hiring 
20,000-30,000 recruits annually, 
mid-tier players like MindTree 
could face serious challenges on 
this front too. 

RAHUL SACHITANAND 
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On Verizon’s 
Horizon 


US communications giant 
applies for ILD entry licence. 
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Verizon's Crump: Dialing in 


HE ALREADY-CROWDED INTER- 
й long-distance (ILD) te- 
lephony market in India is set to 
swell further with another global 
giant, Verizon Business, a unit of US 
communications service provider 
Verizon Communications, declaring 
its intentions by applying for an 
entry licence. “We had recognised a 
tremendous growth potential of 
Asian markets, and especially India, 
for some time now, and I think the 
time is right for us to step in,” says 
D. Blair Crump, Group President, 
International and Premier Accounts, 
Verizon Business. 

Already, the players in the seg- 
ment include domestic and inter- 
national biggies such as Tata 
Telecom, Bharti Airtel, BT, and 
Alcatel-Lucent, but that has not de- 
terred Crump, who feels there is 
scope for more players. Crump, 
who was in India recently and met 
prospective clients and government 
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authorities, says: “We have a tremen- 
dously huge network worldwide 
and with our technological edge, 
we intend to provide the full range 
of advanced telecommunications 
services to multinational companies 
with operations in India, as well as to 
India-based multinationals.” 

The firm, which delivers IP, data, 
voice and wireless services to large 
businesses and the government, has 
already set up a joint venture, 
Verizon Communications India, in 
partnership with Leo Communica- 
tions, an arm of the Mumbai-based 
Videocon Group. Verizon and Leo 
between them hold 74 and 26 per 
cent, respectively, in the Jv. The 
company currently provides services 
to its multinational customers’ 
Indian operations through partner- 
ships with several licensed carriers in 
the country. 

The New Jersey-based Verizon 
Business, which generated revenues 
of more than $20 billion world- 
wide during 2006, already holds an 
Internet service provider licence 
in India and has various local IP 
hubs. “Once the licences are in 
place, we hope that companies op- 
erating in India will benefit from 
direct access to Verizon Business’ 
advanced IP communications port- 
folio through Verizon Business 
India, which will complement 
Verizon Business’ continuing re- 
lationships with its existing Indian 
partners," says Crump. 

Verizon Business India plans to 
offer the full range of services to 
multinational customers, including 
international private-leased circuits 
with multi-protocol label switch- 
ing (MPLS), and internet protocol 
services, With a network of over 
485,000 route miles and footprints 
in more than 2,700 cities across 
150 countries, Version Business's 
IP and data network services are 
planned for launch in Mumbai, 
Bangalore, Delhi, Chennai and 
Hyderabad in 2008. 

AMIT MUKHERJEE 
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school for 
Retailers 


Pantaloon has tied up with 
11 B-schools to train staff. 


IDING THE BOOM IN THE RETAIL 
B aso: Pantaloon Retail is 
adding a new outlet every week 
and 500 employees to its rolls every 
month. But finding the right people 
was proving difficult. The reason 
was that many people did not want 
to work for a "store". *The prob- 
lem was with the mindset of peo- 
ple. Till recently, retail was not 
viewed as a respectable and digni- 
fied profession by many people," 
says Sanjay Jog, Head HR, 
Pantaloon Retail. Though retail is 
now viewed as a “cool” sector to 
work in, finding trained people 
who are passionate about providing 
customers a "shopping experience" 
remains a problem. 

To get over this, Pantaloon has 
tied-up with 11 B-schools around 
the country to offer its employees a 
two-year management programme 
in retail. Unlike many other com- 
panies, Pantaloon gives its employ- 
ees a two-year sabbatical, bears the 
tuition fees and also pays them 
salaries during the two-year period. 
A brainchild of Kishore Biyani, 
Managing Director, Pantaloon 
Retail, the education initiative has 
been successful in attracting and 
retaining talent. 

The scheme kicked off in 2003 
with a tie-up with the Welingkar 
Institute of Management, Mumbai. 
Later, institutes such as K.]. Somaiya 
Institute of Management Studies 
and Research, Mumbai, Indian 
Institute of Social Welfare and 
Business Management (IISWBM), 
Kolkata, Chennai Business School 
and a few others were also added to 
the list. Each year about 60-70 
Pantaloon employees are placed in 
the collaborating institutes. 

Pantaloon supports the initiative 
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in other ways as well. It provides 
the inputs to structure the curricu- 
lum and sends its senior staff as 
visiting faculty to teach students 
practical aspects of organised re- 
tail. *When we started out, there 
was a lack of domain knowledge 
about retail and our assistance was 
welcomed by the partnering insti- 
tutes," says Kurien C.K., General 
Manager, HR and Design, 
Pantaloon Retail. 


terview, are sent to B-schools. Every 
employee who has completed one 
year of service in the company is el- 
igible to apply. 

About 700 candidates pass out 
of the collaborating institutes each 
year. Pantaloon hires about 100 of 
these graduates and also takes back 
its 60 employees. *The courses will 
lose their credibility if we take the 
entire batch of students. We want 
other retailers to pick up candi- 





Eyeing shop floor talent: Training will help enrich the industry's talent pool 


Says 25-year-old Pankaj Sharma, 
a commerce graduate, who worked 
in à Big Bazaar outlet in Agra for 
one year before joining BLS Institute 
of Management, Ghaziabad, as a 
nominee of the company: *For fi- 
nancial reasons, pursuing an MBA 
was not feasible for me." 

As a result of this and other ini- 
tiatives, Pantaloon's attrition rate 
is about 4 per cent (at mid-man- 
agement level), much lower than 
the industry average of 20-25 per 
cent. The attrition rate for front-line 
staff is 8 per cent, down from 12 
per cent in the last four years. 

Every year, employees take part 
in the selection process conducted 
by a third party and based on their 
performance in a written test and in- 


dates from our partnering institutes 
as well," says Jog. 

But does Big Bazaar still carry 
the tag of a “store”? Ask Chiranjeet 
Saha, 24, a B. Tech from West 
Bengal University of Technology. 
“After completing engineering, | 
joined Big Bazaar because | found its 
offer very convincing and my par- 
ents encouraged me. | am happy 
because I got an opportunity to do 
an MBA too," he says. 

As a result of this initiative, 
Pantaloon gets a loyal and trained 
workforce, employees adds value 
to their knowledge base and the 
economy gains a pool of trained 
manpower—a win-win situation 
tor everyone concerned. 
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Staples’ Diet 


Global giants in stationery are 
opening office. 

USINESS CARDS, LETTER HEADS 
Band the like may appear like 
innocuous little odds and ends, 
but put them all together and you 
have a humungous market—one 
that’s pegged at $10 billion (nearly 
Rs 40,000 crore). It’s a pie the 
global majors in this business are 
finding difficult to ignore. The 
US-based Staples entered India 
through a licensing agreement with 
Pantaloon Retail and other big- 
gies like Office Depot and Office 
Max may not be far behind. 





Pantaloon's Biyani: Future focus 


And domestic players like Offix 
from the Today’s Writing Products 
stable are also set to flag off their 
ventures in this space. 

But first off the blocks is Staples 
Future, a 50:50 jv between Staples 
and the Future Group (of which 
Pantaloon Retail is a part), which 
has opened its first store in 
Bangalore. “90 per cent of the office 
products consumption in India hap- 
pens in the cities of Delhi and NCR, 
Mumbai, Pune, Ahmedabad, 
Chennai, Bangalore, Hyderabad 
and Kolkata,” points out Shailesh 
Karwa, Co-CEO, Staples Future. 
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Karwa, of course, has prior experi- 
ence in the market through his start- 
up Officedge, an online B2B office 
products company that was acquired 
by Pantaloon Retail earlier this year. 
Adds Rakesh Biyani, CEO, Pantaloon 
Retail: “The Staples brand will help 
us establish a presence in the of- 
fice products market, which is grow- 
ing at 15-20 per cent annually." 
According to Biyani, the venture 
will invest Rs 250 crore by 2010 to 
set up its chain. 

Staples stores, like their coun- 
terparts elsewhere globally, will of- 
fer a complete range of office sta- 
tionery, office automation prod- 
ucts including PCs and office furni- 
ture. In addition, these stores will 
have facility for in-shop printing of 
business cards, letterheads, invites 
and documents. 

Staples Future, which is targeting 
50 large format stores and 100 
store-in-stores with projected rev- 
enues of $150 million by 2010, has 
the first-mover advantage but that 
might be for a brief period only. 
Snapping close on its heels is Offix, 
which is opening its first such store 
in Mumbai's Malad suburb in 
January 2008. *Globally, offices 
spend around $200 (Rs 7,900) per 
employee annually on office sta- 
tionery and related items whereas 
the corresponding figure for India is 
$50 (a little under Rs 2,000). So 
the scope here is immense," ob- 
serves Amit Mohta, coo, Today's 
Writing Products. 

However, Offix is banking more 
on catalogue sales to ramp up its 
growth. Mohta’s strategy is to gain 
strength from region to region 
through a central warehousing fa- 
cility in each region—six are 
planned—coupled with wholesale 
retail, doorstep delivery and, later 
on, online sales and e-commerce. 
Offix has lined up Rs 200 crore 
for a pan-India store count of 500 in 
the next five years. 

The other major player in the 
writing instruments category, Luxor, 


is also eyeing the segment. “We 
have already expanded outside the 
writing instruments market with 
our office stationery products and 
we will definitely enter the office 
products market,” says Pooja Jain, 
Executive Director, Luxor Writing 
Instruments. Foreign players like 
Office Depot, too, are eyeing an 
entry into the Indian market, though 
its spokesman said there was no 
specific plan at the moment. With 
India Inc. on a growth curve, that 
might soon change. 

TEJEESH N.S. BEHL 


Big Bosch 


The German technology giant 
is flexing its muscle in India. 


HE €43.7-BILLION BOSCH GROUP IS 

further upping the stakes in the 
country. Following investments of 
Rs 1,800 crore from 2005 to 2008, 
the group plans to pump in another 
Rs 850 crore. This takes the total in- 
vestments in the country to Rs 
2,650 crore by 2010. 

Dr Bernd Bohr, Chairman of 
Bosch’s Automotive Group, an- 
nounced these investments last fort- 
night. “These investments demon- 
strate the growing significance of 
our Indian subsidiaries. Including 
exports, sales of our Indian sub- 
sidiaries this year will come to more 
than Rs 5,700 crore, which is nearly 
€1 billion. Our sales to Indian con- 
sumers will amount to some Rs 
4,700 crore. This is equivalent to a 
sales increase of nearly 20 per cent. 
In 2008, we expect our sales 
growth to approach even 30 per 
cent,” says Bohr. 

Bosch also made a couple of 
other key announcements. For one, 
Bosch plans to bring all its sub- 
sidiaries, including automotive ma- 
jor MICO, under the banner of Bosch 
Ltd (the company has four sub- 
sidiaries in the country). 

Other than expanding its com- 
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Lavasa - Free India's largest Hill Station. 
Where thousands of sprawling acres offer as many things to do. 
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mon rail diesel production, the in- 
vestments would go into manufac- 
turing of gasoline systems compo- 
nents from 2008. The company 
also plans to start local production 
of anti-lock braking systems by the 
end of 2008 and of electronic con- 
trol units in 2009, “We will manu- 
facture a total of 1,00,000 com- 


CAPACITY 


mon rail systems in India this year. ~ m 


The figure will rise to 1.3 million by 
2010, and we hope to reach the 
2-million mark by 2013," says Bohr. 

Bosch is also making changes 
in its top management in the coun- 
try. Dr Albert Hieronimus, who 
has headed MICO's operations in 
India for the past four years, has 
been elevated as Chairman of the 
company as well as the Chairman of 
the board of management of 
Germany-based Bosch Rexroth ac, 
effective from February 2008. 
Current Joint Managing director 
V.K. Viswanathan will take over as 
full time Managing Director. 

Recently, the company also 
upped its stake in MICO from 60 
per cent to nearly 70 per cent. Bohr 
says that the parent company is 
comfortable with its holding in MICO 
and does not plan another increase 
in the nature future. 

Bosch is betting big on India as 
a key geography in the Asia Pacific 
region, considering the fact that 
India's share of vehicle production 
is expected to increase from 6 to 9 
per cent by 2015. Bosch is also 
closely monitoring the progress of 
the ‘low price vehicles’ and specif- 
ically the small car projects in India. 
"The experience we are gathering 
in India will benefit us in other 
countries. In the area of low price 
vehicle equipment, we aim to gen- 
erate global sales of €1 billion by 
2010," says Bohr. 

Bosch expects to employ 18,000 
people in India—nearly 1,800 peo- 
ple up from the year ago. Mark this 
as yet another MNC that’s shifting 
into higher gear in the country. 

T.V. MAHALINGAM 


DECEMBER 30 2007 


64 BUSINESS TODAY 


Bees 








orthern 
Comfort 


J&K tops the list in VAT 
collections. 


HE NORTHERN STATE OF JAMMU 

& Kashmir has taken pole po- 
sition in the recent review of VAT 
(value-added tax) collections by 
the states for the six-month pe- 
riod ended October 2007. J&K 
has clocked a growth of 42.14 per 
cent over its previous year's col- 
lections followed by Andhra 
Pradesh (36.52 per cent) and Kar- 
nataka (34.46 per cent). 
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An interesting sidelight: Bihar, 
with a growth of 30.81 per cent, 
has outperformed Gujarat (30.07 
per cent). But both are above the 
national average of 23.26 per 
cent, along with Kerala (24.41 
per cent). All the other states in- 
cluding Delhi, Maharashtra and 
Haryana figure below the national 
average. Even West Bengal, whose 
Finance Minister Asim Dasgupa 
heads the Empowered Committee 
of State Finance Ministers, finds 
itself at the bottom with a 16.01 
per cent growth. The figures were 
revealed at the recent meeting 
of the Empowered Committee 
in Delhi. 

According to tax experts, 
J&K’s performance cannot be 
compared with that of the other 
states in view of its narrow tax 
base, which may be one fifth the 
size of Andhra Pradesh or 
Karnataka. They also point out 
that only Karnataka gives a re- 
fund of excess input tax credit to 
dealers on a monthly basis without 
any conditions. Other states do 
not have a monthly refund sys- 
tem and provide refunds only 
against the bank guarantees 
or other securities from the dealers. 

K.R. BALASUBRAMANYAM 


Bad Trip 


How significant is Ranbaxy's 
drug recall in the US? 


N MARCH THIS YEAR, SWISS DRUG 
| pesce Novartis announced a sus- 
pension of the marketing and sales 
of its bowel drug Zelnorm in the 
US over concerns that it may cause 
cardiovascular problems in some 
patients, This decision is expected 
to cut its annual sales by $600 
million. Two months later, the us 
Food & Drug Administration (us 
FDA) issued a safety alert on 
GlaxoSmithKline's blockbuster di- 
abetes pill Avandia (rosiglitazone, 
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which, last year, posted world- 
wide sales of £1.6 billion ($3.2 
billion). This came in the wake of 
reports that the drug may raise 
the risk of heart attack (the data on 
this remains inconclusive) and the 
company has revised its labeling in 
the Us. Now it's the turn of Indian 
major Ranbaxy. Last month, the 
Delhi-based pharma major pulled 
out 73 million tablets of its 
epilepsy drug Gabapentin from 
the Us market. Reason for the “vol- 
untary recall,” as the company 
puts it: “Presence of ‘related sub- 
stances’ permitted in the products 
to be outside the approved speci- 
fication limit.” 

Numbers in terms of how this 
will impact Ranbaxy are difficult to 
come by from the company and 
the officials are playing down the 
recall. Ranbaxy does not seem to 
see any room for alarm and the 
development is expected to have a 
marginal impact financially, if ar all. 
The company stresses that this is a 
Class III recall, implying that it is a 
drug that is unlikely to cause any 
adverse health reaction and con- 
sumers are unlikely to fall sick af- 
ter consumption. A Class I recall is 
where it would be a dangerous or 
defective product that can have 
serious health problems or even 
death; a Class II is a product that 
can cause temporary health prob- 
lems or only pose a slight threat. 

In September 2005, when the 
company got USFDA approval to 
make and market the drug in the 
Us, it had given a sense about the 
market by indicating that the total 
sales for Gabapentin were $2.2 
billion with tablets of 600 and 800 
mg strengths (the ones recalled) 
totaling $964 million (IMS-MAT: 
June 2005). But then, these would 
have to be seen more in terms of a 
potential market and considering 
that there would be other players 
in the space, analysts feel there 
may be reason to believe that the fi- 
nancial impact may not be signifi- 





KAIKUMAR 


cant. What it may have lost would 
be mainly on the expenses incurred 
in getting the drug to this stage 
and that would typically be on in- 
vestments in R&D to make the for- 
mulation, on packaging and on 
marketing. Analysts feel that the 
damage to Ranbaxy would be on 
two fronts: A set back in the race 
against other generic companies; 
and a hit on its reputation. In ad- 
dition, innovator companies will 
try to use this development to cor- 
roborate their argument that the 
quality of drugs manufactured in 


Ranbaxy's Malvinder: Recall risk 


the country is suspect. 

Also, a bigger damage, some 
analysts feel, could be on the reg- 
ulatory side. For there could now 
be risks of possible delays in USFDA 
approvals going forward if the 
agency decides to get more tough 
with the company. Burt still the 
industry does not see a major rea- 
son for worry. “This is a common 
thing and not very unusual. There 
is more attention this time here 
probably because for the first time 
there is an Indian company in- 
volved,” says G.V. Prasad, Vice 
Chairman & CEO, Dr Reddy’s 
Laboratories. 

E. KUMAR SHARMA 
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The first-of-its kind survey of 
11.370 men across 35 towns in India. 
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DID YOU 
KNOW? 


Several surprising insights emerge 
from the B7-MaRS survey about the 
Indian male. Take a look: 


CONSUMPTION HABI 


( men who describe 
( themselves as highly materialistic; 
Chennai takes the cake at 69°% 








( men in North who'd like to 
0 be rich enough to buy 
anything they want 
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N CHENNAI, A 26-YEAR- 
old industrial engineer 
returns from the US to 
set up—no, not a con- 
sulting firm but—a tat- 
too shop; in Delhi, a 34- 
year-old public relations pro- 
fessional routinely spends up 
to 20 per cent of his monthly 
salary on shopping because 
he can’t resist the lure of the 
malls in his neighbourhood; 


0 men who are highly price 
0 conscious; Dethi exceeds 
the average at 63% 


( men who are highly brand 
( conscious; Chennai beats 
other cities at 71% 


». 





in Bangalore, a government 
employee is approaching 60, 
but still talks of taking life as 
it comes. 

If vou thought you knew 
the Indian male then, well, 
think again. The opening up 
of India 16 years ago and the 
subsequent global impact on 
its economy and society have 


altered the mental make-up of 


Indian men as well. In a coun- 


choosing their employer 





( men who measure their 
0 success by the kind of 
career they have 


№ ulmi, 5 





WORKPLACE WORR 
/ men who said money is the 
63 ү most important criterion їп 








THESE GUYS? 


try where not just 52 per cent of 
its population is men but that’s 
also male dominated, any 
changes in the male psyche have 
significance for everyone, but 
especially marketers. 

So in June, Business Today 
and Monitoring and Research 
Systems (MaRS), a Mumbai-based 
research firm set up by ORG- 
MARG's former President Raghu 
Roy, decided to find out how 


( married men worry about 
0 job security; 9% worry about 
their physical appearance 


0 men in North who 
0 believe hard work is 
no guarantee for success 


N 


UN 
a 


the Indian male is changing. 
Although there are no baseline 
figures for us to compare our 
results against, the survey, which 
covered 11,370 working men 
and 35 cities and towns (see 
How We Did It on page 144), 
has thrown up several startling 
insights into the mind of the 
Indian male, even as it has shat- 
tered some stereotypes. 

In the package that follows, 
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we begin with the survev find- 
ings per se and then go on to 
explore some of the most im 
portant themes that have 
emerged from the survey. In 
short, what the survey indicates 
is that while the Indian male is 
still conservative in his beliefs, he 
has become highly ambitious for 
himself, his family and perhaps 
the country. In an India on th« 
move, its men are keeping pace 


SOCIAL INSTINCTS 


( men who cannot say what 
0 level of support they can 
expect from their children 


0 men who believe arranged 
0 marriages are the best 


0 men who believe 
( women should stay 
at home 


0 55 year-plus men who 
0 don't know what they 
will do after retirement 





Source: B7-MaR5 
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LIFE AND TIMES OF 





INDIAN MEN 


India is changing, so how is the Indian male changing? Here, we 
profile him along six dimensions that define his approach to: 
Materialism, conservatism, consumption, emotions, price, and brands. 
Several subtle differences emerge among men across the country, 
but there are some broad trends that are unmistakable. For instance, 
the Indian male is materialistic irrespective of his age and marital 
status; the older generation is pretty uncertain about life after 
retirement, and men still err on the side of conservatism. 












That men have become materialistic is a 
common refrain. But have they? Yes. Four 
out of every 10 Indian men are highly 

materialistic. They love money, they want 
to acquire things, and the nicer the better. 


How 
Materialistic? 


More than 60% of Indian men 
consider themselves extremely 
. low to moderate materialist, 
Zonal View but the rest are highly 
Where do India’s most materialistic men acquisitive. 
live? South (41 per cent), followed by 
West, North and East. 


36.16 
N 


12.6 Extremely Low 


17.8 Very High 


19.4 High 


22.1 Low 





| 28.1 Moderate 


40.9 


All figures in % 
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40.2 


37.7 
: 36.2 


35.8 


Materiali 
and Age - 
do with materi n. Mi 
between 25 and 55 ye 
age are almost eq 
materi 


acquire things drops. 
after bsc. 


, $ 


21-30 25-35 35-45 45-55 55+ 
:  ——— 
Unmarried Married 












The new set of 


materialists will 

emerge from 
mid-metros AL 
(pop. 15-30 
lakh) and mini- 
metros. 


Percentage 
of men in mini- 
metros (pop. 10- 
15 lakh) who are 


fairly highly 
materialistic. 





Money Equals 








Southern Surprise 


Chennai emerges as the most 
materialistic city with 69 per cent of the 
men describing themselves as being 
highly materialistic. 


35 
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Happiness? 


Half of the men in North want to be rich enough to buy anything they want. 


It is really true that 
money can buy 
happiness 


| would like to be 
rich enough to buy 
anything | want 


North | East | West | South 


20.1 | 14.3) 19.3 | 25.1 


50.0 | 33.5 | 34.6 | 27.7 


All figures in 96 
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here's no dearth of choices in the market place 
iut how willing is the Indian male to experimen 
nd explore? Extremely willing. They are as 
omfortable shopping for clothes in the local fashion 
arket as they are at Marks & Spencer. 


4.0 Extremely Low 










Want to 
xplore 


re than half the men 
highly exploring 
isumers, and just 4 
cent almost don't 
lore. 


15.8 Low 


22.4 Very High 


24.0 Moderate 





North by South 


Seven out of every 10 men in the North 
are high explorers, but those in south 
aren't too far behind. 


19^ 
N 





5 
54.8 All figures in % 
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Young men (21- 
30, unmarried) 
are happiest 
exploring, but 
even among 55+ 
the tendency is 
fairly high 
(50%). 











Percentage 


of men who don't 
mind trying out 


unfamiliar brands. 





Window Shoppers 


Once again, men in Delhi love to look around before they buy 
and experiment with new brands. 


ilketa shop “ort | East | West 
around and look at 65 | 51 | 52 
displays 


| enjoy taking 


chances in buyin 47 | 38 41 
unfamiliar brands 


All figures in % 
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Count on us 


ПРЕМ UP TO MUSCLE 
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Count onus 


Pure power. Pure style. Pure muscle. Pur 
adrenaline. Pure man. Maruti Suzuki SX4 


the man amongst cars. 
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W 16L M SERIES ENGINE >> 102 BHP @ 5500 APM >> INTEGRATED EHI 
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BEIGE INTERIORS >> AUTOMATIC CLIMATE CONTROL. >> CLEAR LAMPS >> FOG LAMPS Starts at: Rs. 6.18 lakhs 
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DVDs NOW AVAILABLE IN INDIA 


THE ABC MURDERS e ONE, TWO, BUCKLE MY SHOE e DEATH IN THE CLOUDS e DUMB WITNESS 
MURDER IN MESOPOTAMIA e THE MURDER OF ROGER ACKROYD e DEATH ON THE NILE 
HICKORY DICKORY DOCK € THE MYSTERIOUS AFFAIR AT STYLES e FIVE LITTLE PIGS 


MORE TITLES COMING SOON 
Buy at www.todayshop.in - SMS SHOP to 52424 or CALL 011-4050 2424 (24 x 7) 
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e Indian male metrosexual or ubersexual ? 
] to tell. But it does emerge that a slightly 
er number of them consider themselves 
r-emotional (they won't show their feelings) 
an metro-emotional (that is, they carry their 
feelings on their sleeves). 


No Man, No Cry 


Most men are moderate about their 
emotions, but there is a significant 
proportion (30%) that doesn't mind 
crying or laughing openly. 








30 Metro-Emotional 


East is Softer 


Metro-emotional men in north are most 
poker-faced, and those in East the least. 


23.3 
N 


31 Uber-Emotional 





All figures in % 
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WIL Emotions & Materialism 


The stony-faced man is more materialistic than his softer 
SURVEY counterpart, and he is also more exploring. 





2007 
67 Macho men are 

Who's More more materialstic 
1 and open 

Exploring Consumer? expl pati g s = 

= = The Uber-emotional con 
О manis more sumer 
materialistic. experiences. 
48 Who's More 
Materialistic? 


Once again, it's the 
Uber-emotional man 





seem to be more 
metro-emotional 





Married men 
between 35 and 
45 years of age 


Uber Moderate Metro Uber Moderate Metro 


Emotions & Age 


A man's emotional make-up has little to do with 
his age, but everything to do with his own traits. 





Unmarried e Married Married Married 
mE Metro-Emotional s» Moderate MB Uber-Emotional ^ — Age All figures in % 
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Leading Innovation >>» 


Ultra-slim, Ultra-light, 
Ultra-loaded. 
Toshiba Portégé R500 


Intel* Centrino* Duo Processor Technology 


Leave it to Toshiba to redefine true mobility in notebook computing for the executive... yet again. 
The new Portégé R500 is practically a paradox in notebook engineering - fully loaded power-user features 
inan astonishing 19.5mm" super-slim, 979g" durable body, plus up to 12.5 hours" of battery performance, 
making it the slimmest” and longest"? performing computer in its class. For on-the-go-mobility, style and 
extreme productivity, the Portégé R500 is as much a wonder to look at as a marvel to use. 


Spectications ter moc na PPRS0L-031003 as of June 2007, based on Tosniba survey Toshiba Mobile Computing Partner: 


" Thinnest widescreen 30. 70m (12.1) ndtebeek equipped with optical diac drive, HCL Ltd 
measured at inne poruon. Infosystems Ltd. 
*1 Model equipped = th vod nate drive, арсаи dc drtve and 6 сей battery 
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Coimbatore: 9994447334. Dehradun. 9319056109. Delhi: 9871062299 or 9871094950. 
Guwahati: 9831749747. Haryana: 9254092597. Hyderabad. 9949991494. Jaipur. 9928332222 | inside" 
Jammu 9419191548 Kolkota: 9903055793. Lucknow. 9415043478. Mumbai: 9860020687 

Pune 9850972129. Raipur 9893151488. UP West 9236620154 





2 2007 Toshiba Singapore Pto Lid, Computer Systems Division (South and Southeast Asia Regional Headquarters) intel, inte! logo, Centnno, Centrino logo, Intel Core and Core inside are trademarks of intel Corporation n the US and other countries Microsoft and 
Nindows Vista are either registered trademarks of trademarks of Microsoft Corporation in the United States and other countries АЛ other products and names mentoned are the property of ther respective owners Амадаѓхілу and configurations may vary by region. Banery 
ws а |-Year carry-in international Limited Wananty While Toshiba has made avery st the time of the press announcement to ensure the accuracy of the information provided herein, product specifications, configurabona. warranty, piang. system/camponenvoptions 
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More than South, it is 
North that is queasy 
about fundamental 
changes. 


Of all the profile dimensions in the study, 
this one was the toughest to build. But 
the jury is out: A large number of men 


, may be materialistic, but at their core, 


they are conservative. 


Not So 


Modern 


A good 56% are 
conservative to 
highly conservative, 
and just 22% are ; 
modern to highly 
modern. | 
















All figures in % and indicate men agreeing with the state! 


4 Highly Modern 


17 Very Highly 
Conservative 


18 Modern 


21 Moderate 


39 Conservative 





All figures in % 
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Some of the most expensive global brands 
are now in India. But is the Indian male 
ready to splurge and not look at the price 
tag? Apparently, not. 
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Show Me the 
Price Tag 


Almost 50% of the 
men won't buy 
without checking 
the price first. 


15.8 Somewhat Lc 


22.2 Hi 


Cautious 27.1 Very Hi 
Materialist 
Men in North h 
63 3 most materiale but 
they are also the most 
N price conscious. 
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Among the smaller towns, 
Ahmedabad is the least 
price conscious 
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10000:1 


Dynamic Contrast Ratio 


О Finance’ 
Sic 39-01-0909... 


SERVICE 1800- 180-9999... 


Sms 


Regd. Office LG Electronics India Pvt | 


Customer Helpline: igservice@lgindia.con 


+ 
+ 


Response Time 


i; Online Buying: www igindia.com 


HIGH DEFINITION LCD TV 


Experience style like never before with the 
LG Pearl Black High Definition LCD television. 
After all, it is a perfect blend of advanced 
technologies and contemporary design 
Indeed, the LG Pearl Black has been created to 
bring alive images and sound with equal 
elegance. So, go ahead and make a new style 
statement with the LG Pearl Black High 
Definition LCD television 


EG 
PEARL BLACK 
ee d 


Plot No. 51, Udyog Vihar, Surajpur-Kasna Road, Greater Noid 
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Carefree Chennai 


There goes another myth: Chennai 
is the least price conscious. 





51.9 


40 








NL 
31 








48.2 48.2 
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Percentage 
of men who are 
very low price 
conscious 
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Value or Price? 


The verdict is out: Price, on the whole, is more important than value 


North | East | West | South 


I always look for 57.8 | 36.2 |37.9| 32 — 
value for money 





B ze | am price conscious 


21-30 25-35 3545 45.55 55+ in my purchase 74.6 55.8 | 50.4) 49 
ڪڪ‎ 


Unmarried behaviour All figures in % 
Married 
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Retire with pride. 
Live with s 
y PENSION PLANS 








Because by investing today, you can continue to be independent 
and lead life on your terms even after retirement. ® 1800-227-227 
Our Pension Plans have been devised with various options to suit sms PLAN to 9676727 


your needs. 


e Option of three plans - 'HDFC Personal Pension Plan', 'HDFC Unit Linked В ы DFC 





Pension’ & ‘HDFC Unit Linked Pension Plus’ STANDARD LIFE 
Avail tax benefit up to Rs. 33,990/- under Sec 80 CCC INSURANCE 


* Premium invested today can give you a monthly income post-retirement Sar Utha Ke Jiyo 
for lifetime 


Visit www. hdfcinsurance.com 


The name of our company ‘HDFC Standard Life Insurance Co. Ltd.' & plan HDFC Unit Linked Pension (Form No. P501-18&34/B, UIN: 101L016V02). НОЕС Unit Linked Pension Plus 
(Form No. P501-18834/A, UIN: 101L029V01) & HDFC Personal Pension Plan (Form No. SN 07, UIN: 101N008V01) do not, in any way, indicate the quality of the plan, its future 
prospects or returns. Unit Linked Plans are different from traditional insurance plans & are subject to different risk factors. Please acquaint yourself with the associated risks and the 
applicable charges from our Financial Consuttant/product brochure/policy document before taking a decision. Tax figures mentioned are subject to change. Insurance is the subject 
matter of the solicitation. ARN: MC/11/2007/250 - 


Leo Burnett 8 HDFMI 
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It's a contradiction in some sense, but not if you 
are a consumer, Indian men are highly price 
conscious but also brand conscious. They like to 
buy branded products and flaunt them. 







0 
RES 
EE 


dS SS, 


72; 


тап 10% of 
men don't care too 
much about brands. 


For the others, brand 
name matters. 





Ü Moderate 


Poles Apart 


Highly brand-conscious 
North & South are a contras: 
to East & West. 


Them Again 


Chennai once again 

surprises by emerging 
as the most brand- 
conscious city. 





` Ali figures in % 
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Bosch innovation? 


Yes > 


14 Patents a day for our future 


mE 
Е 


The Bosch group represents great 
innovative strength, resulting in beneficial solutions for the 
future. A total of roughly 26,000 associates work in Research 
and Development and the company spent over 7% of its 
annual sales amounting to 3.3 billion euros in 2006. 
www.boschindia.com 


Invented for life 
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p HIS LIFE AND 
CAREER 





Men work. That is how traditionally men have been 
defined. Men and their workplaces, therefore, integrate 
in a lifecycle that defines their present, their future 
and their dreams. Not surprisingly, it is what they earn 
*4 or will earn from their jobs that remains more important 
(eA to them than any other factor at the workplace. 


b 





We asked our respondents to 
choose the two most 
important aspects that they 
use to judge their workplace. 
Unsurprisingly, they chose 
money first, followed by 
future prospects. 





39.4 


Work 
Environment Money Matters 


No doubts what men work for: It's money. 
d Job profile and content matter much less. 










21.4 "m 
Job Profile 19.6 clle 
| Challenge Prospects 
11.4 
Brand Name 
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For men, marriage and 
friends aren't big 


measures of one’s 

success. But that’s onl 
because men take bot 
for granted. 


Many indicators are considered when 
a man’s success in life is judged by 

others. We asked our respondents to 
tell us their two most important 
measures of success. 







Men in south seem to 


Signs of V BEN have a more balanced 

Success J Ae view compared to men 

How well one is je in the other regions. A 
oing in one s Career - 

жа шой ай 43.2 great Career 15 ; 
honourable life çiends 7° important only for 60% 


emerged as the most of southern men. 


important measures. 





Success is Relative 


Good marriage scored consistently low on priority across the four regions. 
Why? Do men take a good marriage for granted? Perhaps. 











Happiness 
Great Lots of Good Successful with Group of Honourable 
Career Money Marriage Children Themselves Friends Life 


322 "4290 17156: 16:07: 0204 | 56 292^ 
584 328 138 212 210 66 464 
.594 292 184 146 104 306 378 
64.6 324 128 212 21.2 68 416 





All figures in 96 
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The Worry List 


Job, children, achieving goals top the list, but few 
are worried about impotence or losing hair. 


Married Men Unmarried 


Happiness of Family 38.1 27.6 








Illness 30.6 


Impotence 


Achieving one’s goals 45.1 К 
Physical appearance 9.4 





Getting the right life partner = - 


Unhappy 652 
East N 


Men in East are the 
least satisfied with 
'd o 





their stand 







5 7 
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What do Indian men worry 
about? We asked them to pick 
three items out of 12 that worry 
them the most. Job security was 
concern No.1 for both married 
and unmarried men, but the 
latter's second big worry was 
getting a life partner. 


г 









Work & Reward 


Men in south are happiest over their pay, while those 
in North are the least happy. 


! North | East | West | South 

| feel | am not | 2 

rewarded il ceri 48 | 35 | 33 | 20. 
to my ability 
Hard work is no 
guarantee for 


success for most 90 | 67 | 77 | 70 
people in India 


Standard of Living and 
the Age Factor 


Most men seem happy with their standard of living. 
Unmarried 51.5 


Married 54.8 
Married 53.4 


"= е^”, x Ж ^p 
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|. Age All figures in % 
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Just carry this magic card to access ATMs 


and shop anywhere in the world. 
Pre-paid card in association with Visa 
Available in USD, Euro and GBP currencies 


Instant activation of Travel Card 


— a a _ 


илы Е - - 
СЕ ЕОС . љ_љљььБњаыәк 


| 
r^r 


— ‚=т= лыр ee 
g4 e 


TT. n- nk: ng- 

ure ттт | 

s ¢ ale \ 

Nothing <=” Y à 





For further information, call 1800-11-22-11 or visit www. statebankofindia_corr 
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THE 
INDIAN 
With opportunities mushrooming in the 
SURVEY big cities and towns, it's not surprising that 
some Indian men are beginning to feel 
restless with their state of being. A majority 
of them don't feel fully settled in life. 













I would like to 
settle elsewhere 


Strongly Agree 24.1 


Somewhat Agree 29.1 


Disagree 46.8 


Rolling Stone 


A quarter of men 
would actually like to 
settle in a city other 
than where they 
currently live. 


Fidgety 
North 35 


Men in North are N 
the most restless, 
followed by those 
in East. 


GC 


Men in Pune seem most rooted, 
while those in Delhi the least. 


20 All figures in % 
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can't speak. 
j \But my 1 
FESONATES in every 9 








MeCarnrvCCICORP 102/07 


Hi, I'm Suresh Verma. | can't hear or talk. But 80 of us from the Benares Deaf and Dumb є 


School Association are working as bottle inspectors at Coca-Cola's bottling plant at Varanasi. ы 

Together we make sure that every Coca-Cola product that goes by us, delivers on quality. Ch pha Gp . 

Hour after hour, day after day. This is ту drop of јоу. f С dln 
little drops of jo) 

Ф= вө Фе аг © – 28 


To know more about how we spread joy. log on to www.coca-colaindia.com GEGE Sadis Fe Led 
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government must regulate busy osse 
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What sort of a life does the Indian 
male have outside of his working 
hours? The findings are mixed. While 
a majority of men seem to lead a well- 
balanced life after work hours, there 
is a significant number that does not. 


Life of Balance 








n TONO ET TUER лоу ААА з Ж SRE TET EET INCISO ATEN 
4 fA, - e te 2 I 1 * С y 3 А ра“ > er - 


Enough Eat Exercise 
Sleep Healthy Enough 
816 825 42.7. 
UN D4425 ШИ 
.781 881 440 
81.2 | 86.4 37.9 


> r= Е | 1 ert t 
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They have opinions and strong ones, too. Their views 
on business and the government are quite clear and 
unequivocal. A good 61% strongly believe that business 
corporations make too much money. 


West South 


65 


East 


60 


North 


65 





Although it is evident that most men (and women) are working longer hours, 
they also claim to be spending enough time with their families. 


Snack 
With Family A Lot 


696 567. 814 828 


Relax At 
Home 


Go Out & Enough Time 
Have Fun 


62.0 53.9 67.6 69.2 
69:2) S77 |. 99:5 820 5 
62.0 64.4 69.2 41.5 
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Holidays 


Beach resort. 
Hillside retreat. 
And a 

tranquil spa. 
Finally, a holiday 
everyone 
agrees on. 





| І 
І 
~ > " ~ 
Fort Aguada Beach Resort 
( if hd 
Ask for our special winter offers: Winter Getaway, Romance and Spa. For information and reservations, call 1800 111 825 or 022 6501 1875 
write to reservations(@tajnotels.com or visit www. tanolels.com 
прапу (5 proposing Subject ta market conditions and other considerations, an ater an a rights basis of its equity shares and non-convertibie debentures with detachable share warrant н 
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We consume, therefore, we are. Especially now, when ENED 
and high consumption seems to be the norm. What drives — —— 
consumption? Apart from growing incomes, an explosion of new - 
categories and brands, and a general change in lifestyle. The ndan 
теп, the study points out, are only too happy to consume.” 5 


In personal care products, different categories exhibit 
different usage characteristics. For some products, 

men appear to be regular and heavy users, while for 
some others they are regular but not heavy users. 


Make-Up Kit 


Hair oil, shampoo and 

talcum powder are among 
the personal products most 
used by men. 













А Deodorant Skin Cream Таісит Powder Hair Oil Shampoo Perfume Aftershave Hair Gel 
& % category use 


Brand with Wife When the Man Decides the Brand 


For most Prodis men don't use the same brand as their Even in case of the shared talcum powder brand, it's 
wives. Talcum powder, however, seems to be an exception. the man who decides which brand to buy. 








Skin ! 

Hair oil 

Shampoo | 
Talcum Powder С BOTHE: 
Toilet Soaps — p | 
Toothpaste — All figures in % 
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Changed Brands in Last One Year There are some products—like hair oil, talcum powder and 
43 | 


shaving cream—where men don't experiment too much. 


42 42 


IN Y 7 T n 





Deodorant Skin Cream Hair Oil ^ Shampoo acra Toilet Soaps Toothpaste — Shavin aes Aftershave 


Cartridge/Blades Cream 


Multiple-Purchase Categories 


Underpants, shirts, and trousers are more 








frequently bought by men. 
Indian men aren't just buying more, 
but more often, indicating increased 
usage. While predictably ings like 
sunglasses and shoes have low 
repeat purchases, shirts and A 
trousers are being bought 
more often in a year. \ », 

Shoes Trousers Јеапѕ Shirts Sunglasses Underpants 

Branded or Unbranded? 


Men are buying both branded and unbranded products, although the average share 
of branded products in trousers and shirts appears to be the lowest. 










65‹ 


All figures in % 





in brackets ir indicate number of brands a» qu Figures in percentage 
А epa the average share of branded products on all purchases by the consumer 
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| Т, 
Time was when chocolates, chewing gums a | 17 
confectioneries were targeted at children. While 44 ] 
children continue to be the primary target NI Cok . 
audience, the survey reveals men make an Ps » : 


equally good target for marketers. е 4 


و 
















Sweet Tooth 


About a quarter of the men eat chocolates 
at least several times a week. 


















8 Once A Day or More 


16 Several 
Times A Week 


30 2-3 Times 
A Month 


Chip Set 


Impressive: Nearly a 
third of the men claim 
to consume chips more 
than once a week. 


9 Once A Day or More 






— 46 Less Often 













23 Several 
Times A Week 


Once A Day or More 10 


36 2-3 Times 
A Month 


Several Times A Week 16 


2-3 Times A Month 15 







3 f. : 
s5 Often 
Less Often 59 7 
Сит Нарру | 
If you aren't a cricketer, 
you wouldn't be chewing Cola Wary 
one, but even then 41% Among men, cola consumption is 
of men do pop one once rather infrequent. Only 9% drink i 
in a while. colas once a day or more. All figures in % 
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Qur continuous 


R&D 
ENDEAVOURS 


are now in the limelight 


tonal Conference © 
use R&D in Indus T 
"К & 0 Innovations: For Indian Growth Dv 


"Тылаа ам а аш! 
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Started Planning 
for Retirement? 


Only 30% on the whole have done the 
planning, but the figure is scarily lower 


7 719 | 
P X 


or So 








of 45+ who have started _ 
planning for retirement) 
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When men start approaching their 50s, 
they usually pause to think about their 
‘future’'—that's usually when the ‘future’ 
starts looking more imminent. But the 
Study reveals that most men past 45 
haven't yet started planning for their future. 
Are they looking at longer careers? Possibly. 








Plan After 
Retirement 


Many are unsure, but 
a good lot plans to 
continue working, full 
time or part time. 


16.6 Part Employed 


24.3 Fully Employed 


14.7 Full Retirement 


АГ > 
P M 
9 7 
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44 .3 Cannot Say 













Perceived 
Condition After Whether it is 


: compulsion or choice, 
Retirement | x the heartening fact is 
It's telling that more than half can’t tell 


what'll happen to their living conditions after that a large number 
retirement. Even vs or 55 years old, of men intend to 
the 'can't say' figure is high. 





continue working 
after retirement. 


A 


14.1 Part Employed 







Go Down 
Some 











22.9 Fully Employed 






Go Down 


ade Age 55 


Years+ 






21.2 Full Retirement 


Хе, 






me 





41.8 Cannot Say 
ү 







(0 AgeSSYearse All figures in 96 
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INDIAN Sad South 


SURVEY Older men in south are the most 
2007 uncertain about their condition 
after retirement. 





Cannot Say 


Full Support 






1 3. Percentage of 
454- men who have 
started planning for 


retirement. A Lot of Support 


. LOW 
А. сў? X 


s ` Some Support 


Expect 
Support from 
Children? 


A whopping 48% of fathers can't 
say if their children will support 
them after retirement. Yet, only 5% 
expect no support at all. All figures in % 


In a country of joint 
families, why are older 


men so unsure of 
receiving support from 
their children? 
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2 Йй (вашу discolor 


IVEA for Men Whitening Moisturiser is specially formulated to whiten 
п man's skin. Its multi-white formula with SPF 20 delivers five benefits 
one cream, giving your face all the care and protection it needs. 


NIVEA. in 


NIVEA FOR MEN ADVANCED FACE CARE 


WHITENING 
MOISTURISER 


Sint 
Skin Whitening Benel 
nite 


with мы Comp 
SPF 20 


e 


WHITENING 


MOISTURISER 
Sint 


Lain White 
orth aut еме 


we 28 
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UNMARRIEDA 


When one thinks of the working unmarried man (below 30 
years), the thought that comes to mind is that they constitute 
a totally different set in comparison to the rest—that is, 

married and older men. There's some truth in it, but the survey 
reveals that the differences may not be that stark. 


Want Kids? 
How Many? 


A third isn't even thinking about 
kids, but nearly 4 out of 10 
would like to have two. 


Working Wife? 
On the whole, just 3396 would like to marry a working girl, 
and the percentage is even smaller in North and South. 


24%1 Child Woul d lik e to North | East | West | South 
marry a working 9 | 17, 13 | 23 

woman 

Would like to be 


stay-at-home "dad" 22 | 45 | 41 | 14 
after marriage 


39% 2 Child 





4% 2+ Children 








Unmarried young men aren't too 
different from their married and 
older brethren. They are as 

materialistic, exploring and price 
conscious as the latter. 






- — 33% Can't say 
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Life in the 
Fast Lane 







: Nearly half the youn 
Multicultural? mao 
What a contrast North (yes) and chances in their lives. 
4 South (no) make. But it's not 
1 easy to explain the wide gap. 


© 


Ei 
9 
М i 


sh | could Bê Û _ 48% 
racing cal 5 | like to take chances 
driver in my life 





9 
19 





Things | Like To Do 


The young men are divided on things such as 
shopping for clothes and wanting to look better. 





| try and do what | can do to enhance my physical appearance 45% 


| only go shopping when | have to 


Y 
Percentage 
of men who would In Pursuit 









like to be stay-at- 0 
home dads. of Cool | А | ТЯ о, 
Success and owning lei esstul | to me to Mave really 
nice things matter ] ife is my j nics iinn: 
to the young dude. ity l 





All figures in % and indicate men agreeing with the statements 
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TOO OLD TO 
ROCK'N'ROL 


They spent their youth scrounging for 
stray scraps of the good life in the 
wilderness of the pre-liberalisation days. 
But that's okay: Today, a chunk of this 
generation is older, wiser, richer—and 
furiously catching up with life as it 
should have been. BRIAN CARVALHO 








MEDIA FAX FOTO 


And be was too old to Rock ‘n’ Roll 
but be was too young to die. 
No, you're never too old to Rock ‘w Roll 
if you're too young to die. 
Jethro Tull 
Too Old to Rock ‘n’ Roll: Too Young to Die! (1976) 


HEN IAN ANDERSON, FRONT- 
man of the progressive folk- 
rock band Jethro Tull (it 
was progressive in the 70s 
for sure), wrote Too Old to 
Rock ‘n’ Roll, too Young to 








Still rocking: Keith Richards of the Rolling Stones 


Die! in the mid-seventies, critics were quick 
ro conclude that it was autobiographical in 
nature. Indeed with lyrics like "Tbe old 
rocker wore his hair too long, wore bis trouser 
cuffs too tight"—not too different from 
Anderson's stage garb those days—it did 
seem as if the song was about an ageing 
songwriter. Anderson duly dismissed that 
theory as poppycock. In his defence, he was 
just under 30 at that time. Today, he's 60 and 
still going strong, playing all over the world 
to audiences who have no qualms about—to 
use the title of another Tull album—tiving in 
the past. Along with Anderson, who clearly 
isn’t old enough to quit rock ‘n’ roll. Not yet. 

Anderson has done a few gigs in India too 
in recent years. His following—as every- 
where else he plays—is largely made up of 
ageing rock fans who grew up listening to his 
haunting flute melded with folksy rhythms 
and catchy guitar riffs. But there would be 
one crucial difference between Tull buffs in 
India and those in most parts of the world: 
The band's domestic followers never got to 
see the band at its peak—not at least on local 


S0 WHAT’S AGE DHE of men between 


and over are f 45-55 are 


Materialism cuts across age barriers. 


materialistic materialistic 





All these men are married: Source: BT-MaRS Survey 
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soil. A much-belated concert 
without the vigour and the wild 
stage antics that Anderson was 
renowned for may have not quite 
been the Real McCoy. But Tull- 
starved fans didn’t complain; 
this was just one way to catch up 
with life as it should have been. 

Letting one’s hair down—at 
least for those who still have 
it—at retro-rock acts is perhaps 
an apt analogy for the middle- 
aged urban Indian (largely) male 
who’s trying to make up for the 
time lost in the wilderness of 
the pre-liberalisation days. It 
was a time when choices were 
few—those that did exist weren’t 
the coolest ones—and when to- 
day's buzzwords like purchas- 
ing power and disposable in- 


UMESH GOSWAMI 


come were contradictions in 

terms. However, unlike some of the geriatric 
rockers—who the uncharitable would say are 
going through the (rusty) motions to cover 
the mortgage bills—there's a section of the 
urban Indian middle-aged male populace 
(whose age could go up to 60 and beyond, 
depending on the passion and zest for life) 
that is still pretty fired up and raring to go. 
It's still sex, drugs and rock 'n' roll—only, as 
one wag put it, the drugs are perhaps 
Avandia (anti-diabetes), Lipitor (cholesterol- 
reducer) and Viagra (ahem). 

Cut to the arid landscape of the pre- 
liberalisation period when most music was 
borrowed (or stolen); when wheels to aspire 
for were mopeds or the ubiquitous Ambas- 
sadors and Premier Padminis; when for- 
eign brands to yearn for were Lee, Levis and 
Nike (rather than Gucci, Versace and Dior); 
when a night out either meant getting plas- 
tered in a noisy disco (and there weren’t too 
many of them) or in a seedy bar; and when 
an overseas trip was akin to going to the 
moon and back. Says Nirvik Singh, 
Chairman (South and South-East Asia), 
Grey Group, a global advertising giant: “In 
those days choices were extremely limited. 


of men 
between 35 
and 45 are 
materialistic 


Nirvik Singh, Chairman 
SOUTH & SOUTH-EAST ASIA, GREY GROUP 





Two decades ago, Singh was earning Rs 1,250 per month as 
a tea salesman, and aspired for a moped, an air-conditioned 
Premier Padmini and an overseas trip. “AC in a car meant 


you were a rock star,” he says 


Today, my children don’t believe that cars in 
those days also came without air-condi- 
tioners. In our days, AC in a car meant you 
were a rock star.” When Singh began his ca- 
reer as a tea salesman at a princely monthly 
salary of Rs 1,250, one of his biggest aspi- 
rations was to own a Premier Padmini—with 
air-conditioning. 

He's doing well for himself now, driving 
around—or being driven—in the new E- 
class Mercedes and the Honda СКУ. A sou- 
venir from the past still lies in his backyard: 
A moped he had bought from his salary at his 
first job. Today, Singh takes pride in his am- 
ple book, art, wine and single malt whisky 
collections. And he isn’t the only 40-some- 
thing (he’s 44) who’s making up for lost 
time. As the BT-MaRS survey indicates (see 
What’s Age Got to do with it?), “highly ma- 


of men 
between 25 


| and 35 are 
materialistic 


of men 
between 21 
and 30 are 
materialistic 
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terialistic” men are in high propor- 
tion across the board. Half of the 
country’s population may be un- 
der 25, and three-fourths may be 
under 35. But that isn’t deterring the 
minority—which is still huge de- 
mographically—from living the high 
life. Says Santosh Desai, CEO, Future 
Brands (from the Kishore Biyani 
stable): “Today you see all age 
groups experimenting with colour 
and style, even in their office wear. 
| grew up at a time when my dad 
wearing denim was unthinkable. 
Now, at 70, he is comfortable in 
jeans and in tees.” For his part, 
Desai, 44, who spends a lot of time 
with his books and music, says: “I 
am more adventurous now than | 
was at 25.” 

It’s a segment that marketers 
shouldn’t be ignoring. For two rea- 
sons: The sheer number of such 
consumers; and the disposable in- 
come that’s concentrated in these 
hands. Research done by the Grey 
Group pegs the size of the urban 
middle-age market—those between 
40 and 55—аг a mouthwatering 
8.33 million (that’s roughly a sev- 
enth of the entire population of 
the UK). They’re loaded too. “The 
big spenders in (big-ticket) cate- 
gories like cars and consumer 
durables are the 35-plus males. 
They are the guys who have the 
money," says Desai. 

They're also the guys who one- 
store music shops like the 60-year- 
old iconic Rhythm House in South 
Mumbai are banking on big-time. 
Facing the heat from MP3s, down- 
loadable music (of the legal and il- 
legal variety), Apple’s music store, 
subscription-driven services, and 
the latest threat of organised retail- 
ers getting into the game, Mehmood 
Curmally, Director, Rhythm House, 
is worried about the future of offline 
music sales. His ray of hope: The 
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LIVING IT UP BEFORE 
THEY GET OLD 


What the affluent 40-45-year-old 

urban man is like. 

в At the peak of his career, at the 
height of his earning power 


m Rich, prosperous, settled, arrived; 
high spending power, high 
propensity to spend 


в Upgrades are a part of his station 
in life 

а Changing social realities prompt 
symbol-spending 


в Consumers of apparel, 
automobiles, consumer electronics 
& durables, banking & financial 
instruments 


ш Self-actualisation changing shape 
from a comfortable, hassle-free life 
to action, discovery 


m The future rests with ‘happiness 
enablers’ 

Source: Excerpts from The Puppet Kings, Testing 

the muscle of the successful urban patriarch, a 


study of the 40-45 Sec A urban male done by Grey 
Group 





middle-class, middle-aged music 
aficionado, who makes up a little 
over half of his customer base. “Old 
Hindi film music, rock albums and 
music DVDs are what they buy, and 
| am hopeful that this niche will 
remain in India," he explains. 
Curmally is putting his money 
where his faith lies. Recently, he 
ordered 50, 15 CD sets of the entire 
Pink Floyd collection, and DvDs of 
The Beatles’ second feature film 
Help!, along with which customers 
get a 60-page illustrated hard-backed 
book with rare photographs of the 
Liverpool band. “Now that can't 
be downloaded," quips Amir 
Curmally, Managing Director of 
the music shop. At Rs 5,000 a pop, 
Help! isn't cheap, vet it's something 
for which Beatles fans wouldn't 
mind shelling out that kind of 
money. 

One potential visitor to Rhythm 
House could be Kishore D.F., 41, 
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Director of Seijo and the Soul Dish, a ‘high-end 
lifestyle’ dining spot in the urban-cool Mumbai sub- 
urb of Bandra. When Kishore and his partner, Nitin 
Tandon, started Seijo three years ago, they saw a 
vacuum, and an opportunity. “At one end were the 
pubs that cater to everybody right from 20 to 40. At 
the other end, there are the five-stars and clubs. We 
felt that the 35-plus urban Indian male had evolved to 
a new stage and was looking for places to exhibit his 
stature. And there were not too many such options. 
Our food, bar and music are not popular, but are as- 
pirational, and attract the evolved urban male,” ex- 
plains Kishore. Some 70 per cent of Seijo’s clientele are 
over 35, and who wouldn’t blink at the prospect of 
spending Rs 3,000 for a meal (for a couple), and Rs 
5,000 for a night out. Kishore estimates that this 
segment would be spending at least Rs 10,000 a 
week for two in such places (others in the same seg- 
ment in Mumbai would be Olive, Indigo and Zenzi). 
The typical walk-in: Entrepreneurs and senior man- 
agers earning at least Rs 20 lakh a year. 

Much of Seijo’s clientele, as Kishore puts it, 
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comprise of “guys who missed the bus"—those 
who perhaps wished there was a Seijo's (and a 
booming economy, to boot) in the seventies and the 
eighties. That base he acknowledges is small, and to 
be sure doesn't include everybody who's loaded. 
Kishore's short point: Not everybody with pur- 
chasing power is Seijo's target audience. That's 
where his theory of “evolution” comes into play (30 
per cent of his customers are expats). For instance, 
Seijo doesn't play Bollywood music (despite occa- 
sional requests!) and won't serve up pizza and 
pasta. It gets 150 people on an average good day, 
and around 400 on the weekend. 

Clearly, not everybody in the money and middle- 
aged need fit the making-up-for-lost-time genera- 
tion. Singh of Grey is beginning to get wary of the 
obsession with everything material. *It's becoming the 
only yardstick to measure success, and there's a fran- 
tic rush to keep up with the Joneses," he shrugs. 
Says Desai: "This is the first generation of middle-aged 
men that has money in surplus to indulge in luxuries. 
In developed markets that transition is already done. 
Our vocabulary of indulgence is new." As Singh 
adds: "The Indian male has tasted flesh for the first 
time in his life. It's a bit like taking a kid to the 
candy store." Let the good times roll. Ш 
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The image of the moustache- 
twirling, pot-bellied man 
from the South who tilts 
perilously at the nearest 
nine yards of fabric he 

can espy is slowly but 
surely fading away. Say 
hello to the trendy, brand- 
conscious southern male 
whos raring to go on 

a bender. T.v. MAHALINGAM 


AMI 
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Chaitanya Rao, 31 


ISITING CHENNAI AFTER A DECADE MAKES ONE WON- | 
Fashion Designer 


der about the things that have changed in the city 


and the things that haven't. On the surface, not "People today are a lot bolder with career 
much has changed except the dozen flyovers that choices. Young guys come to me wanting to 
have popped up all over the city or the new statues be designers. In fact. anybody who can 

of recently-deceased politicians pointing an un- stitch a blouse thinks he can be a designer” 


wavering finger, directing the city’s snarling traffic. 


f in Chennai f Ch 
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st in the country. A distant istic—the highest 
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Here is a quick dhobi list of things that have 
been in ‘freeze frame’ mode in the city. The Hindu is 
still the largest-read newspaper in the city. Narasu’s 
cottee and Leo coffee are still among the city’s 
favourite early morning brews. Saravana Bhavan is 
still doing roaring business. A green card is still the 
best bet to resurrect matrimonial prospects. Burly cops 
continue to comb their bushy moustaches in public. 
Pious looking autorickshaw drivers continue to hag- 
gle mercilessly on obscene fares, even as they politely 
address you as ‘saar’. 

jut probe a little deeper—actually just chill out in 
any of the malls, bars, restaurants—and you will 
find that the city has changed. A decade ago, going 
out in the city was synonymous with a trip to the 
Marina beach (which is lined with the mausoleums of 
dead political bigwigs) or a soporific visit to a 
Carnatic music concert or the latest movie at a the- 
atre. But all that has changed. Across the city's land- 
marks, from Parry's to Broadway (ves, thev are in 


of southern men ‘go out and 
have fun’ after working 


hours—the highest proportion 


of men across all four zones 





Jeffrey Vardon, 42 


Owner/ The Hot Shoe Dance Company 


"Earlier, they (Chennai men) were all MCPs. 
Now the Chennai man is far more relaxed. 
He is more willing to listen to his wife" 


Chennai too), from Kelambakkam to Kodambakkam, 
the city's youth are swinging to a different beat. 
And the Chennai man—at least the younger one—is 
changing. And like with most changes, some like it 
and some don't like it. 

Forty-two-year-old Jeftrey Vardon has been run 
ning the The Hot Shoe Dance Company for nearly 11 
years—making it among the oldest ‘western dance’ 
schools in Chennai. Jeff, as he is known to his pro 
tégés, likes what the new Chennai man is becoming, 
“Earlier, they (Chennai men) were all мсрѕ, They 
would sit down and ask their wives to get their 
Narasus coffee, get the vetthalat (betel leaves) and there 


r 


of southern men are ‘highly 
exploring consumers —the sec- 
ond highest in the country. Only 
the North with 70.4% is ahead 


Bim ~~ Mu la " " 


E 


е 
= 


P 


| 





. the obedient wife would get it. 
Now the Chennai man is far 
more relaxed. He is more willing 
to listen to his wife,” says Vardon, 
who also points out that a couple 
of years ago, more women than 
men were enrolling for the dance 
classes. But now, the men are 
outnumbering the women. 

But these changes are not up 
everyone’s alley. Naveen Kumar, 


Vikram Mohan, 29 
Owner/ Bounce Style Lounge (а salon) — 
“In Chennai, the men want to blend in, v | | 
Bangalore, people want to stand out. Overal 
the Chennai man is ready for change" а 






26, runs ones of Chennai’s most talked about tattoo 
and body-piercing joints called Irezumi (Japanese 
word meaning mark on skin). Over the past year-and- 
a-half since Irezumi set up shop, more than a thousand 
Chennai-ites have come in and got themselves some 
body art. Surprisingly, only 30 per cent of Kumar’s 
customers are men. The bulk of his customers are 
women—working women and housewives. “If you ask 
me, I think the Chennai woman has changed more 
than the man. She has become far bolder. Today, most 
guys come with their girlfriends or wives. The women 
are loud and choose the tattoo for the man. Where 
have all the Chennai men gone? The Chennai man is 
very submissive today, the woman is very domi- 
nant,” says Kumar who is a qualified industrial engineer 


of southern men are orice conscious—the lowest 
in the country. Chennai (37%), Bangalore (40%), 
Hyderabad (43%) have the least proportion of 

price conscious men in the country 
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from the us. He adds that today the Chennai man 
wears feminine colours like pink and sports embroi- 
dered, semi-transparent shirts. *Maybe it's watching all 
those lame Hindi movies that is doing this to them. If 
you walk into one of the posh discotheques in Chennai 
today, the women are more likely to come and ask you 
for a dance while their men sit and watch in the corner 
of the room. When I came back to the city, I was 
thinking: whoa, am 1 in the same city?” adds Kumar. 

Even as Kumar says this, a couple from Hyderabad 
walks in; the man quietly thumbs through Irezumi’s 
catalogue, while the woman chooses a tattoo, rather 
loudly, for her man. 

Yet, there’s little doubt that the Chennai man is 
changing—slowly but surely. He’s brand-obsessed 
(Chennai is the urban centre with the highest brand 
consciousness, according to the survey), has turned 
metrosexual with a vengeance, in the process dis- 
covering his gentler side. Is this for real? And if it is, 
is this a Chennai-specific phenomenon or is the 
whole of the south changing? 

For starters, equating what's happening in Chennai 


in the South. That’s the highest 
proportion of materialistic men in 
any zone of the country 


the percentage of materialistic men 
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with the rest of southern India is like calling everybody 
who lives south of the Vindhyas a Madrasi. It’s a 
generalisation that’s born out of the lack of geo- 
graphical and cultural awareness. Nevertheless, there 
are similarities between these cities. The three large 
southern capitals—Chennai, Hyderabad and Bangalore 
—are undergoing an economic boom, one driven 
by the proliferation of information technology. These 
cities have among the most educated and media-ex- 
posed populations in the country. As a result, brand- 
consciousness and consumption are booming in the 
South. “If you look at any of the other zones in the 
country, there are hardly one or two large economi- 
cally-vibrant cities. In the East, there is just Kolkata, 
in the West, you have Mumbai and perhaps 
Ahmedabad, in the North, there is Delhi. But in the 
South, there are three economically-strong cities. 
That makes the South a very key market for most per- 
sonal care and consumer products," says Ramesh 
Viswanathan, Executive Director, CavinKare, which 
is a leader in several personal care segments like 
shampoos and fairness creams in southern India. 
For example, 43 per cent of talc sales come from 
the South, 30 per cent of all shampoo sales and 23 per 
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# Southern men travelled more than men 
from any other zone in the country. 7996 of 
all southern men said they travelled at least 
once during the last one year. 54% of 
southern men travelled for personal work in 
the last one year—the highest in the country. 


* Upwardly mobile males in Hyderabad 
(29%), Madurai (24%) and Kochi (26%) 
owned a four-wheeler—among the highest 
proportion in the country. 


* 87% of males (who owned a four-wheeler) 
in South, engaged a driver to chauffer them 
around. 


* 38% of southern males visited shopping 
malls and shopping centres during a 
weekday—the highest in the country. 


I 19% of all southern men (who had visited a pub 
or a bar on a weekday) continued to visit 


one daily—the highest in the country again. 


# Southem men seem to love their movies. 
39% of all southern men visited a multiplex / 
theatre on weekdays once a month. 


I But it's not just movies and booze for 
southem men. On weekdays, a whopping 
69% of them visited a library or a book 
stall, at least once a week. 


I 89% of southern males surveyed owned a 
cell phone. Bangalore (9196), Chennai 
(94%), Hyderabad (89%), Kochi (97%) 
were the cities which had the maximum 
proportion of males with cell phones 
across the country. 


I 24% of southern males said they 
would change a handset when a new 
model came to the market. 


All the above mentioned data for upwardly mobile males 
Source: Hansa Research 


cent of all sales of hair dyes and hair colour come from 
the South. "Bangalore alone accounts for 4 per cent 
of the national hair dyes and hair colour sales. But the 
population of Bangalore is less than 0.5 per cent of the 
total country's population. Similarly, roughly 35 per 
cent of all deodorant sales happen from the South. 
That's just incredible," says Viswanathan. In a bid to 
tap this market, CavinKare has started a salon business 
in the South with over 20 salons in Chennai and 15 in 
Bangalore. “We get as many men as women in our sa- 
lons," savs Viswanathan. 

In fact, Chennai seems to be going through a salon 
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“Somany VC Shield is India's most durable tile, 
and it is not a mere claim, it's a tested fact.” 





Shown here is Kenssas Gris, 496 x 496mm. 
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boom. Across the city, old-fash- 
ioned beauty parlours are giv- 
ing way to ‘unisex salons’ and 
‘style studios’. At a swank mall 
on Chennai’s Nungambakkam 
road, Vikram Mohan, 29, runs 
the Bounce Style Lounge. Here a 
basic haircut for men costs Rs 
350. Mohan started Bounce way 
back in 2003 and business has 
been good ever since. Today, 
Bounce has started another salon 
in Bangalore and Mohan wants 
to make it a national brand. “In 
Chennai, the men want to blend in, while in 
Bangalore, people want to stand out. Overall, the 
Chennai man is ready for change, which is a good 
thing. Earlier, if you did not have a moustache, you 
were not a man ... all that is changing now,” muses 
Mohan with a smile. 

But if the southern man is educated, has a lot of 
disposable income and wants to be hip, why aren't the 
Gucci's and the Bvlgari's of the world rushing down 
South instead of setting up exclusive retail outlets in 
Mumbai and Delhi? The answer is deceptively simple 
—the southern man may be acutely brand-conscious 
but he still is very *value for money' oriented. It also 
has to do with his cultural underpinnings. 

“The South today accounts for just 23 per cent of 
the country's 1.6 million luxury households. It's not 
possible for a Bvlgari or a Gucci to sustain a full- 
fledged store in the southern cities at this point. 
Even internationally, luxury stores are present in the 
main cities. You are unlikely to find luxury stores in 
Manchester but will find them all in London," says 
Saloni Nangia, Associate Vice President at consultancy 
firm Technopak. Nangia, however, believes that the 
scenario might be different five years from now. 

Others like Chennai-based designer Chaitanya 
Rao believe that it's the South's—specifically Chennai's 
—cultural moorings that make it a poor market for os- 
tentatious products. “Chennai has a great mix of the 
traditional and the modern. If you go to smaller 
towns where people are very prosperous, you will still 
find them wearing a silk vesbti and white shirt but a 
very expensive watch," says Rao who is hailed as 
among the top upcoming designers in the country. 
"People in Chennai are not willing to spend as much 
money on clothes as compared to let's say people in 
Bangalore or Mumbai. But then again, there is not too 





much peer pressure here to look like a Bollywood star 
all the time," adds Rao, who has been born and 
brought up in Chennai. 

It's not just fickle fashion or the increasing uptake 
of talcum powder that's changing. People are bolder 
and are open to making bolder career choices. Till 
not too long ago, a career was synonymous with a 
CAT score or a BITS Pilani cutoff score. Not so much 
any more. Take Vardon (quoted earlier). Born in an 
Anglo-Indian family where ‘you learn to dance be- 
fore you walk', Vardon's career choice as dance 
and fitness instructor was not the easiest one to 
make in Chennai. “My dad was an engineer with 
L&T. His take was that there's nothing like a nine-to- 
five job. For a male to enter what's considered a 
female's job in Chennai wasn't difficult but it was try- 
ing at times," says Vardon. But with changing times, 
these choices have become easier. Like Rao says: 
"People today are a lot bolder with career choices. 
A lot of young guys come to meet me wanting to be 
designers. In fact, anybody who can stitch a blouse 
thinks he can be a designer." 

Do these winds of change mean that the southern 
man is all ready to give up his payasam for a slice of 
pizza? Highly unlikely. Like CavinKare's Viswanathan 
says, "The Chennai we know today is very different 
from the Madras of old days. It's a lot less xenopho- 
bic and is more embracing of outsiders ... the South 
has changed but not very drastically." gs 
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M. R. Sathyanarayana, 58 


маши m 45 dn Ce 
seem to be facing man 3 
dilemmas With the MAAT RN 
traditional social 
structures breaking down 
and new support 
systems still not in place, 
uncertainties are piling up 
for men as retirement 
years edge closer. 
SHALINI S. DAGAR 


NORMALLY DON’T PLAN MY LIFE. 

| take life as it comes,” says 

Bangalore-based M.R. Sathya- 

narayana. A Senior Programme 

Executive with the All India 
Radio, Sathyanarayana, 58, is two 
years away from retirement. 

Ask him about his post-retire- 
ment plans and Sathyanarayana 
says: “Not thought about it yet.” 
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Sathyanarayana has no expec- 
tations from his children either. “I 
don’t expect anything from my chil- 
dren, nor have I passed on any 
wealth to them, except meeting my 
obligation as a parent in getting 
them quality education.” 

Is he financially secure? “Not 
yet. I don't even own a small plot of 
land or house in Bangalore, though 
I have been staying here since birth." 


Taking Life As It Comes Jeewan Sehgal (В), 49 haps stop, and take a look at their 
This attitude of “taking life as it General Manager, Mohan Exports, Del) ife. But the study reveals that 


comes” is not unique to Sathya- “| have seen many friends leaving OS of the 45-plus men of to- 
narayana. It is pretty much the credo jobs with the confidence that they day have not applied that pause,” 
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HYVIN 


by which a majority of Indian men will get another but then finding says Raghu Roy, Chief Executive 
live. According to the BT-MaRS sur- it is difficult” of MaRS. 
vey, only 30 per cent of the men It is not a surprise then that 
polled said that they have started this segment of Indian men dis- 
planning for their future. And over 40 per cent do not plays a high degree of uncertainty towards the future. 
even know whether they would like to be employed It seems that the grey in their hair is seeping into other 
after retirement. areas of their lives. The uncertainty extends from 
“It is said that in the mid-forties men pause, per- whether they will continue to work post-retirement to 


the level of support that they are likely to get from 


- 1 | = their children. 
| i Rajesh Shukla, Senior Fellow at the National 
| Council for Applied Economic Research (NCAER), 
= 


points out that the top reason for uncertainty stems 
from the insufficient attention that Indian families in 
general place on continued security of income. Till 
their mid-40s people are grappling with issues of 
acquiring a house, getting their children educated 
and clearing their responsibilities. 

“Social security is an aspect that people do not 
worry about too 
much because the 

V. R. Murthy, 47 perceived risk is very 
Manager, Corporate Accounts, C Н | low," says Shukla, 
Robinson, Chennai adding that most 





men would not de- 


"| don't expect children to b 
lay their car insur- 


support me because times are 


so difficult for them. If they ance, but may well 
stand on their own feet, it is default on the life in- 
enough" surance premium. 


Moreover, this is 


G.KESHAV RA] 


MEN WHO CAN'T SAY WHAT 0 0/ | ТТ 0 
THEIR PERCEIVED CONDITION 0 1 B 0 
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probably the last generation 
that started working in the 
pre-liberalisation days of the 
early '90s. Even as the 
younger generation is getting 
increasingly employed in 
high-earning, high-profile, 
private sector new service in- 
dustry jobs, the older gener- 
ation employed in the so- 
called earlier era jobs are seen 
gradually ceding ground to 
the younger lot on both eco- 
nomic and social counts. 
"New professionalism is 
also bringing in new eco- 
nomic differentiation between 
older men and younger men," 
says Radhika Chopra, Reader, 
Department of Sociology, 
Delhi University. A specialist 
on masculinity, Chopra adds: 
"This differentiation is dis- 1 
placing hierarchy. The old as- W ШҮН 
sumed hierarchy of the elders M AY \ Y / 
being the people in power is a 
almost being undermined by e 
this emerging generation of 
professional high-earning 
youngsters. That is where the 
troubling uncertainty lies." 


Н 


Demanding Times 

Add to it the demands of the 
new economy. “For many in 
my age group, much of the career time got spent in 
government jobs where there were no insecurities of 
the post-9/11 world. Today, just one event could 
impact a sector and lead to job lay-offs,” says 
Hyderabad-based K. V. Rajasekher, a content writer 
with a head-hunting firm. Rajasekher, 50, hopes to 
continue being a content writer even after what are 
known as retirement years. 

The new economy, however, is relentless. Deepak 
M. Satwalekar, Managing Director and CEO of HDFC 
Standard Life, says: “We forget this in a booming 
economy, when everybody has a job, but a few years 
ago, the uncertainty of job for the person above 40 
was very, very high.” 

Delhi-based Jeewan Sehgal, 45, vouches for the 
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truth of the matter. “I have 
seen many friends leaving 
jobs with the confidence that 
they will get another but then 
finding it is difficult.” Sehgal, 
who works with Mohan 
Exports, has already started 
planning but believes he is a 
decade or so away from fi- 
nancial independence. 
Health, which is often the 
other concern as the years 
add on, is also taken care of 
at the Sehgal household with 
emphasis on regular check- 
ups and a conscious focus on 
a healthy lifestyle. 

Sehgal, however, consti- 
tutes the astute minority. 
Chennai-based С. 
Rangarajan, 53, is Assistant 
Vice President and Head of 
Ad Sales at regional daily 
Dinamalar. He has a wife 
and a college-going daugh- 
ter. Though he has given 
some thought to financial 
planning, Rangarajan still 
feels exposed on health-re- 
lated issues. “I have taken a 
health policy for my wife and 
daughter but don’t have one 
for myself. I realised rather 
late that I would also require 
one—but not too many in- 
surers look kindly at my age. At the moment, the fam- 
ily does not have health problems, but anything 
could crop up later,” he says. 

Come to think of it, this uncertainty prevails 
when average life expectancy is on the rise and most 
men expect to live longer than their fathers did. One 
of the statistics often cited by health industry ex- 
perts is that every 60-year-old in 2020 is expected to 
live till the age of 80 years. It is no surprise then that 
most men want to continue to work after the usual re- 
tirement age. The survey, though, does not reveal 
whether it is out of economic compulsion or choice. 
Anecdotal evidence, too, seems to suggest a bit of both. 

Chennai-based V. Ramachandra Murthy, 47, 
Manager, Corporate Accounts at C. H. Robinson, a 
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freight forwarding agency, is 
quite clear about the future. 
“After retirement, I plan to 
work and continue to work 
till I die." Kolkata-based B. D. 
Samadder, 59, who is 
Corporate Advisor with sps 
Group of Companies, is 
equally emphatic: “Even if I 
retire from this company, | 
will continue to work as long 
as І keep well physically. And 
who doesn't want to earn 
even after retirement?" 

The pinch of inadequate 
social security is more 
sharply felt by those working 
in private sector companies, 
where the absence of a se- 
curity net (mostly pension 
and health cover) is clearly 
visible. Sathyanarayana in 
Bangalore, for instance, 
hopes to supplement his pension with income from 
his other artistic pursuits to take care of himself and 
his wife. "Since my lifestyle is simple, I don't think 
I should have any problem post-retirement." 

For private sector employees, therefore, the mo- 
ment of reckoning is sharper. Satya Murthy N. S., 47, 
is a Systems Administrator with Bangalore firm CKC 
Pvt Ltd. He is not covered under any pension scheme. 
“I do not know what skill I have acquired over the 
years and where I will fit in. The question is whether 
I will get a job at all when youngsters with fire in their 
belly are grabbing jobs." 


Southern Discomfort 

Kolkata-based Gopal Chandra Das, 50, too, wishes for 
some upskilling, though he feels he will manage with 
his current skills as well. Das, who is Financial Advisor 
& Chief Accounts Officer with Hooghly River Bridge 
Commissioners, a state government undertaking, 
says: "I wish I could get some special training to 
upgrade my professional skills and keep myself up- 
dated with new things." 

However, what is clear is that most men do not 
want to foist themselves on their children in their re- 
tirement years. 

Murthy from Chennai sums up the thinking 
among most people when he says: “I don't expect chil- 
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dren to support me because 
times are so difficult for 
them. If they stand on their 
own feet, it is enough." 
Murthy's two children are 
still studying. *I don't mind 
helping them out in what- 
ever way I can apart from 
giving good education," he 
adds in good measure. 

Indeed, the changing 
times prevent the likes of 
Murthy from being entirely 
certain of support from their 
children. As Roy of MaRs 
sums it up aptly: *These men 
may not be insecure, but they 
are definitely uncertain." 

The uncertainty as meas- 
ured by the survey is higher 
in the southern region. 
Though the reasons breeding 
uncertainty may be univer- 
sal—a fatalistic attitude and low perceived risk—the 
accentuated ambiguity in the south seems to stem 
from more of the same traits. 

Yet, it is clear that this segment of 45-plus men has 
its own specific needs. Sehgal from Delhi points out 
that there is a shortage of products and services targeted 
especially at people like him. “For instance, com- 
mercial rentals would be a good investment option," 
he says. India currently does not have any financial 
products such as Real Estate Investment Trusts for such 
yield seekers. There are not too many housing societies 
too that cater to the needs of this population. 

As HDFC Standard Life's Satwalekar says: “This 
generation is on a cusp where they have to adjust to 
changes in social structures. They need to be hand-held 
to help make decisions." 

Businesses that will cater to protection of the health 
and wealth of this ageing population will be rewarded 
when the demographic dividend too turns grey. Yet, for 
all we know, it may well be that the "can't say" ma- 
jority is just in no mood to hang up their boots. 
Maybe these men are not frazzled by the uncer- 
tainties. Maybe with the hair dye comes renewed 
youth and energy. 8 

ADDITIONAL REPORTING BY E. KUMAR SHARMA, 
K.R. BALASUBRAMANYAM, NITYA VARADARAJAN 
AND RITWIK MUKHERJEE 
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You'll see them 
combing the shop 
shelves—often 
unaccompanied— 
piling up their carts 
with items that range 
from apparel and 
accessories to 
shampoo and 


skin cream. 
PALLAVI SRIVASTAVA 


PRETTY BOYS: 


They like using deos, skin creams, 
shampoo and hair oil 





OT TOO LONG AGO, AMERICAN PERSONAL CARE GIANT PROCTER 
& Gamble repositioned its Old Spice range of deodorants 
as Old Spice High Endurance. The website featured a 
woman in a bikini with the tagline: “When she sweats 
she’s sexy. When you sweat, you stink.” 

That campaign wasn’t seen much in India, but the Indian urban male 
has got the message loud and clear. And whilst he’s at it—digging out his 
favourite deo—he’s decided he might as well go the whole nine yards. Trips 
to the mall for items like shoes, trousers, jeans, shirts and sunglasses are turn- 
ing out to be almost as frequent as visits to the neighbourhood pub. 
Luxury brands like Dunhill, Calvin Klein, Hugo Boss, Cavalli and Gucci are 
his constant companions. And yes, besides deo, skin cream and shampoo 
are pretty high up on his laundry list (see Pretty Boys). Call him metrosexual 
or retrosexual, or just plain sexual, there’s little doubt: He’s in love with his 
favourite mall, his favourite brands, his favourite person—himself. 

Significantly, it's not just designer labels that men are running after. 
And it's not just clothes and shoes that are being lapped up. New 
segments, like men's jewellery for instance, have opened up. *There has 
been a big change in men's shopping habits. Earlier a man would just 


0 of deodorant 0 of talcum powder 
users, use it twice users, use it twice 
| a day or more ( a day or more 
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Girish Huria, 34 
Partner Associate, Genesis 
Burson-Marsteller 


“Shopping is something | have 
picked up over the last seven years 
and | blame it completely on the — 
malls in Gurgaon and on my _ 
increasing disposable income" _ 





have an office wear; now he 
has 2-3 change of clothes— 
including sportswear, party- 
wear—daily. Weekend clothes 
have become a different cate- 
gory altogether. Personal care 
and accessories for men have 
also become a huge business in 
India," says B.S. Nagesh, MD, 
Shoppers' Stop. 

Indeed, there's little these 
days to differentiate between 
the wide-eyed male shopper 
and his stereotyped shopo- 
holic female counterpart. The 
male is as much a mall rat 
as the woman (which means 
he is capable of spending 
hours trawling mall corri- 
dors without buying any- 
thing). And he's no more a 
‘mission shopper’, either— 
marketer-speak for men who know what they 
want, where to get it, and when to call it a day. 
Today, he’s willing to take his time. 

Meet Girish Huria, 34, Partner Associate, Genesis 
Burson-Marsteller, a public relations firm. Huria 
spends anywhere between Rs 10,000 and Rs 20,000 
on shopping every month (that’s 10-20 per cent of his 
salary). The Gurgaon resident shops almost every 
weekend and recently bought a new set of winter 
clothes from Wills Lifestyle—for himself, of course. 
“Shopping is something I have picked up over the last 
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Amit Das, 27 
Assistant Manager (Corporate Marketing), WLC College 


"| love buying gifts for my family and girlfriend and | like 
to possess all the good brands. | also like to accessorise 
my car quite often and the latest has been a pair of speakers 
that costs upwards of Rs 25,000” 
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seven years and I blame it completely on the malls in 
Gurgaon and on my increasing disposable income. My 
most recent purchase is my 18-month-old's third 
pram and a (Anita Dongre label) top for my wife; | 
spent nearly Rs 8,000 on both. These days I am on the 
lookout for mufflers and bought three last month." 
Virtually gone are the days when Indians trav- 
elled overseas for the sole objective of filling up their 
suitcases with everything from blazers to lingerie (for 
the wife ostensibly). Amit Das, 27, Assistant Manager 
(Corporate Marketing), WLC College, laments that 
he doesn't have much to shop abroad for these days as 
everything is available in India. He spends more than 
half of his income on clothes and accessories. “I like the 
newly-opened Select Citywalk in Delhi as it has all my 
favourite brands." The self-confessed watch, perfume 
and T-shirts junkie has 15 wrist watches, including 
brands like Tag Heuer, Fossil, GUESS and Umbro, in his 
collection. His favourite apparel brands include 
Abercrombie & Fitch, Armani Exchange, GUESS and 
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Nike. The perfumes in his closet are 
Joop, Armani, Davidoff, Dunhill and 
Versace. “I have lived abroad all my life, 
so I am used to going to the malls for 
shopping. I love buying gifts for my fam- 
ily and girlfriend and I like to possess 
all the good brands. I also like to acces- 
sorise my car quite often and the latest has 
been a pair of speakers that costs up- 
wards of Rs 25,000,” says Das. 

If you think it’s only the younger, 
trendy bunch that's doing the mall crawl, 
meet G.K. Srivastava, 55, Assistant 
Commissioner (Stamps). Srivastava lives in Allahabad 
but is in Delhi almost every weekend. *It may sound a 
bit unnatural at my age, but I like to shop not just for 
myself but for my family too. I have redone my 
wardrobe recently and my colleagues compliment me 
on my new look,” he says with a grin. “My family says 
| am obsessed with it, but I can only say I enjoy shop- 
ping." (This writer can vouch for it; Srivastava is her fa- 
ther after all!) Srivastava clearly misses the experience 
in his hometown which would explain why he hits the 
Delhi markets with a vengeance. He's also probably 
making up for the days when neither malls nor his 
newly-discovered purchasing power 
existed. Yet, Srivastava does feel 
those pangs of guilt, not atypical of 
the previous generations who were 
more of savers than spenders. One 
way of reducing the guilt: Shop 
for the family too! 

Meantime, a clutch of entre- 
preneurs is attempting to woo the 
male shopoholic. Pradeep Hirani, 
CEO, Kimaya Fashions, launched 
the first designer store for men— 
Ayamik—18 months ago in 
Mumbai. He says male shoppers 
love to be pampered. *Half of this 
country's population is men and 
even then no retailer was paying at- 
tention to their fashion needs. Year 
after year, the same kind of shirt, 
pants and suits were being sold 
and due to lack of choice, they 
were being bought too. We did a 
survey and realised there was a 
huge demand in this segment and 
our punch line for Ayamik reads 
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Brand Matters 


Almost 42 per cent of the men surveyed are 
highly brand-conscious. 







Once Ain't Enough 


A chunk of the men surveyed have bought two 
or more units of clothes and accessories in the 
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‘Let’s be fair to the unfair sex’.” Hirani plans to 
launch a store each in Delhi and Hyderabad in 2008 
and another in Bangalore by 2009. 

Designer Raghavendra Rathore attributes the chang- 
ing shopping habits of Indian men to the new retail for- 
mats. “There has been a re-defining 
of how retail is done. I have been de- 
signing clothes for men for the last 
15 years but only now the market 
has reached a certain maturity in 
terms of penetration. Now designer 
clothes are sought after as it gives the 
aspiring Indian man an endorse- 
ment to be elite as more and more 
people are moving up the social 
ladder,” he says. And the term met- 
rosexual may soon have to be 
junked for good. Reason? As 
Rathore points out, some of his 
biggest clientele come from Tier-II 
cities like Jaipur and Ludhiana. 
“Change is organic and the demand 
or the desire to acquire branded 
goods is coming from below; it’s just 
that it’s rising very rapidly at the 
top,” explains Hirani. 

Moisturiser, skin cream, facials 

the pretty boys of India 
want it all. Now just don’t forget 
that deo. m 
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Indian men seem to be 
more obsessed about 
their careers, money 
and success than their 


global counterparts. 
ANUSHA SUBRAMANIAN 
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UBHRANGSHU NEOGI, 33, I5 MAR- 

ried with two kids. He is the 

Vice President Brand & Comm- 

unications at Religare Enterpr- 

ises and works for not less than 

15 hours every day, is connected 

to work 24X7 through his BlackBerry and 

laptop and travels 8-9 days a month. He 

has just returned from Sydney, where he 

was on an official visit. Being vr for brand- 

ing and communications, his job involves 

brand marketing, communications and 

public relations. *It's all work and very lit- 
tle play for me," he says. 

Mahesh Narayanan, 29, Group Sales 

Manager, Google India, is responsible for all- 

India sales at his company. His job involves 
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Mahesh Narayanan, 29 


Group Sales Manager, Google India 


“Though I'm obsessed with career, money 
and success, | strongly believe in 
maintaining a work-life balance” 


dealing with advertisers from specific verti- 
cals like finance, media & entertainment, 
Automotive and others. Narayanan works 
for almost 10 hours a day, five days a week, 
and, on Saturdays, is connected to his work 
through his laptop and BlackBerry. “But 
despite my schedule, I like to maintain a 
good work-life balance,” he Says. 

Neogi and Narayanan are not the only 
two men who work so hard. Most Indian 
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men fall in this category of “all work and 
no play". That's because the two touchstones 
of success in today's India are a great career 
and loads of money. The little pleasures of 
lite—like marriage or time with friends— 
come way down the ladder in the Indian 
man's list of priorities. 

5o, are Indian men more obsessed with ca- 
reer, money and success than their global 
counterparts? The answer seems to be an 
emphatic yes. The first casualty of this ob- 
session with work is the routine 9 to 5 job. 
Today, on average, an Indian male puts in 12- 
15 hours of work every day from Monday to 


Friday, compared to the global average of 


8-9 hours a day. And spillover work is com- 
pleted on weekends. 
Says 34-year-old Sanjeev Gupta (not his 
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WHY INDIAN MEN ARE 
WORKING SO HARD 


Men (and, to be fair, women, too) are 
nope themselves to their limits, and 
it's not hard to fathom why. 


# The Indian economy is booming 
and there are massive opportuni- 
ties for enterprising people. 


# The nation as a whole is trying 
to prove itself to the world. 


# Decades of being a closed 
economy have left Indians feeling 
deprived. The pent-up demand 
has now found a release. 


* Global exposure has raised aspirations. 


# Increased competition among peer 
groups means individuals have 
to work doubly hard to get ahead. 


real name) who works at a foreign bank in 
Mumbai: 
Indian men. Working hours here are longer 
than in most other countries and the concept 
of weekend priority over work is not prevalent 
here." Gupta's work day begins at 9.30 am and 
he is invariably at office till 10.30-11 pm. 
Neogi says it's not only men who are ob- 
sessed with work. *Most organisations also 
want to be more competitive and prove them- 
selves in the global arena." Adds Gupta: 
"Personally, I try to maintain a work-life bal- 
ance, but this is sometimes difficult as em- 
ployers expect people to work. In many of- 
fices, peer pressure forces people to put in 
longer hours, lest an impression is created 
that you are not working enough." 
Narayanan begs to differ, but only slightly. 
"Though I'm obsessed with career, money 
and success, I strongly believe in maintain- 
ing a work-life balance. I like to spend time 
meeting my friends, working out, playing a 
sport or watching a movie. Fortunately, 
Google encourages this—in fact, it evaluates 
this during the first job interview as well." 
Narayanan works from 10 am to 7.30 
pm on weekdays and is connected through his 
laptop and BlackBerry on Saturdays and 
Sundays. *I only answer important mails on 
Saturdays but try to stay away from work on 
Sundays." Neogi, who interacts with his global 
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counterparts in countries like the UK, the Us, Australia 
and Dubai almost on a day-to-day basis, says that 
men in these countries have their priorities right—un- 
like in India, weekends are strictly reserved for their 
families or partners. 

In India, this obsession is most noticeable among 
men in the 25-to-early 40s who want to achieve all 
their ambitions, preferably yesterday. Unfortunately, 
the trappings of a successful life are coming at the cost 
of one's personal wellbeing. *Everybody today is 
hungry for success and wants to make it big in the least 
possible time, even if it means burning themselves 
out—physically, mentally and emotionally—in the 
process," says Dr Harish Shetty, a Mumbai-based 
psychiatrist ( Also see Beat the Burnout Blues on page 
170). Shetty has many male patients who come to him 
to treat depression, insomnia, mental fatigue and per- 
sonal relationship problems, all a result of their vault- 
ing ambitions. Most of those who come to him for con- 
sultation and treatment are in the age group of mid- 
20s-to-early 40s. The most persistent problem faced by 
workaholic men is poor personal relationships with 
their spouses, children or partners. Children of such 
men suffer from behavioral problems such as aggres- 
sion, temper tantrums and lack of self-development. 
Their wives go through terrible depression due to 
lack of attention and love and this leads to dysfunc- 
tional families and even divorces. This apart, men 
themselves suffer from severe mental fatigue, depres- 
sion and face issues with their peers and their bosses. 

Shetty adds that in most cases, men try to com- 
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THERE’S NO FREE LUNCH 
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According to psychiatrists, men who keep long hours at and are 


obsessed with work suffer most from the following: 


I Mental fatigue: Due to excess hours of 
working one gets mentally tired and it's as if 
the brain runs out of chemicals and just 
shuts down. 


I Depression: It's a strong mood involving 
sadness, discouragement, despair, or 
hopelessness that lasts for weeks, months, 
or even longer. 


* To be or not to be feeling : Being in 
constant dilemma over whether one should 
be in the job or leave it for something else 


I Lack of communication: Mental fatigue can 
result in a disconnect with people around. 


pensate their families materially for the emotional gaps 
their ambitions create. *Most men who come to me 
say they hope to make it big and earn loads of money 
by 40 and then lead a relaxed life. But once the ob- 
session sets in, it becomes an addiction that is difficult 
to kick," says Shetty. 

But there are also men like Jayant Pai who have 
learnt to maintain their work-life balance. Pai, a cer- 
tified financial planner, works with a leading Indian 
financial services firm. He says that he consciously stays 
away from work on weekends. *A lot depends on the 
organisation one works in. There are some organi- 
sations that expect their employees to work 24X7." Pai 
works 9-10 hours every day but does not take work 
home. *It sometimes happens that I have to work on 
a weekend, but such instances are rare," he adds. 

And examples like Pai are 
equally so. Most men agree 
that if one plans one's career 
properly, money will auto- 
matically follow. Perhaps; but 
this comes with a whole set of 
avoidable side effects that can 
dilute the joy of success con- 
siderably. But, as our study 
shows, Indian men will take 
some time to realise that. Ш 
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Quite a few Indian 
men are showing 
signs of restlessness. 
This is resulting in 
increased job 
hopping and 

rising intra-national 
migration. 

MANU KAUSHIK 





MIT RAINA IS 33, COMPLETED HIS MBA FROM 

Bombay University in 1999 and joined 

Mumbai-based ad agency Quadrant as a 

client servicing executive. Since then, he’s 

been in two other jobs and three cities. 
“I've been restless since I started my career and | 
don’t think that is going to change,” says Raina, 
who currently works in Delhi as Executive Vice 
President (Home Loans) at a global financial outfit. 
“Money is not the only cause of this restlessness. 
My aim is to try and make the most of the opportu- 
nities that are up for grabs,” he says. Raina, who 
hails from Chandigarh, moved from Quadrant in 
Mumbai to the Chennai office of Rediffusion in 
2000. “In 2003, I joined my present employer in 
Hyderabad, and was transferred to Delhi in 2006 in 
my current capacity,” he says. 
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Avijit Das, 31 
Packaging Development Manager, GlaxoSmithKline 
Consumer Healthcare 


"It doesn't matter where you work, so long as it 
helps fulfil your requirements and aspirations " 


RAIKUMAR 


Like Raina, the 31-vear-old Avijit Das has also 
been on the move for the last 10 vears. For him, shift- 
ing from one place to another in search of better 
opportunities has been a great learning experience. 
Das, who hails from Kolkata, completed his post- 
graduation from the Indian Institute of Packaging in 
Mumbai in 2000 and was picked up by Hindustan 
Lever (now Hindustan Unilever) from campus and 
posted in Pune. In 2003, he shifted to Bangalore as 
part of the joint venture between HLL and sc Johnson. 
“The venture soon broke off and I returned to 
Pune." Das is currently based in Delhi, working as 
Packaging Development Manager with 
GlaxoSmithKline Consumer Healthcare. “It doesn't 
matter where you work, so long as it helps fulfil 
your requirements and aspirations.” 

The us is often called the land of opportunities. 


India can now honestly claim to be a rival for that 
label. From retail to infrastructure to IT to tele- 
com, there are opportunities galore for Indian men 
across the country. Says S. Parasuraman, Director, 
Tata Institute of Social Sciences: “Increased mobility 
is a hallmark of a dynamic economy. It is natural for 
men (and, women, too) to migrate to places where 
jobs are available. That is what we’re now seeing 
in India.” 

This trend, visible for ages, has now gained crit- 
ical mass. Says Sharmila Rege, Professor, Department 
of Sociology, University of Pune: “A closer look at 
the profile of Indian men indicates that they are rest- 
less, very ambitious and looking for fast-track career 
growth. The challenge for the economy is to meet 
their ambitions and aspirations.” 

The expectations of the younger generation is 
vastly different from those of earlier ones. They tend 
to look at both short-term and long-term benefits. Says 
Dr Samir Parikh, Consultant Psychiatrist and Chief 
(Department of Mental Health and Behavioural 
Sciences), Max Healthcare: “The biggest difference is 





in the aspirations of the men. 
Increased global exposure 
means everybody is now 
aware of what is happening 
elsewhere in the world.” 
And it’s not only, or al- 
ways, money that fans this 





restlessness. Vivek Bana, 27, completed his MBA 
from Amity International Business School in 2003 and 
joined an event management company in Delhi. 
Two years later, he joined DLF’s Events & Promotions 
Division in Gurgaon as a Senior Executive. “Moving 
cities for work is not an issue. What’s important is the 
job content and the satisfaction I get from it,” he says. 
In fact, our survey shows that one in four men in 
India actively want to settle down in some part of 
India other than their current place of residence, 
while another 29 per cent don’t mind doing so. 
The rest feel rooted and don’t want to move. That 
means a little more than half of Indian men are ac- 
tually open to the idea of moving cities. 

Corporate and organisational priorities are also 
pushing this trend. Says Rege: “In the services and 
manufacturing sectors, employees are liable to be 
shifted between different cities at frequent intervals 
for ‘on-site’ assignments." 

The Business Today-MaRs survey shows that this 
restlessness is most acute in the north zone, followed 
by the east and the west zones. Southern men emerge 

as the ones most rooted to their soil. Among 
cities, Delhi men come across as the most 


| restless, very much in line with the regional 


data, but men in Pune—and not any of the 
southern cities—the least so. 

Says Parasuraman: "The reason is sim- 
ple: the four southern states—Andhra Pradesh, 
Karnataka, Kerala, and Tamil Nadu—now 
lead the country in a number of indices in- 
cluding infrastructure, job opportunities, so- 
cial security and political stability. So, it's 
natural that local youth prefer to stay put." 
This is in line with our survey, which shows 
that 65.2 per cent of men in South India are 
satisfied with their current standard of living. 

But opportunities can only be part of the 
reason. That's because men in North India 
rank second on this parameter (63.2 per cent 
of them are satisfied with their current stan- 
dard of living), yet the north tops the list of 
"restless" regions. 

So, there you are. Greater opportunities, 
and soaring ambitions are fuelling a mass in- 
tra-nation migration of people, but this, 
and a modern way of life—as we see else- 
where in this cover package—in no way 
detracts from the traditional values that 
Indian men still hold dear. Maybe, just 
maybe, this will, over time, subsume the 
many sub-national identities that now make up 
India and result in the emergence of a truly 
pan-India Indian. Ш 
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Indias GeNext male may 
still have conservative 
social values, but when it 
comes to spending 
money, he's as avant 


garde as they come. 
ANAND ADHIKARI 
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T THE TENDER AGE OF 18, A 12TH STANDARD YOUNGSTER 
today doesn't mind picking up a night owl BPO career 
while taking out a few hours during the day to study 
through a correspondence course. He spends freely us- 
ing his multiple credit cards. In mid- to late-20s, when 
he decides to marry his girlfriend, he surprises her with 
an exotic honeymoon in Switzerland or Alaska, thanks to the easy EMI 
schemes. A dream house or a car is also not far from his reach, with 
most banks wooing him with loans at affordable interest rates. He is 
also a savvy investor who keenly follows the stock market. Besides, 
he is not averse to switching jobs regularly to keep his career graph 
and pay packet moving up. 

Not all men of today fit the above description entirely, but they 
are certainly more aggressive in their approach: They are go-getters 
and risk-takers and have no hang-ups about taking up an entry-level 
BPO job, or switching careers mid-way or investing their hard earned 
money in the high-risk-high-return stock market. They are also 
very optimistic about the sustainability of country's high economic 
growth in the years to come. 

The biggest change for today's man is that debt is no longer con- 
sidered a bad thing. “Today, debt has become a means to achieve 
one's dream," explains Himanshu Samuel, an MBA graduate who left 
his cushy job to expand his father's restaurant business in Delhi city. 
These revolutionary changes could be traced to early '90s when the 
liberalisation wave was unleashed in the country and new sectors like 


UMESH GOSWAMI 





BPO set foot in cities like Gurgaon, Pune, Noida, 
Bangalore and Hyderabad. In just a decade, the BPO in- 
dustry churned out lakhs of jobs for under-graduates. 
It even lured engineers and chartered accountants with 
its lucrative salaries. For many, a BPO job today pro- 
vides a makeshift or temporary career option. 
“There are so many job opportunities available 
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Bipin Sinha, 36 


Project Director 


"| make it a point to return the money on time to 
avoid heavy interest payment. At times | have 
repaid as much as Rs 50,000-60,000 in a month” 


today that one can afford to take risk,” says M. P. Singh, 
who works in the HRD department of Fortune Park 
Hotels, an rrc Group company. Today, the BPO sector 
employs over 600,000 people (mostly men), which is 
expected to reach a million by 2008-end. The modern 
retail malls, too, have opened up job opportunities 
for young men with even lesser qualification, and are 
expected to hire 2 million people (mostly men) by 
2010, according to an Assocham study. 

Expectedly, this has brought about a massive 
change in the way men approach a career. They are no 
longer looking for that secured job in the government 
or a nationalised bank. By 2020, the average age of 
Indians is expected to be 29 years, and most would 
find jobs in the services sector. This will further fuel 
consumerism and boost credit culture in the economy. 

The new sectors like BPO, insurance and modern re- 
tail are certainly here to stay, and have boosted the op- 
timism of today's man who knows he can easily get a 
new job in case things go wrong at the current one. 

Ditto for the well-qualified man, whose priorities 
are different from those of the earlier generation 
that always invested in postal savings and fixed deposit 
schemes of banks. Today's man is more inclined to 
take risk in the stock market and defers buying other 
assets like car or a house. Twenty-six-year-old Pankaj 
Rathod, a commerce graduate currently doing his 
MBA while in job, has his eyes fixed on the stock 
market. Rathod's learnt of the stock market when his 
father, who worked for a public sector bank, ap- 
plied for shares in the bank's IPO in 2000. 

Ditto for Vipin Bharel, 35, who is an officer in a 
state-owned insurance company and prefers to invest 
directly in the equity markets. Perhaps, today's man 
realises that a nine-to-five job is not going to take him 
anywhere. "Stock investing is my first priority," says 
Rathod. A protracted buoyancy in the stock mar- 


Raman Sharaph, 29 


Investment Banker 


"| have taken a 20-year home loan from HDFC, 
but | along with my wife, who also works, plan to 
repay the loan within 10 years" 
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ket, coupled with complete transparency in stock 
dealings and paperless trading through demat ac- 
counts have contributed to the huge attraction of 
equities. “I’m convinced about long-term India story. 
| invest money for the long term,” he avers. 

Today’s man is also managing to save more, 
thanks to his rising income. The country’s savings rate 
has jumped from mere 8 to 10 per cent in the °70s to 
about 25 per cent since 2000. 

The job opportunities in the post-liberaliation 
era in sectors like telecom, insurance, modern re- 
tail, aviation, entertainment, etc., have outpaced the 
availability of experienced people, which in turn has 
encouraged faster job changes or “switching”. The 
contract system has also contributed no less to this 
phenomenon. In a BT survey, a majority of respondents 
said they judged their workplace on the basis of 
money they earned more than anything else. (See 
Box 2: In The Fast Lane) 

Today, easy availability of jobs, high disposable in- 
come and soft loans have made the Indian man an early 
buyer of home or car. The age of house buyers (mostly 
men) has now reduced by almost 20 years. Renu Sud 
Karnad, Joint Managing Director at HDFC Ltd. says that 
today a house costs only 6 times an individual’s annual 
income compared to over 20 times a decade ago. 
“The age group for home buyers has come down to be- 
tween 30 and 38 years since 2000 as against 55-58 
years some 20 years ago,” says Assocham. 

There are plenty of examples of young buyers 
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who are buying houses within a decade of starting their 
job. The trend of DINK (double income no kids) couples 
also enables them to own a home at a young age. 
Raman Sharaph, 29, an investment banker who is 
buying a house with a hefty loan of Rs 78 lakh, has no 
plans for kids for now. “I have taken a 20-year home 
loan from HDFC, but I along with my wife, who also 
works, plan to repay the loan within 10 years," he says. 
Unlike in the '60s and '70s, today's man's aspira- 
tions are very high and he doesn't mind living a life on 
credit whether he is paying a restaurant bill or buying 
apparels, grocery or other household items. Bipin 
Sinha, 36, who has been holding multiple credit cards 
since he was 25, today prefers to pay by cards. He also 
rolls over the money from one card to another. “I make 
it a point to return the money on time to avoid heavy 
interest payment. In fact, at times 1 have repaid as much 
as Rs 50,000 to Rs 60,000 in a month," he says. 
The aspiration of today's man is evident when he 
takes a holiday abroad on EMI. He doesn't want to wait 
for eternity to travel abroad, and instead wants to en- 
joy today and pay later. Clearly, the man of today is not 
in sync with the man of yesterday, as both are poles 
apart in their thinking, attitude and financial habits. 
The man of today is in the fast lane. "What's dif- 
ferentiating him from our generation is the high burn- 
out cases, all-pervasive depression and turmoil in his 
personal life," explains Yogesh Trivedi, 68 and a retired 
banker. Trivedi may well be right. Perhaps, the most 
telling indicator of today's man, according to the BT sur- 
vey, is the value that he attaches to a good marriage. 
Only 15 per cent consider good marriage as one of the 
two success indicators in life. “These are not high 
figures, by any reckoning,” says the report. 
The jury is certainly out on the man of today. 8 
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They are brash, 
confident and are 
aiming for the skies. 
And they'll think of 
marriage only after 
they achieve, or are 
close to achieving, 
their goals. The bottom 
line: they want to get 
more out of their lives 


before they settle down. 
SHAMNI PANDE 


SINGLE & 


HIS IS A MARKETING CONUNDRUM: 
can consumers in the 21-24-year 
age band be equated with those 
who are 25-30 years olds? There 


IS undoubtedly a large degree of 


homogeneity of desire to acquire 
the good things of life. But there is also a sig- 
nificant degree of divergence. Many men in 
the first group are still students, a large ma- 
jority are unmarried and few have any major 





SHAMIK ВАМЕК ЈЕ! 


responsibilities, while many of those in the 
second are already into their first, and some- 
times, second and third jobs, some of them 
are married and some even have children. 
Thus, the motivations and aspirations of the 
two groups tend to be different. “This makes 
it difficult to plot the aspirations of this 
band,” says Sukanya Kripalu, an independent 
strategic and marketing consultant. 

In fact, the four young men that Business 
Today spoke with, across regions, confirm 
this view. There appears to be different pulls 
and pressures marking their life stages. For in- 
stance, 24-year-old Gunjan Sharma, who 
works with MetLife India Insurance 
Company in Mumbai, is not done with ed- 
ucation yet. A diploma-holder from IIM- 
Kozhikode, he intends to go back to a full- 
time MBA, despite his parents’ reservations. 


Y 0 U N G | N V IA | () It is important to ( Being successful 
me to have really | in my life is my 
SLICED AND DICED ("= ма | IE priorily 
He wants the good things in life and he wants them now. | 
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fused now. I discuss things openly with my 
parents—except girlfriend issues, 
Sharma is not entirely self-obsessed; h 
cently gifted his mother a diamond pendent 
In Delhi, 23-year-old Umar Sharif is not 
and 


Diptanshu Roy, 30 

LOCATION: Kolkata 

MARITAL STATUS: Single; engaged to be married next year 
EDUCATION: B.Com, St. Xaviers College, Kolkata ` 
WORKING WITH: Bates David Enterprise as Creative Group Head 
PASSION: Music (plays the mandolin) rae 
SHOPPING PROFILE: Loves shopping (even for groceries) 5 


' һе savs. But 


very different. He's an aspiring model 
has a day job as a 
Vodafone. Sharif, 

Bhopal, likes splurging on the good things o! 


Project Engineer at 


whose family lives in 


Financially, he is independent, but still lives 
with his parents. This allows him the latitude 
to “criminally waste money". Sharma is hung 


up on cruiser bikes and recently bought a 
350cc Royal Enfield Thunderbird for Rs 1 
lakh, though his initial budget was Rs 60,000. 
Emotionally, 
suffered a broken relationship, and I’m con- 


he's at a crossroads. “I’ve just 


life and recently picked up a pair of Diesel 
jeans for Rs 7,500. “All good things come at 
a price, but | never spend beyond my means 
or do things that will hurt my pride or bend 
my ci de of ethics.” Һе Says, 
extremely focussed on 
to do justice to what I’m currently doing, but 
| also believe in exploring different things.” 


adding that he is 


“moving оп”. "I want 





The latest on his wishlist: 
medium of theatre. 
doctor-turned-singer Palash Sen. 

Down south in Chennai, 28-year-old 
Sreehari B., who works as Product Manager. 
Subhiksha Trading Services, has moved on 
from the self-exploratory mode of Sharma 
and Sharif. He's fairly sure and comfortabl 
about his career choice and is open to sinking 
roots if he finds the “right” 
crazy about dancing and says his friend: 
think he is “pretty good” 
Sreehari, a native of Thiruvananthapuram 
Kerala, speaks fluent Hindi, rides a bike, 
and is thinking of buying a car soon. Lik 


explore th« 


Sharif's role model t 


partner. H« 


at salsa and jive 


many others of his generation, he loves shop 
^ ping for shoes and clothes and most of thes 
are impulse buys. “I gifted my mother a set ol 
- Hyderabadi pearls. | am also open to show 
ering expensive gifts on my girlfriend pro 
vided we are committed," 


IIHS 


he Says. Sreehari 


Umar Sharif, 23 


LOCATION: Delhi 

MARITAL STATUS: Single 

EDUCATION: B.Tech, UIT, Bhopal 

WORKING WITH: Vodafone as BSS Project Engineer 


PASSION: Modeling [o (2nd runner-up at Grasim 
Mr India 2007), theatre Hole Sok 


SHOPPING PROFILE: Need-based 





Source: B7-MaR Ve 


Dressing 


| wish | could 
smartly is an 


be a racing 
car driver 


| like to take 
chances in 


important part 
of my life 
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Sreehari B., 28 


LOCATION: Chennai 

MARITAL STATUS: Single 

EDUCATION: MBA from IFMR, Chennai 

WORKING WITH: Subhiksha as Product Manager 
passion: Dance (salsa and jive), perfecting hip hop 
SHOPPING PROFILE: Loves buying shoes, clothes 


has a problem, though. “My friends say that Pm 
hopeless when it comes to gifting—I just can’t seem to 
pick up the right things,” he adds with a wry smile. 

In Kolkata, there's Diptanshu Roy, 30, who is 
engaged and is looking forward to marriage sometime 
next year. He works as Creative Group Head, Bates 
David Enterprise, and has sustained his interest in mu- 
sic. Roy has recently picked up a mandolin worth Rs 
40,000 on the net, and admits to overspending—all 
the time. “I love shopping (even for groceries), and 
find that I am forever buying things that are more ex- 
pensive than I'd initially planned. For example, when 
buying shirts, | set out with a budget of Rs 1,000, but 
invariably end up forking out Rs 4,000 on an Esprit 
(or other branded) shirt. But I make sure that it is 
never beyond my means," he says. 

Interestingly, all these young men, with the ex- 
ception of Sharif, are given to snacking through the 
day. All, except Roy, are regulars at gyms, though 
Sreehari and Sharma do admit to some slackness at 
times, “but only on account of work". They do have 
their preferences when it comes to toiletries like after 
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shaves, colognes, shampoos and soaps, but are also 
open to someone else shopping for them. 

And despite their fascination with the trappings of 
modern life, all of them remain conservative at heart. 
Questioned about marriage, they were unanimous that 
they want to be in a position to support and take care of 
their partner. Sreehari admits that he would find it 
difficult to adjust if the boot were on the other foot. “I 
may end up doing this if the need so arises, but right now 
| can’t imagine myself in that situation,” he says. 

Who influences these men? Clearly, friends and 
peer group—though Roy, perhaps naturally, given his 
profession, feels that everyone is influenced by ads. 
Sharif really likes the old Tv ad for Live-In jeans that 
has the man getting into a washing machine so as not 
to have to get out of his jeans when it becomes due for 
a wash. “It reflects my desire of not wanting to get out 
of my jeans, which I love so much." 

So, are they radically different from each other? 
No, at some level as they all appear to be “family- 
men”—single, or not. But, where they do differ is their 
speed of reaction to brands, situations and relation- 


Gunjan Sharma, 24 

LOCATION: Mumbai 

MARITAL STATUS: Single 

EDUCATION: Diploma in Sales & Marketing, IIM-Kozhikode 
WORKING WITH: MetLife Insurance as Sales Manager 
PASSION: Cruiser bikes 

SHOPPING PROFILE: Likes frequenting malls 


ships. “This age group operates on a reasonably 
quick swing on what I call the love-hate pendulum for 
brands and relationships. This movement is much 
quicker than in the generation before them,” says 
Harish Bijoor, an independent marketing and business 
strategy consultant. 

The bottom line: young Indian males are ambi- 
tious, materialistic and don’t mind change in small in- 
cremental doses, but they aren’t willing to go all the 
way to radically reorder their worlds. 8 
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Delhi 1,000 
Faridabad 240 
SURVEY Chandigarh 160 
Ludhiana 240 
——— Jaipur 320 
Jodhpur 160 
Gorakhpur 160 
Lucknow 320 
Kanpur 320 
{ Varanasi 240 
= Patna 240 
: Raipur 160 
z Ranchi 160 
4 * Bhubaneswar 160 
Asansol 160 
HE IDEA OF AN INDIAN MALE of the entire urban region in the select Kolkata 800 
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and Research Systems (MaRS), 
promoted by former ORG-MARG 


President Raghu Roy, back in June, or more), five big metros (population Bhopal 240 
2007. The survey objectives were man- 3.5 million to 7 million), eight mid- Jabalpur 240 
ifold: In a country changing rapidly, ^ metros (population 1.5 million to 3.5 

how were its men, who account for 52 million), six mini metros (population Pune 40 
per cent of the population, changing 1.0 million to 3.5 million) and 12 Nagpur 260 
along different dimensions? Chiefly, we wannabe metros (population 0.5 million Aurangabad 130 
wanted to examine the Indian male’s to 1 million). Systematic sampling at Nashik 180 
attitudes towards consumption, work, household level was adopted as the Mumbai 1.000 


society, and his own future. This being 
the first survey of its kind, we have no 
baseline figures that we could use to as- 
sess how the Indian male has changed. 
However, what we have been able to 





a total of 35 towns, consisting of three 
giant metros (population 10 million 


sampling methodology (booster sam- 
pling was resorted to in some cases to 
meet the sEC by Age quotas at each 
sample town level), with suitably 
selected random start points. 


Bhavnagar 160 


Hyderabad 600 
Warangal 160 
Vijayawada 240 


Sus di : gri age ngalor 
capture richly is his current state of mind. Men were divided into four age seg- Bangalore 800 

Now, for the mechanics of the sur- ments: 21-30 years unmarried and three Mysore 160 
vey. The study was carried out among married age segments of 25-35 years, 35- Kochi 240 
urban Indian working men belonging to 45 years and 45+ years. Total sample (Chennai 600 
socio-economic classes A, B and C size was 11,370 across the 35 sample : 

; Coimbatore 240 

drawn from all states of India except towns and the four age segments. The Sal 0 
north-eastern states and Jammu & sample breakdown for the different age arem 16 
Kashmir. The study universe consisted and spatial segments are given below. TOTAL 11,370 
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Presenting Birla White Glass Fibre 

Reinforced Concrete (GRC). 

E Now you can turn 
' your living space 

into a magnificent 

palace too. Be it the 

magnificent pillars 


and sculptures or the intricate lattice work and 





carvings, this wonder material can recreate it all. 
Just the way you want. Extremely lightweight, 
GRC combines the moulding properties of cement 
with the tensile strength of glass fibre. And it’s such 
unique qualities that have made it one of the most 


versatile, most preferred architectural tools in the 


у 


F Arches & columns like The Leela 


: — Fins like The ITC Sonar Bangla 


Domes like The Nareli Temple 
Shouldn't your living 


space get that feel too? 


world. Having opened up a whole new world of 
opportunities for modern architecture, GRC can 
even mould a design of 
yesterday, today. Want an 
Egytian cavetto- and- fillet 
comice at your entrance? Not 


a problem. All you need is 





your imagination, a design in 
your mind and you can leave the rest to GRC. 


Amazing, isn't it ? 





For further information contact: Birla White (Division of Grasim Industries Limited), Ist Floor, Ahura Center, Mahakali Caves Road, 
Andheri (E), Mumbai — 400093. Tel: (022) 66928303/10. Plant address : Birla White GR C , Plot no 14, G.L D. C. Estate, Village Manjusar, 
Taluka Savli, District Vadodara-391775, Gujarat. Tel.: (02667) 264380, Fax.: (02667) 264381. Or write to pdasgupta@adityabirla.com 


Visit www.birlawhite.com 
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UTI 
Strikes 


Back 


UTI AMC is set to become 
the first Indian asset 
management company to 
list on the stock 
exchanges. The once- 
beleaguered company has 
ridden the stock boom to 
turn around. The question 
now is: will listing change 
its future course? 
MAHESH NAYAK 











de 


HEN LIFE INSURANCE CORPORATION OF 
India, State Bank of India, Bank of 
Baroda and Punjab National Bank 
were forced to pick up 100 per cent 
stake in UTI AMC (asset management 
company) in September 2005, the media and analysts 
were aghast. Most assumed that the government was, 
as usual, throwing good money after bad. Very few 
would have dared to imagine that their investments 
would return 1,000 per cent returns in just two years. 
jut that's exactly how things have panned out. Today, 
the market is valuing the AMC at up to Rs 12,000 
crore—against the acquisition cost of Rs 1,237 crore. 
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Plough it back: UTI AMC's Sinha says handling of government money, 


pension funds and PSU surpluses 


will be a huge growt! 


iriver for UTI 





UMESH GOSWAMI 


And that doesn’t include the value of its real estate 
assets and other investments. 

Now, the sponsors, as the four investors are col- 
lectively called, who each own 25 per cent of UTI AMC, 
are diluting their stake in the AMC, which is all set to 
list on the domestic bourses before the end of the fi- 
nancial year, making it India’s, and Asia’s, first listed 
standalone mutual fund as well as India’s most valu- 
able AMC whose profits are nearly three times that of 
its nearest AMC. However, prior to listing, UTI AMC 
plans to sell 20 per cent stake through a private 
placement to strategic partners. The company wants 
to raise Rs 1,200-2,000 crore through the private 


oy 


Deal Street 
Several deals have taken place in the mutual funds space. Here’s a snapshot of the past ones. 


Valuations are derived on the basis of total deal value to the AUM handled by the AMC 





AUM: Assets under management 


^ DBS acquired its stake in Cholamandalam AMC by picking up 37.5 per cent in the listed Cholamandalam Investment & Finance Company 


for Rs 228 crore 


placement. The AMC will issue 10 million fresh shares 
to the selected partners and no one strategic partner 
will get more than a 5 per cent stake in it. 

Says Jaideep Bhattacharya, Chief Marketing Officer 
(CMO), UTI AMC: "We have received expressions of 
interest from 20 domestic and international corpora- 
tions and will rope in strategic partners who operate in 
the financial services space and have very strong exe- 
cution capabilities.” Adds U.K. Sinha, CMD, UTI AMC: 
“We will use the proceeds from the private place- 
ment to set up our private equity infrastructure fund, 
upgrade our technology platform, open more distri- 
bution centres and invest in UTI Ventures.” According 
to market grapevine, players like UBS, National 
Australian Bank, Shinsei Bank and Goldman Sachs 
have shown interest in picking up stakes in the AMC. 
Says a merchant banker associated with the issue: 
“This (placement) will also help benchmark the share 
price of the company.” 

The private placement is expected to be completed 
within a month and the AMC will be listed before the end 
of this financial year. The four sponsors will offload 19.4 
million shares in the initial public offering (iPO) that will 
bring down their holding to 51 per cent. The AMC has 
appointed seven merchant bankers to sell the issue. 

In 2005, the financial institutions had paid the 
government a valuation of 5 per cent of the total cor- 
pus of Rs 24,969 crore managed by the AMC. 
Thereafter, there has been a sea change in its fortunes. 
Says Sinha: “There has been a complete reversal in 
our work culture. Unlike the fixed pay model in 
government organisations, we have a quarterly in- 
centive system that emphasises performance.” Today, 
apart from managing the mutual fund, the AMC also 
runs a portfolio management scheme (PMS), offshore 
funds, pension money, PSU surpluses, disinvestment 
money as well as funds under UTI-1. 


How They Stack Up 
UTI Mutual Fund is the third-largest player in its industry. 








All figures in Rs crore except EPS 

“Includes PMS money. In case of Reliance AMC, revenue from PMS was 
Rs 13.58 crore, while for ICICI Prudential AMC it was Rs 55.55 crore 
AUM: Assets under management as of November 2007 

Financial results as on March 31, 2007 


Source: Companies and AMFI 


Hemant Rustagi, CEO, Wiseinvest, a financial plan- 
ning and consulting firm, who spent seven years in the 
erstwhile Unit Trust of India and also as a competitor 
working with Jardine Fleming, says: “UTI never per- 
ceived itself as a mutual fund. It was a government or- 
ganisation that adopted wrong policies. However, 
things have changed and it now focuses on performance 
and on regaining its past glory.” 

As on November 2007, uri Mutual Fund is the 
third-largest in India, with a corpus of Rs 52,179 
crore, behind Reliance AMC and ICICI Prudential AMC, 
which manage Rs 77,764 crore and Rs 54,903 crore, 
respectively. However, UTI is, by far, the largest AMC 
if one considers the overall corpus of Rs 1 lakh crore 
managed by it (See Hidden Value). Globally, AMCs are, 
typically, valued at 6-12 per cent of the assets managed 
by their mutual fund schemes. On that basis, UTI 
AMC is worth Rs 3,130-6,260 crore, but there's more. 
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+ Fund of UTI-I 


Says a merchant banker involved in UTI AMC’s public 
issue: "We're still in process of finalising the valuation. 
For growth markets like India, this can range from 6- 
15 per cent of the total corpus managed by the funds. 
UTI AMC will probably get a higher valuation because 
of its exposure to non-MF businesses like private 
equity, PMs and offshore funds." Thus, its total corpus 
of Rs 1 lakh crore should give uri AMc a valuation 
of Rs 6,000-15,000 crore, making it India's most 
valuable AMC (for past deals see Deal Street). 

It is also, by far, India's most profitable AMC. In 
2006-07, UTI AMC earned a profit of Rs 147 crore on 
revenues of Rs 387 crore. The corresponding figures for 
Reliance AMC were 50.65 crore and Rs 202.6 crore and 


Hidden Value 


There's more to UTI AMC's valuations than just the mutual fund. 


Valuations (in Rs crore) 











Corpus Global ` | 
Mutual Fund 52,179 6312 _ 31 6261 — 46961 
PMS* 3,200 12-15 384 480 432 
International Funds# 1,850 15-20 277 370 323.7 
SUUTI* 40,000 6-12 .— 2400 4,800 3,600 
Pension Money’ 800 1-3 8 24 16 
PSU Surplus 1,000 1-3 10 30 20 
National Investment Fund 370 1-3 3.7 11.1 74 
UTI Ventures 850 20-25 170 212 191.2 
(Private Equity Fund) Fin KIA 
Total Corpus 1,00,249 6,383.7 12,1891 9,286.5 


* Includes money from three offshore funds 
# includes money from three equity funds and one debt fund 
^ Received mandate to manage 40 per cent of the total Rs 2.000 crore pension money 


Note: This doesn't include investments and real estate 


for ICICI Prudential AMC Rs 48 crore and Rs 239 crore, 
respectively. Interestingly, UTI AMC's figures don’t include 
revenues from PMS and its other fund management 
businesses. But for the bonus (the AMC issued four 
shares for every one share held by the sponsors) issued 
to its shareholders last year, its EPS would have been 
Rs 147 per share. (See How They Stack Up). 

The Unit Trust of India was once the vehicle of 
choice for many investors in India, but the unravelling 
of its flagship Us-64 ruined the goodwill it had built up 
over decades. Now, in its new avatar, UTI AMC is tak- 
ing small steps towards regaining that old glory. In this 
regard, listing is likely to augur well as it will make it 
more accountable. ш 


THE OTHER UTI: EVEN MORE PROFITABLE E CUN 


When Unit Trust of India was split into two—UTI AMC and 
UTI-I—in 2001 following the scam that brought the curtains 
down on the original UTI, 25 assured return schemes and its 
flagship US-64 scheme, which comes to an end in April 
2009, were transferred to UTI-I, also called Specified 
Undertaking of the Unit Trust of India (SUUTI). Its liabilities 
to its bondholders: around Rs 15,000 crore. "Our assets are 
far greater than our liabilities," Says a UTI-I official. The 
value of the its three top holdings—in L&T, ITC and Axis 
Bank—alone were worth Rs 29,000 crore as on December 
. 3, 2007. The balance Rs 11,000 crore of investments, how- 





ever, are mostly in illiquid, unlisted or sick 
UTI-I may not rigid bal var haies cin inthe 
market. A.M. Naik, CMD of L&T, says that Prime 

oan Sigh lion dois as Sea tae 
stake held by UTI-I will be transferred to LIC. And given 
ITC's sensitivities on the issue, the go may well 
follow the sario fess sb case BETTE Mu МИ by 
it. It is not yet clear as to how UTI-I will dispose of its _ 
stake in Axis Bank. _ 

And what will happen to the Rs 25,000-crore surplus? That 
will be the government's reward for bailing out UTI. 
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E FLIES MORE THAN 
300,000 miles every 
year and he flies 
commercial. So what 
does Bart Becht, the 
51-year-old CEO of the UK-based 
household cleaner giant Reckitt 
Benckiser have to show for his hectic 
globetrotting? Plenty, actually. Since 
he took over as the CEO in 1999 fol- 
lowing the merger of Reckitt & 
Colman and Benckiser, Becht, a 
Dutch national, bas grown the com- 
pany at double the industry rate 
and bas nearly quadrupled earnings 
to £768 million, and pushed market 
cap to £21 billion. Last year, Reckitt 
acquired Boots Healthcare for £1.9 
billion, thus gaining a foothold in 
healthcare products as well. Recently 
in India to take stock of the local 
operations, Becht met with BT's 
К. Sridharan and Pallavi Srivastava, 
to talk about his plans for the unlisted 
subsidiary in the country. Excerpts: 





Reckitt has been on a good run since 
you took over in 1999. Looking back, 
what do you think are the right moves 
the company has made in an industry 
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that’s not so glamorous? 

We tend to be very passionate about 
what we do in terms of both house- 
hold cleaning as well as health and 
personal care, and we firmly believe 
that the reason why we are here is to 
ultimately provide better solutions 
for consumers in that space. It may 
not be glamorous, not even be easy, 
to make the job (of household clean- 
ing) better, (but) we believe we are 
pretty good at that. 

Strategy-wise, we have a very 
clear focus—first, we are trying to 
drive above industry average growth 
and secondly, we have tried to con- 
vert it into high profitables and 
strong cash conversions and the way 
we do it is we build over time a 
portfolio of leading positions in 
high-growth categories. To give you 
an example, we are #1 in automatic 
dishwashing detergent, we are #1 in 
fabric cleaning products, and we 
are #1 in depilatories. So what we 
are looking for is very strong 
leadership positions in high-growth 
categories to grow our portfolio. 
Margin expansion is very much 
driven by shifting the mix in our 








portfolio to higher-margin prod- 
ucts, driving cost out of the busi- 
ness and then we try to convert that 
into cash. 


It is probably a very clever company that 
has turned these non-sexy product cat- 
egories into really strong brands. How 
much credit goes to your big advertising 
budgets? 

Media certainly helps, but funda- 
mentally you have to have great- 
products. With Harpic we have 
made massive success in this coun- 
try for a very simple reason that 
we have a better product than what 
the others have. There is no level in 
communication or media support 
that is going to help you if your 
product is not good. 


if you look at Reckitt's portfolio and 
then look at the budget of a typical 
household, it's a small part of it that you 
address. The Boots buy was obviously 
intended to change that. Are there any 
more acquisitions that you would be 
looking at globally and more specifi- 
cally in India? 

Our acquisition strategy is really 


focussed on three things—one is 
we are still looking for acquisitions 
in some parts of the world but that’s 
focussed predominantly on East Asia, 
particularly in countries like China 
and Japan, where we still need some 
critical mass. Secondly, we are look- 
ing for acquisitions in categories that 
we are already in or new categories 
in health and personal care, not in 
households because in households 
we think we have all the interesting 
categories already. In (healthcare 
and personal care) categories, we 
typically look for multinational 


that we deliver on what the brand stands for” 


brands, so we are not looking at 
local brands in one category. Our 
categories in FMCG industry are very 
much marked by global competi- 
tion these days, and so we need to 
buy a minimum multinational busi- 
ness with a strong brand which is 
present in a number of countries. 
Finally, if we could do another 
Reckitt Benckiser that will be fan- 
tastic, but that happens once every 
20 years. Local acquisitions for India 
only are very unlikely. But inter- 
national acquisitions where we also 
have a leg in India would interest us. 





Is there going to be more push behind 
the Boots brands like Clearsil and 


Strepsils in India now? 

The big difference between India 
compared to the rest of the world is 
that the transition took much 
longer here because we did not get 
all the franchises here immediately; 
there was a special legal construc- 
tion here which meant a delay of 6 
12. months for us to get the business 
and operations. So, will we look 
for revitalising Clearsil and Strepsils 
in particular going forward? I am 
sure we will, since they are part of 
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our 18 power brands. 


What's happening to older brands like 
Brasso, Cherry, and Robin Blue? Are 
they being phased out? 

What we are doing is dispropor- 
tionately investing in our 18 power 
brands, but that does not mean we 
are getting out of the other brands, 


But you have in the past cited shoe pol- 
ish as a segment where natural obso- 
lescence occurs ... 

It's very simple. Why do we focus 
on 18 power brands and not on 
the other brands? For a very simple 
reason—growth is much higher in 
the 18 power brands because they 
are in high-growth categories where 
we have strong positions—it's no 
more complicated than that. Why 
are we focussing on Vanish, Dettol, 


"We don't have all our p 


is no question about that but in- 
creasingly, we are putting new legs 
under the table. Other than Dettol, 
Mortein is a big brand, we have 
created Harpic, which has been a 
huge success. We have launched 
Veet (hair remover) and it is rapidly 
becoming the #1 brand in India in 
its segment. Vanish is creating a 





brands in India, 
so there is plenty of opportunity for growth” 


Veet, Harpic in India and not to 
the same extent on other brands 
in the portfolio? Because we can 
get disproportionate high growth 
in Veets and Harpics of the world. 
Its not because we don’t like the 
other brands, but we are not go- 
ing to invest as much in those 
brands as compared to the bigger 
growth opportunities. So it will be 
completely wrong to say we are 
getting out of the categories—we 
are not, we are just not investing. 

Just to put it in perspective, on a 
global basis, we invest close to 13 per 
cent of our sales in media. Check the 
industry standard, and it's some- 
where between 6-7 per cent. So in 
my power brands, I invest more, 
while in my non-power brands, I 
invest as much as the industry aver- 
age. That's the big difference. 


Why is Reckitt still largely a Dettol 
company in India? 
Dettol is a fantastic franchise, there 
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category essentially in the fabric 
treatment product, so we are cre- 
ating new brands which are very 
sizeable categories in more estab- 
lished countries. 


Among the products launched in India, 
which has the potential to become the 
next Dettol? 

It's a good question. I think there is 
more than one Dettol. We have 
substantial business opportunities 
on franchises—Vanish is a classic 
example. Vanish has the potential 
in my mind to become as large as 
Dettol. There are other franchises 
but it will take longer. 


Reckitt has several food brands. Any 
plans of bringing them to India? 

Food is a special business within 
our company. It is not the plan of 
our regular organisation to launch 
food products (in India). Food is 
not the focus of the company strate- 
gically going forward. For a very 


simple reason: We have enough 
opportunity in the 18 power brands 
that we want to commercialise and 
globalise. Also, we fundamentally 
believe that household and health & 
personal care are somewhat a better 
business to be in. 


Instead of getting into more businesses, 
you are narrowing down your share of 
the wallet and getting deeper into the 
segments you already are in. Isn’t that 
a tricky thing to do? 

We don’t have all the 18 power 
brands in India. We just have half 
the brands in India. Globally also we 
continue to focus on the 18 brands. 
Just to put things in perspective, 
seven years ago (the revenue share 
of power brands) was in the low- 
40s and today it is over 60 per cent. 
So we are concentrating more and 
more on a set number of brands. 
We are not expanding our cate- 
gories and I believe that’s the key 
reason for our success. Rather than 
trying to get into more and more 
categories, (the idea) is to be really 
good in what we provide the con- 
sumers within a few categories. 


Is that the reason why you are limiting 
yourself to launching not more than a 
couple of brands a year like you did last 
year, when Veet and Finish were 
launched? 

We will have a limited number of 
launches. When you see one launch 
per year, that’s already a lot 
(laughs). Establishing a brand is a 
rather labour-intensive process. 
And on top of it, we try to make all 
of them a success. 


While Reckitt is trying to concentrate 
on a certain number of brands and 
categories, its competitors are moving 
into its territory. Hindustan Unilever 
has made Lifebuoy an aspirational 
product, while your Dettol handwash 
is still focussed on the utility/benefit 
part of it. Is that a comfortable situa- 
tion for you to be in? 

If you are saying they are aspiring to 
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be Dettol, | would agree with that 
(laughs). That’s the kind of aspira- 
tion they will have. I am very com- 
fortable with our position. When 
you are successful, that attracts com- 
petition. That is also one of the 
reasons why we need to have a very 
tight focus on the 18 brands in the 
categories where we have been very 
successful is extremely important. 
For a very simple reason: we need 
tight focus in terms of making sure 
that we deliver on what the brand 
stands for. Here we still have quite 
a bit of work to do on Strepsils and 
Clearsils of the world which are 
quite successful franchises in some 
countries and I will say Boots did a 
so-so job with those franchises and 
there is a lot of upside potential by 
simply revitalising them and doing 
a decent job with them. 


Is India as important to Reckitt as it is 
to Unilever? 

In terms of turnover, not yet, but we 
are working on it (laughs). HUL is 
massively important to Unilever but 


“We don’t want to be the largest FMCG player; 


time as disposable per capita in- 
come rises in India, is that there 
will be more and more consumers 
interested in our products because 
they can afford them. We do not 
fundamentally alter the product in- 
side for a very simple reason—the 
margin market consumer and an 
established market consumer don’t 
want different products. They want 
the same product, same top quality 
performance. It’s just that in a mar- 
gin market, they cannot afford as 
much money for it as they can do in 
an established market. So you need 


1 





we want to focus and drive penetration" 


we have a lot of work to make it as 
big as that. In terms of growth, it is 
extremely important. In terms of 
our developing markets (which is all 
the business outside Europe), it's 
now approaching 20 per cent of 
roughly £5 billion turnover. Within 
the developing markets, India has 
recently (18 months ago) become 
the clear #1 country. 


Everybody keeps talking about this 
massive market in India at the bottom 
of the pyramid. Is that something 
Reckitt is looking at? 

The very bottom of the pyramid is 
not our focus area. As most of our 
portfolio is focussed on someone 
with higher disposable per capita 
income. What will happen over 
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to find ways to make it more af- 
fordable, which is typically the siz- 
ing and the pricing, or alternatively 
you take the packaging out to make 
the cost cheaper so you can charge 
slightly less for it. 


In one of the interviews you have 
mentioned that almost 40 per cent 
of your revenues come from products 
launched over the last three years? 
Is that something Reckitt can maintain 
in the years ahead? 

| think so. First of all, we have 
maintained that over the last seven 
years. Secondly, we have a very 
clear pipeline measurement process 
that determines innovation. A lot of 
people think innovation is all about 
being lucky. Innovation is not about 


being lucky, it is about a well- 
planned measured process to make 
sure that the innovation you are 
going to launch will actually have a 
very high chance of delivering the 
business success that you want it 
to deliver. To maintain roughly 40 
per cent of revenues on innovation 
based on our current pipeline, we 
definitely can sustain that. 


The local FMCG market went through a 
pretty rough patch. How has it been 
with Reckitt in India? 

[n India, it is growing well ahead of 
even our developed markets and 
we have been growing in the low 
teens for the last 4-5 years, and 
India has been growing ahead of 
that. So I will say the management 
team has done a phenomenal job for 
the last five years. 


What sort of vision do you have for 
Reckitt in India by 2010 or 2015? 
The key thing that we will like 
India to be is a strong leader in 
all our power brands, and behind 
that creating much much larger 
business. We do not have aspira- 
tions to become the largest FMCG 
player in India, we simply want 
to focus on the things that we do 
well and to drive penetration 
among Indian consumers. There 
are tons of opportunities left sim- 
ply to launch new brands. 


Finally, is it true that you help clean up 
at home? 

(Laughs) This is where I always get 
into trouble. I do not clean every- 
thing at home. What I do do is 
that before a lot of our products go 
into the market, I try them. I am 
not the only one who does it. Our 
executive team does that, too. We 
typically like to make up our own 
mind before we launch them in 
the market. We are very picky and 
we try to test the little details and 
that's why I have all the new prod- 
ucts in my house to compare them 
with the old products. 8 


Worldwear Suits from Van Heusen. 
Crafted trom superfine cupra wool coupled with American satin 


lapels, foi a timeless style that « in only be described as masterful 
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Tailored exquisitely from super fine wool silk. 
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When credit is used wisely, it helps build assets. 
But one wrong move can jeopardise your finances, 
and long-term goals. manu KAUSHIK 


MITH PRABHU, A SENIOR 
executive with global 
consulting firm, and his 
wife Sucheta, an exec- 
utive with HDFC Bank, 
are living in a rented apartment at 
Lower Parel, Mumbai. The rent: 
Rs 25,000. “The monthly rent we 





are paying is not creating any asset: 


for us,” says Prabhu. “So we 
thought why not go in for a home 
loan and safeguard ourselves for 
the future.” Prabhu booked a house 
in Chembur, a Mumbai suburb, for 
Rs 36 lakh. “I decided to pay Rs 6 
lakh from my account and finance 
the remaining Rs 30 lakh from 
HDFC," says Prabhu. In May next 
year, he and his wife will move to 
their new house. Besides, it’s not the 
first time Prabhu has signed up for 
a loan. Last year, he borrowed Rs 1 
lakh in two tranches for a laptop 
and personal expenses from 
Citibank. His consolidated EMts for 
both the loans amount to Rs 4,231. 
On his house, the EMI of Rs 29,460 
is a shade above his monthly rent, 
but Amith's not complaining. 
Twenty-seven-year-old Kunal 
Addvant is no different. Last vear, 
he took a house loan of Rs 23.5 
lakh from ICICI Bank and a car 
loan of Rs 4.2 lakh from Tata 
Motor Finance. Addvant, a client 
servicing executive with a Delhi- 
based public relations firm, re- 
quired a home loan that covered 
more than 85 per cent of house 
value of Rs 27 lakh. “I decided to 
take some risk and took a loan, 
which was easy. I decided to take 
bigger risks. Both my wife and I are 
working professionals, so we also 
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factored in tax savings," says 
Addvant. His new home in 
Indirapuram, Ghaziabad, accounts 
for Rs 24,500 in monthly instal- 
ments. "Initially, the loan was for a 
period of 20 vears on a floating 
rate basis, but after a rate hike last 
year the bank increased the repay- 
ment period by two years,” says 
Addvant. He is also paying an EMI 
of Rs 9,450 on the car loan. 


Assess your Needs 

More people are warming up to 
credit—for buying anything from a 
dream home to taking a Swiss hol- 


.iday. The credit fever shows no 
:signs of reducing. However, the 
‚ repercussions of ‘buy now, pay later’ 


ап prove to be extremely detri- 
mental in case of a lack of proper 


. debt management. So it becomes 


ll the more important for borrow- 
‘rs to know exactly what they are 
ocking themselves into. Says 


` Himanshu Kohli, Founder Partner, 


Client Associates: "There is no 


doubt loan products are aplenty. 


There are options in the number 
of lenders and in the variety of 
products too. Banks may give you 
that privilege but it is not neces- 
sary for you to exercise it, Instead, 
the criteria should be what one 
needs and can afford. The failure to 


repay ЕМІЅ will only increase the 


liability further.” 

Before you sign up for finance, 
check your financial status and as- 
sess how much liability you can 
handle. Says Viraj Ghatlia, Head 
(Financial Planning), IL&FS 
Investsmart: "Begin with a quar- 
terly review of your household in- 
come, and expenditure. It is very 
important for a household to work 
their cashflows. *You can include 
income from all sources—salaries, 
dividends, interests and other 
rental income. Expenses must in- 
clude things like money spent on 
living, food, commuting, educa- 
tion, other expenses such as, water, 
electricity, telephone, emergency 
medical needs, etc. If the expenses 
account for more than 70 per cent 
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Amith Prabhu, and his wife 

HOME LOAN: Rs 30 lakh 

EMI: Rs 29,460 

PERSONAL LOAN: Rs 1 lakh 

twi: Rs 4,231 

` “The monthly rent we are paying is not 

creating any asset for us. So, we thought 
Why not go in for a home loan and safe- 
guard ourselves for the future. | paid 


Rs 6 lakh and financed the remaining 
Rs 30 lakh from HDFC” 





of your income, then financial 
loans are best avoided. 


You have to have a cushion of 


40-50 per cent free cash to finance 
your home loan. Hence, it is crucial 
to perform a balancing act between 
managing home loan repayments 
and meeting home expenses. 
Relying on a future income to re- 
pay present debt is not a very 
bright idea. Instalments towards a 
car or other personal loans should 
not exceed more than 20 per cent 
of your net income. 

Essentially, it’s your income that 
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dictates how much you can bor- 
row. Says Harpreet Singh, Business 
Director (Wealth Management 
Distribution & Loans), Centurion 
Bank of Punjab: *As a thumb rule, 
households with higher income can 
borrow more than households with 
lower income." For example, the 
monthly instalments of a house- 
hold with an income of less than Rs 
20,000 should not exceed 40 per 
cent of income; for incomes be- 
tween Rs 20,000 and Rs 1 lakh in- 
stalments should not exceed 50 per 
cent of income, and over Rs 1 lakh 
to Rs 2.5 lakh, one can pay ЕМ of 
up to 60 per cent. Says Singh: “This 
can make borrowers safe against 
any adverse situation." 


Good and Bad Debt 


Use debt to build a 
Harsh Roongta, 
loan.com: *Good loans build use- 
ful assets. A home is a basic ne- 
cessity and everyone likes to own 
one. Since they usually require a 


1SSCIS. 
CEO, Apna- 


Says 


Knowledge First 






Budget for Your Debt 





Build assets. Loans to build assets such as a 
amount to à bulk of your monthly budget 
Lifestyle costs. Any personal loan should form part of daily 
expenses (food, entertainment, living costs, petrol) 





e REVIEW YOUR CREDIT: Get a handle on 
what you owe and how long it will 
take to repay it. Pay-off the more 
expensive debts first 


@ CUT EXPENSES: Reduce unnecessary 
expenses like eating out and 
entertainment. Stop revolving your 
credit card outstandings. 

Focus instead on retiring expensive 
debt early 


@ SWITCH TO CHEAPER LOANS: If you find 
a cheaper loan as compared to your 
existing loan, switch over. This will 
help reduce interest costs, though 
keep an eye on switching costs 


@ AUGMENT INCOME: Try augmenting 
your income through other sources 
so it can give you the flexibility of 
maintaining a healthy savings rate too 


Ld 


Solid хз. Solid sio 


home loan can 


ited YH" 


much higher investment as com- 
pared to one's income, financing is 
necessary." Education loans are 
also part of a financing strategy 
for higher education. They are in- 
expensive, very useful and come 
with tax benefits. Similarly, vehicle 
loans could also be termed as nec- 
essary. They provide a means of 
transport, though the interest rates 
hover around 12-16 per cent. 
But loans for personal expenses 
are best avoided. Says Roongta: 
*Personal loans are used for per- 
sonal effects such as, TV, air-con- 
ditioner, computer, and other 
household expenses. So, from the 
'need' perspective such loans are 
not essential like a home, educa- 
tion or vehicle loan. One can save 
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for say 6-8 months and accumu- 
late sufficient cash to buy these 
products. Besides, they are expensive 
at 18-24 per cent and, therefore, 
one should avoid these loans." 
Opt for a loan that has no pre- 
closure penalty, because it gives 
you the option of clearing your 
liability in advance. In addition, 
you will also have the option to 
shift your loan account from one 
borrower to another. Early re- 
payment of your loan reduces your 
liabilities and also helps you save a 
bundle. If you are 
cash-strapped, de- 
fer your savings 
and instead put 
every rupee into 
reducing your out- 
standing loans. 
Paying-off a 9 per 
cent interest rate 
loan is better than 
earning 4 per cent 
on your savings ac- 
count. Says Roo- 
ngta: “Even after 
accounting for pre- 
payment charges, 
the interest saved 
by pre-paying will 


needs. 


HSOHS чунан» 


Get Credit Sa 


Your borrowing capaci 
should reflect your 
income, not credit 


иш Monthly income in Rs =E EMI limit in Rs 


be higher than the return you will 
earn by investing. Make sure that 
you have enough money kept aside 
for emergencies before making a 
pre-payment as you may not want 
to be in a position to have to bor- 
row again." 

Many borrowers are unwillingly 
walking into a debt trap if the bor- 
rowing is reckless, particularly on 
credit cards. If debt has increased 
over limits, look for ways to re- 
duce other expenses to get a better 
handle on your monthly repay- 
ments. Banks charge additional in- 
terest if you default, and it also 
spoils your credit record. Credit 
bureaus keep a tab on your bor- 
rowings and banks will charge a 
higher rate if you are not-so-good a 
customer. If your payment situa- 
tion is getting out of control, re- 
negotiate with your borrower on 
terms of repayment. The move is 
costly, but it will help you tide over 
an immediate crisis. Over-extending 
other loans like car and personal 
loans and paying the minimum 
balance on your credit cards is a 
sure way into a debt trap. 

And banks are known to be un- 
forgiving towards defaulters. For 
some time now, the strong-arm 
tactics of banks have been making 
headlines. Banks are doing the 
credit check on you. Says Kohli: 
"While consumers 
can be blamed for 
falling in a debt 
trap, banks should 
also take care before 
lending." Yet with 
the easy credit, it's 
tempting to over-ex- 
tend your borrow- 
ings for new prod- 
ucts. But the out- 
come will damage 
your financial 
future—you will 
wind up spending 
more on interest 
charges than build- 
ing your corpus. 
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From Bitter to Sweet 


Despite its lacklustre performance, the pharma story is far from over. 
If you are thinking long term, try pharma now. RISHI JOSHI 


HATEVER HAPPENED TO THE 

healthcare sector? Pharma 

stocks, traditional defen- 
sive plays for years, seem to have 
lost sheen over the past 12 months. 
While frontline old economy stocks 
have been marking new highs, 
pharma stocks have moved in the 
opposite direction. 

On the face of it, there seems 
to be plenty wrong. The generics 
business, the mainstay of many 
Indian pharma companies, is fac- 
ing pricing pressure. Generic com- 
panies in America and Europe have 
been giving Indian companies a run 
for their money. China, too, is 
emerging as a strong contender in 
chemicals and intermediaries. 

To top it, the rising rupee is 
eroding margins. Not surprisingly, 
in the last four-five months, com- 
panies suffered a 3-10 per cent dip 
in export margins. Mid- and small- 
sized pharma companies face un- 
certainties from the product patent 
regime, which can hamper their 
growth in the domestic market. 

For a sector that once gave its 
investors above-average returns, it 
underperformed by some distance 
last year. BSE’s Healthcare Index, 
which comprises frontline pharma 
companies, remained flat last year, 
while the Sensex returned a sturdy 
37.25 per cent (see Unhealthy Past). 

But stock investors may not 
want to write off pharma companies 
just yet. The sector is expected to 
maintain a healthy double-digit 
growth rate over the next five years 
as a number of large blockbuster 
drugs will go off patent. Says Sarabjit 
Kour Nangra, Analyst, Angel Brok- 
ing: “The larger pharmaceutical 
companies, which have stronger 
balance sheets and robust product 
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On road to recovery: The next few years appear promising for pharma companies 


Unhealthy Past 


Despite the market's run-up, the BSE Healthcare Index has remained static. 
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pipeline, are well-positioned to take 
advantage of the favourable business 
environment." 

Business opportunities have in- 
creased last year. CRAMS (Contract 
Research and Manufacturing 
Services) is a multi-billion opportu- 
nity, but is yet to unfold fully. It 
promises to maintain the sector's 
growth momentum and profitability. 
Indian pharma is gearing up to take 
advantage of the over $35-billion 
(Rs 1,40,000-crore) global contract 
research and manufacturing busi- 
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ness. Besides, rising competition 
seems like an advantage for Indian 
companies as mounting research 
costs and the race to introduce new 
drugs swiftly to the market should 
see global pharma majors increas- 
ingly outsourcing to Indian compa- 
nies. Pharma companies are also re- 
structuring their business to cope 
with the circumstances. Companies 
like Sun Pharma and Ranbaxy have 
de-merged their R&D units to main- 
tain profitability and improve cash 
flows of their manufacturing arms. 


The Sweet Prospects 


The pharma business is bouncing back, and these companies seem poised to make the most of it. 


Ranbaxy Laboratories 


253.5 





“Figures in Rs crore up to September (2007-08) 


Against this backdrop, stocks of 
pharma companies are making a 
comeback. In the last 2-3 months, 
stock prices increased by 10-15 per 
cent. For now, pharma stocks might 
not provide returns of some high-fly- 
ing sectors—not just yet—but they 
still retain their defensive charac- 
teristics and can provide a cushion in 
a volatile market. Here are three 
stocks that look the most attractive. 


Nicholas Piramal: A pioneer in cus- 
tom manufacturing in many ways, 
Nicholas Piramal has built a steady 
reputation with its overseas clients. 
As a conscious corporate strategy, 
the company has stayed away from 
intellectual property right tussles— 
litigations are long and expensive— 
and instead built partnerships with 
global pharma companies as a con- 
tract manufacturer. Domestically, 
the company is well-entrenched in 
the branded formulations business. 
It has a presence in the cardio-vas- 
cular, antibiotics, respiratory, pain 
management, neuro-psychiatry and 
anti-diabetics segments. 

The outlook for the company 
appears to be positive, particularly 
with its CRAMS business, which ac- 
counts for 40 per cent of its rev- 
enues, gaining traction. Nicholas 











BSE closing prices in Rs 


Nicholas Piramal India 


239.55 
Market Cap (Rs cr) 6,689.47 Dec. 1, 2006 


PE 38.99 

Price (Rs) 320.05 

Sales* 926.84 

Operating Profit* 178.18 

Net Profit* 115.37 

Strengths: Differentiated business model focussed on 
aggressive execution; 


Pioneer in custom manufacturing; 
Well positioned to leverage in the branded formulations business 


Source: BSE, BT Research 


has announced six new manufac- 
turing contracts and acquired two 
international companies in this space 
in the last two years. Says Nimesh 
Desai, pharma analyst, Motilal Os- 
wal: *We believe that it has one of 
the strongest CRAMS pipelines, which 
will bring in long-term benefits." 


Ranbaxy: This company has am- 
bitious growth plans lined up—it 
aims to be among the top five 
generic companies in the world and 
plans to achieve sales of $5 billion 
(Rs 20,000 crore) by 2012. With its 
long-standing international pres- 
ence and a large pipeline of inter- 
national filings, Ranbaxy is on track 
to deliver high growth. It has 17-18 
FTF (first-to-file) products in the 
pipeline with a possible market size 
of over $26 billion (Rs 1,04,000 
crore), which could be launched 
between 2007-14. 

A large generic pipeline, a strong 
product basket and presence in key 
different markets around the globe 
like the us, the UK, France, Germany 
and Brazil will ensure sustained 
growth for Ranbaxy. Says Angel's 
Nangra: "There are concerns on 
the company's ability to counter 
competitive pressures in generics 
business. The company is now 





Sun Pharmaceuticals 
915.38 





Strengths: Well-drversified portfolio protects against a slowdown 
in any particular category: 
the few Indian RN presence in 


| the US market (through Caraco 
| de npe reto lr ero «ИИ 


entry barriers 


trying to combat it by enhancing 
its presence in markets with low 
generic penetration." 


Sun Pharmaceuticals: Focus on niche 
segments such as psychiatry and 
lifestyle drugs has paid off for the 
company. Neurology, psychiatry, 
gasterontology and diabetes and car- 
diovascular therapies' segments ac- 
counted for nearly 70 per cent of 
Sun's revenues in 2006-07. It is 
adding more chronic segments to 
its portfolio and has invested in res- 
piratory and orthopaedic segments 
and is launching products in gynae- 
cology, nephrology and urology. 

Sun forayed into regulated mar- 
kets by acquiring a majority stake in 
Caraco Pharma. It's among the few 
Indian companies to have a direct 
presence in the Us market (through 
Caraco). Its Us product pipeline is 
gaining strength and the company 
(along with Caraco) has 87 Abbre- 
viated New Drug Applications or 
ANDAs (for 71 products) awaiting 
approval with the Us FDA. Its in- 
ternational business accounts for 
about 45 per cent of its revenues. 
Says Desai: “Sun’s well-diversified 
portfolio de-risks the business 
against any slowdown in a 
particular category.” 
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Do Multi-caps Have an Edge? 


Multi-cap funds should have had a good year as stocks across 
market caps have done well. But have they? CLIFFORD ALVARES 


for the stock markets, no doubt, 

but what’s more spectacular is 
its all-round performance. Many 
stocks of all market capitalisa- 
tions—giant, large, mid and 
small—have landed investors fab- 
ulous returns. Take a look at the 
major stock indices: the Sensex 
surged 41.38 per cent over the 
year, the BSE Mid-Cap Index in- 
creased 49.5 per cent and the BSE 
Small Cap rose 58.36 per cent. 
Backed by this performance, the 
multi-cap funds—funds that invest 
in stocks of all market capitalisa- 
tions—should have had done very 
well for themselves. 

But that's not the case. Multi- 
cap funds, at best, performed at 
par with the overall market. 
Despite their names, multi-cap 
funds are a part of the diversified 
category, investing in all market 
capitalisations and sectors. Says 


[: HAS BEEN A FANTASTIC YEAR 


"It all boils down to stock selection. Funds that 
have picked stocks well have had a good year." 


Amar Pandit/ CFP/ My Financial Advisor 
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Amar Pandit, СЕР, My Financial 
Advisor: “Though diversified funds 
are not called multi-cap funds, 
many of them have exposures to 
mid- and small-cap funds.” 
However, diversified funds usu- 
ally invest mostly in large cap 
stocks due to their stability. Of the 


A Mediocre Show... 


DBS Chola Multi-cap 
мди (вз) 22.76 Assets (Rs cr): 35.71 
“FUND MANAGER = 


R. Rajagopal 
25,593.87 


Returns (%) 
6months — лу. 
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Top Holdings (%) 
Reliance Industries - 
Tata Steel — — 
C. WEEN UL. 
Grasim Industries 
Larsen & Toubro 







Figures as on November 30, 2007 
Source: Valueresearchonline com 





Retums up to 1 year are absolute and over ] year are annualised 


170 diversified funds with a one- 
year performance track record, the 
multi-cap funds don't feature 
among the top 97. On average, 
diversified funds returned 47.35 
per cent, but no multi-cap fund 
has bettered that average. For a 
segment that had the entire canvas 


HDFC Premier Multi-cap 


им) 26.11 Assets (Rs cr): 745.61 
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„For Reasons Aplenty 


Magnum Multi-cap 
| Assets (Rs сг): 1,141.85 

Sudhanshu Asthana 

Rs C 25,790.25 









Thermax Plant 





of the stock market to invest 
in, the performance seems lack- 
lustre. Says Pandit: *Multi-cap 
funds have put up an average 
performance.” 

One key strategy to bag out- 
performance is asset allocation. 
While multi-cap funds can invest in 
all categories of companies, most 
have restricted their mandate of 
investment in the small- and mid- 
cap stocks to less than 40 per cent. 
For instance, DBS Chola Multi-Cap 
Fund caps its investment in small- 
and mid-cap stocks to 40 per cent 
of its corpus. 






Market capitalisation (Rs cr) 
9.58 Small 





Top Holdings (%) 
ICICI Bank 
Bharti Airtel ыз 
Grasim Industries 


Reliance Industries — 
Larsen & Toubro 


Larsen & Toubro 





Other funds in the segment, too, 
have a similar investment mandate. 
Franklin Flexi-Cap Fund, however, 
invests across market capitalisation 
range. The fund can invest up to 75- 
100 per in large caps, 20-100 per 
cent in mid-caps and up to 70 per 
cent in small stocks. 

To be fair to multi-cap funds, 
the diversified funds that have done 
well by investing in sectors that 
have grown fast, like infrastruc- 
ture and engineering, and some 
are even like thematic funds. 
Besides, experts reckon that not 
all the funds have a similar stock se- 


(Rs cr): 3,741.44 
ian, R. Sukumar 
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“Diversified funds can give immediate 
returns but multi-cap funds perform 
over a period” 

R. Swaminathan/ VP/ IDBI Capital Market 


lection strategy. Says Pandit: “It 
all boils down to stock selection. 
Funds that have picked stocks well 
have had a good year.” 

Another reason why diversified 
funds have done well is because 
large caps usually move up first in 
any booming market. Says R. 
Swaminathan, Vice President, IDBI 
Capital Market: “Diversified funds 
can give immediate returns but 
multi-cap funds perform over a 
period.” Small- and mid-cap stocks 
take a while to perform, feels 
Swaminathan. 

It’s usually the large-cap stocks 
that move first, followed by mid- 
and small-cap stocks. “Investments 
in mid- and small-cap stocks will 
catch up subsequently and it will 
reflect in the performance of multi- 
cap funds over a longer 
period.” 

Will they do so? Only time will 
tell. But R. Rajagopal, Chief 
Investment Officer, DBs Chola 
Mutual Fund, thinks there’s scope 
for the funds to do well. “The mar- 
ket has shown that mid-caps have 
done better than large caps, so if 
you look at it over the medium 
term, they can also be expected to 
do well.” If the market maintains its 
all-round performance next year 
as it did this year, perhaps the 
multi-cap funds will get their chance 
to beat their diversified peers. 
Watch this space. 
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Insure 
Their 
Dreams 


When you buy 
children’s insurance, 
keep your goal and 
her needs in mind. 
NITYA VARADARAJAN 


S A PARENT, SECURING YOUR 
nv financial—and her life 

perhaps—is top priority. 
Help is around with life insurers 
offering products that meet both 
the goals. These target-oriented 
plans are suitably tailored for your 
child’s education and her marriage. 
But like all other insurance products, 
finding the balance between costs 
and returns is not easy. Can you 
plan for your child without these 
insurance products? Should you 
cover the life of your child? Are 
these products good enough? 

N. Chidambaram certainly 
seems to think so. The 29-year-old 
executive with Reliance 
Entertainment has signed up two 
plans for his son, now two years 
old. The first is an exclusive 
children's plan, LiC's Komal 
Jeevan, with payouts after age 18 
that will account for his son’s 
higher education needs, The sec- 
ond is a 10-year ULIP plan, not a 
pure child plan, which will take 
care of additional expensive extra- 
curricular activities. Chidambaram 
feels that with his ULIP investment 
of Rs 20,000 a year, having a 
sum-assured of Rs 2.5 lakh, he 
will secure his child’s all important 
schooling costs. 
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Decide if you need a traditional 
plan or a ULIP plan. Traditional 
plans work best when your 

kid is young, or for handicapped 
children 


Go for traditional policies which 
cover parents rather than the 
child. Returns on investments in 
traditional plans are low 


If you have started late with a 
child plan (that is the child is 
above five years), a ULIP plan 
could work better. A ULIP plan 
weighted in favour of equity can 
do better than a traditional plan 


Insurance policies have different 
paybacks and premium waiver 


conditions on maturity and death. 


Read policy documents carefully 
before deciding what you want 


If you want to retain the corpus, 


think of other investment avenues. 


A term insurance plan combined 
with a mutual fund should work 
better than a children's plan 


In a children's policy, your child 
will pick the final benefits 
on maturity 





p 


Securing future: Choose a ULIP for your child in case the child is five years plus 


Like Chidambaram, you can 
choose insurance plans depending 
on your child's future goals. At 
18, a child is usually mid-way 
through a college when the first 
financial paybacks come. This can 
help your kid to enroll for profes- 
sional courses. Says D. Arulamany, 
Senior Vice President and 
Distribution Head, Chola DBS’ 
Financial Distribution Services: 
“Insurance policies with appropri- 
ate milestones and customised risk 
cover can be used as instruments to 
achieve financial goals.” 

But buying children’s plans 
requires a bit of planning on your 
side. These plans cost more than 
pure term plans. On the other hand, 
since these plans need you to make 
regular investments, it enforces 
regular savings. 


The Different Plans 

There are two types of children’s 
plans—traditional and ULIPs. Like 
all insurance plans, traditional plans 
are tilted towards debt and typically 
invest about 65 per cent in fixed 
instruments. The returns reflect the 
underlying investments, which are 
usually around 7-10 per cent. “The 
returns may beat inflation, but not 
significantly,” says Arulamany. 








One plan that scores high is 
LIC's Komal Jeevan. Enrolling your 
child before her first year provides 
a guaranteed return of Rs 75 per Rs 
1,000 sum assured, which works 
out to a return of 7.5 per cent. 
Loyalty bonuses are added bene- 
fits. When your child reaches 18 
years, she gets her first tranche of 
paybacks, and subsequently further 
payments at ages 20, 22, 24. 
Overall, the plan returns around 
10 per cent after factoring loyalty 
additions and bonuses. But sign- 
ing your kid after the first year will 
entail you to forego some returns. 
Your child loses out on the pre- 
mium paying years and, therefore, 
some part of guaranteed additions. 

For handicapped children, Lic 
offers among others Jeevan Aadhar. 
Here the guaranteed addition is Rs 
100 for every Rs 1,000 sum as- 
sured for each completed policy 
year, which can continue till the 
parent turns 65. In case the worst 
happens, the child gets 20 per cent 
of the accumulation upfront and 
the rest is used to purchase an an- 
nuity. This ensures your handi- 
capped child gets adequate and reg- 
ular future income. 


The ULIP Way 


These days, ULIPs, too, are struc- 
tured towards children’s require- 
ments. Says T.K. Uthappa, Director 
(Sales-Tied Agency), ING Vysya Life 
Insurance: “We have a traditional 
child plan but we introduced a ULIP 
plan because we saw a good de- 
mand." ULIPs can take a higher eq- 
uity exposure and, therefore, the 
returns are better than a pure debt- 
oriented plan. Some ULIPs even offer 
capital guarantees. “A ULIP with a 
capital guarantee may be structured, 
provided the equity exposure is 
high," says Arulamany. Also, buyers 
have the option of switching from 
equity to debt when the markets 
turn bearish. 

As investing for your child is a 
long-term plan, ULIPs perhaps make 


PLAN: LIC's Komal Jeevan (traditional) 


PREMIUM: Rs 44,115 









BENEFITS: Guaranteed additions of Rs 75 per Rs 1,000 sum assured every 
year; plus loyalty addition of Rs 1.5 lakh. Payouts made at age 18, 20, 22, 24 years 
Single premium option available 


PLAN: Jeevan Vishwas (traditional plan for handicapped dependents) 


PREMIUM: Rs 37,000 


BENEFITS: Guaranteed additions of Rs 60 per Rs 1,000; lifetime insurance cover 
for purchaser; dependent receives benefits partly as lump-sum and partly annuity — 


PLAN: HDFC Children’s Double Benefit (traditional) 


PREMIUM: Rs 33,855 


س + — 


BENEFITS: If parent or policyholder dies, sum assured gets paid. However, policy 
continues for the remaining period and maturity benefits equal to sum assured plus 


bonuses are paid to child 


PLAN: HDFC Accelerated Benefit (traditional) 


PREMIUM: Rs 32,905 


BENEFITS: Policy terminates on death of policyholder and sum assured plus bonuses paid out 
PLAN: Bajaj Allianz ChildGain 24 plus (traditional) 


PREMIUM: Rs 38,531 


BENEFITS: Guaranteed payout of 115 per cent of sum assured; payout at ages 


18, 20, 22, 24 
PLAN: HDFC Young Star Plus (ULIP) 


PREMIUM: Rs 12,500 (annual premium multiplier of 40 times) 
BENEFITS: Sum assured is paid when policyholder dies, but future premiums 


are waived 
PLAN: ING Vysya's Creating Star (ULIP) 


PREMIUM: Maximum premium payable is Rs 50,000 (while maximum 


Sum sesured le RS 4.5 lakh) 


PLAN: Bajaj Allianz UnitGain Plus Gold (ULIP) 


PREMIUM: Rs 12,500 


BENEFITS: Sum assured is calculated at a premium multiplier of half the 


policy term chosen 


Example of a 35-year-old man with a three-year-old child; sum assured of Rs 5 lakh and term 15 years 


better alternative as they are long- 
term products. The cost incurred 
in the initial years pays back in the 
long term if you factor in switching 
and fund management costs. 
Initially, ULIPs may give low returns 
due to high costs, but as the corpus 
builds returns pick momentum. 
This, of course, depends on market 
conditions. 


In a child's plan, ULIP or other- 


wise, partial withdrawals are usu- 


ally not allowed except at prede- 
termined times, which is good for 
buyers looking at paybacks for the 
various milestones. Says Sanjay 
Jain, Head (Marketing), Bajaj 
Allianz Life Insurance: “These plans 
ensure your kid gets a corpus when 
it’s most needed, as the payback be- 
gins when the child completes 18 
years." It's one way to help her 
sail through and stand on her 
financial feet. 
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The ve Wave of NFOs 


Novel investment themes distinguish the next 
generation of fund launches. 


Е FUND INVESTORS, THERE ARE PLENTY OF OPPORTUNITIES 
this December. Four new fund offers with different in- 
vesting themes, ranging from overseas investing to the in- 
frastructure theme, are open for investors. Take the plunge 
if your asset mix needs a rejig. 

A scheme that invests in equities in Asia is the Franklin 
Asian Equity Fund. The fund will invest up to 40 per 
cent in India and up to 70-100 per cent in Asian equities. 
It will limit its exposure to any other country up to 25 per 
cent of its corpus. In a presentation, Sukumar Rajah, CIO, 
Franklin Equity and its Principal Portfolio Manager, says: 
“The Indian market ranked seventh in Asian markets in 
2001 and was #4 in 2006. With better performing markets 
outside India within Asia, the fund provides a good op- 
portunity for diversification.” 

The Kotak Indo World Infrastructure Fund will, typ- 
ically, invest in companies in sectors like ports, roads, 
telecom, construction, engineering and aviation. The fund 
will invest 35 per cent of its corpus in global equities 
and infrastructure mutual funds, and the balance in Indian 
infrastructure stocks. But unlike Franklin’s Asian Equity 
Fund, which is considered equivalent to a debt fund for tax 
purposes attracting a 10 per cent capital gains tax, the Indo 
World Infrastructure Fund will be treated as an equity fund 
and, therefore, is exempt from tax. Funds that have at least 
65 per cent exposure in Indian equities are eligible for tax 
breaks. The JM Agri and Infra Fund will invest equally in 
agri and infrastructure stocks. The DBS Chola Small Cap will 
invest in small companies that are growing. 

NITYA VARADARAJAN 







agriculture and 


ook at small-cap stocks 
; exit load only on premature withdrawals 
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Е ‘The top performers category-wise. 


iN RS LAST. 
МОНТИ. 















1 Taurus Deen Stock MH 
3 Tata Dividend Fund- HO o 
4 Birla Dividend Yield Plus(@) — 


1 Taurus Libra Taxshield " | n 
2 DSP Merrill Lynch Tax Saver Fund- 4G m 
3 Sundaram BNP Paribas Taxsaver 98 — — 
4 Principal Tax Savings Fund — — — .— 
5 Reliance Tax Saver Fund-(G) 














2 Birla SunLife Buy indiaFund-(G) ^ ——— 
3 Birla Sunlife Basic Industries- (G) "mS 


1 UCB n Plan C (б) Б и 
2 DSP Merrill Lynch Balanced Fund-(@) — . 
3 Escorts Opportunities Fund-G) — ^—^ — 
4 BirlaSunlife95-(@) | 
5 ING Balanced Fund-(C) 


















1 DBS Chola Monthly | Income Plan- 46) mM ; 
2 Principal Monthly Income Plan Plus- 4 
3 Principal Monthly income Plan-(G) — — — 
4 JM Monthly Income Plan-(G) ——— Мв 
5 JM Monthly Income Plan (б) Fixed Amount 

Withdrawal Option 





INCOME FUNDS — HM 
1 Franklin India international fui SEN 


3 ICICI Prudentia Mer н ud 
4 ЈМ іпсоте-(6) — "m 
5 Birla Dynamic Bond Fund-Retail-(G) - 







1 iC MF Liquid Fund-(G) NN Cs 
2 ICICI Prudential Liquid F Plan-Fll T 


3 HDFC Cash Management F Fund- -Savings і Plan-( | 
4 IMHighliquidity(@) | 
5 Reliance Liquidity Fund-(G) 


"Returns in per cent 


"m Figures as on December 5, 2007 
Seurce: Mutualfundsindia.com 
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Festive Offer! 


Buy One 
Get One 


vm FREE! 
On DVDs & VCDs 


At Planet M, Music World, 
Landmark, Starmark, 
Crossword & other outlets. 
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at 0g tt 188 


DVDs & VCDs at www.todayshop.in 
SMS SHOP to 52424 or 
CALL 011-4050 2424 (24x7) 
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Jobs 1 oday 


GROWTH PANGS 


Beat 


the Burnout Blues 


India Inc. is in the growth mode. The massive opportunity has, however, 
brought along excessive workload and unrealistic targets. Result: the 
workforce is falling prey to burnout. AMIT MUKHERJEE 


Dr Suman Bhandari, Senior Cardiologist, Escorts Heart Institute 


“About 25-30 per cent heart ailments are among young execs under 40” 


AGHAV JUTSHI, 31, A COLLEC- 
tion and recovery executive in 
a leading mobile service 


provider, was catching up on the 
day's events with his wife around 
midnigbt. He bad bad a long day 
at work that ended around 10 in 
the evening. Just then, the mobile 
on the side table beeped. “So wbat's 
your target for tomorrow? "—read 


the message from his boss. A sense of 


unrest immediately set on bim. He 
forgot wbat be was discussing witb 
his wife. Wide awake, all that be 


could think of was the number of 


collections he would execute the 
next morning and how much he 
would amass for his firm’s kitty. 
Jutshi’s is not an isolated case. 
Corporate stress in the form of 
tough deadlines and impossible 
targets is taking a widespread toll 
on executives across the industries, 
especially in the high-growth sectors. 
Psychologists define it as burnout— 
a chronic condition that happens 
when the body or the mind can no 
longer cope with overwhelmingly 
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Burnout Alarms 


Being cynical always, negativity 
and irritability 


Exploding at irrelevant things 
Frequent headaches or migraines 
Weight loss or gain 

Pain in the heels 

Insomnia 

Shortness of breath 
Tiredness and fatigue 
Palpitations 

Butterflies in the stomach 
Inability to focus 

Depression 


The jobs are paying well, but drain 
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high demands. “This growth has 
resulted in riches; but has brought 
about psychosomatic disorders and 
early mental and physiological 
burnout of individuals, sometimes 
even before they have touched 40,” 
says Dr Aruna Broota, well-known 
clinical psychologist at the Dept. 
of Psychology, Delhi University. 

Most companies, especially those 
in the fast growing sectors, ac- 
knowledge that employees are, in- 
deed, stretched. *Considering that 
the need to grow to a global scale 
has struck us late; many of us are 
working overtime to make up for 
the lost years," reasons Manoj 
Kohli, President & cro, Bharti 
Airtel, India's largest and fastest 
growing telecom giant. Many of 
the present generation of execu- 
tives who want to see India shine are 
working really hard despite burnout 
threats, Kohli adds. 

So, how big is the burnout risk 
for India Inc's young, restless and 
stressed workforce? Enormous, if 
corporate psychologists are to be 
believed. It's a vicious circle that 
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Dr Aruna Broota, DU Professor and Psychologist 


"Stress management should be made 
mandatory for companies in India" 


the employees are stuck in. *The 
jobs are paying well but, drain in- 
dividuals physically or emotionally," 
says Dr Broota. If this situation con- 
tinues for years, months, or in some 
cases for weeks, a person may finally 
reach the breaking point and fall 
victim to the burnout syndrome. 

To make matters worse, there 
seems no way of avoiding this stress. 
"[ndia is in a time zone where we 
cater to markets both in the East 
(Singapore and Hong Kong) and 
in the West (Europe and the us). 
That's why the pressure is high and 
more work hours are required," 
says Shyamal Gupta, Head 
(Institutional Business), Kotak 
Commodities. 


It's Catching'em Young 

Workplace burnout is increasingly 
affecting the young workforce. Dr 
Suman Bhandari, Senior 
Cardiologist at the Escorts Heart 
Institute in Delhi, says about 25 to 
30 per cent of heart ailments are 
among executives younger than 40, 


Manoj Kohli, President & CEO, Bharti Airtel 


“Many of us are working overtime to 
make up for the lost years” 
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You can beat the burnout. 
Here’s how... 


e Bite as much as you can chew: you 
can only do so much in a day. Spread 
the workload and the responsibility 


e Say ‘no’. Often, in a busy work 
environ ment, you are called upon to do 
work that you are not experienced in, 
or lack training for 


e |f you are in a poor physical working 
environment— perhaps the office is too 
hot or cold—you will feel stressed. 
Either turn down the airconditioner or 
turn the heating up. A comfortable 
Surrounding increases productivity 


e Switch off for a 10-15-minute 
break each day. Just a 15-minute 
nap will refresh you 


e Avoid caffeine. Caffeine raises your 
heart rate and anxiety levels. Drink 
water instead. Dehydration can lead 
to headaches and an inability to 
concentrate 


e Exercise for cardiovascular fitness three 
to four times a week (moderate, 
prolonged rhythmic exercise, 
such as walking, swimming, cycling, or 
jogging is best). The oxygen level in your 
blood increases with exercise 


e Eat well and regularly. Have balanced 
meals at regular intervals 


e Keep your sense of humour. Smile. 
At the end of the day no problem is 
worth risking a heart attack for 


individuals physically or emotionally 


RAJKUMAR 
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Shyamal Gupta, Head (Institutional Business) Kotak Commodities 
"Work pressure is high and more work hours are required 


"This has clearly to do with exces- 
sive stress and inability to cope 
with the present work culture," he 
asserts. Diseases like spondylosis, 
abdominal disorders, pain in heels 
(these are the symptoms of burnout 
as well. See Burnout Alarms) are 
common disorders in the 25-40 
age group. 

Some companies have already 
woken up to the enormity of the 
crisis. Software major Infosys 
Technologies has a 24-hour hot- 
line connecting its employees to 
psychiatrists. But stress and burnout 
are not limited to just the IT sector. 
Long hours of work and immense 
pressure to produce results are 
ubiquitous across industries. Add er- 
ratic lifestyles and irregular eating 
habits; and there is a generation 
of physiological burnouts 





Raghu Pillai, President, Reliance Retail 


"Everyone needs to work hard so that - 
the next generations can enjoy” 


" 


facing India Inc. 


Work-life Imbalance 
The phenomenon is primarily due to 
the lack of work-life balance, say 
psychologists. "Unlike westerners, 
who work five days a week and re- 
lax and enjoy life in various ways on 
weekends, most of us do not have 
hobbies such as trekking, hiking or 
even music," explains Dr Bhandari. 
Such activities are great stress-busters. 
The problem has acquired a se- 
rious dimension as it is not being 
dealt with appropriately at the HR 
level, says Dr Broota. “Given the 
current scenario, interventions to 
ensure congenial working condi- 
tions should actually come from 
the HR departments of companies," 
she says, recalling an instance where 
an executive of a mobile services 


Koustav Dhar, President, MDLR Airlines 


"Executive stress does have negative 
impact on performance, even finance" 


company sought her counselling as 
office stress literally pushed him to 
his limits. 

Lifestyle intervention and stress 
management should be made 
mandatory for companies in India, 
says Dr Broota who conducts 
"three workshops every two days" 
on burnout-related issues for these 
companies. The culprit sectors, ac- 
cording to her, are: rr, telecom, re- 
tail, and asset management. 


Is There a Choice? 

That's a tough question to answer 
for both the companies and their ex- 
ecutives. For executives, there is 
personal ambition as well as pro- 
fessional compulsions to meet tar- 
gets. “If vou don't perform, there 
are plenty of others wanting to re- 
place you," says Gupta of Kotak 
Commaodities. 

However, Raghu Pillai, President 
and Chief Executive, Reliance 
Retail, adds a new dimension to 
the excessive workload scenario. 
"Everyone in India really needs to 
work hard so that the next genera- 
tions can enjoy the country's success 
some years down the line." He 
agrees that some balance between 
work and relaxation is required but 
says, India cannot afford to have 
an easy work culture vet. *The de- 
veloped nations are way ahead of 
us. Maybe the next generations can 
emulate them when things here are 
better," he says. 

Some, however, insist that 
burnout can hurt the high growth 
ambitions that are the very cause of 
this phenomenon. “Whether it's 
the pressure of dealing with tight 
budgets or preparing for the next 
board meeting, executive stress does 
have a negative impact on your per- 
formance, decisions and even the 
company's finance," asserts Koustav 
Dhar, President, MDLR Airlines. 

Dr Broota's remedy: a change 
in the corporate mindset and work 
culture. Till that happens, India Inc's 
tryst with burnout will continue. 


Wanted: Energy Managers 


Energy efficiency needs spur demand. 


NDIA INC IS REALISING THAT ENERGY AVAILABILITY 
| baw its cost play a significant role in profitability. 
Hence, the urgent need to manage energy effec- 
tively. That’s the reason companies across industries 
are in hiring mode for energy managers. Explains 
Malavika Desai, CEO, RCG, a leading recruitment 
firm: “Take, for instance, the textile industry. The 
share of energy cost in the total manufacturing cost 
in spinning mills works out to around 14 per cent per 
unit of production. It's even higher in some other in- 
dustries and every rupee saved in energy costs will go 
straight to the bottom line. Therefore, there is a great 
demand for trained energy managers." The job of an 
energy manager involves planning, developing, and 
managing energy utilitisation programme. This in- 
cludes assessing the energy use and devising the 
energy-saving methods. 8 

RITWIK MUKHERJEE 


FACT BOX 


WHO'S HIRING: Various sectors across industries 


WHO'RE THEY HIRING: Graduate and post-graduate engineers 
or equivalent with experience in the use of energy in 
operations, maintenance and planning. Diploma-holders 
with 5-6 years of experience are also being hired for 
these roles 

AT WHAT LEVELS: The positions are mostly at junior and 
mid-levels 


AT WHAT SALARIES: Rs 3.6 lakh-Rs 4 lakh at the junior 
level; Rs 6 lakh and above for the mid-level. 

WHAT ARE THE NUMBERS LIKE: The National Productivity 
Council (NPC) has projected a demand for approxi- 
mately 16,000 skilled and trained energy managers in 
the country over the next five years 








COUNSELLING 


HELP 
TARUN! 


Q: I'm a B.Sc (Computer Applications) final year student 
and belong to a backward area of J&K. | have been 
working with NGOs for the last 3-4 years and am interested 
in Social Entrepreneurship. However, | am unable to decide 
between MSW and an MBA. Please advise. 

It's not an easy choice. A career in social services 
does not give the same monetary returns as a cor- 
porate job will. With your background and the fact 
that you have worked with NGOs, it is under- 
standable that you are interested in this field. So, 
my advice to you is—go ahead and do an MEA. You 
could also take up short-term courses in entre- 
preneurship. Remember: if you want to work in the 
social work field, an Msw will help you. 





Q: I'm a BA Economics student and wish to enter the 
investment banking sector. | want to take up a job after 
graduation and do a CFA on the side. Please advise how | 
can bolster my CV, besides doing an MBA. 

You will need to do an MBA to make your resume com- 
parable to others in the field. Also, job experience in 
the right area will bolster your Cv. Even a part-time job 
will add to your resume. I would also advise you to 
read the financial and economic news (you can list 
these as your extra curricular activities). 

Answers to your career concems are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 

c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 


Search for a job witha Monster . 
by your side 


Monster has the best employers hiring online... 
Post your Resume for FREE Today 


© monster.com 


Sharp search. Right jobs. 
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EMS Memorial Hospital is the largest in the cooperative sector in Kerala 


Medicine Town 








A nondescript town in Kerala is turning into a healthcare hub. 


K.R. BALASUBRAMANYAM 


NOVEMBER 
26-27, 2007 


Perinthalmanna, Kerala 


ESTLED BETWEEN 

the dense green 

Western Ghats 

and the coastal 
region is a small town that is 
giving its big counterparts 
in Kerala a run for their money. 
Perinthalmanna, a taluk headquar- 
ters in the Malappuram district, has 
emerged as a healthcare hub not 
only for Kerala and parts of its ad- 
joining states but has also had a 
headstart as a favoured medical 
tourism destination for the 
Gulf countries. 

Perinthalmanna, which has a 
population of 45,000, is too small a 
place to be called a city. But size, 
perhaps, did not matter to state’s 
Finance Minister Thomas Isaac 
when he said the place was fast de- 
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veloping into a med- 
ical city in Malabar 
in his Budget speech 
last year. That was 
only an official 
recognition to a 
town that boasts of 
three super-speciality 
hospitals, a medical 
college and a num- 
ber of small and mid-sized hospitals 
and clinics. Not just that, the Kerala 
Pharmaceutical Manufacturers 
Association is also based here. 
The first impression, however, 
belies the impressive status of the 
town. Rows and rows of tile-roofed 
old buildings are lined on narrow 
roads—what stands out is the pres- 
ence of either a medical store or a 
hospital every few yards. While 
similar towns in the Malabar belt 
have predominant presence of jew- 
ellery marts, Perinthalmanna is dis- 
tinguished for its hospitals. 


Surprising then, while the town’s 
rise in the last 10 years as a health- 
care hub is talked about in awe, it 
has not yet been chronicled. 

Leading the remarkable health- 
care infrastructure of the town is 
EMS Memorial Cooperative Hospital 
and Research Centre located at 
Panambi. Started in 1998 with a 
share capital of Rs 50 lakh in a 
rented building, the centre has 
grown in both size and stature. The 
500-bed hospital derives its name 
from the legendary Marxist Chief 
Minister, the late EMS Nam- 
boodiripad, whose birthplace is 
close-by. Today, it is the largest hos- 
pital in the cooperative sector in 
Kerala with 16,626 members and a 
share capital of Rs 30 crore. 

Says Dr. V.U. Seethi, Vice 
Chairman of EMS Hospital as well as 
of Indian Medical Association: “We 
get patients not just from across 
Malappuram district, but also from 
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bt reporter’s diary 


the neighbouring Palakkad, Thrissur 
and Kozhikode districts, apart from 
Tamil Nadu, Lakshadweep and 
Andaman & Nicobar Islands.” 

Two other prominent hospitals 
in town—Al Shifa Hospital and 
Moulana Hospital, both with 450- 
bed capacity—have rapidly risen to 
super-speciality heights. Moulana 
is now ramping up its capacity to 
700 beds, while Al Shifa has set up 
contact centres in West Asia to tap 
NRIs and foreign nationals. The MES 
Medical College, that was started 
four years ago, is set to dole out 
its first batch of medical graduates. 
That sounds incredible for a town 
that cannot lay claim to a single 
manufacturing unit worth its name. 

The picture gets much bigger if 
Ayurveda, too, is factored in. Mala- 
ppuram district, of which Perinth- 
almanna is a part, houses the world- 
renowned Kottakkal Aryavaidya 
Shala. The Vaidya Shala runs an 
ayurvedic research centre, a nurs- 
ing home and a hospital. People 
from all over the world come here 
for various ayurvedic therapies. Says 
Dr. R. Satheesh, Chief Medical 
Officer, Al Shifa Hospital: “The 
town's proximity to Vaidya Shala 
provides patients a chance for com- 
bination therapy of both allopathy 
and ayurveda, which we promote." 

Perinthalmanna's meteoric rise 
as a medical hub can be ascribed 
in large part to its Gulf-triggered 
economy. The district of Malap- 
puram has a predominant Muslim 
population, and a good number of 
Muslim youth were headed for the 
Gulf in the '70s and the '80s when 
agriculture was the only source 
of employment. 

The Gulf-induced economy 
brought about dramatic changes in 
the lifestyle of these families. At 
present, on an average, at least one 
member from each family in 
Malappuram district is employed 
in the Gulf. Says P. Unneen, MD, Al 
Shifa: *Perinthalmanna's closer ac- 
cess to Arab countries now helps 
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Pharmacy inside the EMS Hospital (top); 
and English Pharmacy, the town’s first medical shop set up in 1945 


it to attract patients from the Gulf.” 

Another reason why people 
flock to Perinthalmanna for medical 
treatment is its small-town character 
in cost of services. According to Al 
Shifa’s Dr Satheesh: “Replacement 
surgeries like total hip replacement, 
total knee replacement, cochlear 
implants, etc., are inexpensive in 
this part of Kerala and cost less 
than half of what they would cost in 
metros.” Setting up a hospital in 
cities incurs huge expenditure on ac- 
count of prohibitive land and in- 
frastructure costs. “In Perin- 
thalmanna, these savings are passed 
on to patients,” adds Unneen. EMS 
Hospital boasts of a 90 per cent 
occupancy and the hospital 
Chairman Dr A. Mohammed cites 
low-cost services as its USP. 

This apart, the medicine town 
has a better patient-doctor ratio as 
compared to other places in the 
state, says Dr S. Ramdas, who runs 
Ramdas Clinic & Nursing Home, 
the town's oldest hospital. 
Incidentally, English Medicine 





Pharmacy, the town's first medical 
shop, came up in 1945. According 
to its proprietor V. Narayanan, the 
store arrived even before medicines 
did. Initially, the pharmacy had no 
medicine and only chemical mix- 
tures to sell. The next shop arrived 
33 years later, and today the small 
town has more than 60 shops. 

With Perinthalmanna's rise as a 
healthcare centre, the town has be- 
come a hot favourite with the doc- 
tors (there are 400 of them)—es- 
pecially with the students passing 
out of medical colleges in 
Karnataka, Tamil Nadu and 
Andhra Pradesh. The reason: A 
fresh medical graduate from 
Bangalore can earn more than three 
times the pay offered in the IT cap- 
ital if he switches to a hospital in 
Perinthalmanna. This is because of 
the huge demand for doctors and 
traditionally small number of doc- 
tors the state's medical colleges 
produce. By all accounts, Perinth- 
almanna sounds like a prescription 
for sure-shot growth. 8i 
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bt bookend 


Consumer Kane 


The rise of capitalism has weakened democracy, 
argues an American professor. SWAPAN SETH 


REAT BOOKS, IN MY ESTIMATION, MAKE 
CAPITALISM their point in the first few pages of the 
Robert B. Reich “SF book. Banal books then labour that very 
Alfred A. Knopf point through the rest of the book. 
Pp: 270 Therein lies the irony of Supercapitalism by 
Price (US): $25 Robert Reich. Brilliance—through a staggering 
(Rs 1,000) social insight on Page 5. And then a monotonous 
monologue for the remaining 220 pages. Reich's 
pedigree is impeccable: Professor of Public Policy 
at The University of California at Berkeley. 
secretary of Labour in the Clinton 
Administration. Recipient of the hugely hon- 
ourable Vaclav Havel Foundation Prize in 2003. 
Equally flawless is his premise. That we have be- 
come less of citizens and more of consumers. 

With that as the spine of his argument, Reich 
then builds a case for why democracy has become 
a slave of capitalism. And how instead of the for- 
mer dictating the latter, it is now Supercapitalism 
that is playing centre forward in the game of life. 
He has other observations to make. Some quite 
distracted from the central theme. He explores 
«the explosive pay packets of CEOs, questions the role that large em- 

ployers such as Wal-Mart have in the seismic shifts in American society, 
How the middle class has been edged out of pole position by the con- 
suming class. He inspects the massive role that technology has had in 
making this monumental change. 

But to be fair, the book does have certain ponderable points. He 
advocates the fact that corporate income tax must actually be paid by 
shareholders rather than companies. Hmm, interesting. He also 
strongly believes that business and politics must be kept away from each 
other, though one wonders how. He is of the firm opinion that cor- 
porate responsibility is a nonsensical idea and that companies are 
ultimately responsible for profit and profit alone. 

Finally, in the last chapter of his book, he professes that reform 
will ultimately happen only if citizens demand it. One finds that 
direction to be part utopian and part contradictory. If the ropes of 
demand and supply are now with the capitalists, how is the citizen 
supposed to have a go at it? Worse still, does the citizen wish to have 
a go at it? Between the manifesto and Marc Jacobs, what would he 
really choose? 

The timing of the book is perfect in the Indian context, though. 
It’s a bit like the communists demanding that we behave like 
citizens and the rest of the UPA Government hoping we model 
ourselves on capitalism. Gripping till page 5. Tripping a bit there- 
after. But worth a read only because it is a chilling and telling 
commentary of our times. 

Swapan Seth is Chief Executive Officer of Equus Red Cell 























y John A. Que 
Harvard Business School Press 

Pp (approx.): 352 

Price (suggested, US): $35 (Rs 1,400) 


AKE WHATEVER THAT ROBERT REICH 
Ts saying in Supercapitalism 
and turn it on its head, and what 
you get is Greater Good. Written 
by John Quelch, Senior Associate 
Dean at Harvard Business School 
(HBS), and Katherine Jocz, 
Research Associate at HBS, 
Greater Good argues that good 
marketing makes for better 
democracy. How? First, the au- 
thors argue, "marketing performs 
an essential societal function and 
does so democratically; and, sec- 
ond, people would benefit if the 
political and public realms were 
guided by the best of marketing 
and vice versa". The authors don’t | 
look at marketing as a simple 1 
business activity. Instead, they 
look at it from three different per- 
spectives: marketing as an eco- 
nomic function, a business prac- 
tice, and as a societal force. In do- 
ing so, the authors acknowledge 
the problems that most people 
have with marketing, including 
things like inducing people to buy 
things they want rather than what 
they need, or price-gouging, poor 
customer service, shoddy prod- 
ucts...the list is long. However, 
their argument is that on the 
whole, marketing does empower 
consumers. More importantly, the 
point they are at pains to make is 
that "to recognise the common- 
alities between marketing and 
democracy is to grant people the 
power to create a greater good". 
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Automotive Industry surges ahead with “RISK FREE’ Batteries 


AMCO claims leadership in 


2 Wheeler segment with new 
products, innovative pricing 


and warranty strategies 


11 million two wheelers on Indian Roads have 
something in common - an AMCO battery in 
their belly! With over 60% of the buoyant two 
wheeler segment and a strong presence in the 
new generation 4 wheeler segment, AMCO is 
setting a scorching pace for the battery 
industry to follow. 

A member of the over Rs.5000 crore 
Amalgamations Group, one of the largest 
light engineering groups in India, AMCO is a 
leader in the industry with wide spectrum of 
world class, high performance batteries for 
automobiles & industrial use. 

Earlier known as "Accumulator 
Manufacturing Company", AMCO has a rich 
and interesting history. A humble origin as an 


accumulator manufacturer in 1955, it was 


acquired by S. Anantharamakrishnan for consideration of 


Rs. 5 lakhs from its German owners. Since then there has 
been no looking back under the able leadership of Mr. A. 
Sivasailam and Ms. Jayshree Venkatraman. 

AMCO saw technology upgradation twice — once in1964 
through a tie-up with Gould Inc. of the U.S., and another in 
1984 through a collaboration with Yuasa of Japan. The 


company became the first to supply batteries to newer 








generation vehicles of Hero Honda Motors, ТУУ Motor, 
Yamaha, Kinetic Motors and Bajaj Auto. 

This was a bold move considering that the battery industry 
was evolving with more players, cheaper imports from 
China making a dent in the market and the Auto industry 
also evolving with more OEMs entering the fray - but it 
paid. The first turning point came in 1995 when the 
company came under the leadership of a young head — Ms. 
Jayshree Venkatraman, who totally 
refurbished the product portfolio and 
marketing strategies. And she was 
probably the only woman to lead this 
function in this male dominated 
industry. AMCO also took a decision 
to stick to its knitting, returning to the 
Group's core competencies in the 
automotive sector. 

The second turning point was in 2004 
when the company parted ways with 
Yuasa — betting on the In-house R&D 
which had been effective in 
developing indigenous technology for 


the diverse Indian markets. 
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AMCO batteries cater to various segments with the 
product range addressing capacities of 2.5 AH to 200 
AH batteries. The distribution network is strong and is 
pan India with service back up as an integral practice of 
the organization. | 
Says Ms. Jayshree Venkatraman, now Director of the 
company, “It wasa tough call ~ but we were confident of 
our R&D and our product quality. And it has really 
delivered!" 
` Today the company is an undisputed leader in the two 
wheeler segment. The risk free battery is пог just a tag 
line but a reality. If one were to do a poll on quality, 
AMCO would win it hands down - a fact that many 
competitors have grudgingly acknowledged. 
Little wonder that the company holds certification for 
ISO 14001, Q59000 and now T$16949, ensuring the 
highest quality parameters. 
And what better testimony than the list of OEM clients 
-both in two and four-whecler segments - to vouch for 
AMCO's quality standards! Its original equipment 





—. fraternity includes Hero Honda, Honda Motorcycles 


and Scooters India, TVS Motor Bajaj, LML, 





Kinetic Motors and Enfield, in the two-wheeler segment. and 
TAFE, VST Tillers, SAS Motors, Cummins India Ltd, 
Sonalika Tractors, Eicher Tractors and others in the automotive 
segment. 

АМСО has been quick to identify market trends and this led to 
the launch of another runaway success - the Cheetah Inverter 
batteries for the UPS market. The product is a best seller and 
has contributed significantly to the growth of AMCO. 
Predicting the market's shift to maintenance free VRLA 
Batteries, (Valve Regulated Lead Acid) the group has already 
invested in a state of the art facility to manufacture VRLA 
Batteries. 

On the anvil is the launch of sealed maintenance free batteries 
and tubular inverter batteries which are more durable and 
enjoy longer life cycle, 


5 Trends in Battery Markets 


industry shifts towards VRLA Batteries 
(Valve Regulated Lead Acid) 


High Density High Performance 
Automotive Batteries 






Low on Lead, 
High on 
Efficiency Batteries 


2; Batteries for 
increased battery life through Electric Vehicles 
better electrical fittings TD | 


With these new products the company hopes to make a 
significant comeback in the Industrial Segment. 

According to Ms. Jayshree Venkatraman the company plans to 
invest in a new facility which will help them deepen presence in 
the 4-wheeler OEMs. 

There will also be increased thrust on the replacement market 
with innovating marketing strategies, new launches and a wider 
dealer network. 

With an expected growth rate of 35 96 YOY, AMCO will be a 
company to watch. 
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Tulsi Evangelists 


It's called the elixir of life. Not without reason: Farmers are getting 
a new lease of life cultivating tulsi the organic way. PALLAVI SRIVASTAVA 


AILASH NATH SINGH IS NOT ONE OF THE 
biggest farmers in his village but he is used 
to the flashing bulbs and is proficient at 
posing for snaps. He is also used to talking 
to foreigners in ‘Hinglish’, much to the 
envy of his neighbours. The Kamhenpur village resident 
of Azamgarh district is something of an icon in his com- 
munity and that's not just because of his impressive 
house or the fact that even at 85, he zealously cheers his 
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favourite team at the local kabaddi match. 

Singh's surprise claim to fame is that he is the first 
farmer to raise tulsi crop commercially for Organic India 
(then тс) in 1998 and the company till date holds him 
solely responsible for their success. The reason: Singh 
dared to do something out of the ordinary when organic 
farming (done without the use of chemicals and fer- 
tilisers) was unheard of. Growing three varieties of 
tulsi in their farmland was then totally unacceptable to 


farmers who were not even ready to do it for money. 
Those were the days when most farmers were struggling 
with low prices, low yields and even lower productiv- 
ity. “I had faith in them,” says Singh nonchalantly. 

Put the same question to Yoav Lev, President and 
Founder, Organic India, and he promptly says: “I was 
desperate for a beginning and when I looked into his 
(Singh's) eyes and told him to trust me, he probably saw 
the desperation because he said ves." 

That act of faith was one of the few incidents that 
changed the direction of his life. Lev first came to 
India with his wife Holly in 1995 to meet his guru 
H.W.L. Poonja in Lucknow. The couple fell in love with 
the country and was rechristened Bharat Mitra and 
Bhavani Mitra by their guru. Along with a new name 
and a new country, the Israeli-American couple also got 
introduced to Ayurveda. The natural cures that were 
used in the Ayurveda treatments, especially from tulsi 
(Holy Basil), impressed them. 

"Tulsi contains hundreds of beneficial compounds 
known as phytochemicals. Working together, these 
compounds possess strong antioxidant, antibacterial, an- 
tiviral, and immunity-enhancing properties that promote 
general health and support the body's natural defense 
against stress and illness," Lev elaborates. 

Influenced by their guru, the couple decided to 
market tulsi products globally. *I went to 11 factories 
who were manufacturing Ayurveda products but none 
of them was doing a good job of it. Many companies 
still pretend to be organic and pure Ayurveda but you 
have to check for yourself before believing them," 
Lev says. He then began the journey of cultivating 
tulsi the organic way by getting together hundreds of 
farmers. "I decided to set up my own manufacturing 
plant but was faced with the problem of raw material 
since, nowhere could I get organically-farmed tulsi 
on a large scale," he says. 

Lev had a tough time convincing the farmers, who 
were wary of the tall gora and balked at the idea of tulsi 
crop. "They thought I will run away like many 
others but | am a persistent man," he 
quips. Initial hiccups notwithstanding, 
the duo managed to set up a com- 
pany called the Indo-Israel Trading 
Corporation (IITC), which was 
rechristened Organic India last 
year. The company now em- 
ploys more than 12,000 con- 
tract farmers in Uttar Pradesh, 
Rajasthan and Madhya Pradesh, 
cultivating tulsi on 50,000 acres of 
land. 

The firm has a diverse product 
range comprising 15 premium quality 
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Ayurvedic herbal formulations like Ashwagandha, 
Amalaki, Brahmi, Bowelcare, Breathe Free, Flexibility, 
Immunity, Herbal Antibiotic, Liver-Kidney Care, Sugar 
Balance, Triphala, Tulsi, Weight Balance, Women’s Well 
Being, along with five different blends of Tulsi Tea— 
Tulsi Original, Ginger, Green, and Tulsi Chai Masala. 
The company cultivates, collects, processes, 
manufactures and markets certified or- 
ganic Tulsi teas, herbal supplements, 
Psyllium, Castor Oil, Ayurvedic and 
medicinal herbs, and many other 
organic foods and organic spices. 
That's not all. The Lucknow- 
based company with associate 
offices in the us and Israel re- 
cently launched 18 new organic 
flavours of tea which include 
Pomegranate Green, Chamomile, 
India Breakfast, Licorice Spice, 
"assionfruit, Red Chai, Sweet Lemon. 
Sweet Rose and Vanilla Créme, among 
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others. These blends are be- 
ing prepared using Rama, 
Krishna and Vana tulsi 
leaves which the company 
grows organically. 

“We have invested close 
to Rs 50 crore till date in 
our operations and we ex- 
pect to break even by April 
2008,” Lev says while 
claiming that over the past 
few years a lot of Indian 
and foreign companies have 
offered to buy a stake in 
the company but Lev wants to keep the management 
strictly privately held. 

For the past few years, the company has been 
test-marketing its complete range of health products 
in Lucknow and Delhi. It has also been supplying 
Ayurvedic herbs to select companies in the Us, France, 
Japan, Germany, Korea, Israel, The Netherlands and 
Australia. The latest is an agreement with Germany’s 
Ulrich Walter GmbH to market Organic India Tulsi 
Tea products. 

There are new markets on the horizon too. “While 
Tulsi tea is our biggest product till date, there is huge 
market for Psyllium in the United States and quite 
strangely in certain pockets of Japan, our Tulsi tea is pre- 
ferred to their traditional tea," he says. 

The new markets spell better times for the farmers 
as well. Already, the 3-4 month organic crop cultivations 
have led to better margins for the farmers, so much so 
that even the third generation farmers plan to stay 


Old hand: Ihi 
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on and do farming instead of migrating to the cities. 
Kailash Nath Singh says he now gets around Rs 3 
lakh from the company for one crop. “I would like to 
do the crop more than once but they won't let me,” he 
grumbles good-naturedly. 

And apart from the money, organic farming has 
more in store for the farmers. "In the first year, the crop 
yielded 2.5 quintal per acre, but now the productivity 
of my land has increased to 20 quintal per acre," says 
Kanta Singh, who at 85 is a bit hard of hearing but loves 
to talk about the good fortune that the company has 
brought to his family. *We get as much as Rs 40,000 
from the tulsi crop per season while other crops fetch 
just around Rs 10,000," he says. 

Kanta Singh's son Lochan Singh says it is because of 
this single crop that his sons have decided to stay in the 
village and not migrate to nearby cities for better future. 
“We believe we can earn more by growing more herbs 
for the company, so there's no point getting out of the 
family business," he says 
while his camera-shy son 
Rahul nods from a distance. 

Organic India, for its 
part, is quick to acknowl- 
edge the efforts of these 
farmers. For the last five 
years, it has been organising 
an annual event called Tulsi 
Mahotsava at Azamgarh 
which felicitates farmers as- 
sociated with them; the Levs 
go around the village invit- 
ing the farmers personally 
for the event. “Tulsi 
Mahotsava is the celebra- 
tion in honour of the revered tulsi plant from which 
much of the work for the company stems. The whole 
community of farmers and Organic India employees 
come together, to share their gratitude and fruits of 
transformation through organic agriculture and the 
unique initiative they are part of,” says Lev. This year's 
event at Azamgarh echoed the same with farmers from 
Rajasthan and Madhya Pradesh joining in. 

For villagers though, the celebration does not end 
there. The organic tulsi has brought about a wave of so- 
cial change as well. “We employ close to 1,200 socially 
outcast women as machine operators or for plucking in 
various villages and try to give livelihood to them as 
much as we can,” says Lev. 

“I have been working for the company for the last 
nine years and I get as much as Rs 8,000 per season," 
says a proud 60-year-old Dulari Devi. She is glad that 
she can be independent at this age too. For her and the 
others, that's the real healing power of tulsi. 
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Deconstructing the Motorola Q9h 


Despite certain shortcomings, the latest offering from Motorola is a very good device. 


HE THING WITH OPER- 

ating systems is that 

you either love them 
or you hate them, which 
kind of explains the rather 
slow take-off of Vista—well, 
that and the different ver- 
sions of Vista that are out 
there. The one thing you 
have to admire about Apple 
is that there is only one 
flavour of the Mac Osx Bluetooth 
Leopard. However, the is- Profile: Normal 
sue here is not about com- via Shan 
puters but phones. 

Since phones are virtu- 
ally computers nowadays, 
they all need very fancy op- 
erating systems. That is a 
pity, since this reporter re- 
cently used a Nokia 1100, 
the world’s best-selling per- 
sonal electronic device, 
which has sold over 200 mil- 
lion units, and was impressed 
by its sheer simplicity. 

Ihe Motorola Q9h is 
not simple. It is quite a 
gadget when you look at 
the specifications—the 
processor is a Texas 
Instruments OMAP 2420 that 
runs at 325Mhz and with 96 megabytes of RAM, 
this machine is not a slouch. But it runs Windows 
Mobile 6, which is not something everybody will 
love. It is a lot better than the previous iteration of 
the software, Windows Mobile 5, which was plain 
frustrating. But somehow, using a BlackBerry or 
Symbian Smartphone is just... easier. 

However, that said, Motorola has made some 
rather peculiar (but welcome) software choices. The 
Q9h comes bundled with the very good Opera browser 
as the default, rather than Internet Explorer mobile. 
Plus, the phone comes with Docs To Go, a lovely bit of 
software that allows you to open and view office files 
on the move, which is better than the Microsoft solu- 
tion. Pity you need to buy the *Pro' edition to actually 
open and edit documents. 


Text Messages (0) 


No upcoming appointments 





This device is also 
3G-, or rather 3.5 G-ready 
with High-Speed Packet 
Access (HSPA) connect 
ity, which is nice, but with 
the spectrum allocation 
policy rudderless, the ear- 
liest one can hope to ex- 
perience HSPA in India will 
be mid-2009. Then again, 
by that time, we could 
have a clearer idea of LT 
(Long Term Evolution), 
the GSM lobby’s 4G net 
work solution. 

jack to the phone. 
Somehow, Motorola TOT- 
got to put in a Wi-Fi re- 
ceiver in the Q9h, and 
given that GPRS or EDGI 
networks in India are in a 
state of 
in urban areas, Wi-Fi 
would have been a ven 
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good idea. 

Also, Microsoft Active 
Sync is not as easy to use 
as you would like. One 
has to start and restart th« 
device quite a few times 
before 
anywhere. 

However, don't get it wrong, the Q9h is possibly 
one of the best Windows Mobile 6 phones out there. 
It has a lovely, bright screen and seven hot-kevs that 
take you directly to several key functions. The keyboard 
is very easy to use, and though the Q9h is not as light 
as some BlackBerry or Palm devices, It IS very sleek and 
a lot lighter than many other Windows Mobile devices. 
In fact, on both these fronts, the Q9h is a lot better than 
its predecessor the Q8. Incidentally, Motorola has 
also launched a Windows Mobile 6 and GSM version of 
the Q8 alongside the Q9h, which costs about a third 
less than the Rs 19,000 Q9h. 

This is a good device, isn’t terribly expensive and 
you just wonder how it would be on Google’s proposed 
Android phone operating system. 


proceeding 


KUSHAN MITRA 
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bt drive 


Auto Overdose 





There is every reason to be in the capital between January 10-17. l 


ET US BE HONEST. IT IS COLD IN DELHI IN JANUARY, 

and while residents up north are used to the 

weather, visitors from the rest of the country crib 
about the cold and the fact that flights or trains are de- 
layed due to fog. But there is a very good reason to 
come to the capital in January. 

The biennial Auto Expo held at Pragati Maidan has 
come a long way from a few years ago, when ex- 
hibitors complained that it hardly brought 
anything in the form of new or potential § 
sales. However, since the last Expo two years 
ago, the industry has had the best 24 months 
in its history. So, which cars are expected 
to be the show stealers at the Auto Expo? 


Tata’s Rs 1-lakh car 


This car will be presented to the world in a blaze SS 


of flashlights but what will it be? A plastic cons 
traption with the safety characteristics of a chil- 
dren’s toy, or a whole new paradigm in automotive en- 
gineering? The jury is still out and will be out till 
January. 

Also see: Bajaj might well showcase some of the first 
prototypes from its association with Renault, for a 
super-cheap car. 


Suzuki Splash 

Maruti-Suzuki’s new small car is expected in India 
later next year, but will that stop India’s largest car- 
maker from showcasing what might turn out to be a 
WagonR replacement with a super frugal engine? 


Skoda Fabia 


After a five-year wait, the smaller Skoda is finally here and 










Suzuki's new offering 
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Skoda Fabia: 
New saga 


is expected to go on sale soon after the Expo concludes. 
They’ve even shot an ad with a bevy of nubile young 
things in the middle of the Rajasthan desert for this car. 


Volkswagen Jetta 

vw might also have the mighty Toureg on display, 
but the smaller Jetta is the car that will grab most 
eyeballs. Expect it to be launched sometime in 2008 at 
an Accord-ish price range. 

Also see: Toyota may show off the new Corolla and 
Honda, the new Accord. But will they? The answer will 
be evident in January. 


BMW M3 


This is the ultimate sports coupe. Mind-blowing han- 
dling and power make this car the gold standard for 
high-performance tuned-up cars. 


Two-Wheelers and Trucks 
Bajaj will unveil the latest versions of the Sonic mo- 
torcycle and Blade scooter. Hero Honda is likely 
to launch a brand-new high-performance bike 
and Honda an all-new scooter. Surprisingly, there 
might be a lot of good-looking trucks from 
Mercedes-Benz and MAN, which have recently entered 
the Indian market. 
KUSHAN MITRA 
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HERE'S A COMMON MISCONCEPTION THAT IF YOU'RE OVER 40, YOU CAN 

no longer build muscle. Or even that once you cross 40 weight 

training can harm you. Nothing could be farthest from the truth. 
It is possible to gain muscle mass, shed fat and look lean and feel fit in your 
40s. Only, it needs hard work and dedication. 

Of course, it's tougher to build muscle and cut flab in your 40s 
than it would have been in your 20s or even the early 30s. For one, men 
in their 40s begin losing around 1 per cent of their muscle mass every year 
on account of two factors—lower levels of testosterone and growth 
hormone. Besides, most people experience a marked slowdown in their 
metabolism—thereby impairing the efficiency with which they can burn 
calories and, hence, fat. 

Weight training, which is an anaerobic exercise to build muscle 
mass and strength, can actually counter the ageing process that weakens 
and atrophies muscle. In fact, therefore, weight training or muscle 
building is all the more important if you want to slow down the body's 
natural tendency to lose muscle during middle-age. 

Because building muscle is tougher in your 40s, you need to focus on 
the process more sharply. First, make weight training a regular habit in- 
stead of an occasional chore. Get yourself to the gym at least three or four 
times a week or more. Follow an exercise routine that doesn't get boring. 
Change your exercises every three weeks to ensure that. 

You can do cardio-vascular exercises to keep your 
body fat levels low but you must lift weight if you want 
to grow your muscles. Lifting in your 40s is a sure-fire 
way of warding off weakness and injuries in your 
twilight years. The bonus: you get to look and feel fit 
too. Keep track of how much you are lifting and 
keep increasing the weights. Remember, you may 
not be able to lift as much as a 20- or even 30-year-old, 
but if you keep increasing the weights, your muscles 
work harder to grow bigger and stronger. 

But while that's true, you have to take precau- 
tions to avoid injury to your joints. While glucosamine 
formulations can be used to strengthen cartilage and 
prevent weakening of your bones, stretching before and 
after strength training can also prevent injury to joints. 
Also, consider using knee wraps and elbow wraps while weight training. 

The choice of exercises in your 40s is also important. Concentrate on 
building the bigger muscles—thighs and back—and your core abdominal 
muscles as well as your shoulders. These help in stability and making them 
strong will keep you in good stead in the years to come. Besides adopt- 
ing an exercise regimen, ensure that your body gets enough nutrition. 

Eat well and sensibly, perhaps many small meals instead of a few big 
ones. That will help keep your metabolism in fine fettle. So go on, 
complement that salt-and-pepper look with a toned and lean body. 

MUSCLES MANI 











È write to musclesmani@intoday.com and read the Treadmill blog 
at www.businesstoday.in 

Caveat: The physical exercises described in Treadmill are not recommendations. Readers 

should exercise caution and consult a physician before attempting to follow any of these, 
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War of words: Arzi Adbi and Naviin Ibhrampurkar of IIM-C, 
winners of Acumen 2007 Debate, East Zone Finals 


ACUMEN 2007 —EAST ZONE FINALS 
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ACUMEN 2007 


7 


Quick fire: Jayashree Mohanka and Rabi Shankar Saha, 
winners of Acumen 2007 Alumni Quiz, East Zone Finals 


Playing the Mindgames 


india Inc’s managers of tomorrow display the stuff they are made of at the sixth 
Business Today-Aditya Birla Group Acumen East Zone Finals. RITWIK MUKHERJEE 


HE AIR OUTSIDE WAS QUITE COOL IF NOT SOMEWHAT 

chilly. But inside the auditorium of the Indian 

Institute of Management-Calcutta (IIM-C), it was 
decidedly hot. And quite appropriately so, for the hall 
was the venue of the sixth edition of the Business 
Today-Aditya Birla Group Acumen (East Zone Finals) 
where for two days on November 30 and December 1 
top B-school students from across the region engaged 
in a fierce war of words, intellect and knowledge with 
each other in order to earn a berth in the national finals 
to be held in Mumbai on December 15. 

The audience, comprising mainly students from the 
participating B-schools, raucously cheered their teams, 
as the latter put forth arguments and counter-argu- 
ments in support of their contentions during tense de- 
bates and wracked their brains and intellects for an- 
swers to some very difficult questions thrown at 
them by inimitable Acumen host Harsha Bhogle from 
his cue-cards during the quiz competition. Summing 
up the contest succinctly, Bhogle says: “The Business 
Today-Aditya Birla Group Acumen is about putting 
one’s acumen to test and that too with a dash of 
fun and entertainment.” 

The competition kicked off with the elimination 
round, which was hotly contested by the participating 
teams. In the end, four teams each in the debate, quiz 
and alumni quiz competitions made the cut for the 
semi-finals. The debate semis for which the topics 
were “We have failed in building Brand India” and 
“India should push for an Asian Dollar”, were keenly 
contested by IIM-C (Arzi Adbi and Naviin 
Ibhrampurkar), Praxis Business School (Vinay Joshi and 
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Saurabh Agarwal), Indian Institute of Social Welfare and 
Business Management, Kolkata (Vivek Tiwari and 


Judhajit Sen) and xiM, Bhubaneswar (Sumeshwar 


Dhuper and Vandana Lisa). After an engaging battle of 
words and wits, ПМ-С and Praxis Business School qual- 
ified for the zonal final. 

The debate final tested the erudition of the students 
with the topic “Diversified conglomerates will have to 
break up to retain focus". And judging them, quite ap- 
propriately, were Amit Chincholikar, Group Head, 
Compensation & Rewards, Aditya Birla Management 
Corporation and Manohar Samuel, Senior Vice 
President, Birla Cellulose. The IIM-C team argued in 
favour of diversified conglomerates. Its contention 
was that individual units always stood to gain from be- 
ing a part of a conglomerate, as the latter not only 





Ticket to finals: Acumen 2007 in progress 








Answering machine: Shrikant N. and Raghu M. Reddy of 
XLRI, Winners of Acumen 2007 Quiz, East Zone Finals 


worked as a venture capitalist for them but also helped 
in better coordination with other units. Praxis Business 
School took the opposite stand, showing how sub- 
brands and associated brands worked wonders in a 
more focussed manner. The judges saw greater merit in 
the arguments of IM-C’s Adbi and Ibhrampurkar and de- 
clared them winners. The duo now go to Mumbai for 
the national finals. 

The Zonal Quiz final was contested keenly by four 
teams from Xavier Labour Research Institute. 
Jamshedpur (Raghu M. Reddy and Shrikant N.), Indian 
Institute of Social Welfare and Business Management 
(Neelotpal Goswami and Jinu Mathew), пм-с (Arnab 
Sinha and Vijay Anand Menon) and пт (Vikram 
Sardeshpande and Manoj Bharathi). Some of the ques- 
tions hurled at them were: (i) Aheda Zanetti, a Lebanese 
who migrated to Australia, designed a swimwear for 
Muslim women. What did she call it? Answer: Burgini. 
(п) What does MSD stand for in the advertisement fea- 
turing Mahendra Singh Dhoni? Answer: Monday to 
Sunday Dressing. (iii) His stint with advertising began in 
1987 with Allwyn’s Trendy Watch campaign. He went 
on to compose more than 300 ad jingles—Boost with 
Kapil Dev and Sachin Tendulkar, MRF Tyres, Premier 
Pressure Cooker, Asian Paints, Hero Puch, etc. He 
owns Panchathan Record Inn, one of India’s most ad- 
vanced studios. Who is this person? Answer: A.R. 
Rahman. (iv) Marriott, the hotel chain, tops in terms of 
sales in which particular category? Answer: Inflight 
Catering. After seven gruelling rounds, the XLRI team 
emerged a clear winner. 

The fun and excitement during the two-day jam- 
boree reached its climax during the Alumni Quiz final. 
It kicked off in a rather relaxed atmosphere, but as the 
rounds progressed, it became charged and tense. 
sample some of the questions thrown at the contestants: 
(1) It is synonymous with ‘money’ in more than 14 lan- 
guages including French and at least one country is 
named after it. Milton Friedman pointed out that it was 


Ace show: Harsha Bhogle asked tough questions, 
but with a dash of fun 
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a major monetary metal in history. Which metal is 
this? Answer: Silver. (ii) Till 1957 when the rupee 
went decimal, how many pies were required to make up 
one rupee? Answer: 192 pies. (iti) When КВС introduced 
the first celebrity round with invited guests in 2000, four 
people were invited—Rani Mukerji, Saif Ali Khan. 
Preity Zinta were three. Who was the fourth person? 
Answer: Shah Rukh Khan. (iv) On May 6, 1919, U 
President Woodrow Wilson did something that was a 
first in the history of air travel. What was it? Answer: 
[he first person to take out flight insurance. (v) 
Whar's the name of the knowledge city that Sabeer 
Bhatia is developing near Panipat in Harvana? Answer: 
Nano City. Although Gautam Ghosh (IIM-C) and Arup 
Banerjee (Loyola Institute of Business Administration, 
Chennai) started off extremely well, the duo lost 
ground to Rabi Sankar Saha (Delhi School of 
Economics) & Jayashree Mohanka (пм-с) and 
Dushyanth Jayanthy (пм-Вапраіоге) & Subhendu Roy 
(HET Delhi) as the rounds progressed. The Saha- 
Mohanka duo out-answered the others and booked a 
berth for themselves at the national finals. 

“Business 15 all about leadership and great 
can only come from individuals who are not only sharp 
but are able to communicate their ideas effectively. 
Acumen is a platform that brings the best talent of as 
piring business leaders to compete,” says Pavan Varshnei. 
Publishing Director, Business Today. 

Chincholikar, Samuel and Varshnei gave away 
the prizes that were sponsored by Birla Cellulose and 
Harvard Business Review South Asia (all-India 
prize sponsor). 

Apart from Business Today and the Aditya Birla 
Group, other sponsors and partners for the event 
were: TravelGuru, Aditya Birla Minacs, Birla SunLife. 
Esprit (prize sponsors for the final), Headlines | odas 
(TV partner), Fever 104 FM (radio partner), 
Exchange4Media.com (media partner), PaGalguy.com 
(online media partner) and пм-с. m 
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Technology Transfer 


TWENTY-THREE YEARS AFTER SHE JOINED TELECOM 
equipment giant Motorola, PADMASREE WARRIOR, 
47, has moved on from the company she helped 
re-define. She has joined networking equipment 
major Cisco as its Chief Technology Officer. 
Warrior, who was instrumental in redefining 
Motorola from a stodgy and slow-to-react com- 
pany, into a cutting-edge firm (thanks primarily to 
its Moto Razr handset), is betting on an entirely 
different market. The chemical engineering grad- 
uate from irr Delhi, wrote in her first post on 
z The Platform, Cisco’s official blog: “1 enjoy envi- 
- sioning and creating the future, and leveraging 
technology leadership for business growth." Time 
for Warrior to recreate the Razr magic at Cisco. 





IA YASO 


Think Change 


AMAR BABU SEEMS TO RELISH THE HEAT AND DUST OF 
the fast-growing Indian market. Just months after 
moving to the US as MD, South Asia (Sales and 
Marketing Group), Intel, Babu finds himself back 
home: this time as the Managing Director of Lenovo 
India. From trying to sell chips to computer makers, 
Babu. 40, will now focus on trying to ramp up the 
firm’s share in a market growing by around 20 per 
cent annually. “Lenovo is a growing force in the 
global pc market and has achieved impressive trac- 
tion in India, in a short span of time,” Babu says. The 
electrical and electronics engineer and manage- 
ment grad from XLRI who has worked in companies 
as diverse as HCL and Citibank earlier, will have to 
use all his local knowledge to boost Lenovo's pro- 
file in India. Running a PC business, however, won't 
be entirely new to him, since Babu played a key role 
in re-establishing the HCL-Toshiba relationship in 
India. That sure gives him a headstart. 
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E . Better Late Than Never 

f 

7 # Al A VOLTE FACE. NEARLY NINE MONTHS AFTER THE POLICE FIRING AT NANDIGRAM, WEST BENGAL CHIEF 
Minister BUDDHADEB BHATTACHARJEE, 63, has finally admitted that the incident was a political and 
administrative failure. That's not all. Bhattacharjee even regretted his vexed comments after the 


November carnage that the Opposition in Nandigram was paid back in its own coin by the CPM 
cadre. What has brought about this change in his stance? The troubled CM perhaps gave in 
to the pressure from all quarters. Bhattacharjee's government got a drubbing from the 
Calcutta High Court, the state Governor and the intelligentsia over the issue. With pan- 
chayat polls too round the corner, he has chosen to shift his stance. But much to 
his discomfort, his party continues to speak in a different voice on the issue. 
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Going Whole Hog 


SHE'S PUT IN 25 YEARS IN IT, INCLUDING HER STINT 
with IBM and Citibank. VANAJA ARVIND, 59. Executive 
Director, Thinksoft Global, is now set to show her 
prowess with culinary skills by dishing out some of 
her yummy ‘Wholistic Breads’, that her family and 
friends swear by, to Chennaites at large. “I am really 
inspired by the Grand Sweets (a popular 
sweet/savoury outlet in Chennai), which has gen- 
erated tremendous employment for women in a 
different socio-economic strata," she says. Arvind has 
set up a baking unit and she's organising a display- 
counter at her home, from where she will initially 
operate. She intends to follow up her range of 
wholegrain breads that use honey, unbleached sugar 
and olive oil, with soups later. Though right now 
she's taking it slow as December is turning out to be 
unusually hectic for rr and also because she is yet to 
find a manager for her new enterprise. Wearing dual 


hats does require some assistance. 





CONTRIBI 


SHAMNI PANDE, 


Trailblazer, Uninterrupted 


YOU HAVI ГО HAND IT TO SUNIL MITTAL. L 
first generation entrepreneur, who con 


GO! 
imands 
India's largest telecom company, with 50 million cus- 
tomers, has now been ranked 

third in Forbes magazine's 20 
self-made Asian billionaires 
list. And with good reason 
as his captivating journey to 

a net worth of $12.5 billion 
illustrates. Mittal, 50, started 
his first business in 1976 
with a capital investment of 
Rs 20,000 (borrowed from his 
father) and started manufac- 
turing crankshafts for lo- 
cal bicycle manufactur- 
ers. He's come a long 
way since then to build 
the Bharti Group into 
India's largest mobile 





























phone operator. Even 
now when it came to 
fighting for the rights 
of his firm Bharti 
Airtel or the cellular 
operators in India, 
the hands-on Mittal 
makes sure to take 
up the job himself. 
Next on his ambi- 
tion list: he now 
plans to play the 
retail game in 
India in a big way. 
Others beware: 
Mittal has been 
there, done that, 
after all. 
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NAME: SHANKER ANNASWAMY 
AGE: 51 

DESIGNATION: Managing Director 
COMPANY: IBM India 
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Introducing the G h D > 

New BlackBerry rowt river 

Pearl 6120 N DECEMBER THIS YEAR, IBM INDIA ANNOUNCED THAT IT EXPECTED TO TOUCH THE 
Smartphone $1-billion revenue mark, becoming perhaps the first rr MNC giant to reach this land- 
PI | mark in India. Much of the credit for this growth should go to Shanker Annaswamy, 
a medical devices veteran, whose appointment to the top job at IBM India back in 2004 sur- 
prised many industry watchers. After spending 25 years in the medical devices industry, 
first with Philips and then with Wipro-GE, Annaswamy found himself running the bur- 
geoning operations of IBM India. Since his appointment, IBM India's fortunes (and business) 
have blossomed. Its employment roster, too, has grown to over 50,000, 

An electronics and communications engineer from Madras University and a management 
post-grad from All India Management Association, New Delhi, Annaswamy is the first 
Indian to head 18M’s local operations. A hands-on manager, Annaswamy is a believer in 
quality techniques such as Six Sigma, which he picked up in Japan as the head of GE's CT 
business. Unlike many of his peers who've worked non-stop in the corporate world, 
Annaswamy hasn't been averse to stepping away from the spotlight to take up parental du- 
ties. Rather than try and juggle two hectic jobs, Annaswamy decided, in the early years of 
this decade, to take up an advisory role with the Oman Government, a flexible posting that 
gave him more free time with his family. However, at IBM India, he has little time for a 
break, given its rapid growth. He is known for constantly trying out new things at 
work. He has introduced new strategic units at IBM India to help the company retain its 
edge. For example, he launched the India Leadership Forum, a cross-functional team, to 
try and understand the opportunities before different business units and even set up a mega- 
deal mechanism to target the large contracts being doled out in the Indian market. , 

Annaswamy has shown that he is keen to explore inorganic growth in the country 
by acquiring the Bangalore-based Network Solutions in 2005. While IBM's India soft- 
ware, hardware and services businesses have grown 40 per cent over the last 12 
months, spending by key industries such as banking and financial services and, most re- 
cently, small businesses have been at the centre of this strategy. While the $1 -billion tar- 
get may be on the horizon for IBM, Annaswamy has already earned his reward—IBM chief 


А Sam Palmisano has tripled the $2-billion investment in India. 8 
Air RAHUL SACHITANAND 
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